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Executive Summary

The government of Ethiopia has set an ambitious tget to increase the share of poultry
consumption by substituting red meat from 5% to 27%by 2033. Consumption of poultry products

is mainly concentrated in the urban and peri-urd@@as and limited to seasonal spikes in the rural
areas. High urbanization rates coincide with insegiacommercial chicken production for the last 10
years. The government has taken a significant éstein heightening the sector’s potential and
capacitating village producers to some extent. } steategy, Improved Family Poultry (IFP), for
transforming smallholders was established to premibe commercialization of smallholders.
However, Ethiopia's eggs and chicken meat produdsaostill significantly lower than that of its
regional counterparts like Kenya, Tanzania, andridga

The shift from red meat to poultry production is also part of the government’s mission to reduce
methane emissions and increase the country’s climatesilience by 2030 The Climate-Resilient
Green Economy initiative follows a sectoral apptodc building a green economy, improving
production practices while reducing emissions. Qoeernment is promoting smaller livestock,
chicken meat, and egg production, as the most @mwientally friendly animal protein production.
To achieve this goal, the government aims to irsge@mmercial poultry production by nearly five
times more than sheep and six times more than gadtsommercial poultry sold from 33,000 tonnes
to 81,000 tonnes.

With over 80% of the population living in rural areas, poultry farms have served as income
sources for many smallholder farmers and women, alit as a low production operation.Most
farming households keep at least a few chickenghwi critical in poverty alleviation, nutritioand
food security, mostly carried out by women anddraih. Ethiopia’s village, or backyard, production
in Ethiopia largely represents the majority (~9®fodhe informal market. In contrast, small-scald an
large-scale commercial farms account for less 8%rof the total production.

However, most small-scale producers are not managedell to grow their businessesThe
practices are based on traditional practices rgntive risk of health (hygiene) issues where the
slaughter practices, production, or marketing pcastare not well designed nor efficient. The g#a
system's husbandry (rearing, feeding, housing,tihesle, and production) is often poor and
characterized by multi-age groups' flocks that unmiee the operations and management to maximize
performance measures. Shortage and irregular gsppliday-old chicks of breeds to grow village
producers to small-scale production, feed shortaggssonality and variable quality of scavenging
feed resources, and the lack of capital and dimegket access are the main constraints for growth.

The lack of practical-oriented competencies and e&hsion services has contributed to

heightened biosecurity risks and business lossellost enter the business lacking a practical
knowledge base about the industry. A shift to higivreductivity and production requires a hands-on
knowledge base about the industry. Those involvethé day-to-day activity hold the potential to

! Ethiopia livestock master plan. Roadmaps for ghoartd transformation. ILRI (2015)
2 Climate Resilience and Green Economy Strategyir&nment, Forest and Climate Change Commissioni202
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boost production by gaining the basic know-how best practices. Hence, training new entrants and
those already on the job to best understand th#uption to consumption system is necessary.

The skill gap in the poultry value chain is most ponounced at the production and processing
stage$. The lack of expanded emphasis on a hands-on pesgécific curriculum in the universities
and Technical Vocational Education and Training ENY institutions has magnified the lack of
knowledge base in the day-to-day feed, health,hleayc and rearing operations, including record
keeping, and monitoring performance. A validatior@reise with industry experts confirmed that
addressing the skill gap early during basic dagdg- operations would significantly improve
productivity and production (see Appendix A for matetail). Otherwise, the mistakes made in the
earlier production stages tend to get magnifiednduthe processing stages, making the difference
between profit and loss.

One of the recommendations from the skill needs angbps assessment work done on the poultry
sector includes tailored training to improve poultry production and productivity. With this in
mind, this manual aims to introduce a holistic aagh to on-job-training for in-company trainers to
close the basic skill gaps and pivot sectoral peaditly and production growth. It is designed to
smoothen the school-to-work transition for youndgrepreneurs and those joining the labor market
through wage employment by supporting and promdtiegcompetencies of in-company trainers to
facilitate effective knowledge acquisition, apptioa, and delivery. The modules provide introdugtor
or basic information on the core skills for poulfpyps and steps to sustain a viable poultry ensgpr
Sections include production planning and managenopetrating tools and equipment, understanding
feed inputs, poultry health, safe medication, arimizing income through marketing in the value
chain. Secondly, the training tools included in th@nual could serve as a guiding toolkit for TVETS
in collaboration with poultry sector experts to nsiream short-term training and the certification o
competencies system to grow the pool of qualifiedkforce for the sector.

The other recommendation is to promotes good exteios training services, particularly for
women. The training should include breed and productivekadn selection, housing, nutrition
management, disease control, and biosecurity isALeggle training event, nevertheless, is nalik
to change the production system. Instead, perigtart-term training, continuous sensitization
awareness creation, and bio-security updates cigihificantly improve production and productivity.
Enterprise creation requires a more structuredagmbr starting with training on running a poultry
business and the skills needed and linking themedntorship support to grow their businesses.

Furthermore, education and training institutions cdlaborating with the poultry sector can play

a critical role in scaling up the skilled workforce pool to grow the sector's productivity and
production. Structured, standard training provisions that caralboundational life skills, work-based
training, and entrepreneurial skills that transtateompetency-based certification, inclusive afst
trained non-formally or informally through a Recdgmn of Prior Learning (RPL) system, can
produce the best results. Ultimately, paving patfsita potential job creation opportunities and fabo
mobility for women and youth, including returneesigrants), internally displaced persons (IDPs),
and refugees.

3 Plan of Action for Job Creation. The Job Creaftmmmission. (2019).



1. General instructions and information

1.1. Overview

The Government of Ethiopia has prioritized the devlopment of the livestock sector and, as such,
has paved a comprehensive master plan that sets daterventions to address current barriers

to growth. The government expects to transform the poultrgtosethrough improved semi-
scavenging crossbreeds, specialized for layer aoiteboperations. It projected that chicken meat
and egg production would rise to 164,000 tonnes3a@hillion, respectively by 2020 The plan was

to increase production by 247% in chicken meat petdn and 828% in chicken egg production for
local consumption and export. However, the powtgtor faced and is still facing many constraints
to achieve the projected plan.

In-company trainers can play a critical role in enlancing practical knowledge to improve
productivity and production during on-job-training. They should serve as mentors and role models
for trainees (apprentices), who often lack prattieark experience as new entrants to the world of
work. Training apprentices in the workplace is detiag and requires a level of pedagogical
preparedness that this manual attempts to caphdeserve as a guide to delivering effective and
quality training.

1.2. Purpose of the manual

The purpose of the on-job-training (OJT) manual isdesigned to mainly support and promote
the competencies of in-company trainers to facilite effective knowledge acquisition,
application, and delivery.Secondlythe training tools included in the manual couldreeas a guiding
toolkit for TVETSs in collaboration with poultry stw experts to mainstream short-term training and
the certification of competencies system to grosvgbol of qualified workforce for the sector. Train
must work with a good understanding of the audigh@teainees) background recognizing that each
comes with varying degrees of knowledge, skills] experiences. The trainers must view themselves
as facilitators of learning and training and coroescto resources rather than conveyors of knovdedg
and information.

A well-trained trainer can be the critical mass neessary to transfer knowledge to achieve the
intended outcomesaA trainer can effectively deliver, answer partap questions, address emerging
challenges, support the participants, and effityentilize technology-based online/offline tools
(interactive, app-based, electronic-platform) tswee quality, standard and innovation. Therefore,
they must have the right qualification and experesto facilitate learning practices and reach wider
audiences with different demographics, knowleddellss attitudes, experience, education, and
training needs.

1.3.Role of the Trainers

The most effective training is not accidentalit—results from the trainer spending hours
familiarizing themself with content knowledge, leaning and teaching principles, and well-

4 Ethiopia Livestock Master Plan, Brief. July 2015



designed instructional delivery approachesinteractive training tends to be more effectilaan
lectures alone. The role of the trainer is to @emtd maintain a supportive climate that enables
continuous improvement for the trainee.

In-company trainers must create a positive envimmnwhere young men and women are equally
valued and encouraged to participate. They shoutidastereotypical gender assumptions and
consider the best gender-sensitive pacing and difieinthe training sessions.

1.4. Conduct skill- gap assessment

A gap assessmertan help identify performance gap, set learning olgctives/ goals, and plan an
evaluation strategy.Encouraging the trainees to talk about themsedwnelstheir background during
the orientation period is critical to discoveringjlislevels, gaps, needs, and challenges related to
foundational skills, entrepreneurial skills, andheical skills requirements for successful knowkedg
and the acquisition of the necessary skills.

Figure 1: Gap assessment tool

Current Level/ Performance The Gap Expected Level of Performance
What is the current status? What are the desired outcomes?
o Knowledge, skills and attitudes’ o Performance standards
o Personal factors that affect o Factors influencing performance
performance 0 Maintenance of behavioral/
o Factors related to access to attitudinal change
learning or skilling opportunities
level”

Careful assessment of the needs for training can lpeaddress those gaps and improve knowledge
and skills acquisition. Outlining learning objectives/ goals clearly andfiding measurable
performance expectations will identify what tharteses will be able to do as a result of the tragnin
For training to be truly successful, trainees nigestble to use and reinforce the application af the
new skills and knowledge. Only when trainees camyahe new skills and knowledge acquired during
training is the transfer of knowledge evident.

1.5. Provide quality training

In-company trainers, as educators, mentors, and caaes, must be responsibility for cultivating

a culture of continuous improvement for each trainng recipient. Mentoring and coaching involve
reciprocal and collaborative learning relationshipsachieve clear and mutually defined learning
goals. Successful mentoring and coaching restsuddig and maintaining trust around activities
involving knowledge acquisition, application andpswvision. Skilled trainers recognize that the
trainees have a reservoir of experiences that seraeprimary learning resource which enables them
to contribute to rich exchanges.

