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	Session: Selecting an Income Generation Activity (IGA)


	Sector(s):
	
	Community Economic Development (CED), Agriculture, Environment, and Health

	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 provides an overview of the knowledge and skills one needs to consider when selecting an Income Generation Activity.

	Target Audience: 
	
	This session is one of ten designed for an audience of CED trainees in Pre-Service Training (PST), but the materials can easily be adapted for use by Volunteers from other sectors as an In-Service Training (IST). For Volunteers from other sectors, this session is an introduction presented at reconnect or an optional, two-day IST later in service tied to a Project Design and Management (PDM) Workshop.

	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: 
	
	120 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. 



	Version:
	
	Jul-2013

	Contributing Posts:
	
	PC/Namibia-Lead Developer




	Session: Selecting an Income Generation Activity (IGA)

	Date: 
	Time: 
	Trainer(s): 

	Trainer preparation:

1. 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. In this and each subsequent session, participants will be filling out a new page of “Our Plan.” This is actually a simple business plan, but it will be presented page by page so as not to overwhelm participants. Do not refer to it as a business plan, but ask participants to hold onto the pages as they will need them at the end of the training. Another option is to make a simple booklet that includes all the pages and ask participants to fill it out page by page as material is introduced.
3. Consider and decide how to address the multiple
 Post Adaptations: 

· If this session is in PST, then trainees will be selecting an IGA to do as a practicum throughout PST.

· If this session is in IST, then participants will select an IGA to study during the training and that may be feasible in their communities. You should ask them to come to the training with an IGA in mind.

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

· Depending on the participants, this session could take more or less time, especially during the Information session.  For people new to business ideas, expect to take more time.  For people with extensive business backgrounds, the discussion of business topics may take less time, but more time may be needed to discuss the cultural and gender context of business in the host country.

· This session can be used for CED, AG, ENV, HE; adapt the content to be specific and relevant.

· Decide whether to use a poster story or a power point in the Information Section. 

· PowerPoint Adaptation:  Read the instructions in Trainer Material 3 about adapting Aminta’s Story. Then read Trainer Material 2:  Aminta’s Story and rewrite the story as necessary.  The story may need to be adapted due to gender and cultural factors in the host country.  Make a point to highlight and discuss gender considerations and IGAs.  To create the slides for the story, either use the pre-existing story illustrations in Trainer Material 1:  Power Point or create your own illustrations.  The Facilitator should print Slide Notes or Trainer Material 2 to narrate the story in the Information section.  It is also a good idea to practice telling the story with the slides in advance. Make sure that you can do the calculations included in the story discussion questions. 

· Poster Story Adaptation:  Read the instructions in Trainer Material 3 about adapting Aminta’s story. Then read Trainer Material 2:  Aminta’s Story and rewrite the story as necessary. The story may need to be adapted due to gender and cultural factors in the host country.  Make a point to highlight and discuss gender considerations and IGAs.  To create Trainer Material 4:  Poster Story, photocopy the poster story illustrations in the appendix of SB104 Doing a Feasibility Study.  Paste the illustrations on A4 card stock to make the story posters. Cut up Trainer Material 2:  Aminta’s Story on the back of the posters so that you can easily read the story and show the illustrations. It is also a good idea to practice telling the story with the posters in advance. Make sure that you can do the calculations included in the story discussion questions.

· Prior to the training, review the sample IGAs and select and adapt IGAs appropriate to your post and your project sector.  Create Handout 2:  Menu of IGAs that is appropriate to the host country. A sample list is located in Handout 2:  IGA Menu.  
Materials:

1. Equipment

1. Flip chart

2. Markers

3. LCD projector and computer (optional)

4. Cardstock for Trainer Material 3

2. Handouts

Handout 1: Case Study:  Shawl or Dishrag
Handout 2: Case Study:  Mr. & Mrs. Phiri’s Beans
Handout 3: IGA Menu
Handout 4: Questions for Selecting an IGA
Handout 5: Our Plan
3. Trainer Materials

Trainer Material 1: PowerPoint

Trainer Material 2: Aminta’s Story
Trainer Material 3: Instructions for adapting the poster story
Trainer Material 4: Flip charts


	Session Learning Objective(s): 

1. After listening to case studies, participants will identify 4-8 key factors 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 his/her 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.



	Session Knowledge, Skills and Attitudes (KSAs): 

Training Package Knowledge, Skills, and Attitudes (KSAs)
· Understand production cycle (K)

· Articulate knowledge, skills and attitudes needed to launch an IGA (K)

· Recall the six steps of a feasibility study (K)

· Explain the strengths and weaknesses of a selected IGA (K)

· Identify economic activities in the community (K)

· Do a skills gap analysis for a chosen IGA (S)


	Phase / Time /

Materials
	Instructional Sequence

	Motivation

30 minutes


	How did you pick your IGA? 

Participants will reflect on what factors they considered before launching their own IGA.

