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	Session: Costs


	Sector(s):
	
	Community Economic Development, Agriculture, Environment

	Competency:
	
	Promote business development

	Training Package:
	
	Income Generation Activities

	Terminal Learning Objective:
	
	Given an income generation activity, participants will analyze its potential using all six steps of the feasibility study.

	
	
	

	Session Rationale: 
	
	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.

	Target Audience: 
	
	This session is one of ten designed for an audience of CED trainees in PST, but the materials can easily be adapted for use by Volunteers from other sectors as an IST. 

	Trainer Expertise:
	
	The ideal trainer will have a background in Small Enterprise Development, but a trainer with experience in the local marketplace is essential.

	Time: 
	
	90 minutes

	Prerequisites: 
	
	· CED trainees: Global CED Sector—Economic and Organizational Environment in the Host Country, and Cultural Values

· Other sectors: Cultural Values, and a full PST with Global Core Community/Sector Assessment. 

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

	Version:
	
	Jul-2013

	Contributing Posts:
	
	PC/Namibia-Lead Developer




	Session: Costs

	Date:  
	Time:  90 minutes
	Trainer(s):  

	Trainer preparation:

1. Income Generation Activities (IGAs) are common projects for many Volunteers. Therefore it is important that Volunteers from other sectors are sufficiently established in their primary assignment before participating in an IGA IST.
2. Select version one or version two for the Motivation

Post Adaptation: Adapt this session based on the sector the session is written for. This session can be used for CED, AG, and ENV.

3. This session may be followed by an optional trip to the market to identify costs. This is particularly appropriate during PST and if participants will be starting an IGA as a practicum exercise. Participants can report back on what they found out in the next technical training session.

4. Practice using Handout 2: Costs Worksheets so that you are familiar with how it works and can help participants.

5. If participants have not taken the Introduction to IGA Part One and Two sessions, then make sure to provide participants with Handout 4: Summary Business Expenses.

6. If this session is done with host country nationals, then translate the Handouts into the local language.

7. Post Adaptation: Determine the value of unskilled labor by talking to the General Services Officer at post.

Materials:

· Equipment

· Flip chart

· Markers

· Tape

· Scissors

· Post-it notes or index cards 

· LCD projector and computer (optional)

· Handouts

Handout 1: Costs Tip Sheet
Handout 2: Costs Worksheets
Handout 3: Case Studies
Handout 4: Summary Business Expenses
· Trainer Materials

Trainer Material 1: Eight Business Cost posters
Trainer Material 2:  Step 4: Calculate Business Expenses
Trainer Material 3: Scenario Answer Sheet


	Session Learning Objective(s): 

1. Participants in a large group will categorize common business expenses into eight standard cost categories.

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

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

	Training Package Knowledge, Skills, and Attitudes (KSAs)

· Identify the eight cost categories (K)

· Describe start-up and operating expenses (K)

· Categorize business expenses (S)

· Identify start-up and operating costs for an IGA (S)


	Phase / Time /

Materials
	Instructional Sequence

	Motivation

5 minutes per example. 10 minutes recommended.

Index cards or post it notes
	How Much It Costs To Be In Business

Participants will consider the different costs associated with an IGA

Note: 

There are two versions of this motivation exercise. Option One uses a pre-Peace Corps IGA example. This is a good option for PST for participants without much experience in the host country. Version Option 2 is appropriate for IST with a mix of Volunteers and work partners.

1. Post a blank flip chart on the wall.

Option 1: 

2. Explain that we are going to reflect back to what the IGAs participants did before Peace Corps. Let's look at one example – lawn mowing.

Note: 

Three are offered here, to allow for facilitator flexibility.

Example 1: Lawn mowing 

3. What costs were incurred in mowing lawns?

Note: 

Possible Responses: Gas, lawn mower, rake
4. Write the answers on post it notes or index cards.  Post these on the flip chart.

Note: 

1) You will need to refer back to them in the second half of the motivation exercise.

2) Participants tend to say the obvious costs, but they'll forget the less obvious or hidden costs. If not mentioned ask questions to bring out the following types of costs:

· Did you make photocopies on your home computer and put flyers advertising your business under your neighbor's doors? Or maybe your parents reached out to the neighbors on your behalf.

· What about your time? Did you pay yourself a wage?

· Did you pay for gas to transport the lawn mower to the yard you were mowing or to take it for repairs?

