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Introduction

Regardless of assignment, helping with income generating activities (IGAs) are common projects for Volunteers.  This training package is designed for the generalist Volunteer that may have no formal business education or experience.  The purpose is to give an overview of IGAs in the host country and the steps to select, plan and start up of an income generating activity, as well as principles and practices that strengthen existing IGAs, such as recordkeeping and marketing.
What is an Income Generation Activity?

An income generation activity or income generating activity is a small economic activity, which is generally operated at or near home using one’s own labor, or the labor of family members with the purpose to raise family income.
   They tend to build on the existing skills and resources available locally, and they can make a significant contribution to a household’s economic security.   What is the difference between an IGA and a small business or microenterprise?  IGAs are usually informal – not officially registered, and are frequently seasonal or part-time commercial activities that provide supplemental income.    

The following are common characteristics of Income Generation Activities:
 
· Primary Source of Income: For many people IGAs are the primary source of a family’s income, not just supplemental income.

· Informal: IGAs are not officially registered; do not pay taxes, etc. This lowers set up costs, but makes them more vulnerable to shocks. For example, the government may provide compensation in the event of a natural disaster, but only to formally registered businesses.

· Risk averse: IGAs tend to be extremely conservative. For example, they do not take advantage (and the risk) of opportunities to sell more. They will only produce a limited amount of a product per day, regardless of whether it is market day. The primary goal is to sell all products produced. 

· Little or no investment in worksite: IGAs often have a short time horizon. They can be established with limited advance planning and can appear and disappear overnight.

· Few Fixed Assets: IGAs have limited overhead. The startup costs are often nothing more than a cooking pot and a table.

· Little reinvestment: An IGA owner is not growth-oriented and invests only the minimum in the business. Profitability is day-to-day for IGAs. They will purchase ingredients in the morning out of pocket, and if they have more money in their pocket at the end of the day than at the start of the day, the day is considered a success!

· Traditional Skills: IGAs rarely require any special skills to run.

· Traditional technology: IGAs use simple or traditional technology.

· Part time or seasonal for owner: An IGA owner who sells fresh eggs from his chicken may only engage in this IGA a couple times a week for a few hours.

· Family labor: If the IGA owner requires additional labor it is usually that of a family member rather than a paid employee.

· Mixed with household economy: IGA owners tend not to separate their business from their household money. If they or a family member needs money for food or medicine, it is paid for directly from profits from the IGA.

· Illiterate or semi-literate: IGA owners may not be able to read or write.

· Little product diversification or value addition: IGA owners tend to sell the same thing as many others in the market. 

· Few if any written records: Most IGAs do not keep written records. Most IGAs don’t separate business and household funds. They do hand to pocket accounting. If they have money in their pocket at the end of the day, the day was a success! They may not know how to determine whether their IGA is profitable or not. 

How to use this Training Package

Prior to beginning the training, it is good to review the project plan with the Volunteers and show the specific objective that this technical training package supports.  Furthermore, it is helpful to review the standard sector indicators associated with the Income Generation Activity project area, and how this technical training relates to reporting on the Volunteer Reporting Form.

The standard sector indicators associated with the Income Generation Activities project area are:

· Individuals trained in business management/income generation:  Number of individuals trained in business development, including income generation. (CED-004)

· Separate Money:  Number of individuals, out of the total number of individuals the Volunteer/partner worked with, who have now started keeping the money for their business separate from money for personal expenses. (CED-008-B)

· Wage:  Number of individuals, out of the total number of individuals the Volunteer/partner worked with, who have now started paying themselves a wage for their work. (CED-009-B)

· Product Profit:  Number of individuals, out of the total number of individuals, the Volunteer/partner worked with, who reported that they calculated profit margins. (CED-006-B)

· Better bookkeeping at individual level: Number of individuals, out of the total number of individuals the Volunteer/partner worked with, who improved their standard bookkeeping practices. (CED-005-B)

· Individuals starting a business
:  Number of individuals, out of the total number of individuals the Volunteer/partner worked with, who started either an individual or group business.  (CED-021-B)

The training package includes an introductory session, five core sessions on how to select, analyze and plan the implementation of an IGA, optional sessions on Marketing, Recordkeeping and an IGA Fair, as well as two ICE publications.