1. Ask participants to reflect back to the first time that they were making their own money. What did they do? 

Note:

Possible Responses: ‘odd jobs’ (knowing the content of the session, participants will often provide one time examples of non-formal work that they did, typical examples include: assisting at a catering function, selling items online, participating in university sponsored studies, etc). For example:
· allowance

· pay-for-performance on report cards

· lemonade stand

· birthday presents

· tooth fairy

· lawn mowing

· paper route

· babysitting

· playing music by the metro station

· Pay Pal button on Facebook
· selling cookies or pizza door to door
· running a carwash

· organizing a bake sale

· running a one-time fair or carnival

2. Point out that having a paper route, mowing lawns, selling Avon, and baby-sitting are all examples of Income Generation Activities (IGAs). 

3. Ask participants how they went about selecting their IGA?

Note:

Possible Responses: 

· Neighbor needed a babysitter and asked me to do it

· I could borrow my Dad’s lawn mower to mow the neighbor’s lawn

· My aunt sells Avon

· My Dad told me to get a paper route

4. Ask each participant to jot down a list of the knowledge, skills and attitudes they needed or used in their IGA. They will refer to these later.

5. Ask them to explain how they determined they had the knowledge and skills to undertake the income generation activity they chose. 

Note:
1) Possible Responses: 

· I was young and this was the only thing I could do. 

· I apprenticed under my father or mother 

· My friends/siblings were doing the same things.

· It was centrally organized by someone else and I was unskilled labor (say a car wash.) 

· I was selling a value added product created by someone else, such as Avon.

2) By far the most likely scenario is that the participants have never thought about what qualified them to undertake the IGA and they likely had no highly valued skills (exceptions may be those who worked with IT.) 

6. Ask something like: Do you notice any similarities between your first income generation experience and some of the income generation activities you have seen in the host country? What are some of these similarities that come to mind?

Note: 

Possible Responses:

· I was young and babysitting was the only thing I could do. This is like the out of school youth who work as day laborers or sell items in the market.

· I apprenticed under my father (moving a lawn). This is much like the youth that sit at their parents' food stall and assist them in packaging and clearing tables.

· My friends/siblings were doing the same things to generate income. This is much like the thirty consecutive stalls in the market all selling tomatoes.

· It was centrally organized by someone else and I was unskilled labor. For example in a car wash. This is much like the adult males that wait in parking lots for construction jobs.

· I was selling a value added product created by someone else. This is much like the youth that sell phone credit top-up cards/airtime at intersections. 

Post Adaptation:
Use an example relevant in your post.

7. Ask participants if they used a sophisticated, strategic or systematic process for deciding which IGA to do? Why or why not? 

Note:

Possible Responses:

· Were not very sophisticated and they often did not involve any assessment of the skills they had. 

· They were more often determined by the actions of friends, what your parents did, or what opportunity was the closest. 

8. Ask participants if their income generation activity was successful? What were the elements of success?  If it wasn’t successful, what would they do differently?

Note:

Possible Responses:

· I made money and it was flexible hours.

· I lost money.

· I would have decided which IGAs were options for me and then compared how much time each required compared to how much income each produced, to see which was worth doing.

9. Point out that like themselves, IGA vendors in the host country often choose their IGAs the same way. 

	Information

45 minutes

Trainer Material 1: PowerPoint Slides 2-19
Trainer Material 5: Flip charts 1, 2, 3—Knowledge, Skills, Attitudes 


	From Tie and Dye to Soap Making

Participants will listen to and discuss a story about the development of an IGA, identifying the knowledge and skills needed when selecting an IGA.

1. Explain that in this training, we will be presenting a simple and systematic approach to selecting an Income Generation Activity.

2. Explain that you will present a story that highlights all the key steps required for selecting, setting up and operating an IGA. For those participants who are very familiar with the steps of a feasibility study process, think about how this process needs to be adapted for the clients with whom you will work in your communities. In addition to listening to the story’s content, ask participants to pay attention to the use of the story itself as a training technique that they can use with members of their community. This kind of story can serve as a memory jogger of the important points made throughout the training. 

Post Adaptation: 

1) Adapt the story according to suggestions in Trainer Material 3. Decide whether you will present the story as a power point presentation; each slide in Trainer Material has the illustration or if you will make copies of the illustrations from the Feasibility manual and create large posters for each illustration in the story.

2) This story may be too simple for your post or your particular group of participants, and if so, you should adapt the story. Consider how the level of your group will affect the time it takes for the story and questions. 

3. Use the script in Trainer Material 2 or the notes pages from Trainer Material 1 Power Point slides and say, “This is a story about a woman who wanted to start an IGA.” 

4. Show each illustration and read the accompanying text for each poster or slide, stopping to ask pertinent questions to engage the audience.

Note:

If this session is done just with CED Volunteers, you can move more quickly. If it is a session with trainees from another sector with little or no business experience or a session with Volunteers and community partners with little background in IGAs, take more time. 