Best practices involve guided diagnosis and evaluah of own learning. Ownership to learning
means that the trainee is motivated and engageelftdirect. It requires foundational core softllski

to set personal goals and identify strengths arakmnesses to improve learning outcomes. Managing
one’s learning experiences helps develop lifeldallssnecessary for building and perfecting various
career development and employment skills.



In-company trainers should ensure that the trainingis inclusive and equitable to young women.
Trainers must create a positive environment whereng men and women are equally valued and
encouraged to participate. Try as best as podsilblave a gender balance among participating taine
and avoid using stereotypical gender assumptiorandrs should also consider the best gender-
sensitive pacing and timing for the training sessio

1.6. Effective training

A good understanding of the audience’s expectatiors critical for heightened engagement.
Introducing sound management strategies and setilag are the first steps to having an effective
OJT training. Setting rules establish grounds feeting expectations. Sound management strategies
require good (active) listening skills for encourmg paraphrasing, clarifying, reflecting,
summarizing and validating. Candid feedback caa pewerful stimulus for learning. Using of open-
ended questions (“think back”) questions basegrar experiences and facilitating dissenting views
can foster a conducive learning environment.

1.7.Evaluate training

Trainers also have the responsibility to assess amvaluate the training continuously.They are
expected to invite trainees to provide feedbacthatbeginning, middle, and end of each training
session to maintain the quality and effectivendéskentraining. Evaluation can be used to determine

» Trainees’ reaction (“Did you find the lesson helgduuseful?”)
» Trainees’ learning experience (“Did you achievenjearning objectives?”), or
» Trainee’s applicability of knowledge (“Did you agphhat you've learned?”).

Although measuring the applicability of knowledgeaympresent challenges, tools like follow-up
survey questionnaires, observations, the Liketessurvey, or the development of the traineelsmct
plan could be helpful.

Evaluation tools include

= Open-ended questionnaires to open up = Trainee action plan

discussion = Individual or small group interviews
» Close-ended questionnaires to address depending on the number of participants
specific concerns or issues = Observations

= Analysis of assignment

Reaction evaluation (example)

SUse the scale below to indicate your opinion orhezfahe following statements:
5 = strongly agree
4 = agree

5 Adapted from George M. Piskurich (2015) Rapid Instructional Design: Learning ID fast and right.
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3 = neutral

2
1

© 00 N O 0o A W DN P

= disagree

= strongly disagree

. This course was relevant to work ldoonmy j&h4 32 1

. I was able to achieve the course objectived.32 1

. The course was interesting. 54321

. The course provided me with practical informatio5 4 32 1

. The course materials helped me in my learnin§.4 32 1

. The course activities were well designed relevamy work. 5432 1
. The trainer facilitated the workshop effectively5 432 1

. The course was well organized. 54321

. Overall, the course was well worth the time fheggent init. 54321

Comments:

Applicability evaluation (example)

Circle the work that best summarizes your opiniegarding the following statements:

1.

o > b

Before the training, my level of knowledge on ttopic was............ High Average Low
After the training, my level of knowledge on thagpic was.............. High Average Low
Before the training, my level of ability to use thldll was ............... High Average Low
After the training, my level of ability to use tBkill was.................. High Average Low

Which aspects of the training were most usefulalpimg you gain and apply the knowledge

and skills?

11



2. Structure of the OJT manual

2.1.The structure of the modules

The OJT manual is structured around the followileyen modules:
= Module 1: Basic core skills competencies = Module 7: Rearing management

» Module 2: General management = Module 8: Egg production

= Module 3: Bio-security management = Module 9: Processing management

= Module 4: Feeding management = Module 10: Marketing management

= Module 5: Breeding management * Module 11: Basic entrepreneurial skills
* Module 6: Hatchery management competencies

Figure 2: Structure of the On-Job-Training modules

Basic Entrepreneurial Skills

(3 Days)

On-Job-Training Module 12
(Specialized training)

Modules 3 — 11 Module 3: Bio-security management
Module 4: Feed management

Module 5: Parent management
Basic Core Skill Module 2 Module 6: Breed management
(2 Days) Module 7: Hatchery management
Module 8: Rearing management

Module 9: Egg production
Module 1 Module 10: Processing management

Module 11: Marketing management
mH ~ 3-4 months q>

2.2.Description of the Modules

Module 1 - integrates the basic core skills competeies critical for workers to achieve their
personal and professional goals.lt incorporates cultivating a positive work cubur
entrepreneurial culture, and adaptive mindset, mptong inclusiveness and relevant technical
skills development. Employers are increasingly lngKor soft and work-oriented competencies
in communication, understanding value chains, ecastorientation, interdisciplinary teamwork,
resilience, and adaptability to change to helpytheth successfully navigate the changing world
of work.

Modules 2 to 10 - provide a guide to the general wio-based competencies needed to work
at a poultry farm. As part of ILO’s ProAgro Promotion of Decent WarkAgribusiness project
initiative, the OJT manual aims to address thd skiéds and gaps in the poultry sector and the
lack of hands-on training necessary for creatingedejobs and maintaining sustainable income
in the sector. Modules 2 through 8 incorporatetéodnical skills needed to run a viable poultry
business.

12



Module 11 - covers the basic entrepreneurial compenciesas a starting point for understanding
an entrepreneurial mindset. It touches on the prereurship practice and refers to an individual’s
ability to turn ideas into action.

2.3. The sequence of training

The short-term training will provide a 2-day bakfe skills training, 15 — 20 days of general

management training, approximately 65 days of bmsiel specialized management, and an
optional 3-day basic entrepreneurial skills tragnifhe specified management training focuses on
designing and implementing feeding plans, healthtrob systems, operating machinery and
equipment, keeping production records, and findntiasiness, and entrepreneurial skills to
strengthen productivity and transform traditionatkyard farming into market-oriented practices.

Figure 3: Sequence and training days
. . Basi
B Specialized Management Entreprena:tllcrial Skills
(2 days) (~70 days/ 14 weeks) (3 days)

2.4.The utility of the modules

The OJT modules facilitate a smooth school-to-workransition for young entrepreneurs and
those joining the labor market through wage employrant. The modules draw on the ILO
Toolkit for Quality Apprenticeshifsand other international and national experiencesxisting
apprenticeship models. They address the skill needgaps in the poultry sector and the lack of
hands-on training necessary for creating decerg gl maintaining sustainable income in the
poultry sector.

The modules provide introductory or basic information on the core skills for poultry jobs
and steps to sustain a viable poultry enterpriseSections include production planning and
management, operating tools and equipment, unaelista feed inputs, poultry health, safe
medication, and maximizing income through marketmthe value chain.

The main objectives include providing support and pomoting the competencies of trainers

to facilitate effective knowledge acquisition, gyeplication of knowledge, and the delivery of the
trainingand enabling traineedo cultivate a culture of continuous improvemesgaed to achieve
the desired basic competencies for meaningful eynpdémt. Hence the trainers have the discretion

61LO Toolkit for Quality Apprenticeships. Volume Guide for Practitioners. For developing, impleniegt
monitoring and evaluating apprenticeship program(2620).
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to tailor the training program based on the outc®wfehe conducted skill-gap assessment or to
fit set learning objectives/ goals.

The training sessions must provide consistent meggag to trainees while experiencing a
coherent practical learning continuum.The trainers are expected to:

* Internalize the content and concepts: pay attemtidimeir delivery of the training and think
about how to ensure active engagement

* Focus on the quality and effectiveness of the iingin

» Identify evaluation tools and key indicators thasbcapture what trainees have learned,
and

e Add supplementary activities to meet best the ned#dhe youth and women in the
community.

However, as new content, activities, and tools added, the trainers should ensure that the
additions are aligned with the approaches, learpimgciples, and engagement strategies that
underpin this OJT manual.

14



3. The curriculum

2-day basic-level core life skills training

3.1.Module 1: Basic core skills competencies

Objective: Trainees have a better understandirigeopoultry sector and their role in the

business

Acquiring core life skills is a lifelong processAnd it is reflected in day-to-day life. Basic core
skills training provides individuals opportunitiés assess, reflect, and evaluate themselves to
build their confidence, aspiration, and motivatanmd take the initiative to act and persevere in
life and at work. The training takes a comprehemsipproach that concentrates on building
awareness of the skills needed for life and wonk|uding communication, decision—making,
critical thinking, problem-solving, negotiation B&j as well as workplace ethics, expectations,
and responsibilities.

Figure 4: Basic core life skills — Module 1 topasd competency clusters

Competency Topic/ Competency Clusters

Onboarding
Objectives: Trainees have a better understand of the poultry sector and their role
in the business

0 Basic level understanding
O Identification of issues

QO implement basic steps

AR, feness creation:

- - O What do trainees know about the poultry sector
Basic Core Skills O Understanding poultry as a business.
(2 days) QO Managing self:

O Personal goal setting and planning
O Managing expectations
0 Communication skills
0 Teamwork
O Time management

O Managing work:

O Key employability skills
O Workplace behavior and protocol
O Key workplace habits
O Appropriate workplace appearance
O Workplace values, attitude
O Initiatives, flexibility, and perseverance
O Tools to improve workplace attitudes
O Adaptability to change
O Workplace ethics
O Conflict management

CS 3.1.1. What are basic core skills?

These skills, unlike technical skills, are transfeable across work, life, and across different
employment sectorsCore skills are knowledge, mindsets, and behati@isemployers mention
time and again as critical skills for workers teseed across industries and for all employees to
grow in their careers. These skills are variougtiemred to as “life skills for the workplace,”
“transferable skills,” “soft skills,” “social-ematnal learning,” “non-cognitive and cognitive
skills,” “215%-century skills,” or “character development.” Evide shows that these employability
and life skills are as valuable to a person see&imgloyment or in employment. Basic core skills
include:
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= Basic level life skills focused on a growth mindsetterpersonal skills, taking the
initiative, adaptability and flexibility, self-matation, self-efficacy, and social awareness.

o Collaboration, creativity, communication, critidalinking, problem-solving, and
time management are critical skills required ursedy.

o Inclusive, gender-sensitive behavior and outlook
=  Workplace culture, attitude, and behavior.