Doing a Feasibility Study: Training Activities for Starting or Reviewing a Small Business. Suzanne Kindervatter. OEF International/UNIFEM. 1987. Reprinted with permission of UNIFEM. August 2012. 

Designed for women who want to start a business or to review an existing business, this manual provides training activities that help participants learn how to do a feasibility study. The training is oriented toward group businesses but has been used for individual enterprises as well. Six steps guide the feasibility study: Choose a product or service to sell; Find out if people will buy the product or service; Determine how the business will operate; Calculate business expenses; Estimate sales income; and Decide: Is the business a good idea?

A series of posters and other graphics make it easy for women to gain the basic concepts and skills for doing their own feasibility study.

Marketing Strategy: Training Activities for Entrepreneurs. Suzanne Kindervatter and Maggie Range. (OEF International/UNIFEM) 1986. Reprinted with permission by Peace Corps. 2013. 

This publication provides training activities designed to alleviate the problems many women entrepreneurs face in their efforts to develop small businesses. Whether starting, improving, or expanding a business, sessions can be easily applied by trainers, extension workers, or programmers. It includes “Marketing Mix,” a game designed to introduce major components of marketing that enables entrepreneurs to find solutions for common marketing problems.

It is also available in Spanish (SB124 Estrategia de Mercadeo: Entrenamiento para Empresarias) and French (SB125 Strategie de Marketing: Activities de Formation pour Entrepreneurs).
Income Generating Activity Training Package:

Pre-Service Training (PST) Session:

· Session:  Introduction to Income Generation Activities – Part One

· Session:  Introduction to Income Generation Activities – Part Two

In-Service Training (IST) Sessions:

· Session: Selecting an IGA
· Session:  Customer Demand
· Session:  Managing an IGA
· Session:  Costs
· Session:  Sales and Profit
· Session:  Marketing (Optional)
· Session:  Recordkeeping (Optional)
· Session:  IGA Fair (Optional)
Preparation for an IGA Fair

More than a simple session plan, this is an activity that must be adapted to each post’s needs. It could be conducted as part of PST and considered a Practicum activity or it could be done during IST for CED Volunteers or across sectors.  This session has several variations and will require quite a bit of post adaptation and trainer preparation because IGAs vary across the world, and even across a country. There are low effort, medium effort, and high effort versions of this session. Naturally, the higher effort versions have proven to be of more benefit to the Volunteer. But, higher effort versions also have significant budget and time implications. 

Low effort:  In this model participants go to the local market and find IGAs with the assistance of an LCF. Post drafts a list of IGAs that are common in the country. A drawback is that IGAs are often regional and IGAs found in the PST town may not be indicative of those throughout the country. An additional drawback is that the trainees will not likely have the opportunity to practice the IGAs for themselves. This activity will typically take two hours.  Relevant staff such as Tech Trainers, APCDs, the LCC and LCFs should work together to create a session plan that includes pre-work and follow up debriefing modeled on content suggested in the IGA Fair/Production session. 

Medium effort: In this model, Tech Trainers and LCFs demonstrate IGAs that are common in the community. This session typically takes two hours. In this scenario, trainees can ask lots of questions, practice IGAs, (for example, producing their own fried beignets) but they won’t be engaging with experts in the topic and they won’t necessarily be experts. 

High effort: This model is recommended for the CED PST. In this model, participants are exposed to several different IGAs from across the country via a fair arranged during PST. Volunteers are encouraged to draft a detailed narrative of their experience working with an IGA. Formats are provided in Handout 1. This session typically takes four to six hours.

Hybrid Version:  In a hybrid version of this model, post could arrange an IGA fair in the PST Community using only Host Country Nationals. This has significant benefits because it is lower cost and easier to arrange. But host country national IGA owners can be reluctant to share their secrets. Also, as noted above, IGAs tend to be regional within the host country, and one of the greatest benefits of the IGA Fair is sharing IGA ideas across regions.

Prior to undertaking an IGA fair you must: verify that all inputs are available in the local market, or encourage Volunteer participants to bring inputs from their site to be used during the fair. It is often the case that IGAs are regional. Consequently, you can’t assume that inputs would be available in a local market.  

Immediately prior to the fair, it’s important that the trainer gather all the IGA vendors and explain the expectations to them. Reinforce the idea that the training is intended to be hands on. Remind the IGA vendors that the activity will be repeated several times and it’s important that they remain fresh and enthusiastic.