5. Transition back from the story by asking a final question: “Should they start the soap-making operation? Why or why not?
” Ask participants to turn to a partner and discuss whether they should start the soap making business and why or why not?

Note: 

1) Make sure the group considers profit, time, production process, acquisition of supplies, and transportation. 

2) Possible Responses: They should start the business. They are using skills that they have or can easily get trained to do. There is a ready and steady market that is close by and not much competition. Based on their projections, the business will be profitable.
3) This activity assesses Learning Objective 1.

6. In summary, ask, “What did we learn about starting an IGA?” Reflecting back on their own experience generating income that we discussed at the beginning of this session, In what ways was your own IGA experience similar to Aminta’s?” 

7. Explain that the story illustrates six steps of a feasibility study. A feasibility study helps an entrepreneur to analyze and determine whether or not a business idea is worth doing or not. These six steps can be used to consider when starting any kind of IGA or assessing an IGA’s performance. 

8. [SLIDE 20-26] These six steps are: 

1) [SLIDE 20]: Choose a product or business to sell

2) [SLIDE 21]: Find out if people will buy the product or service

3) [SLIDE 22]: Determine how the business will operate

4) [SLIDE 23]: Calculate business expenses

5) [SLIDE 24]: Estimate sales income

6) [SLIDE 25]: Decide: Is the business a good idea?

7) [SLIDE 26]:  Six Steps to Select an IGA
9. [SLIDE 27]: IGA Sessions:  Present the topics to be covered in the IGA Training.

Post Adaptation:

Adapt the following to fit your training agenda

1) Selecting an IGA – We will choose a product or service to consider during the training.

2) Customer Demand – We will find out if people will buy the product or service

3) Managing – We will determine how the business will operate

4) Costs – We will calculate our IGA’s expenses

5) Sales and Profit – We will set a price, estimate our sales income, and calculate a profit.

6) Marketing – We will learn some basic marketing strategies

7) IGA Fair – We will learn the production process for some common IGAs
8) Recordkeeping – We will learn a simple recordkeeping system

10. Ask if people have any questions about the schedule or topics.

11. Refer back to the Aminta story. Ask participants what was the first business idea Aminta had? 
Note:

Possible Responses: Tie and dye
12. Ask participants how Aminta chose the first IGA? 
Note:

Possible Responses: Her sister in law does tie dye.
13. Ask participants what happened to the business?

Note:

Possible Responses: It was a failure because she did not study the idea before she launched into business.

14. Point out that Aminta like other IGA vendors needs certain knowledge and skills about her IGA to succeed. 

15. Based on what you have learned from the story, take a piece of paper and jot down the knowledge (information), skills and attitudes that Aminta needs to succeed at her business? Give individuals 2-3 minutes to jot down their notes. Then ask participants to get into triads to share and add to their lists.

16. Ask triads to write their Knowledge, Skills, and Attitudes (KSAs) on Trainer Material 5 the flip charts that are posted around the room. If they see a KSA already listed, they can add a check mark. 

Note:

1) Possible Responses: Knowledge
· Knowledge about what all her costs would be

· How much time it would take to produce the product and sell

· What designs sell well

· What qualities of cloth are desirable

· Where to get the best supplies

· Who her customer base was

· What her competition was like

2) Possible Responses: Skills
· How to make the product
· How to sell the product
3) Possible Responses: Attitudes
· Willing to take a risk

· Hardworking

· Self-confident
17. Ask participants to consider their own experiences. “Is Knowledge alone enough? What about just skills but not the appropriate attitude?”   

18. Debrief and cover the following points:  

· To be effective, an IGA vendor needs a combination of knowledge, skills and attitudes (KSAs). An overabundance of one does not compensate for a lack of the others. For example, someone may make the best tortillas/bread/beignets/fat cakes in town, but she has no motivation to sell them. In this case she has the knowledge and skills, but not the attitude. Someone may have attended an NGO-sponsored training on how to make mud fired bricks, but when they try to make them, they come out of the kiln lopsided and spongy and could not possibly be sold. They may have the knowledge and attitude but lack the needed skills. Someone may really be motivated to work with me, but they have no ideas about what they could sell, and do not have the skills to make a product. If you want to start an IGA or if you are looking for your clients, you want to assess all three qualities: knowledge, skills, and attitude. 

· The absence of a trait does not mean that it cannot be developed. Practice often improves skills. If you find people with the right attitude, you can play an important role in helping someone who wants to start an IGA to acquire the knowledge, and practice the skills to improve their capacity to make a product.

19.   Transition to make a few more points about how KSAs, the role of the Volunteer and gender and cultural considerations will be key factors for the Volunteer when supporting IGA development.   Say something like, “As we discussed in the Introduction to IGA session, IGA vendors can be risk averse and very conservative. It is only natural that individuals will have different needs and that will affect your role and how you support the KSAs they have and need. Sometimes your role may be building people’s confidence in newly developed skills by encouraging calculated risk.  Other times, it will be to provide skills. We talked briefly about cultural considerations and gender in the story.  We need to be aware of the broader cultural and gender context when working with potential IGA vendors.  So, let’s consider the role of the Volunteer in IGA development.”