0 Attendance, punctuality, getting one’s work dondl awed on time, teamwork and
willingness to cross-train, having a positive atti, taking responsibility, conflict
resolution, knowing the basic technology toolsmé’s industry, being able to learn
new things, asking questions to understand cleang,seeking feedback.

o Inclusivity and Gender sensitivity: to provide desaork environment, treat
trainees with dignity and respect

CS 3.1.2. How to delivery core skills?

Trainees must have the opportunity to practice andlevelop these skills and apply them in
concrete terms.The more exposure to and practice trainees wilehaith core skills, the more
adept they will be using them. Trainers are enagenido offer the core skills training as a stand-
alone course at the beginning of the training aminue the skills training by embedding it into
other aspects of technical training when applicabley should encourage trainees to create a
journal (notebook) where they keep a running recbtteirreflections, activity prompts, and any
notes they want to write for their learning andalkat a later date.

Learning techniques There are certain techniques which can be woveutjirout all sessions
and activities to deliver the training:

Stories, Scenarios and Role-Play

Stories and scenarios have proven to be highlctffe as starting points for discussion and as
scenarios for learning. The stories and charadtav® been adapted to relate to the type of
situations, work and challenges that participantshie training are going through. Stories,

scenarios and role-play also build valuable comeation and social empathy skills in Trainees

as they place themselves in other situations amdramicate back to the group.

Coaching and Group Work

An essential part of this module is providing oneste support for participants throughout each
session as well as within many of the activitiehisTone-to-one support is referred to as
‘coaching’. The trainer will play the role of a @da Coaching can include:

» Reviewing/observing trainees’ work
» Encouraging trainees to make discoveries of their o
= Creating space for trainees to share their thougtdsask questions

Group work (working with peers) builds essentiaiabskills as trainees interact, collaborate and
find ways to cooperate with each other on a giash.t
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Peer to peer discussions

After most activities, trainees should discuss whttay have learned using open-ended
discussions. Open-ended questions are those thabtdbave a “yes” or “no” answer. These
discussions are a critical part of internalizing #kmowledge they have learned. They encourage
trainees to share their thoughts freely withouvacern of being wrong or right. This enables full
participation and inclusive discussion.

CS 3.1.3. How to evaluation learning acquisition?

Trainers need to have a clear sense of what tmikpew and are able to do as a result of
participating in this course.

» Performance-based evaluationscapture what trainees can demonstrate in terms of
competencies attained. In these, their actual behand performance are being assessed.

Trainers should set up a spreadsheet that hasléheem’ts they plan to include in assessing
progress, so they are able to capture data thratghe training session.

= Attendance: To measure trainee’s self-management and readioesgrk. Given that
an important part of being work ready is showingtopvork every day, on-time, and
appropriately ready for work/class, trainers shdake attendance and assign a percentage
of the overall assessment of regular attendanceafdssional demeanor.

» Observations: To measure social-awareness, active engagementktibnship skills.
Trainers should take note as an element of thessismmnt.

» Performance: To measure trainee’s ability to perform real wadsks as a direct measure
of skills.

CS 3.1.4. A two-day basic level core life skillaiting

Objectives: Trainees have a better understandegbdloltry sector and their role in the business. ,
they have identified key employability skills anavie implementing basic steps
(Time required 2 days)

Basic core skills competency clusters include:

1. Awareness creation: What do trainees know aboupoioétry sector?

2. Self-management: What are the motivation and asmiraf the trainee? Setting personal
goal setting and planning.

3. Workplace preparedness: What are the employalkitis needed?

The poultry sector produces a relatively inexpemsmurce of food and employment opportunities
for smallholder and commercial level producer. Mafghe poultry meat comes from large-scale
specialized production system. The demand for @mdkas continuously risen in the local and
global markets.

With increased demands for chicken, biosecuritk has increased as demand for chicken
increases. Chicken in mainly sold live in open meéskwhere risks of spreading transmittable
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diseases is high. Slaughterhouses also run higleduity risks since most do not follow cleaning
and disinfecting protocols and proper waste disposghods.

CS 3.1.4.1. Onboarding — Awareness creation.

What are the trainees understanding of the pos#cyor as a business?
(Time required 2 hours — Day 1)

The poultry sector is one of the most rapidly gragviivestock sectors worldwide. Although
industrialized countries have a higher averagecppita consumption, developing countries like
Ethiopia have increased over time. Ethiopia’s eggbchicken meat productions are significantly
lower than that of its regional counterpadasd the per capita consumption (.5 kg/year) is
significantly lower than the average (2.3 kg/yeéaryub-Saharan Africa.However, chicken egg
and meat production is now growing steadily despleek of sophisticated production techniques.
Small-scale chicken farms account for less thandt¥d larger commercial chicken farms account
for less than 2% of national production; the renmgn~98% of poultry farming is largely an
informal affair conducted at the village or bacld/&vel.

Village and backyard poultry are prevalent in Epigo with very little focus on commercial
enterprises. Urban and peri-urban areas typicalyelsmall-scale poultry farmers (50 -500 flock
size) characterized by medium-level feed, wated, lagalth service inputs. A commercial level
production has over 10,000 flock sizes charactdrlze imported breeds that require intensive
inputs. Informal producers face many challengekiging shortages of feed, poor animal health
services and short supply of medical inputs, arat pegulatory measures. The lack of regulation
extends to traders, processors, and processingest

The skills gap in the poultry value chain is mosirpunced at the processing stagénimal
extension services are available to farmers; ttiedéa short-term skills training to develop secto
knowledge and hands-on learning is another chatlémgthe sector.

Despite the challenges, Ethiopia holds key advastag the poultry sector: a large consumer
market, low production costs, and government-spaasvestment incentives. Chicken meat
and eggs are among the cheapest forms of animaipio Ethiopia and may open to international
markets as a potential exporter, considering Ethisparge young labor force and competitive
labor costs.

The Ministry of Labor and Skills (MoLS) highlighthe following interventions as ways to
increase the quality and quantity of poultry andseim Ethiopia:

1. Import substitution of feed at a large scale ampsuto smallholder farmers

2. Encourage job creation opportunities through MSNMtEsughout the value chain

" Plan of Action for Job Creation 2020 — 2025. Thk Creation Commission (2019).
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3. Ensure the availability of private extension seggi¢o support poultry production and
consumption.

4. Ensure the availability of finance, technical suppand working space/land to facilitate
formal production, and

5. Incentives market linkages for poultry producers.

The value chain provides job opportunities for theyouth and women Short-term training can
provide specialized knowledge focused on desig@ind implementing feeding plans, health
control systems, operating machinery and equipmieaéping good records for improved
production and financial gains, and running a pgwéhterprise.

CS 3.1.4.2. Managing self: What are the expectks af the trainees?

ObjectivesTrainees understand the difference between shaitlamg-term goals and are able to
develop constructive goals for their professiomad gersonal lives in the short- and long-term.
Trainees are self-aware of gender-sensitive arlddive behaviors.

(Time requirement 4 hours — Day 1)

CS 3.1.4.2.1. Develop goal setting and plannintisski
What is the difference between short- and long-tgoals?

What are SMART goals?

ACTIVITY ACTIVITY DESCRIPTION

Goal Setting Trainees understand the difference between shait an
long-term goals and are able to develop constreicioals
for their professional and personal lives in thersland
long term.

SMART goals Trainees understand how to set SMART goals.

Advanced Preparation/Facilitation Notes

To set effective goals, it is important for traing¢e understand the difference between long-term
and short-term goals.

Long-term goals are large aspirations that a person wants to aehiehich will require
dedication, patience, planning and many short-tgoals or steps to be accomplished along the
way. Setting long-term goals helps trainees alao phd think of the actions they are taking now,
and what actions help or detract from reachingrtgeal and what steps they need to take to
progress. It can help Trainees become self-awariglgf behavior, which can create barriers and
obstacles to achieving their goals. Long-term goafsalso change as Trainees grow and develop;
however, it is valuable to have a vision of wheraiffees want to go to visualize and internalize
how they will get there.

Short-term goals are helpful for trainees to plan for the upcomioture and are many times
steppingstones to achieve long-term goals.
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Materials

* Flip chart paper

= Markers

= Tape

= 3 pieces of small blank paper for each trainee

= Complete timelines on flip chart paper from Sesdion

= Create a flip chart version of S3.1: SMART Goalpot it in a PowerPoint slide

» Print and cut out S3.2: Goal Scenarios, one saeh@arieach group of 4-5 Trainees.

Setting goafs
Long-term goals Big goals to achieve in the future, such as in&ye5 years, 10 yee

etc. Longterm goals require time and planning and typicakbe
many short-term goals to get there.

Examples include graduating from the universityyning your own
business, working in your dream job, etc.

Short-term goals A goal one wants to complete in the near futuree fthure could

mean today, this week, next month of even in ora.yEhe length
of time can vary for each individual.

Examples include becoming proficient at a new s#iting well on
a test, writing a CV, etc.

SMART Goals SMART goals are an acronym Trainees can use targgact on

short and long-term goals to determine if a goa good and well
thought out. A good goal should be Specific (S)astleable (M);
Achievable (A); Relevant (R); Time bound (T).

Goal reach game

1.
2.

Give each trainee 3 pieces of small blank paper.

Have Trainees think about 3 different goals theytwia achieve in the future and write or
draw their goals on their paper. One goal per piég@per. To help them brainstorm, use the
following questions:

= What do you want to have in the future?