Naturally, significant preparation will be required by each of the IGA vendors immediately prior to the session. It’s important that the tech trainer (or designated point of contact) is available immediately prior to the session because the IGA Vendors are often not familiar with the PST site and will need a point of contact, for example to access water or know where they are stationed. 

Prerequisites: 

This package can be used to train Volunteers from any sector.  For Introduction to Income Generation Activities, it is recommended that CED trainees have Global CED Sector – Economic and Organizational Environment in the Host Country, and Cultural Values.  Other sectors should have Cultural Values and a full PST with Global Core Community/Sector Assessment. and that all other sectors have a full PST with Global Core Community/Sector Assessment.  
Sequencing of Training:

Depending on training time available, post could use just the Introduction to IGAs Session – Part 1 and 2.  This gives a very broad overview of the importance of helping IGA vendors to work on four guiding principles for success – pay yourself a wage, separate business money from personal money, keep separate accounts, and be able to calculate profit.  These also relate to Peace Corps’ indicators for IGA.  The next five sessions:  Selecting an IGA, Customer Demand, Managing an IGA, Costs, and Sales and Profit take participants through the six sequential steps of a feasibility study, so it is recommended that they be done as a set and follow this sequence.  The Marketing and Recordkeeping sessions are optional.  They provide more depth and technical training on these important topics.  Finally, there is an optional session on the IGA Fair.  Volunteers frequently enjoy this session in which they learn how to make various IGAs, however if participants are keen on selecting an appropriate IGA for their community, then the IGAs demonstrated in the IGA Fair may not be relevant to all.

If you plan to do the IGA Fair, it can be scheduled anytime after the Session:  Selecting an IGA.  The marketing and recordkeeping sessions are best scheduled after the five sessions on the feasibility study.    Even though there is a recommended sequence for the sessions, posts can exercise some discretion and flexibility in adapting the sequence to their respective programming and training contexts. 

Sample IST Schedule

The following is a sample schedule for a 2 ½ day IST:

	
	Time
	Day 1
	Time
	Day 2
	Time
	Day 3

	
	9:00-10:00
	Welcome
	9:00-10:30
	Costs
	9:00 – 10:30
	Marketing

	
	10:30- 12:30
	Selecting an IGA
	10:30-11:00
	Break
	10:30 – 11:00
	Break

	
	12:30-14:00
	Lunch
	11:00- 12:30
	Sales and Profit
	11:00-12:30
	Recordkeeping

	
	14:00-15:30
	Markets
	12:30:13:30
	Lunch
	12:30-13:00
	Wrap Up and Evaluation

	
	16:00-17:30
	Managing
	13:30-16:30
	IGA Fair
	13:00-14:00
	Lunch

	
	17:30-18:00
	Team work time
	16:30-17:00
	Debrief
	
	Participants leave


Programming & Training Team Involvement: 

Directors of Programming and Training (DPTs), Associate Peace Corps Directors (APCDs), Program Managers (PMs), Training Managers (TMs), and Language and Cultural Coordinators (LCCs) should review these session plans and work together to develop an appropriate plan for implementation. 

Post Adaptation: 

Notes for post adaptations are included in every session. Work with Volunteers and technical advisors who are familiar with Income Generating Activities in country to adapt the sessions to the host country.

Facilitators: 

The facilitators should have general community economic development experience and an understanding of income generating activities in the host country.  Familiarity with the project plan and framework will also be helpful in order to make connections to standard sector indicators and project goals and objectives.

Technology: 

There are power point slides that accompany each session.  They are provided as guides and visual aids.  You could put the content on flipcharts and do the sessions without the PowerPoints.

Session Plan Summaries

Session: Introduction to Income Generation Activities – Part One

Volunteers are frequently asked for assistance with Income Generating Activities.  This session provides an overview of IGAS, their characteristics and challenges in the host country, presents four guiding principles for IGA success and explores the Volunteer’s role in IGAs.  Based on a homework assignment, participants will compile their observations and findings of Income Generation Activities characteristics and challenges in the host country.  Participants will learn about the four guiding principles for IGA success – separate business and household money, keep business and household accounts separate, pay yourself a wage, and be able to calculate profit.  Participants will consider culturally appropriate methods for separating business and household cash.  Participants will complete an expense sheet to determine their personal expenses and use that information to set a reasonable wage.  Participants will consider how they can take what they’ve learned about separating business and household cash and paying yourself a wage and work with an IGA vendor.