20. Culture and the Volunteer’s Role:  Distribute Handout 1:  Shawl or Dishrag? to each participant and ask one participant to read it aloud.  

21. Ask, “What role did the Volunteer play in this case study?” or “What steps did the Volunteer take to introduce the new product?”
Note:

Possible Responses:

· Learner – learned about the dying and weaving techniques, the cooperative structure and the women’s skills

· Introducer  – showed a lighter weight product with greater urban market appeal

· Listener – Listened to what they valued in their own product and culture

· Facilitator – worked with the group to find a way to create a new product design that took into account what the women valued and what the market demanded

22.  Point out that the challenge for Volunteers is to find a balance between respect for the local culture and opportunities for innovation. Volunteers are taught to integrate into the community, and should be careful not to dismiss local cultural practices. Rather, they need to understand why these practices exist, the social/historical/political context. That being said, culture is not static; culture changes over time. Once a Volunteer has explored the reasons for local cultural practices, s/he may be in a better position to introduce new ideas. In fact, it is in this cross-cultural exchange between Volunteers and community members that innovation is possible.

23. Ask, “What would have happened if the Volunteer had deferred to the women when they laughed at the “dishrag?”
Note:

Possible Response:

The artisans would not have tried making something new for a different market. 
24. Ask, “What would have happened if the Volunteer had come with the “dishrag” without learning and understanding the local practices?”
Note:

Possible Response:

The artisans would not have listened to her ideas. 

25.   Point out that there had to be a balance between understanding and respecting local ways of doing things, and engaging in a dialogue about change and innovation.

26. Gender and IGAs – Ask, “Given that Volunteers can’t change gender constraints in their community overnight, and that they shouldn’t try to push people into an IGA that makes them feel uncomfortable, what do you think is the Volunteer’s role regarding gender and IGA development?”  

Note:

Possible Response:

· Encourage and foster discussion within families, social groups, cooperatives, etc about gender norms. 

· Encourage people to think about what they ultimately want for their family, for their children, or for their community, and if there are new ways to achieve it. Volunteers can work with dynamic community members to help foster this kind of discussion. 

· Share ideas and experiences while also trying to understand the perspectives of the community members. 

· They can keep the dialogue focused on the possible positive outcomes of trying new things and how new opportunities may benefit the whole family. 
27.  Mention that Volunteers and local people may have new ideas of ways to break out of traditional gender roles. For example, women working together for awhile may feel comfortable branching into a new area.  Male and female family members may decide they can work together to improve their store. The more husbands and wives can discuss their business opportunities and how these opportunities will benefit the family, the more likely they are to support each other in those businesses. 

28.  Say, “Let’s look at another scenario involving gender roles and IGAs.”  Read the scenario:

Post Adaptation: 

Adapt the following scenario as appropriate.

Scenario:

After working with the Volunteer to learn about IGAs, a women’s group determines that growing ginger, processing it, and reselling it in the city would be a profitable activity. However, because this is a cash crop and would involve traveling to the city to sell the product, they believe their husbands will not like it. 

29. Ask, “What could the Volunteer do to help in this situation?”
Note:
Possible Responses:

The Volunteer can help hold a meeting with the group members and their husbands or other family members where they talk about their plans and the income they foresee from the project. They use the meeting to ensure the support of their families and talk about time they may need to be away or land and tools they may need for the project. At the end of the meeting, they make sure their families are in agreement and will support them. 

30.  Acknowledge that this was a lot of information to cover.  Ask for a volunteer to summarize the main points covered so far.

Note:
Possible Responses:

Select a product or service that makes sense given the cultural and gender context

Finding out if there is customer demand

Determining if you have the knowledge skills and attitudes required

Decide how to operate the business

Identify costs

Calculate potential sales and profit

Decide if the business is a good idea

Remember the role of the Volunteer – to listen and learn about the group, their skills, their values and culture, to introduce new ideas through dialogue and mutual respect

	Practice

20 minutes

Handout 2: Case Study
	Case Study of a Typical IGA Vendor

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.

1. Divide participants into 3-4 small groups. 

2. Distribute Handout 2: Case Study to each participant. 

3. Ask the groups to read the case study and discuss questions at the end of the case study. Allow approximately 10 minutes. 

4. Bring the group back together and quickly debrief using the following questions:

· What are the strengths and weaknesses of the IGA?

Note: 

Possible Responses:

Strengths

· They picked something similar to their skills –they are farmers

· They chose the IGA together as a couple

· They are diversifying their income, so spreading their risk

· Good business opportunity – to sell when there is higher demand

Weaknesses

· They didn’t research the market for beans. 