= What do you want to be doing in the future?

= What do you want to be an expert on, in the future?

Lead a discussion with Trainees using the followdngstions:

How did it feel to reach out for a goal?

What happened when you could not reach a goal? digdt feel?

What strategies did you use to reach the morecdiffgoals?

What are examples of easy to reach goals andliffic reach goals in your life?

What makes them easy or difficult to reach?

Write Long-Term Goals on one piece of flip charp@aor on one side of the blackboard and
Short-Term Goals on another. Post them at the fobrithe room. Discuss the difference
between the two.

Have Trainees review their 3 goals and decide wbigs are short-term and long-term goals.

8 Adopted from Education Works: Transferable Life Skills. Brandeis University & Save the Children.
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Setting SMART goals:

DESCRIPTION KEY QUESTIONS TO ASK
S Specific Be specific and no = Who is involved?
general = Where will this goal be accomplished?
= What are the requirements?
M Measurable Establish concrete = What are benchmarks or milestones for my goal?
criteria to measure progress = How will I know when my goal is accomplished?
A Achievable Challenge yourself bt = Can | physically and emotionally do this?
be realistic = Am | safe and healthy doing this goal?
= What are the limitations?
R Relevant Chose a goal that matte = Is this goal relevant to my career path and peisona
to yourself, your family and the journey?

people around you

How?

Does this goal seem worthwhile?

Is this the right time for this goal?

Does this fit into other gds and activities in my life

T Time-Bound Set a deadline = When do | want to achieve this goal?
or timeframe to achieve the
goal

Activity steps:

1.

o O

© N

Explain: “One of the key things about setting gpalspecially for the short-term is
setting what we call SMART goals. This will help msike sure we are ready and can
achieve them.”

Display the flip chart version of S3.1: SMART Goasthe front of the room for
everyone to see or show it on a PowerPoint slidgcuds each of the different letters
and what they mean.

Next read out the first scenario for S3.2: Goalrac®s. As a group decide if it is
SMART or not and discuss ways to improve the goahéake it SMART.

Divide Trainees into groups of 5-6. Give each groap of the scenarios. Have them
discuss and determine if the goal is SMART or Hetve them discuss and think about
ways to improve the goal to make it SMART. Visitkaroup and provide assistance
as needed.

OPTION: For a large group, you can give the sana ggenarios to multiple groups.
Once groups have completed their analysis of tlasgand improved them, they can
present it to groups who have the same card. Atetsy groups can vote on who will
share their scenario and analysis to the largarmro

Have groups present their goals to the large gamapdiscuss.

Next have Trainees, think about their own goaly theuld like to achieve in the near
future.

Have them work in groups of 4-5 and write their SRIRgoals.

Have 1-2 Trainees share back their SMART Goals thighgroup.
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Check points:

O Traineesunderstand the difference between short and leng-goals.
O Traineesunderstand the difference between short and leng-goals.
O Traineesare able to develop constructive goals for thesfgssional and personal lives in the

short- and long-term.
O Traineesare able to map out key difference resources andcgs which will support them

in their career paths and personal and family dgreént.
1 Traineesre able to critically assess positive and negapaces that exist in their community.

CS 3.1.4.2.2. Develop an inclusive and genderisemdehavior

The division of labor between women and men incadfire indicates the different needs in skill
training and extension services because women are oonsidered helpers for men farmers.
Even though women play a vital role largely in bguokl poultry production, socially defined
norms and roles leave them outside the mainstrawof information and training opportunities.

Trainers must create a positive environment whetsmg men and women are equally valued and
encouraged to participate. They should avoid stgpémal gender assumptions and consider the
best gender-sensitive pacing and timing for thimitng sessions.

To ensure inclusion, a deliberate effort to overe@ander inequality and gender bias is required.
Increased understanding, awareness, and sensaiwthat equality means in the workplace are
important to create an empowering work environnientvomen.

Learning through roleplay
Activity Steps:
1. Three groups will each be assigned a short saigtamatize the roles described below.
2. Each group will be given time to assign roles ia fitay and act out the script to their
peers.
3. Peer discussion will follow each roleplay.

Team 1 Roleplay:

Ask for two volunteers, one female and one mal@gidorm the role play.

The general idea for the role play: The femaleusses her career plan with the male, and the
male discourages her (he will use gender bias sosna deter Helen). For example, he tells her
that men are better businesspeople than women.
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Team 2 Roleplay:

Ask for three volunteers, two females and one ntalperform the roleplay.

The general idea for the role play: The two femaed the male discuss their desire to find
employment at the company after the on-job-trainifige male appears to be very confident that
he will be offered the job than his female peest pecause he is a male (he will use gender bias
assumptions that are generally the norm). For elgnipe will say that females have family
responsibilities and chores, which makes themdesgable to get hired).

Team 3 Roleplay:

Ask for four volunteers, two females and two mategerform the role play.

The general idea for the role play: The two matesadways eager to dominate the discussions or
activities during the training without giving thed females a chance to participate in the actwitie
they all are engaged in. The two males are unaofatieeir actions; they seem to think the two
females are not as exciting or eager to participgidte male actors are blindsided and exclude the
females without realizing how their actions affé females in the group.

Lead the peer-to-peer discussion, ask:
o What are some of the gender insensitive exchamgiairole play?
o What effect do you think it will have on the aspima or motivation of the females?
o What are some of the common beliefs or messagesl lmasthe social norms we need to
be aware of?
o What can we do, and how can we behave differeattyeate a more inclusive workplace
environment?

CS 3.1.4.3. Workplace preparedness: What are theviek-related competency skills?

Objective: Trainees have a better understandirigeotvorkplace expectation and their
responsibilities.
(Time requirement 6 hours - Day 2)

» A skill is the ability, acquired through learningdior practice, to undertake a manual or
mental activity.

« Competence is a broader concept, and it includestk of knowledge skills, and attitudes
that an individual uses to perform adequately jiobe?

CS 3.1.4.3.1. Conduct a SWOT analysis

Objectives: Trainees are able to understand and identify thlalts and develop positive and
professional work behaviors and values.

9 Rosas G. Corbanese V., Glossary of key terms of learning and training for work, ILO
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Activity steps:

A self-assessment tool to determine areas of dtneargl areas that need further skill
developmentln this session trainees will explore what it metmie a professional and think
about how they want to present and act in theikplace.

SWOT Analysis
MY STRENGTHS MY CHALLENGES
What hard and soft skills do | have? What things do | want to improve about myself in
What are the relationships anEihe future?
resources | have around me? What hard and soft skills do | want to improve?
MY OPPORTUNITIES MY THREATS
What job opportunities exist in myWhat limitations or barriers could prevent me from
chosen profession? pursuing my chosen profession?
How can | overcome these limitations and
barriers?

CS 3.1.4.3.2. Employability skills

Objectives: This section helps trainees refleckey employability skills and how these apply to
work.

Conduct self- assessment: Do | have the skills amcstperiences valued by employers?

Activity steps:

Check all the employability skills and experienges think you have from the list below and give
examplesThis section helps trainees reflect on key employalskills and how these apply to
work.
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Table 1: Employability skills
People skills

OoOoOoOo OoOood

Help and care for other:
Manage conflicts
Interview people

Be kind and
understanding
Negotiate

Show patience

Be pleasant and sociab
Supervise, teach/ train

Creative/ artistic skills

O

O
a
O
a

Write short stories or
articles

Express yourself
through

Perform and act

Use computer to create
presentations

Achieve high scores in
games

CS 3.1.4.3.3. Teamwork

Manual skills Data/information skills

O Assemble kits O Mange money, make a
OO Build or repair things budget
O Work well with hands O Record facts, classify
O Operate tools, information

machinery O Analyze data, audit and
O Use complex equipmen maintain records
O Drive or operate O Pay attention to details

vehicles O Investigate and clarify
O Inspect and maintain results

equipment or vehicles O Gather information

O Research and write

Verbal/ Communication skills

Speak in public
Set up own networks

report

Leadership skills

Show self-confidence
Organize/ chair
meeting

O Talk easily with others O Make decisions
O Express yourself clearly O Direct work of others
O Create and talk about O Solve problems
new ideas O Motivate people
O Be logical O Find agreement with a
O Work well with others group
O Write clearly and O Take risk when
concisely necessary
O O
O O

Objectives: Trainees understand the value of wgrkmna team and are able to work in a team
successfully to achieve an overall goal. They ustded the importance of trust in the workplace.

Teamwork and being able to understand and get alatihgother people are an essential skill for
employability success. In this session, Trainedbthink through what it means to be a team
player and importance and value of working in arte@rainees explore the concept of empathy
and walking in another person’s shoes and buildlicbresolution strategies to build and enhance

their social skills.

The following provides definitions of terms andhexples of how one can demonstrate the skill:

Teamwork: the cooperative and collaborative effort of a grofipeople acting together towards
a common objective or interest. People who dematesteamwork skills:

= Cooperate with others in group situations.

» Help the team create ground rules and use themite gheir actions.

» Encourage and support other team members.

= Do their fair share of the work.

» Help the team deliver what it needs to do.

=  Work with other team members to solve problems.

» Understand situations where they are strongest ingrialone (versus

working in a team).
»= Learn more about how to be good at teamwork.
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Term DESCRIPTION

Teamwork  Trainees understand the value of working team and are
able to do so successfully to achieve an overall. gthey
understand the importance of trust in the workplace
» The cooperative and collaborative effort of a graefippeople acting
together towards a common objective or int¢
Respect Trainees understand the importance ofcisgether
people’s different talents, skills and backgrouridey are
able to empathize with othe
Trust The confidence placed in a person. This we®relying on a person and their
actions

Advanced Preparation/Facilitator Notes

In our careers, we are going to work with manyed#ht people. Being able to work as a team,

understand and consider other people’s viewpoaukaborate and negotiate together, involves

building trust in one another and solidarity foasdd interests and goals. There are some helpful
things to do when working in a team.