Session: Introduction to Income Generation Activities – Part Two

In the second half of Introduction to Income Generation Activities, participants  learn to keep track of financial transactions between the household and the business when they must borrow money from the household to pay business expenses and vice versa.  Participants will correctly record financial transactions using a case study.  Participants learn to keep track of financial transactions between the household and the business when they must borrow money from the household to pay business expenses and vice versa.  They will correctly record financial transactions using a case study.  They will discover what they need to know to be able to calculate business profit.  Participants will learn step by step how to fill out the earnings spreadsheet to calculate business profit, and will calculate the profit of a business using a scenario.  Participants will review what skills they have learned and practice explaining one of the steps to each other in the local language.

Session: Selecting an Income Generation Activity (IGA)
This session provides an overview of the knowledge and skills one needs to consider when selecting an Income Generating Activity.  Participants will reflect on what factors they considered before launching their own IGAs that they may have had in the past.  Participants will listen to and discuss a story about the development of an IGA, identifying the knowledge and skills needed when selecting an IGA.  Participants will read and discuss a case study of an IGA vendor, taking note of his/her strengths and weaknesses and what suggestions they would give for improving the IGA.  Participants will select an IGA to study and will analyze the knowledge and skills they need to run the IGA and what skills they may need to learn.

Session: Customer Demand
Business is about sales, not production.  Therefore it is critical to find out whether customers will buy a product or service before launching an IGA.  This session focuses on how to assess customer demand for a product or service in a culturally appropriate way.  Participants will reflect on their experience as customers and why people choose to buy a product or service.  Participants will learn about market assessments and how to use them.  Participants will review case studies and provide recommendations on market assessments and other important factors to consider, such as gender and socio-cultural practices.  Then participants will analyze the potential customers and competition for their own product or service.

Session: Managing an IGA
Operating an IGA requires more than making and selling a product or service.  It involves managing people, money, and resources.  This session focuses on the administration aspect of IGAs and risk mitigation.  Participants will reflect on how they organized the operation of their IGA in terms of production, finance, and administration.  Participants will create a series of questions that they should ask IGA vendors about planning their IGAs.  They will also learn any legal considerations that people need to know about operating an IGA in the host country.  Next participants will consider strategies they could recommend to IGA vendors to mitigate disasters.  Then participants will determine how they will operate their own IGA.

Session: Costs

This session covers the identification of costs and how they affect IGA profitability.  It gives specific focus to costs that are often not incorporated into the pricing of IGAs.  Participants will learn about the eight categories of costs and intangible cost implications for IGA vendors.  Next participants will consider all the start-up and operating costs for an IGA in a case study.  Then participants will calculate what they need to start and operate their IGA and how much it will cost.  They need to know this in order to determine if their IGA can be profitable.

Session: Sales and Profit

Knowing how to calculate product profit is one of the guiding principles of business success.  In this session participants learn how to calculate profit and estimate sales.  This session also serves as the culmination of the six step feasibility study.  Using their work on costs and sales estimates, participants decide whether their IGA is a good idea or not.  Participants will learn how to estimate sales and calculate profit, and will practice completing the cost plus profit worksheet using their own IGA example.  Next participants learn how to use a sales chart to estimate sales, and practice using a sales chart to calculate and estimate sales income.  Based on everything they have learned about analyzing their IGA idea, participants will decide whether their IGA product or service is a good idea or not.

Session: Marketing

This session will cover the 5Ps of marketing and how to develop culturally appropriate marketing strategies for different products and services.  Participants will reflect on their experience with IGAs and how they were marketed.  By watching a skit that demonstrates good and bad marketing, participants will learn the five categories of marketing and what marketing means in the host country.  Participants will receive a case study and develop a simple marketing strategy appropriate to their community.  Then participants will work together to consider the marketing problems and potential solutions for their own IGA.

Session: Recordkeeping

This session focuses on simple and practical bookkeeping systems and tools for a basic microenterprise.  Participants understand that lack of bookkeeping isn’t a cultural divide but rather is typical of IGAs the world over.  They will recognize the value of keeping written records, when to keep written records, and provide insight into a few of the common frustrations encountered when trying to encourage IGA owners to keep written records.  Next participants will practice using a simple bookkeeping template.  Then participants will review three months worth of business records and share observations.  