· They don’t have experience with bean storage

· Didn’t research who had best quality beans at the best price

· Didn’t have a plan for loan repayment if their business failed

· What knowledge and skills do Mr. and Mrs. Phiri need to make their IGA successful?

Note: 

Possible Responses:

· Knowledge of bean storage

· Where to sell the stored beans at the best price

· Pest management

· What advice do you have for Mr. and Mrs. Phiri regarding their IGA?

Note:

Possible Responses :

1) Get trained on crop storage and pest management. Save money for future investment, so they don’t need to take a loan

2) This activity assesses Learning Objective 2

	Application

20 minutes

Handout 2: IGA Menu
Handout 3: Questions for Selecting an IGA
Handout 4: Our Plan
	Selecting an IGA

Participants will select an IGA to study/implement, analyze the knowledge and skills needed and identify those skills that they need to learn.

1. Ask participants to remind you what the first step of a feasibility study is? 

Note:

Answer: Select a Product or Service to sell

2. Explain that for the rest of the workshop, participants will be working in teams on an IGA idea that they select themselves. If participants came from the same communities (Volunteer and community partner), then they should work together. If not then participants should get into groups of 3-5 people. Explain that once they get into their teams, then they will think about the three things to consider when selecting an IGA.  

Note:

If time is short, they can also choose an IGA from an IGA menu.  Distribute Handout 2:  IGA Menu.

3. [Slide 28 ] IGA Considerations
· What people buy or want to buy?

· What we can do and how we want to work?

· What benefits we want to gain?

4. Tell participants that a business cannot succeed if people do not want to buy what we have to sell. Business is about selling, not producing.

5. Distribute Handout 3 to each participant.

6. Ask participants to reflect on the questions in Handout 3 for a few moments. Allow at least three minutes for participants to read the worksheet and ask them to jot down some notes. 

7. Then discuss the questions in their small groups.

8. Explain that we must think about the skills we already have.

9. Ask pairs to ask each other, what skills do I have that could be useful in a business? It could be things they can do with their hands, bookkeeping, or people skills.

10. Ask each small group to come up with a list of five potential IGAs that they are interested in. 

Post Adaptation:

· If this is done during PST, then trainees can select an IGA that they will do as part of their practicum. 

· If this is done as an IST, then participants can select an IGA that has potential in their communities.

11. Refer participants to Part 3 of Handout 3, and ask the groups to consider the questions and then select an IGA idea that they would like to investigate during the course of the workshop. Allow 20 min.

12. Distribute Handout 4. 

13. Ask each group to fill out part 1 and 2. If time permits, each group can stand and state what IGA they want to pursue and what skills they need to learn. 

Note:

This activity assesses Learning Objective 3

14. Explain that they are going to work on these IGAs throughout the rest of the training, so they should be satisfied with their choice before proceeding.

	Assessment


	Learning Objective 1: Assessed in Information at various points when participants discuss the Poster Story.

Learning Objective 2: Assessed in Practice when participants read the case study and provide recommendations.

Learning Objective 3: Assessed in Application when participants inventory their knowledge and skills and determine what skills they need to learn.



	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: 

· 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.

	Handout 1: Case Study – Shawl or Dishrag?


A Volunteer is working with a women’s artisan cooperative that weaves shawls. The local practice is to make large, heavy wool shawls with bold designs. The Volunteer learns about the dying and weaving techniques the women use; the structure of the cooperative; who is good at particular skills. The Volunteer sees a potential market for these shawls in the capital city, but recognizes that some changes would need to be made to appeal to an urban market. 

The Volunteer brings a small, plain, light weight shawl from the capital to the cooperative. The women in the cooperative laugh and call it a dishrag. The Volunteer engages them in a discussion about how to improve the “dishrag” to make it something they could be proud of as artisans, but that would also appeal to women in the city. It is as a result of this dialogue that the weavers designed and produced shawls that were smaller and lighter, but included designs inspired by local architecture and colors using natural dyes found in their own community. 

	Handout 2: Case Study – Mr. & Mrs. Phiri’s Beans


Mr. and Mrs. Phiri are farmers. They normally eat what they produce, so acquiring cash for other purchases can be difficult.

Buying and selling produce did not seem to require a lot of work, so they discussed the idea, and they agreed that this would be a good way for them to earn some extra money. They decided they would buy and store beans in their house until several months later when beans would be scarce and would sell at a higher price.

Because he did not have the money himself, Mr. Phiri decided to ask his uncle for a loan to buy beans to store. His uncle agreed to lend them enough money to buy five sacks of beans. When local farmers harvested their beans at the end of June, Mr. and Mrs. Phiri went to the local market and bought five sacks, which they transported to their house, where they were stored in a small room. 

A month later, Mr. Phiri attended a meeting organized for farmers. An agricultural expert addressed the meeting. The meeting was organized to answer farmers’ questions about their agricultural activities. Mr. Phiri told the people present at the meeting about the bean business he and his wife were carrying out. The agricultural expert asked if he had been checking on their beans and taking them out to dry on a regular basis. Mr. Phiri confessed he had not been doing that. The agricultural expert warned him that the beans might be spoiled from infestation by bean weevils if they are not checked and dried regularly. 