· What about trash bags that you used to gather the grass clippings? 

· Did you have bank fees for the bank account you kept your IGA money in? 

5. Refer to the post-its on the flip chart. And ask, “Which of these costs did you actually incur?”
Note: 

Possible Responses:

· Gas - Maybe. But maybe your parents kept the lawnmower full, and you didn't repay them. 

· Lawnmower - Probably not. You most likely used your parent's lawnmower. Maybe the neighbor whose lawn you mowed already had a lawnmower, and you borrowed it.

· Marketing - You probably didn't pay for the photocopies you made at home.

· Your time - Yes. But did you truly account for it and pay yourself a wage based on the value of your time? Probably not. 

· Transportation - Maybe 

· Trash bags - Be honest, you likely just took those from your parent's garage. 

· The bank account – probably did not consider the fees as an IGA expense

Example 2: Babysitting 

2. Ask, “What costs did you have from babysitting?”
3. Write the answers on post it notes or index cards.  Post these on the flip chart.  

Note: 

1) Possible Responses: Transportation, your time
2) You will need to refer back to them in the second half of the motivation exercise.

3) Participants tend to say the obvious costs, but they'll forget the less obvious costs. If not mentioned ask questions to bring out the following types of costs:

· Did you make photocopies on your home computer and put flyers advertising your business under your neighbor's doors? Or maybe your parents reached out to the neighbors on your behalf.

· What about your time?

· What about the games/movies that you borrowed from home to play with the kids you watched?

· Did your parents drop you off and pick you up? Did you pay for that gas?

· Did you pay for meals that you ate while on duty?

· Did you have bank charges for the bank account you kept your IGA money in? 

4. Refer to the list on the flip chart. And ask, “Which of these costs did you actually incur?”
Note: 

Possible Responses:

· Your time. Yes. 

· Transport to and from – No. Parents picked up and dropped off. Did not pay for gas.

· Photocopies – No. Made them at home

· Games and movies – No. Borrowed from home to play with the kids

· Meals – No, the people you were sitting for probably paid for it.

· The bank account – probably did not consider the fees as an IGA expense

Example 3: A Bake Sale 

2. Ask, “What costs did you have from the bake sale?”
3. Write the answers on post it notes or index cards.  Post these on the flip chart.  

Note: 

Possible Responses

· Flour, eggs, oil, chocolate chips, etc (be sure to move the group past this by categorizing it generally as ingredients. Time is tight and you aren't asking for a list of ingredients.) 
· Pots and pans. 
· The oven, kitchen, etc
· Marketing and Networking. Maybe you made banners with the school’s flip charts and markers. 
· Your time. Well, let's be honest, more likely your parent's time! 
· The table that you used to present the goods. 
· The lockbox where the cash was kept. 
4. Refer to the post its on the flip chart. And ask, “Which of these costs did you actually incur?”
Note: 

Possible Responses:

· Ingredients. Donated by your parents.

· Pots and pans. Used personal products for business reasons. 

· The oven, kitchen, etc. Used personal products for business reasons. 

· Marketing and Networking. Donated by the school. 

· Time. Donated by your parents. 

· The table that you used to present the goods. Borrowed from the school. 

· The lockbox where the cash was kept. Borrowed from the school. 

Option 2: 
1. Ask: “If you were starting a new cooking business making beignets for people to come and buy, what are all the things you would need to spend money on?” 

Post Adaptation:

Change the type of baked item to one appropriate to the host country, such as doughnuts, fried bread, tortillas, pupusas, empanadas, momos or chapatis.

2. Write the answers on post it notes or index cards.  Post these on the flip chart.
Note: 

1) Possible Responses: 

· Flour (When participants say flour, the facilitator can say, “ that this could be millet flour that is ground in the market or it could be more expensive, white enriched flour. There is an interesting opportunity here to look at various costing options.”) 

· Salt

· Yeast

· Sugar

· Oil

· Cooking pot

· Wood/Other Fire Source (When participants say wood, the facilitator can say, “This is another interesting opportunity to cost out various options. The most likely scenario is that gas is cheaper, but requires a higher initial investment and the beignet lady can’t afford that start up cost.”) 

· Ladle 

· Bags to store the beignets

· (Potentially plates, forks, etc.) 

· There are the sauces/glazes associated with the beignets, etc. 