Session: IGA Fair

This session is designed as an IGA Fair in order to familiarize trainees and/or Volunteers with several common host country IGAs.  Trainees or Volunteers should learn the process of producing the product so that they can demonstrate it in their community and help community members to stimulate new ideas.  In this session participants will list the steps to make a simple product that they are familiar with in order to emphasize how important it is to give clear instructions.  Prior to the IGA Fair, participants will get a brief introduction to the Fair process and logistics in order to clarify expectations for what will be seen and to explain to participants why certain IGAs won’t be seen.  During the Fair participants will move from station to station to practice the steps of production for each IGA.  Finally, participants will debrief their experience.  

Tips for Facilitating Sessions in this Training Package

Some additional facilitation strategies include:

Timekeeping: 

· Enlist the help of your participants to stay on time and assign timekeepers.

· Provide warnings at the five minute, two minute and one minute mark before an activity ends.

· Be strict and fair about time limits for group presentations and report-outs; clarify ahead of time what should be presented and how the time limit will be enforced, so that groups will be concise.

Small/large group use: 

· Rather than small groups reporting out to the whole group, pair one small group with another group to share their results. If possible, have additional facilitators present for that part to encourage reflection and feedback. Then, the lead facilitator simply summarizes briefly to the whole group, drawing final conclusions. 

· Use ‘think, pair, share’ activities instead of large group brainstorming. ‘Think, pair, share’ is a method in which participants individually think about an assigned topic and may be asked to write about their thoughts. Then they pair up and discuss what they have thought about. Lastly, participants are asked to share their thoughts with a larger group. 

· Not every discussion or brainstorming session in training needs to be conducted in smaller groups. If the purpose of eliciting participant feedback is simply to monitor participants’ understanding, eliciting responses from individual participants in whole group is entirely appropriate.

Note taking:

Ask participants to assist when writing on flipcharts so that the facilitator can focus on keeping the discussion going. However, brainstorming ideas don’t need to be written on a flip chart if they are not going to be reviewed later. Decide if it is worth it to ask someone to summarize, edit, and then write down spontaneous ideas if they are not to be used again, unless you find that visual learners in your group prefer things in writing. 

Reflection:

Support individual engagement with questions posed to the whole group by giving eight seconds for participants to consider questions and possible answers, before calling on participants at random to answer. This ‘think time/wait time’ strategy gives all participants the time to think through their answers, not just the fastest, and also helps the facilitator to evaluate more effectively to what degree participants are on the same page. 

Resources

This training package draws on several key resources that include the following:

Allan, Hugh, Economic Strengthening/Livelihood Tools and Literature Review: Summary and analysis of the status of literature and review of the tools, along with recommendations of best practices and guidelines on which tools work, identifying useful/workable interventions, USAID, CARE, Hope for African Children Initiative, December 2005

Chikina, Oksana (CHF International) and Silva, Sao (DAI) Income Generation Activities Manual: Returning “Profit” to IGAs, February, 2007.

Drexler, Alejandro, Greg Fischer, and Antoinette Schoar, “Keeping It Simple: Financial Literacy and Rules of Thumb,” January 2011

Educacion Financiera Para Emprendedores: Contabilidad: Separacion de Cuentas: Reglas Basicas, Microfinance Opportunities, 2005.

IGA Selection, Planning and Management: A Training Course for the Participants of CARE Uganda’s Ecodev Projects, Revised March 2004.
Kindervatter, Suzanne, Doing a Feasibility Study: Training Activities for Starting and Reviewing a Small Business. Washington, DC: OEF International, 1987.
Kindervatter, Suzanne and Maggie Range, Marketing Strategy:  Training Activities for Entrepreneurs, OEF International, 1987.
Stein, Andrew K, Selection, Planning and Management of IGAs - SPM for VAs: Guide for Village Agents as Trainers, CARE, October 2010.