As soon as Mr. Phiri got home he told his wife what the agricultural expert had told him. They took the beans out and checked them. To their horror, they discovered that bean weevils had destroyed many of the beans. After they dried and graded the beans, they had lost more than two full sacks of beans. Prices were rising, but because they had lost so much of their stock they were going to lose money and be unable to repay their uncle.

Now Mr. Phiri and his wife were both regretting the great mistake they made by starting up a farm produce buying business, and wondered what they could have done differently that might have led to a better outcome.

Questions:

What are the strengths and weaknesses of the IGA?

What knowledge and skills do Mr. and Mrs. Phiri need to make their IGA successful?

What advice do you have for Mr. and Mrs. Phiri regarding their IGA?

Adapted from Selection, Planning and Management of IGAs, SPM for VAs: Guide for Village Agents as Trainers, October 2010, p.6.

	Handout 3: Sample IGA Menu


	
	


1. Bambara Mugu (Flour)

2. Baskets & Fans

3. Batik

4. Belts and Ties

5. Boiled Yams

6. Breads

7. Candles

8. Caramel and Toffee Bonbons

9. Cheese

10. Dried Fruit

11. Dried Mashed Potatoes

12. Dried Onions

13. Dried Pepper Mixes

14. Dolls/Toys

15. Egg Selling

16. Enriched Porridge

17. Fanny Packs/Banane

18. Fruit Leather

19. Garbage Pickup

20. Gari

21. Glass Beads

22. Hammocks

23. Horchata/Cogo

24. Henna

25. Jams

26. Juice (Tamarind, Baobab, Mango, Bissap, Ginger, F-C)

27. Knitted Baby Hats

28. Lip Balm

29. Lipico Beach Bags

30. Lotion

31. Moringa Powder

32. Mud Cloth

33. Mugs

34. Neem Cream

35. Pagne Dying

36. Pancakes

37. Peanut Brittle

38. Peanut Rings/Kora-Kora

39. Picture Frames

40. Popcorn

41. Pork and Chicken Raising

42. Rubber Flipflops

43. Sachet Bags

44. Sesame Cakes

45. Shampoo

46. Shea Butter

47. Spices

48. Soldered Rings

49. Tailoring Shirts

50. Tamis

51. Well digging

	Handout 4: Questions for Selecting an IGA


Part 1:

· What kinds of businesses do we have in our community now?

· What products or services do people need? Are there already businesses that provide these?

· What are some products or services that are not available in our community?

Part 2:

Review the IGA Menu and select an appropriate IGA to study. [The IGA does not have to be from the menu]
Part 3:

· What knowledge and skills do you need to do this IGA? Does someone in your group possess the knowledge and skills? (Skills could be things you can do with your hands, or managing finances such as bookkeeping, or people skills.
)
· What required knowledge or skills are missing? 

· How will you get them?

· Do you have the time to dedicate to an IGA? Can you estimate the time involved in some examples of IGAs? Consider these three aspects:

· Time spent making the products or performing the service

· Time spent traveling to buy supplies

· Time spent traveling to transport products to a marketplace or to the place where you perform the service. 

	Handout 5: Our Plan


IGA Plan

Group’s Name and Number of Members

Our IGA

1. Our proposed IGA is:

2. We need to learn these skills:

3. Our IGA location:

Adapted from SB 104 Doing a Feasibility Study

	Trainer Material 2: Aminta’s Story


Narrate the story for each slide or poster, pausing for discussion or to ask questions where indicated.