· The table/market stall

· Tax. Given that this is an informal business, 'tax' may be in the form of 'free' beignets for the local officials responsible for tax collection. 

2) If the participants do not mention them, suggest the following:

· Food

· Cooking pots

· Fuel to cook

· Containers/packaging for the food

· Fuel or money for transport to buy supplies

· Stall or cooking area, electricity or fuel

· Wages for people who help with cooking

· Training for additional helpers to do the cooking

· Posters that advertise the business

3) In general, participants will respond with the obvious items, but they tend to forget the more subtle costs, such as the packaging bags or the ladle to pull beignets from the oil. Reminding them of the less obvious or hidden costs is helpful because these are the items that are often forgotten when participants and IGA vendors are planning their budgets or completing their bookkeeping.

3. Point out that this exercise shows you that there are lots of less obvious or hidden costs associated with running an IGA. Local vendors frequently do not identify all of their business costs. They also don't necessarily have access to "their parent's lawnmower" so they do a lot to minimize their costs in other ways. 

	Information

15 minutes

Trainer Material 2: Calculate Business Expenses
Trainer Material 1: 8 Cost Posters
Handout 1

Daily Rate

Flip chart paper, pen
	Types of Business Costs

Participants will learn about the eight categories of costs and intangible cost implications for IGA vendors.

1. Ask: “Who can share the fourth step of a feasibility study?”  

Note: 

Answer: Calculate Business Expenses

2. Post Trainer Material 2:  Calculate Business Expenses.

3. Explain that IGA vendors often subsidize their operations. Sometimes they are not aware of hidden costs that their businesses incur. In this session we will identify the eight categories of costs in order to help identify all costs associated with a business. 

4. Ask, “What are the eight cost categories?”  Encourage participants to shout out the eight cost categories. As they correctly state them, post the Eight Cost posters.

5. Post Trainer Material 1: Eight Cost Posters on the wall. Present the eight cost posters one by one.  And read the corresponding questions associated with each.  Post each poster on the wall.

Note: 

1) If participants received Introduction to IGAs Part 1 and 2, then when you get to the “Workers” cost, ask which “guiding principle of business success we need to remember regarding this cost?

2) Answer: Pay yourself a wage. 

· Materials: What materials do you need to start a business? How would you find this out if you don’t know? Where would you get the materials?
· Transportation: What transportation do you need to get supplies and to sell your product?
· Facilities: Where will your business be? Do you need electricity, water or other resources?
· Workers: Who will do the work? How much is our time worth? Do you need to hire other workers?
· Training: What skills do you need? How will you learn them, if you don’t have them already?
· Packaging: Does the business require packaging? What kind? Where will the materials come from?

· Promotion: How will you advertise your business?

· Money: Where will you find loans or grants to start and operate your business? How much are the interest payments?
 

6. After you show the business cost posters, refer back to the flip chart with the post-its costs from the IGA explored during the Motivation exercise.

7. Explain that the business costs they identified can be grouped into these eight categories. 

8. Ask participants to look at the list of costs they came up with for the IGA. Ask the audience to indicate to which category of the eight cost categories that each cost belongs.  Ask a participant to move the cost post-its from the Motivation exercise and post it under the correct cost category poster. 

Post Adaptation: 

· Give each participant a couple of post-its of costs and ask them to categorize them by placing each under the corresponding cost category. 

· Another alternative is to have each participant make a list of the costs on a piece of paper and categorize each cost by themselves. Allow 5 minutes. Then the large group can review the categorizations together to check their work.

9. Ask if participants identified any additional costs after having done this exercise.  Post these under the appropriate cost category.

Note: 

This activity assesses Learning Objective 1

10. Ask, “What is the difference between the purchase of an oven or other equipment for a bakery and paying monthly rent for the bakery location?” 

Note: 

Possible Responses:

· The equipment is necessary to start the business, but you only buy it once (with the plan to replace it periodically). It is an example of a start-up cost.

· The rent is a monthly expense. It is an operating cost.

11. Mention that for any IGA there are start up expenses – everything you will need to purchase prior to starting the IGA. And operating expenses – every expenditure you need to make to operate your IGA. These are ongoing expenses. It is useful to calculate them on a monthly basis. 

12. Ask participants to mention two examples of each type of expense.

Note: 

Possible Responses:

· Start-up Expenses: lease or buy a taxi for a taxi business, purchase a lawnmower for a lawn mowing business

· Operating Expenses: Telephone, electricity, water, equipment maintenance, interest payments on any loans, money set aside to replace equipment when it wears out or breaks down.