Circle of Trust
Activity Steps:

1. Ask: “What does trust mean to you?” Write answetsflp chart paper or blackboard.
Explain: “To think about trust, we are going toypkatrust game.”

Note: For this game you may need to break the grautp male and female groups since
the young women may not be comfortable holding bamdl doing this exercise with their
male peers.

2. Have Trainees stand in a wide circle and tightlidhwands. Go around the circle assign
each person to be #1 or #2. If there are an oddrumf participants, join the circle to
play as well.

Explain: This is the circle of trust. When we arethe circle, we trust each other and
support each other. To see if we really trust edhlbr when | say “go” the #1s are going
to slowly lean forward and the #2s are going tevildean back. Make sure not to let go
of your hands. As we lean, we are going to keepfeetrfirmly planted on the ground. If
we trust each other, we will be able to hold eatieioup so nobody falls.”

OPTION: If there is not enough space, divide Tragwep into small groups of 7-8 Trainees
and make it a competition between the groups.

OPTION: If there is still not enough space, havaifi@es partner together and do Trust
Leans, where one person stands in front of ther@@em away and leans back. Their
partner has to catch them.

3. Have Trainees play the game. Watch carefully toensikre no trainee is in danger of
falling or hurting others and stop the game if gee a danger.
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4. Bring Trainees back together and lead a discussiahe activity:
= How did it feel to be supported in the circle?
= What was needed for the leaning forward and baakwawork? What would have
happened if somebody did not do what they were asggbto do?
= What is a situation where you had to trust someone?
= What is a situation where someone had to deperyad What happened?
= Who is someone that you trust in your life? Whyyda trust them?
=  Why is trust important in the workplace?
= How can you build trust in people that you workhit

Check points:

Trainees understand how to work effectively inane

Trainees demonstrate respect and are able to eizgatith others.
Trainees develop strategies to resolve conflieaively and peacefully.
Trainees demonstrate the ability to change thé@sron a team in accomplishing| a
given task.

[ Trainees understand the value of teamwork

oooo

CS 3.1.4.3.4. Communication

Objectives: Trainees identify what makes up effectommunication and explore and practice
active listening and strategies to communicatecéffely. They will also learn how to be assertive
and present themselves as a professional in thiepleae.

There are many different ways that we communicatenithe workplace.We communicate face-
to-face, through presentations, on the phone, bgilesn correspondence, and with technology
through Skype, FaceTime and our mobiles. Theralhtgpes of communication. Believe it or
not, the type that uses not words is the kind thathe most important. When it comes to
communication, what people SEE is often more mebiertdnat what they read or hear. This is
often referred to as body language. Body languagkides facial expressions, eye behavior,
gestures, posture, and more. Body language cae®xgour emotions, feelings, and attitudes. It
can even contradict what you say verbally! Peoplelifferent cultures may understand some
global non-verbal expressions, while other expoessmay be culture specific. If the participants
are from many different cultures, ask if they caregan example of non-verbal communication
cues specific to their culture.
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Table 2: Communication styles

Supporter/Relater
= Harmonizer
= Values acceptance and stability in circumstances
= Slow with big decisions: dislikes change
= Builds networks of friends to help do work

Good listener: timid about voicing contrary opirsol
concerned for others’ feelings

Easy going; likes slow steady pace

Friendly and sensitive; no person is unlovable
Relationship oriented

Analyzer/Thinker

Assessor

Values accuracy in details and being right

Plans thoroughly before deciding to act

Prefers to work alone

Introverted; quick to think and slow to speak; ela:
about personal maters

Highly organized (even plans spontaneity!) cautic
logical, thrifty approach

Thoughtful; no problem is too big to ponder

Idea oriented

Promoter/Socializer

Entertainer

Values enjoyment and helping others
with the same

Full of ideas and impulsive in trying
them

Wants work to be fun for everyone
Talkative and open about self; asks
others’ opinions; loves to brainstorm
Flexible; easily bored with routine
Initiative, creative spontaneous
flamboyant approach

Optimist: nothing is beyond hope
Celebration oriented

Controller/Director

Commander

Values getting the job done

Decisive risk taker

Good at delegating work to others

Not shy but private about personal
matters; comes on strong in
conversation

Likes to be where the action is

Take charge, enterprising, competitive,
efficient approach

Fearless, no obstacle is too big to tackle
Result oriented

The following are definitions of terms and provieleamples of how one can demonstrate these

skills:

Active listening: a communication technique where the listeneryfutioncentrates,
understands and responds, as well as remembefsliawds up with what is being said. People
who demonstrate active listening skills:

= Are able to listen with all senses providing pesitverbal and non-verbal
cues (such as smiling, nodding, agreeing, eye corat.) to put the speaker

at ease and show your interest.

= Are able to reflect back to the speaker what thayehheard to check

accuracy.

Verbal communication and non-verbal communication

Verbal communication: a two-way information sharing process which ineshone party
sending a message that is easily understood eteéving party.
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Non-verbal communication: communication without words; it includes behavisugh as
facial expressions, eyes, body posture, use offyamdl tone of voice, as well as less obvious
messages such as dress, and spatial distance bgie@ae.

People who demonstrate verbal and non-verbal conuaion skills:

» Understand their own communication styles.

» Speak clearly and accurately.

= Listen carefully.

= Make sure that they understand what other peoplsaying by reflecting back what
you think you heard.

» [nteract with people of other backgrounds and ce#u

= Understand the various types of non-verbal comnatioo.

Reading and writing: the ability to read and write clearly and carlsfuto understand
instructions and learn new information; to identiading sources that may apply in their
current or future work. People who demonstrateirgpand writing skills:

» Are able to read and understand business and cordotaments.

= Are able to write clear sentences, paragraphs amdnsiries of what they have read
or heard.

= Are able to use reference materials to enhanceitepand inform work projects.

= Know the elements of a well written email vs. alpadritten email, discuss the
consequences of communicating poorly over email prattice composing a
professional email.

» Understand the difference between appropriate @aygpiropriate technology use.

CS 3.1.4.3.5. Assertiveness

ObjectivesTrainees understand the difference between besegtase, aggressive, and timid, and
develop strategies to handle situations in an agsevay. Understanding how to be assertive is a
major step towards taking initiative.

Advanced Preparation/Facilitator Notes

Being assertive is a core communication skill wherne express yourself effectively and stand up
for yourself, while at the same time respectingathrights, beliefs and perspectives.

It is important not to be aggressive and inappaipras this will not yield the results we want. If
we put forth our ideas and perspectives by beimgessive, it can ruin our reputations and ability
to work with others over the long term. Being asgerinvolves assessing the situation,
determining your ultimate outcome, consideringdtieer person’s perspective, and speaking and
acting confidently in your interactions.

Being assertive can apply to many different aspett$rainees’ lives in the workplace with
colleagues and supervisors, but also in their paisbves in their relationships with family
members, peers, partner, and friends.
Materials

» Flip chart paper

» Markers

» Tape
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Assertiveness

Assertive Speaking and communicating confidently.

Aggressive Ready or likely to attack or confrooingone. Pursuing one’s

interests and goals forcefully.

Scenario Example
Activity Steps:

1.

o a

Explain: “One key part about communication is howrtanage what you say and how you
act when something is not going your way. We haJedrn to be assertive and firm, both
in our careers as well as in our personal lives.iBs important to not appear aggressive
and inappropriate. To think about this, we are gamdo a role-play.”

Have six Trainees come to the front of the roompéadicipate in the role-play. Have them
get into pairs. One partner will be Olivia and tther will be the front desk clerk. Give

each trainee one of the three scenarios that thikwet out from S10.7: Assertiveness

Role-Play Responses.

Read out the situation to the entire group. Hawearthe groups act it out as you read.

“You are told by your job counselor that you hawveir@erview at PhoneTel the next
day at 2:00 pm for a position in their human resesrdepartment. It was confirmed
by the manager of PhoneTel. You are very excitedlse after your Transferable Life
Skills training you feel confident and ready foriaterview. That evening, you practice
interview questions with your older sister. The @y after a one-hour taxi ride, you
arrive at the front desk of PhoneTel. You smiléhatfront desk clerk and politely say
your name and that you are here for an intervidve dlerk says that they do not have
any positions available but that you can drop a@ifiryCV and they will contact you
later.”

As the presenters prepare, explain to the resteoftainees that while the presenters are

performing, they should closely observe the scenaging shown and make notes.

Have each pair of presenters act out their resjgaiosthie scenario.

After each presentation, use the following questimnlead a discussion:

»  Which was the appropriate response? Why?

How did Olivia react to the receptionist’s statemsan each case?

What was the body language of Olivia in each case?

How can being timid be a negative thing in a watlegion?

Have you ever been in a situation where you nedxtassertive but not aggressive?

What happened?

= What are ways that we can assert ourselves witheing aggressive to get what we
want?

= How can being assertive help us in our personakland with relationships that we
may have or want to have in the future?

= Where else can being assertive help us in our tveghieve our goals?

Check points:

[1 Trainee knows how the difference between assegs®and aggressiveness
[1 Trainee knows how to articulate my own ideas clearl

[0 Trainee knows how to express myself in proper ways. )
[0 Trainee understands effective verbal and non-vextr@munication.
[0 Trainee has identified methods of communicatiowak




CS 3.1.4.3.6. Time management

Objectives: Trainees learn to prioritize tasks imak and manage their tim€éhey understand the
key concepts and strategies to manage and schdirldaily time effectively. Trainees are ablédentify
common situations that make it challenging to bedawork and personal life, and to communicate
effectively in order to manage both.

Time Management The ability to use one’s time effectively or protuely, especially in
work.