1. [SLIDE 2]: This is Aminta. She lives in a village near here, and she is a lot like you. She has similar desires and similar problems. What do you imagine she is thinking about? (Pause for brief discussion). One of her big concerns is her children. She would like them to go to school, but she cannot afford the notebooks and pens they need. She would also like them to have better food. Aminta has been thinking about what she can do to solve these problems. She has saved some money.
2. [SLIDE 3]: Aminta has 10,000 ($30). She wants to use the money to start an activity that can make more money. She remembers that her sister-in-law in another part of the country makes tie-dyed cloth. She watched her sister-in-law make the cloth, and she has also heard about tie-dying on the radio. Aminta says to herself, “I’m going to make five pieces of cloth and sell them for 2,500 each. Then I will make 12,500!” Aminta is very excited about her idea.
3. [SLIDE 4]: Aminta goes to town and stops at the first store she sees. She buys the supplies she needs and she is surprised that she must spend her entire 10,000. She does not even have money left to take the bus home.
4. [SLIDE 5]: But she walks home feeling happy thinking about how successful her tie-dying will be. When she gets home, she goes right to work. She has never done tie-dying before, and she is not sure of some of the steps. It is a lot of work to make the five pieces of cloth.
5. [SLIDE 6]: What is happening here? Why is her husband upset? (Pause for brief discussion). Yes, the tie-dying took so much time that Aminta could not watch the children and do work around the house. What will happen if Aminta’s husband is not happy with her tie-dying work? (Discussion) Aminta thinks, “My husband may be mad now, but he will be happy when he sees the 12,500 I earn.”  
6. [SLIDE 7]: Aminta goes outside to collect her cloth to sell at the market. She is shocked to see that two pieces did not turn out. Why? (Discussion). Aminta thought she would make 12,500 from the sale of the cloth (Note: show actual money or play money here if necessary). Now Aminta cannot sell two pieces of cloth; how much less money can she make? (discussion) That is right, 5,000 (2x2,500). (Note: Remove this amount from the money.) So, how much can Aminta still make? (Discussion) Yes, 7,500. (Note: Show the money that remains). However, Aminta already spent 10,000 on supplies! Aminta is discouraged, but she is very motivated and knows she made a mistake. She decides to sell the three pieces and do better next time.
7. [SLIDE 8]: She gets up early the next morning to go to the market, planning to be home by lunchtime. What does she see when she gets to the market? (Discussion) There are many women selling cloth like Aminta’s, for 1,000 each. Since people bargain with the women for the cloth, the actual price is less than 1,000 each. She will not even make 3,000! She had planned to make 7,500. Aminta sits down to sell the cloth. How long do you think she stays at the market? What happens? (Discussion)

8. [SLIDE 9]: Now Aminta is very, very discouraged. She cannot understand what she did wrong. She is asking for help: what should she have done differently?
9. Ask people to turn to their neighbor and in pairs, make a list of all the things she should have done differently. Each pair can then share 1-2 ideas with the larger group (being mindful not to share ideas that have been shared previously).

Note:

1) Possible Responses:

· Aminta should have found out how to produce good quality tie-dye. (She could have worked with her sister-in-law; practice on old pieces of cloth; etc.)

· She did not realize how much time the tie-dye production and selling would require.

· Aminta needed to visit the market to find out the selling price of the cloth; how long it takes to sell; how much the women make in a day, a week, a month; who takes care of things at home when they’re at the market; where the women buy supplies; why people buy from one woman and not another, etc.

· Aminta worked on her own, rather than with a group.

· Aminta and her husband should discuss her business, how it will benefit the family, what they will use the earnings on, and how her husband can support her so she succeeds.

2) If it would be helpful, write down or have a participant help to write down each idea.

10. [SLIDE 10]: Aminta listened to your advice. She wants to try again, and has called together four women friends who want to start an Income generating activity.  Pause and ask, “Are there any gender considerations in the host country regarding income generating activities?”  “Are there IGAs in this country that are typically done by men or women?  Are there activities that might be profitable but where the gender norms prohibit women or men from participating?”
Note:
Possible Responses:

In many countries, women dominate sales of most products in the markets. In some cases, men are not ‘supposed’ to sell in markets at all. In others, men may dominate sales of certain products like cash crops or processed goods. This affects the decision process for choosing an IGA. Women or men may avoid entering a field that could be profitable for them because of gender norms. 

In some regions, like West Africa, men and women keep their income generation activities fairly separate and have different sets of responsibilities at the household level. In others, women may earn income but their spouses or partners decide how it is spent. Different countries and sub-cultures have different norms around sharing and decision making of income. Understanding who can control the income that is earned and what it is to be used for may be an important factor in selecting an IGA. This links back to the discussion in the Gender Training sessions around who has access to and control of resources. 

11. Return to the story.  “Aminta tells friends what happened. One of her friends wants to try tie-dye again. But Aminta says that there are too many other women already making the cloth. “Let’s think of something else,” she says. Hadi, one of the friends, responses: “My grandmother used to make soap, and I helped her. I know how to make soap. Who needs soap?” (Discussion – point out that everyone needs soap; that it can be sold locally; that it is something people use and then buy again.)

12. [SLIDE 11]: Here is a cake of manufactured soap that is sold in the store. It is 500 grams and sells for 150. The women think they can make and sell good quality soap for a cheaper price.
13. [SLIDE 12]: Two of Aminta’s friends go to the market, following your advice. They want to be sure they can make money producing and selling soap. What do they see? How many women are selling soap? Is there much left? (Discussion) The women find out that the demand for the soap is great, and that it costs 100 per cake. What else do you notice about the soap, is it all the same? (Discussion) There is black soap and white soap. The white soap sells better. This is the kind of soap Hadi knows how to make. What about competition? The sellers say that they sell so much that there is room for the women to start selling too. 

14. Ask, “What else do you think the women should ask about?” 
Note:

Possible Responses:
· Where do you buy supplies?

· Do you know of sources for cheap palm oil?

· How much profit do you make?

15. [SLIDE 13]: The women decide that they need to be careful about how much money they would spend on soap making and how much they would earn. First, they find out the cost of starting soap production. They will need a large steel tub for boiling – 2,700; a small bucket for carrying water – 1,700; and three wooden molds – 1,500. The total cost of the equipment is 5,900. (Note: Use real or play money).