13. In addition to calculating start-up and operating expenses, it is a good idea to plan a reserve fund for repairs, replacements, unplanned expenses and several months’ worth of money to cover operating expenses in case sales don’t start right away. This is another important reason why the start-up and operating cost calculations need to be fairly accurate.
 

14. Distribute Handout 1:  Cost Tip Sheet.  Ask participants to read it.  Then ask each participant to formulate a question to ask their neighbor about the information they read.  It can be any question they want, either a quiz or a clarifying question.  
15. Mention that it can be very difficult to determine a value for labor.  As a rule, the daily rate for unskilled labor in your country is [insert daily rate here].  You can break that down into smaller intervals and arrive at a reasonable approximation for the labor cost in producing an item if you know how long it takes to produce an item.   
Post Adaptation: 

The General Service Officer at your office should know the cost of unskilled labor.

Mention that to calculate the cost of labor for a unit of product, we will use the following formula.  Write the following formula on a flip chart.  Use this simple calculation to arrive at a daily rate of labor for items that are produced in the market. 

((Daily Rate / 8hrs*) / 60 mins) x # of minutes to produce one unit
Note:

*An official work day may actually be more than 8 hours.)

16. Give an example.  

Scenario:  The Beignet Lady

The daily rate for unskilled labor in Burkina Faso is 1,000CFA. That’s about 125 CFA an hour, 20 CFA for 10 minutes, or 2 CFA a minute. It can take two minutes to fry a batch of 10 beignets.  

Under the formula on the flip chart, write “(1,000/8 )/60 min) x 2 minutes = 4.16 or 4.  4 CFA is the value of labor in the cost of a 100 CFA bag of 10 beignets. (For reference, that is about 2/3rd of a penny.) 

Post Adaptation: 

Use a relevant example for your country.

17. Point out that this is not a perfect calculation, because she is not constantly making beignets for eight consecutive hours. She’s not a machine! That idle time between batches is means fewer products are made and the cost of labor is actually higher. 

	Practice

30 minutes

Handout 2: Costs Worksheets

Handout 3: Case Studies
scissors

Flip chart paper, markers, tape
	Considering all Costs

Participants will consider all the start-up and operating costs for an IGA in a case study

1. Distribute Handout 2: Costs Worksheets and review it. Explain that a production cycle is the time it takes to make one batch of items, such as the batch of 10 beignets from the previous example.  They will need to determine how many items they can make in one production cycle. 

2. Ask participants to get into small groups.  Distribute Handout 3: Case Studies to each group. Ask them to review the case study and complete the Costs worksheets. 

Note: 

Each small group can be assigned a different case study

This activity assesses Learning Objective 2.

3. Ask each group to write their start-up and operating costs on flip chart paper. Post them on the wall. Do a gallery walk and ask participants to look at the other IGAs, review their start-up and operating costs and add missing costs.

Note: 

If there is not much time, then distribute an answer sheet and ask groups to review and correct their own work. 

Refer to Trainer Material 3 to make sure the groups covered the most obvious costs.

	Application

35 minutes

Handout 4: Summary Business Expenses

	What Do We Need To Start and Operate the Business?

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.

1. Ask participants to share any new ideas that they now have about the costs of their selected IGAs. 
Note: 

Possible Responses:

· If we buy in bulk, we can get a better rate

· If we buy right after harvest, we get a better price and could store the product and sell during the off-season.

· There are a number of sources for the same materials. They vary in quality.

2. Ask participants to work in their selected IGA groups. Distribute Handout 4: Summary Business Expenses to consider all the costs they will have to start their IGA (equipment to be purchased, etc.) And then all the costs they will have to operate the IGA. Point out that this information is critical to being able to know whether the IGA can be profitable. Allow 20 minutes. 

Note: 

If the group is operating an existing business, this activity can be used to review their costs and determine ways to reduce them.

3.  In summary and to reflect on learning, ask participants, “What have you learned about costs today? How would you work with a group or individual IGA vendor to uncover business costs?”
Note: 

This activity assesses Learning Objective 3

If this activity is done during a PST, then assign small groups the task of going to the local market and finding out where they will source all of their materials and what each will cost. Or they can be assigned a pre-selected product that is commonly found in the market and price out the various inputs. This will help them to understand the dynamics of the local market. It may be done in between technical training sessions.