People who demonstrate time management skills:

» Understand the key strategies to manage and sehetthgir time
effectively.

= Learn how to prioritize important tasks to mandgeirttime across their
work and personal lives.

= Are able to complete assignments on time.

= Start and end on time, including work hours anctsjoeasks.

There will be situations in a workplace where tems will be confronted with a lot of work to
complete or workplace dynamics to navigate. Thdy/lvei anxious about how and when to start
or how to handle the situation. Prioritization obnk activities and being able to handle stress is
critical to completing work efficiently and effecély.

Effective scheduling
Scheduling Determining the amount of time required to comptete or many tasks
and when such tasks will be completed. Scheduliag also be
organizing a person’s day, week, month, year agtd.how one will use
their time to ensure that all essential tasks amidripes are
accomplished.

Advanced Preparation/Facilitator Notes

Time is one thing that we cannot buy, and if wastedsed ineffectively we can never get it back.
Scheduling is the art of planning activities sa fheainees can achieve their goals and priorities
in the time they have available. Scheduling cowddr a simple task or to plan out a day, week,
month or even year, and relates closely with oortsland long-term goals. Scheduling is part of
how we will achieve those goals.

When scheduling is done effectively, it helps younderstand what you can realistically achieve,
make sure you have enough time for essential taslds,contingency time for any unexpected
things which may arise, and avoid taking on moestjou can handle.

There are some key strategies that trainees caifthey come across challenges with time. This
helps them build their time management skills. $dbat can be used to schedule time effectively
can be writing a simple pen on paper daily or weeddhedule, organizing time in an online
planner, setting tasks on phones, or writing tdists.

When using these tools, it is important to:

a. ldentify the time available.
b. Schedule essential activities.
c. Schedule high-priority activities.
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d. Schedule contingency plans in case unexpectedtedsarhigh-priority activities should
arise.
e. Analyze activities and re-plan if more or less timeeeded for future scheduling.

Scheduling will be very different for different gge and there are also many differences which
may appear between genders. How we schedule oerretates to our gender roles and the
expectations that society has of young men and woimenany societies, women are responsible
for a lot more domestic care and not provided asftee or personal time as men, which can
impact their ability to grow personally and in theareers.

As young workers, it is important for trainees¢oagnize these different roles and responsibilities
and understand ways to make changes to societalsremmd expectations in the interest of gender
equity and fairness. This understanding is alsconamt so men in managerial roles can support
and encourage women'’s full participation in the kpdaice. As young men and women grow and
develop as professionals, this can help them kateak some of the discriminatory norms which
create gender inequalities in the workplace.

Materials

» Flip chart paper
= Markers

Activity steps:
Icebreakers

1. Explain: “Imagine that you have 86,400 Birr to spemy way you wish. The restrictions
are that you cannot keep any money and if you daise any of the money you lose it.
You also only have one day to spend it.”

2. Give Trainees 5 minutes to come up with how theyspiend the money in the day. As a
group, discuss some of the ideas.

3. Then, explain: “Did you know that 86,400 are theniber of seconds that we have each
day? If we do not use those 86,400 seconds wiggyose them! Imagine that your time
is as valuable as money. We should consider trigorgpend our time on things that are
important to us, like we would with our money.”

Managing Priorities

Balancing Work and Personal LifeTrainees are able to identify common situations thake it
challenging to balance work and personal life, aiod
communicate effectively in order to manage both.

Activity steps:

1. Explain: “As we start working in a job we are goitogoe faced with many different tasks,
both in the job and in our personal lives. We Wéle to prioritize what tasks are important
to us and think about different strategies to huslpnanage our time.”

2. Ask the following questions:

»= Have you ever experienced time management prolikenthe scenarios?

= What happened?

= What sort of time management problems could yoweixip your future jobs?
= What would you have to do?

3. Ask: “If you realize that it is impossible to conept a task in a certain time framieen,
what are some ways to resolve the issue?” Whatyailldo:

32



= Share and discuss tasks with your boss. A good gearshould recognize if you have
too much that is impossible to accomplish!

= Keep your boss updated on the progress.

= Ask for support from peers and colleagues you trust

»= If you cannot complete a task, provide alternatiged solutions so the person has
alternative ways or times to get the task done.

= Discuss with family and friends. They can help yiod solutions and calm you down.

= Set expectations in advance with your boss so kineyv when or how you can get
tasks done.

= Before saying yes to a request from someone, gjmakpriorities and determine when
it can be done.

Check points:

[J Trainees understand the key concepts of time mamnagie

I Trainees develop strategies to manage/scheduledigi time effectively.
O Trainees learn how to prioritize important taskerosmaller tasks.

[ Trainees are able to manage their time acrosswek and personal lives.
[J Trainees are able to set priorities

CS 3.1.4.3.7. Workplace appearance

Objectives: Trainees understand the importance of proper dcesle for safety and to be a
professional.

ACTIVITY DESCRIPTION

Workplace Appearance Trainees identify the proper dress and appearamgelfs in their industry. They
understand the importance of proper dress codesédety and to be a
professional.

Advanced Preparation/Facilitator Notes

Being a professional is about both acting the gad looking the part. It is about holding the value
attitudes, and mindsets, and acting in the worlkgplaavays that other people respect and admire.

Trainees should reflect on what appearance is apate for the job they are doing. If working in a
mechanic shop, the dress code will be different tivarking in a laboratory or office. There are
specific clothes and equipment (personal protecy@pment) that are required to stay safe on the
job. Trainees should recognize these differencdseasure that if safety gear is required for the jo

it is provided by their employers.

Workplace appearance
Professionalism The actions, values, attitudes and appearancenthfie a
person successful in the workplace.

Personal Protective Equipment (PPE) Protective clothing, helmets, goggles or other gsn® or
equipment designed to protect the wearer’s bodwy firgury
or infection. The hazards addressed by protectijxgpenent
include physical, electrical, heat, chemicals, bhi@rds, and
airborne particulate matter.
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Activity steps

1. Facilitator leads a discussion on what it meansetprofessional—ask for a few participants
to define what ‘professional’ means to them.

2. Discuss the required PPE

3. Explain that professionalism is not only about v suit or carrying a briefcase; it also
means conducting oneself with responsibility, intgg accountability, and excellence. It
means communicating effectively and appropriatehd always finding a way to be
productive.

4. Explain that employers want new workers to be rasiide, ethical, and team oriented, and to
possess strong communication, interpersonal, astdem-solving skills. Wrap these skills up
all together and you've got professionalism.

Check points:

Demonstrate an ability to dress and appear prafieakfor a job in their industry.
Prioritize important values for their work and life

Demonstrate positive and professional attitudestatdvior in the workplace.
Understand the importance of delayed gratificaitiowork and determine consequenges
for their actions in the workplace

Understand the importance of taking initiative iark
Manaae xpectations in the workpla

o0 OO0Oo00O

CS 3.1.4.3.8. Workplace values, attitudes, and\belsa

Objectives:Trainees understand the concept of values andedéfeir own values for themselves in
their life and work. They can demonstrate positwvel professional attitudes and behaviors in the
workplace.

ACTIVITY ACTIVITY DESCRIPTION

Workplace Values, Trainees understand the concept of values and ed¢fiair own values for
Attitudes and Behavior  themselves in their life and work. They can demm@atstpositive and professional
attitudes and behaviors in the workplace.

Advanced Preparation/Facilitator Notes

Our values, attitudes and behaviors can affect people see us and respond to us, which can impact
how we succeed in the workplace.

Values help us grow and develop. Everyone is ine@lin making many decisions every day. The
decisions and actions we take reflect of our valuesbeliefs of what is most important for ourselve
our families, communities and society. Values adividual and shared rules that guide our behavior.
Being a professional involves understanding andraomy important shared values that exist in the
workplace and with others around you. There areemiht types of values that can exist for people
and organizations:

a) Individual values which reflect how a person lives. These are valmesrtant for one specific
person. No one person’s values are more impottantanother’s and people may put different
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b)

d)

emphasis on different values at different timesarggles include enthusiasm, creativity,
humility, respect, tolerance, etc.

Relationship valuesare those which reflect how a person relatestierst Examples include
openness, trust, generosity, caring, etc. In a plade, such values are important to build
group cohesion and solidarity to achieve groupgask

Organizational valuesreflect how a workplace operates and what a cognpanrganization
sees as important. This can include teamwork, drogroductivity, etc. Organizational values
may not always be explicitly stated, and Traine#ishave to watch, listen, and be perceptive
about what elements are valued in their workplacainees need to learn to recognize these
values, so they understand what is expected of thethne workplace. They may also see
conflicts between what an organization says iteskand the ways in which it acts. Navigating
those differences is an important skill that allpbogees need to learn.

Societal valuegreflect how an individual or an organization rekato and perceives society.
Examples could be equality, environmental sustditgbdemocracy, human rights, the
welfare of future generations, etc.

Attitudes can positively or negatively affect a person’sdabr. In the workplace, a person’s
attitude can be reflected in the work they do aomt bthers want to work with or for them. It
is important to keep a positive attitude in the kpdeice as attitudes can affect others and boost
or lower morale.

Materials

Flip chart paper

Markers

Bag

The “Ideal Employee” flip chart from Activity |

Small pieces of paper with different values written each one. Values can include:
perseverance, creativity, hard work, determinatpositivity, helping others, independence,
teamwork, leadership, commitment, loyalty, honestpenness, flexibility, timeliness,

security, community, health, money, family, suc¢ceslgion, humor, courage, reliability, etc.

Work-habits
Attitudes The way of thinking about something or someone &ildcted in one’s

Values

behavior. Workplace attitudes are a way of thinkabgut a job and tasks to
be completed in the workplace, as well as how bimk$ about colleagues,
supervisors and the organization as a whole.

One’s principles or standards of behavior. Onedgjuent of what is
important in life. Workplace values are what onéges as important in the
workplace.