16. [SLIDE 14]: Now the group calculates how much it will cost to produce one batch of soap, or three molds full. They need two liters of palm oil – 1,400; 500 grams of lye – 200; and 10 liters of water, which is free. The total cost of supplies is 1,600.
17. [SLIDE 15]: Next the women figure out how much they can earn from each batch of soap. Each mold can make 17 cakes of soap. 17 x 3 molds yields 51 cakes. If a cake is sold at 100, total sales will be 5,100 (51 x 100). The women know they must deduct the cost of the palm oil and lye for each batch. They subtract 1,600 from 5,100, which leaves 3,500 profit per batch.
18. [SLIDE 16]: However, the women remember the cost of equipment, 5,900 for the tub, pail and molds. 

19. Ask participants to figure out the following: “How many batches will it take to pay back these costs?” 
Note:

Answer: Two batches
20. [SLIDE 17]: The women think some more about their production and sales. 

21. Say, “Let’s say they have already made two batches and paid back their initial investment. How much will they make on 10 batches?” 

Note:

Answer: 

· Sales income is 51,000 (5,100 per batch x 10).

· Supplies cost 16,000 (1,600 per batch x 10)

· 51,0000 minus 16,000 equals 35,000 profit on 10 batches

22. Besides profit, what else do the women need to think about? 

Note:

Possible Responses:

· How long it takes to make the soap

· How quickly they can earn a profit

· Whether the demand for soap is constant or varies

· Whether they like making soap and working together

· How this will fit into their family time and money planning

23. [SLIDE 18]: The women think they can make money making soap. But they ask themselves, “Have we taken all the costs involved into account?” Have they?
Note:

Possible Responses: The group needs to think about 
· transportation

· their time

· license to sell in the market

· equipment replacement

24. The women still think the IGA can be profitable. Now they discuss how they will work: how might they organize themselves? Which tasks would take the most time? How would they take care of their children and responsibilities at home? How will they discuss it with their husbands and ensure their support?

25. [SLIDE 19]: The women have now studied the soap making idea. They each have 2,000 to use for starting the IGA, or a total of 10,000.                           Transition back to the instructions in Information at step 5. 

Adapted from SB 104 Doing a Feasibility Study

	Trainer Material 3: Instructions for Adapting the Poster Story


The Feasibility Study story and posters provide a simple, true-to-life introduction to why a feasibility study is important and what it means. The story and posters have proven to be an invaluable visual reference for people who cannot read. They identify with the characters, discuss the issues with great excitement, and later refer back to the story when learning the steps for their own study.

The story has been used in many different settings, from urban areas of Central America to isolated refugee communities in Somalia. The amount of time it takes to present and discuss the story depends greatly on your participants. In one community, participants spent over two hours on the story. In another, the story plus a spontaneous role play by the participants took less than thirty minutes.

Lack of literacy or numeracy skills has not been a problem for participants in analyzing the story. People typically have had experience in dealing with money and are able to do most of the calculations called for in their heads.  

To make the story real for the participants in your training program, you will need to adapt it to your locale. The story and posters included here were created in Senegal for rural women. The following steps will enable you to adapt the story and posters (located at the end of SB 104 Doing a Feasibility Study manual on pp.153-172).

1. Read the story, with the posters (the numbers on the story and posters go together).

2. Choose two products from your own locale:
First product: 


· Requires some technical skill to produce
· Many local producers exist
· Limited market demand
Second product:

· Requires some technical skill to produce
· Sufficient market demand warrants more producers to produce

· Potential for profitability (i.e., costs are less than the expected sales income)
3. Change the name of "Aminta" and her friends to local names.

4. For #2-8: 

a. Substitute the first product you chose for the tie-dying.

b. Remove all amounts of money. Write in the actual amounts for the product you chose. Make sure to use a higher expected sales price in #2 than in #6.
5. For #9-18: 

a. Substitute the second product you chose for the soap.
b. Change the details on equipment and supplies to fit your product.
c. Remove all amounts of money. Write in the actual figures for the costs, expected sales, and profit for your product. If ten production cycles is too many for the product you have chosen, use a smaller number.
CAUTION: If the business projections do not show some profit, choose another product for #9-18.

6. Prepare real money or play money to use for the story presentation. (Note: Using real or play money greatly helps participants to "see" what is happening in the story.)

7. Find a local artist to draw 18 posters that illustrate your story (use those included in the manual as a guide.)
	Trainer Material 4: Flip charts


Flip chart 1: Knowledge




2: Skills

3: Attitudes
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� SB 104 Doing a Feasibility Study, pp.35-40


� SB 104 Doing a Feasibility Study, p.32


� SB 104 Doing a Feasibility Study, pp.48-50.


� SB 104 Doing a Feasibility Study, pp.48-50.
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