Tantia, Piyush of Ideas 42, Presentation called “Keeping it simple: the results of rule of thumb based financial literacy training on business outcomes and savings,” April 6, 2011 at World Bank and IFC (Power Point presentation).

www.doingbusiness.org
www.pooreconomics.com
 Acronyms List

APCD

Associate Peace Corps Director 
CED

Community Economic Development

COTE

Calendar of Training Events

DPT

Director of Programming and Training

LCC

Language and Cultural Coordinator

IGA

Income Generating Activity or Income Generation Activity

IST

In-Service Training

M&E

Monitoring and Evaluation

OPATS

Office of Overseas Programming and Training Support 

PC

Peace Corps

PM

Program Manager

PST

Pre-Service Training

TM

Training Manager

Feedback on the Training Package: Field feedback is a critical part of the Focus In/Train Up training packages roll out. When a post pilots the Income Generation Activity training package, post staff are requested to submit their feedback on the pilot using the feedback survey found in the Focus In/Train Up area of the Peace Corps Intranet: (http://inside.peacecorps.gov/index.cfm?viewDocument&document_id=36573&filetype=htm). 

Overview of the Income Generation Activity Training Package

	Competency
	Terminal Learning Objective
	Session Title
	Session Learning Objectives
	Prerequisites
	COTE
	Length

	Support Promote business development strengthening
	Using income generation activity case studies, participants will successfully apply the four principles of: paying a wage, separating business and household income, keeping separate accounts and calculating profitability.  
	Introduction to Income Generation Activities - Part One
	1. After individual interviews and observations of local IGAs, and a group discussion, participants will identify 5-10 characteristics and challenges of IGAs in the host country

2. In a large group discussion, participants will list 3-5 culturally appropriate ways that IGA vendors can separate household and business cash

3. Using a worksheet, participants will calculate a living wage for themselves

4. Using a case study and Business/Household Financial Transaction Sheet, participants will record financial transactions between the household and the business and vice versa
	 • CED trainees: Global CED Sector—Economic and Organizational Environment in the Host Country

• Other sectors: a full PST with Global Core Community/Sector Assessment.
	PST
	         120 

         minutes

	Promote business development organizationastrengthening
	By the end of an Advocacy training package, participants will create an Advocacy Implementation Plan that uses all seven steps of the advocacy process.*
	Introduction to Income Generation Activities - Part Two
	1. During a large group discussion, participants explain what information is needed to calculate business profit

2. Using a case study, individual participants will calculate the monthly profit or loss of an IGA

3. During a large group discussion, participants each will identify a challenge and a practical solution to working with an IGA vendor in the host country about the four guiding financial management principles
	 • CED trainees: Global CED Sector—Economic and Organizational Environment in the Host Country

• Other sectors: a full PST with Global Core Community/Sector Assessment.
	PST
	          90

        minutes



	Support Promote business development organizationastrengthening
	 Given an income generation activity, participants will analyze its potential using all six steps of the feasibility study.
	Selecting an Income Generation Activity (IGA)
	1. After listening to case studies, participants will identify 4-8 key facors to consider before launching an IGA.

2. Reviewing a case study in small groups, participants will make practical recommendations regarding knowledge and skills required for an IGA vendor to improve her/his chances of success

3. After conducting their own IGA knowledge and skills gap analysis, participants in small groups will select a suitable IGA to implement/study
	 • CED trainees: Global CED Sector—Economic and Organizational Environment in the Host Country

• Other sectors: a full PST with Global Core Community/Sector Assessment.
	 IST
	           120
        minutes

	Support Promote business development organizationastrengthening
	 Given an income generation activity, participants will analyze its potential using all six steps of the feasibility study.
	Customer Demand
	1. Participants will share strategies for determining the customer demand for a product or service regarding each of the following:  location (where they will go); key informants (who they will ask); and key questions (what they will ask)

2. After discussion, participants in small groups will make a culturally appropriate product or service selection using market research results

3. Given a case study, participants in groups will make product-specific recommendations of how to conduct a market assessment

	 • CED trainees: Global CED Sector—Economic and Organizational Environment in the Host Country

• Other sectors: a full PST with Global Core Community/Sector Assessment. 

• This session is best presented after the session on Knowledge and Skills but before the session on Marketing.
	 IST
	          90
        minutes

	Promote business development organizationastrengthening
	 Given an income generation activity, participants will analyze its potential using all six steps of the feasibility study.
	 Managing an IGA
	1. Working in small groups, participants will formulate 2-3 questions for planning the operations and management of an IGA and then share and compare questions with their colleagues and the Questions to Consider Handout.