	Assessment


	Learning Objective 1: Assessed in Information during categorization activity.

Learning Objective 2: Assessed in Practice during pair work on case study.

Learning Objective 3: Assessed in Application during team work on chosen IGA.

	Trainer Notes for Future Improvement
	Date & Trainer Name:  [What went well?  What would you do differently?  Did you need more/less time for certain activities?]


Resources: 

· 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.

· Kindervatter, Suzanne, Doing a Feasibility Study: Training Activities for Starting and Reviewing a Small Business. Washington, DC: 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 2011 at WorldBank and IFC (Power point presentation)

	Handout 1: Costs Tip Sheet


Unaccounted Costs

IGA vendors often subsidize their operations by mixing household and business expenses and materials. 

Examples of this include:

· They don't pay themselves a wage

· They have family work for them for free

· They mix personal and business funds, thereby 'unknowingly' subsidizing operations. 

· They often use their houses as storefronts. 

· Personal cooking pots and utensils, refrigerator, etc will be used for business operations. 

· Ingredients, for example flour and oil, will be used for both personal consumption and IGA production. 

These unaccounted costs are essential to the operation of the business but greatly complicate how you interact and work with the business. When personal assets are co-mingled with the business, it can be difficult to account for costs and profitability accurately. And it may not be feasible to suggest to the IGA vendor that they purchase assets to be used just for the business (such as a refrigerator that is also used by the household.) 

Working with IGA Vendors to Account for These Costs

Ideally you would work with your IGA vendor to eliminate all co-mingled assets. For example, every week they would set aside 20 quetzals until they could purchase a pot uniquely for the business. Practically, as an advisor, you may have to be willing to make logical tradeoffs here. For example, it might never make sense to get a second refrigerator solely for the IGA. But it will always make sense to separate some costs. Always, advocate to: “Separate Business and Household Funds” and “Pay yourself a wage." 

Why Separate Household and Business Funds and Accounts?

The motivation to separate household and business funds can be especially weak in the countries and communities that Volunteers work with because the tax and legal motivations for account separation are very weak. Nonetheless there are benefits to separating funds. On the one hand it is seen as a very crude but easy way to monitor whether the IGA is profitable. The second rationale is more behavioral: keeping funds and accounts separate serves as a strategy to help the business owner (or the family members and relatives) not to over consume and deplete the working capital in the business. It allows for more profits to be reinvested into the IGA, with the long term potential of growing the business.  Finally, separating business and household accounts makes it possible to calculate the actual profitability of the IGA.

How to Keep Business and Household Funds Separate
This can be as simple as keeping business cash in one pocket, and household cash in another pocket. 

Naturally, if you are going to be diligent about separating funds, you’ll need to formalize a mechanism to benefit from your business. In other words, you will need to pay yourself a wage.

Pay Yourself a Wage 

This can be a simple process. There is no need to teach the details of working capital management.  Simply have the vendor assign herself a wage at the beginning of each month, which s/he pays herself on a weekly basis, but apart from this, the vendor cannot take any money out of the business funds. This way the owner can learn how profitable the business is without having to do any cash flow analysis and she can still have funds for personal expenses.  Note that this is generally a tough concept to impart to vendors, especially when they have a ‘good week’ (extra sales mean extra work) and feel entitled to something a little bit more than their wage. 

More about Calculating Costs:

· Costs may be seasonal. Most items are cheaper immediately after the harvest. In fact, the ability to store items, for example onions, and sell them counter season is a common IGA. 

· Some vendors will be reluctant to share the costs of their inputs or their sourcing. 

· Just like in the United States, costs can often be a function of relationships, and suppliers and vendors with long established relationships, will have a lower price than you’ll get quoted. 

Cost Considerations as a Foreigner

· Some items might not be available in the local market. Ask vendors if they can tell you how far away the raw material comes from and how much it costs. Ask if they can estimate the transport costs of that item. 

· Post Adaptation: Bargaining extensively can be a commitment to buy, therefore it may not be appropriate to bargain too much if you aren’t actually intending to buy.

· Post Adaptation: By the same token, you may pay the ‘foreigner’ price. Items in the market are priced via bargaining and they can be a bit more expensive for an outsider.

What Are the Costs of Holding Inventory?