Behaviors The way one acts or conducts oneself, especialiglation to others.
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Ideal Workplace Behaviors and Attitudes
Activity steps:

Attitudes Role-Play

1. Divide Trainees into 2 groups. Ask the first grdodead a role-play of 2 different scenarios
that show a trainee working with a negative orfiiedlent attitude. Different negative attitudes
or behaviors to act out could include:

= An employee is not polite to a customer on the phon

= An employee is distracted by others around himeor h

= An employee is not assisting the client with threguest

= An employee does not listen to their boss

= An employee talks on the phone or texts when thewlsl be working

2. Lead a discussion with the whole group using thievieng questions:

» How did the customer or boss react? What was tkeeathoutcome?

= Was the work done well or poorly? Why?

»  What was the attitude of the employee?

=  Why do you think someone might have this attitudemworking?

= How could this attitude change?

* How would a positive attitude change what happenehlis situation?

3. Ask the second group to lead a role-play, this tmité a positive attitude. Differengositive
attitudes or behaviors to act out could include:

= An employee politely greets a customer and helpmthnd what they are looking for
= An employee offers suggestions and helps a coleeagtheir work
= An employee makes sure their task is complete
= An employee encourages and motivates others aritwenal
= An employee is proud of the work they do
4. Lead a discussion with the whole group using thlevieng questions:
= How did the customer or boss react the second tiMe& was the overall outcome?

What did the employee do differently?

How did the employee show a positive attitude?

What are some things you can do to stay positiveosik?

Why is a positive attitude important in your work?

How can you help your friends have a better atifud

Can attitudes change during the day or week? Whkaane reasons for an attitude to

change?

= Who or what affects the attitudes you have towgods work?

5. Ask Trainees to share one strategy they have tildtelp them maintain a positive attitude at
work and how to convince others to do the sametéMheir answers on flip chart or
blackboard for everyone to see.

CS 3.1.4.3.9. Managing expectations through delgyatification

Objectives: Trainees understand the importance of delayedfigedton in work and determine
consequences for their actions. They identify etqiems they have for work and how to manage and
prioritize them.
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ACTIVITY ACTIVITY DESCRIPTION

Delayed Gratification Trainees understand the importance of delayed figedion in work and
determine consequences for their actions in thé&place.

Delayed gratification: the ability to put off something mildly rewardingthe present in order to gain
something that is more rewarding later. People démonstrate delayed gratification skills:

" Go to work even when they feel like staying at home

" Follow workplace dress codes even if they'd rathear different clothes.

" Finish tasks on time or even ahead of time.

" Make sure to double check their work rather thawdet for someone else.

Advanced Preparation/Facilitator Notes

In life there are many temptations that we may h&Ve may also not want to follow through on
activities if they appear too difficult or unachable. However, before succumbing to easy
temptations, it is important to assess the sitnatidhat the consequences may be in the short- term
and long-term and how the consequences can impacstiort- and long-term goals we set for
ourselves.

If your boss asks you to do a task you do not wadb, you may want to quit or not do it. However,
if we quit, we would not have money to pay for thaeags we need like rent or food. You would not
get a good reference from your boss, and it magiffieult to find other work. You might think you
will get another job, but a similar situation cowldcur there as well. Hence, it is best to lean tm
cope constructively with challenges rather thart goiir job when a challenge occurs.

Conversely, if we delay gratification and perseweith the task we have been asked to complete, our
boss could reward us. You could get a raise oromption. You could get a good reference for a
different job in the future that helps you reachiypersonal goals. It is important to criticallysass

the situation. If we find ourselves in an unsafamhealthy situation with work, then action is regd,

as our health and safety is a key priority.

A trainee who is just starting work may find thetuss in jobs that seem boring and low paying
because they do not have a lot of experience. Nlargs, in work, it is about starting from the botto
and working your way up, where you gain experieart@build relationships and networks with people
who can help you in the future. These things take and do not happen right away.

Trainees should approach their work with a learmmigdset so that they are more focused on
developing their skills and learning new thingsnthan “being right” or “being bored” in the
workplace. They should understand that trust anohaumy have to be developed by their actions and
behaviors, and that more responsibility and “irdéng” work will come to them if they show that
they can fulfill their current assignments well anmdtime.

Ability to delay instant rewards

Delayed Gratification ~ The ability to put off something mildly rewarding the present in order to gain
something that is more rewarding later. For exampbel could watch TV the
night before a test or practice delayed gratifmatnd study for the test to pass
and succeed in your education.
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Temptations A desire to do something, especially something granunwise. It may lead to a
mildly rewarding result in the short-term but withost often, not be a good
decision in the long-term.

Delayed Gratification Scenario
Activity steps:

1. Read out the following scenario:

“You are working on counting inventory at a storéietr your boss needs completed by
tomorrow. Suddenly, your friend texts you and iasiyou to karaoke. At the time you feel
bored and want to have a break.”

2. As agroup fill, in the chart together using thédwing questions to help prompt Trainees:

» What are some of the positive thoughts you migkieha this situation?

= What are some of the negative thoughts?

=  What would be the consequences if you go to Karao#teyour friend?

=  What would be the consequences if you stay andffitlie assignment?

=  What would you do and why?

= What could be a situation in a job where you haveesist temptation? Let Trainees

come up with ideas for temptations and add toigtevith the following ideas:
Coming late
Not finishing a task
Stealing if nobody is looking
Gossiping in the workplace
Quitting
Being onyour mobile phone when you should be working
What would be the consequences of some of thesgsthi
o0 What are ways you can cope with a situation youergted with?
Explain: In work, there are things that you maytémpted to do. If your boss asks you to do a task
you do not want to do, you may want to quit or cit. But before acting out, it is important tantk
about the situation and what the consequence8farquit, | will not have many to pay for the thgs
| need like rent or food.” “I would not get a goceference from my boss, and it may be difficult to
find other work.” But if you delayed gratificatiodid not quit and persevered, your boss could réwar
you. You could get a raise or a promotion. You daget a food reference for a different job in the
future that helps you reach your personal goals.
3. Share the following story of Selam:

When Selam started her job in Engineering, sheghbthat she would be working on
machines all day. She imagined herself using tatgsigning products and eventually
becoming an expert. In reality, she was a long fsam being in that type of role. When
she discovered that it may take over a year forthdre in a position to design things
herself, she was disappointed and even thoughtitfry.

4. Use the following questions to lead a discussidih wainees. Write their responses on
flip chart or blackboard.
= Can you imagine such a situation in either yourentrwork or future work?
= What would it look like?
» Who has expectations of their current and futub® j@/hat are they?

O O O0OO0OO0OO0o0OOo
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5. As a large group, use the following questions &ulla discussion:
» What should we do when things do not turn out dyas we want them to?
=  What are some situations in a job which could Isealiraging where we may be?
= disappointed?
=  Why is it important to persevere and not give u@qgab or in a task?
6. Go through the expectations listed on the flip tphaper and discuss with the group
which are realistic, which are not, and which wendoknow yet. Ask: “If you are not
sure, about the expectations of a job, what coalddo to find out more to help you
manage the expectations and determine what iddregbu?” Write ideas and add any
missing strategies to the list.
Additional ideas could be:
= Discuss with your boss.
= Discuss with other peers or people in the industriyear about their experiences
= and discuss your expectations with them.
= Make a list of expectations for your work and pitiee what is the most important
= and what you could negotiate for any jobs in tharrieture.
7. Conclude the activity by explaining: “Managing egfaions is an important skill in
work and life. While it is important to have higkpectations of oneself and others,
one needs to keep them realistic and understantisvhad is not possible in your
role in a workplace. For example, if you are hitedlo administrative tasks, you may
not be able to do some interesting program releteks soon after you join. While you may
aspire to join the program department, you willdn&w show that you are doing well at your
current job before other department managers wiliser giving you an opportunity you
might desire.”

CS 3.1.4.3.10. Taking initiatives

Objective: Trainees understand the concept of takiitiative and reflect on examples of where they
have taken initiative in the past. Trainees are &blWweigh the pros and cons of taking initiative.

Term DESCRIPTION
Taking Initiative The power or opportunity to act or take charge feeédhers do.

Advanced Preparation/Facilitator Notes

Taking initiative is a very important aspect of seeding on the job. The ability to jump in or take
first step without being asked makes you standtouwtmployers and helps set you up for other
opportunities. Trainees will reflect on times ireithpast when they have taken initiative and learn
about the pros and cons of taking initiative inwurkplace.

Materials
» Flip chart paper
= Markers
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Activity steps

1.

The Facilitator has participants explore takingiative by explaining that “taking initiative”

is a skill they should learn and demonstrate bex#his skill is a very important aspect of

succeeding on the job.

Ask whether there is a participant who would voaantto write the other participants’ ideas

on the flip chart or the blackboard.

Ask participants, “When | say, ‘She took initiatite help other members of the team,” what

do you think’ ‘took initiative’ means?”

Working with the participants to build on their pesises to this question, formulate a group

definition of “taking initiative” and post on chéstackboard.

Show participants how several dictionaries defitakihg initiative,” then ask whether there

are any words about which they are unclear.

= Have participants provide clarifications if theyeaable; if not, facilitator provides
clarification.

» Have participants compare these definitions witlatthey came up with as a group.

Ask if there any connection between taking initiatand volunteering?

= Ask, what are some situations where you took itNarecently at home, in life, in school,
etc.?

= What occurred (pro or con) because you took im&&t Discuss patterns of what resulted

= What are some good reasons for taking initiatives?

= What are some risks in taking initiatives?

= How can we create a safe environment for you te takiative?
Note: people often take initiative when they ardipalarly interested in or excited about
something; that is, they are motivated. They aBaally have a reasonable belief that thy
can succeed at what they initiate.

= Ask, what are some of the motivating factors fdirg initiative on a job?