2. Using a scenario, participants in small groups will develop a plan to mitigate a particular risk to the IGA.

3. Participants in small groups will plan how their own IGA will operate by filling out the Business Operation section of their Feasibility Study.
	 • CED trainees: Global CED Sector—Economic and Organizational Environment in the Host Country

• Other sectors: a full PST with Global Core Community/Sector Assessment. 

• This session should follow the Selecting an IGA and Markets sessions
	 IST
	  90 minutes

	Promote business development organizationastrengthening
	 Given an income generation activity, participants will analyze its potential using all six steps of the feasibility study.
	 Costs
	1. Participants in a large group will categorize common business expenses into eight standard cost categories.

2. Partcipants in pairs will identify missing start-up and operating costs for an IGA from a case study

3. Participants in teams will identify all the start-up and operating costs for their chosen IGA

	 • CED trainees: Global CED Sector—Economic and Organizational Environment in the Host Country

• Other sectors: a full PST with Global Core Community/Sector Assessment. 

• This session should follow the Selecting an IGA, Markets, and Managing sessions
	 IST

	90

minutes

	Promote business development organizationastrengthening
	 Given an income generation activity, participants will analyze its potential using all six steps of the feasibility study.
	Sales and Profit
	1. Working in teams, participants will set a price for a product and explain what factors they considered in arriving at that price.

2. Participants in small groups will correctly calculate the IGA's net profit.

3. Working in small groups, participants will set a price and estimate daily, weekly, monthly and yearly sales for a product or service.

4. Working in small groups, participants will analyze the costs and estimated sales of a product or service, and complete the final step of a feasibility study by deciding whether the IGA is a good idea or not.
	 • CED trainees: Global CED Sector—Economic and Organizational Environment in the Host Country

• Other sectors: a full PST with Global Core Community/Sector Assessment.

• The session should follow the session on Costs session.
	 IST
	  90 minutes

	Promote business development organizationastrengthening
	Given an income generation activity, participants will identify at least one practical marketing recommendation for each of the 5 Ps (promotion, place, price, product and people.)
	 Marketing
	1.  After observing a skit, participants in a large group will compare and contrast the marketing techniques observed using the five categories of marketing (price, promotion, place, and price, and people).

2. Given a scenario of a specific product or service, participants in small groups will recommend at least five culturally appropriate marketing strategies.

3. Participants in small groups will identify at least one marketing problem and potential solution for their own IGA product or service
4. After visiting a local business, individual participants will identify three ways the business could improve its customer service
	 • CED trainees: Global CED Sector—Economic and Organizational Environment in the Host Country

• Other sectors: a full PST with Global Core Community/Sector Assessment. 

• This session should follow the Selecting an IGA and Markets sessions
	 PST/IST

Optional
	  90 minutes

	Promote business development organizationastrengthening
	 Given an income generation activity, participants will analyze its potential using all six steps of the feasibility study.
	Recordkeeping
	1. After listening to a business case study, participants in a large group will identify the minimum records the business should keep and why.
2. Participants working on their own will accurately fill out a simple bookkeeping template using data from a case study.  
3. Based on the review of business records in a case study, participants will collectively offer 5-10 practical observations and suggestions for improved financial management.
	 • CED trainees: Global CED Sector—Economic and Organizational Environment in the Host Country

• Other sectors: a full PST with Global Core Community/Sector Assessment.

• The session should follow the session on Costs session.
	PST/IST

Optional
	  60 minutes

	
	
	
	
	
	
	

	Promote business development
	Optional session and activity to help participants integrate into the community.
	IGA Fair
	1. By the end of an IGA Fair, participants will self-assess their ability to transfer the knowledge and skills for production of at least one IGA to their community.

2. Individually or in small groups, participants will produce one item of a common host country IGA of sufficient quality that it could be sold in the local market.
	This session is most effective if it is preceded by a Language session where terms related to the IGAs and production are taught.
	PST/IST

Optional
	Varies
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� IGA Selection, Planning and Management:  A Training Course for the Participants of CARE Uganda’s Ecodev Projects, Revised 2004.


� Here a “business” includes an income generation activity and is defined as either formal – officially licensed or informal (operating without full compliance to law) that provides a service or product for a profit.