Consider the inventory of a local kiosk.   Usually there is very limited inventory and few unique products.  In western businesses, the flexibility of 'just-in-time' inventory is seen as an advantage to a business, but that's based on the assumption of a large cash flow. That assumption simply doesn't hold for IGA vendors. Their limited cash flow means that IGA vendors can't store a lot of their wealth in the form of inventory. This has a few consequences: 

· They can rarely afford to purchase wholesale and benefit from bulk discounts. 

· They can't branch out into new products. 

· They are extremely risk adverse because they can't risk 'dead' inventory on their shelves.

· They are very vulnerable to shortages in key ingredients. 

· They lose time etc, constantly purchasing a one-day supply of raw materials. 

	Operating Expenses

	Resources
	What We Need
	Where We Can Get It
	How Much It Will Cost

For One Cycle
	How Much It Will Cost for One Year

	Materials

[image: image1.jpg]



	
	
	
	

	Transportation

[image: image2.jpg]Yo





	
	
	
	

	Facilities
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	Workers
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	Worker Training
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	Packaging
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	Promotion
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	Handout 2: Costs Worksheets


	Start Up Expenses

	Resources
	What We Need
	Where We Can Get It
	How Much It Will Cost

	Materials

[image: image8.jpg]



	
	
	

	Transportation

[image: image9.jpg]Yo





	
	
	

	Facilities

[image: image10.jpg]/71T





	
	
	

	Workers

[image: image11.jpg]



	
	
	

	Worker Training

[image: image12.jpg]



	
	
	

	Packaging

[image: image13.jpg]



	
	
	

	Promotion

[image: image14.jpg]R





	
	
	

	Other
	
	Total
	


Adapted from SB104 Doing a Feasibility Study.

	Handout 3: Case Studies


	Case Study 1 – Selling Produce

Your women’s group wants to buy beans now, store them until they become scarce, and then sell them in the market.  What are the start up and operating costs for this IGA?




	Case Study 2 – Carpentry

You want to start a carpentry business in which you make chairs, beds, tables and benches.  What are all the necessary start up and operating costs for your carpentry IGA?




	Case Study 3 – Production and Sale of Sun-Dried Tomatoes

You want to produce sun-dried tomatoes and sell them in the market.  What are your start up and operating costs for this IGA?




Adapted from Income Generation Activities Manual:  Returning “Profit” to IGAs, p.12.

	Handout 4: Summary Business Expenses


	Our Start-up expenses will be:
	
	Our Operating expenses for one year will be:

	
	[image: image15.jpg]



	

	
	[image: image16.jpg]Yo





	

	
	[image: image17.jpg]/71T





	

	
	[image: image18.jpg]



	

	
	[image: image19.jpg]



	

	
	[image: image20.jpg]



	

	
	[image: image21.jpg]R





	

	
	[image: image27.jpg]




	

	Total:
	
	
	Total:
	


We can borrow money from ______________

Our interest rate will be: _________________

Our monthly payments will be: ____________

And will start in: ________________________

	Trainer Material 1: Eight Business Cost Posters
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	Trainer Material 2: Step 4:  Calculate Business Expenses


	Calculate Business Expenses
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	Trainer Material 3: Scenario Answer Sheet


Answer Sheet – Produce Selling Costs

Start Up Costs

Training

Bean drying and storing tools/containers

Stall/shop furniture – chairs and tables

Operating Costs

Wages

Beans

Market space for stall/shop

Packaging (plastic bags and labels)

Labels with business logo
Answer Sheet – Carpentry

Start Up Costs

Workshop

Training

Carpentry tools (saws, hammers, screwdrivers, levels, wrenches, etc.)

Operating Costs

Land rental

Nails, Nuts, Bolts, Washers, etc.

Wages

Wood

Answer Sheet – Production of Sun-Dried Tomatoes

Start Up Costs

Tools

Sundrying racks

Tarps

Training

Sign

Operating Costs

Land rental

Water

Wages

Seeds

Fertilizer

Transportation

Packaging – plastic bags and labels with logo

Adapted from Income Generation Activities Manual:  Returning “Profit” to IGAs, p.12.
Transportation
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Promotion
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Packaging
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Materials
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� SB104 Doing a Feasibility Study, p.67.


� SPM for VAs:  Selection, Planning and Management of IGAs:  Guide for Village Agents as Trainers, p.13
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