=  While working on your job, what kinds of situatiomgght arise in which it would be a
good idea to take initiative? For example, when gomplete a task, instead of pulling
out your cellphone to check who'’s been trying tacteyou, you take initiative by doing
what?

CS 3.1.4.3.11. Adaptability to change / flexibility

Objectives:Trainees explore what being adaptable and flexibdans, considering the social and
emotional knowledge, attitudes, and skills thapbdlthem be adaptable and flexible in the pasty The
then experience being in different roles connect#ti one task and analyze what it feels like to
change roles.

Adaptability The ability to change one’s actions, course, or@ggh to doing things in order

to suit a new situation.

» The ability to change one’s actions, course, or@ggh to doing
things in order to suit a new situation.

» The ability to adjust ... readily to different condits.

» The ability to change (or be changed) to fit chahgecumstance
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» Adaptability in the workplace is when an employaa be flexible
and have the ability to adapt to changing work dioos.

Adaptability and Flexibility

Term DESCRIPTION
Adaptability and Flexibility: Trainees explore what being adaptable and flexit#ans, consider
Adapting to Role Change the social and emotional knowledge, attitudes, skillls that help

them be adaptable and flexible in the past.

The following are definitions of terms and provebeamples of how one can demonstrate these skills:

Adaptability and flexibility: the ability to change one’s actions, course, @ragach to do things in
order to suit a new situation. People who demotesaidaptability and flexibility:

Activity steps:

Try new things.

Adjust smoothly to changes.

Able to change their thinking or compromise whegirtfirst suggestion or idea
does not go over well.

Can take on roles or jobs they didn’t expect.

Can let go of an idea they presented when othgulpetmn’t accept it.

1. The trainee considers an on-the-job situations toald occur during which it might be
appropriate for them to consider being adaptabieflexible. The Facilitator asks:

* In a job, what kinds of situations might arise ihigh it is important to adjust and
adapt?

= Do you think your ability to manage your emotionsl stress would make a difference
in these situations? If so, how?

= Do you think that evaluating the consequences of ytitudes and actions would
make a difference in these situations? If so, how?

= Do you think being open to other’s ideas would maldfference in these situations?
If so, how?

= Are there other skills or attitudes that would makdifference in this situation?

Adaptability Fact Sheet #1
Adaptability and flexibility involve:

solutions.

Keeping calm in difficult or surprising situations.

Planning ahead but having options ready in casgshgo wrong.

Thinking quickly to respond to sudden changestioucnstances.

Staying on track in the face of unexpected diffies!.

Taking on new challenges at short notice.

Dealing with changes in priorities and workload.

Viewing different ideas and approaches to situatias a way to think creatively about
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Adaptability Fact Sheet #2

When working with a team, the following strategies help you be adaptable

= Stay calm so you are better able to stand up tgtbssure when something changes, or a
problem occurs.

= Develop a solution or plan when there is a problem.

= Keep an open mind, be flexible, hear each othdgas, and consider ideas that you might not
like when you first hear them.

=  Work with people who have different ideas or ugtedint approaches than you do so you get
the benefit of new ways of thinking and expressieas.

Adaptability Fact Sheet #3

Adaptable people

= Have a number of ideas about how to handle a isske, or solve a problem.

= Are able to change their thinking or compromise mvtteeir first suggestion or idea does not
go over well.

» Can let go of an idea they presented when othgrleetm not accept it

= Can take on roles or jobs they did not expect.

CS 3.1.4.3.12. Workplace ethics
Objective: Provide a safe work environment and hiagall business with integrity and honesty

Check points:

[0 Get afull day’s pay for a full [0 Use the training they provide and follow their
day’s work. instructions.
[0 Get the training, tools and [ Use the right tools, equipment and clothing for the

equipment you need to work job.
safely and productivel

[ Get paid on time. [0 Correctly use safety equipment.

[0 Be treated with respect. O Work and act safely around co-workers.

O Work in a healthy and safe [ Report safety concerns.
environment

0 Show up for work on time. [0 Give afull day’s work for a full day’s pay on time

[0 Treat co-workers with fairness [1 Have access to leave in cases of illness or family
and respect. emergencies.

CS 3.1.4.3.13. Conflict management

Objective: Trainees are able to identify causestiss and identify coping mechanisms to manage
and overcome stress.

The following are definitions of terms and provelamples of how one can demonstrate these skills:
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Conflict resolution: strategies for two or more parties to find a péadcsolution to a conflict.
People who demonstrate conflict resolution skills:

= Have the ability to understand all of the reasamstlie conflict and coming
together to solve it for a peaceful outcome.

» Have the ability to be committed to resolving thenftict and actively
communicating with all parties involved to gatheformation and understand
other groups’ perspectives (i.e., their intentiamsl reasons for holding their
beliefs).

»= Have the ability to be empathetic and come togdtires collective negotiation
that works for everyone.

Conduct self-Assessment on steps to resolve cortiic
Activity steps:

Wait until you are calm Am [ still angry or upset? _
Will my emotions prevent me from solving the coctfh
Agree to talk Do we both agree to listen to each other in a pesit
way?
Understand the conflict What is the conflict?

What is causing the conflict?
What are the facts

Understand each other What could the other person be thinking?
point of view Why do they think that way?
Do they have a reason to be up:
Think of possible What are all of the possible ways we can solve this
solutions conflict?

What are the positives and negatives for each way t
solve the conflict?

Chose the best solution What solution will everyone feel comfortable enowgth to
support it?
Do we all agree this is the best solutit
Create an Agreement Who will do what to make this solution happen?

What needs to be done to make this solution happen?
Why are these activities important?

When will it be done?

How will we know when the problem is solve

CS 3.1.4.3.14. Coping with stress

Objective:Trainees are able to identify causes of stressderdify coping mechanisms to manage
and overcome stress.

Stress A state of mental or emotional strain or tensiosuténg from adverse or
demanding circumstances.
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Stress Management A wide spectrum of techniques to control a perstevels of stress for the
purpose of improving one’s overall well-being andrkv

Coping Mechanisms  The ways in which internal or external stress isiagged, adapted or acted
upon. Coping is defined as constantly changing itivgnand behavioral
efforts to manage external and/or internal demands.

The following are definitions of terms and provelamples of how one can demonstrate these skills:

Stress managementa wide spectrum of techniques to control a pesstavels of stress, for the
purpose of improving one’s overall well-being andrkv People who demonstrate stress
management skills:

» Can identify causes of stress.

» Understand how stress can be a benefit and whds kihstress create negative
effects.

= Make sure to build in time for health breaks.

» Take walks, listen to music, talk with friends taltout.

» Manage the balance between work and personal lives.

= Develop their own special ways of reducing stress.

Coping mechanismsithe ways in which internal or external stress &aged, adapted or acted
upon; coping is defined as constantly changing ttimgrand behavioral efforts to manage external
and/or internal demands. People who demonstraiegagills:

= When something bothers them, they know how to ifleand manage their
feelings in a constructive way.
= Know when to take a break in order to calm down thnak things through.

Advanced Preparation/Facilitator Notes

Stress is a part of life and work. We are all juggimany things in our lives and can feel like we a
doing too much and cannot succeed. Most of us'$aelssed out’ at least once in a while, however
there can be negative effects of continuous streésdime on a person’s health, productivity, stdte
mind and relationships with others, like familyepg colleagues and supervisors at work.

How Trainees handle stress can help them succeedHdeirworkplace. Handling stress requires
commitment from oneself to the necessary time dimiteequired to effectively manage the causes
of stress. This involves accepting the feelingstodss and self-reflecting on the causes. Sometimes
stress can be managed by getting more sleep, daaithy, doing hobbies, and relaxing. However,
many times it is about addressing the issue akthtato those who can support you as you cope with
the stress. It can also involve looking at the fpasiside of stress and recognizing alternative
perspectives where the feelings could bring abositipe results.

Materials
» Flip chart paper
=  Markers

= 6 balls per 8 Trainees
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Stress Toss Game
Activity steps:
1. Divide Trainees into groups of 6-8. Have each grstand in a circle.
2. Show Trainees a ball. Explain: “This ball is a Sgd®all.’ It represents a stress that we may
have in our lives. We are going to play a gameswowhich group can manage stress the best.
The rules of the game are as follows:
= One person in the group will throw the ball to d®stperson, but not the person on their
right or left. It is important to remember the pmrg/ou threw it to!

= That person will then throw to a different persaom &0 on until every person has been
thrown the ball.

= You will now continue this same pattern or orddreTast person sends it back to the first
person to keep the ball rolling. This time a liféester.

= Once you have the pattern, we will add anothersStBall and another up to 6 that we have
to manage.

= If you drop the ball, pick it up and keep goinge3®w many times you can complete the
pattern and how quickly you can do it.”

3. Play the game and add up to 5-6 balls for eachpgrou

4. After the game, lead a discussion using the follmnguestions:

* How did you feel playing the game?
*» What was challenging about the game?
» What did you have to do to be successful in thegfam

Explain: Like this game, we juggle many things ur ¢éives at one time and if we are not focused
things can get dropped. Sometimes we may try ttmdonuch and have too many balls in the air and
then this can cause everything to fail. Stressparaof life and work. How we handle stress wélh

us succeed in the workplace. We are now goingitk thbout the stress balls in our own lives and
strategies we can use to cope and manage stress.

Group Discussion and Situational Analysis
Activity steps:

1. From the game, what sort of stress in your lefvofk could the ball represent?
2. What were the causes of each stress? Why did yoanieestressed?
3. What are ways that you manage or could manage thess of stress?

Explain: Stress is mostly caused by worrying alsmrhething that will happen. For example,
worrying that you cannot complete the task welbboitime, worrying that you are not accepted by
others or might disappoint others, worrying abooney or the future.

Ask, what sort of worries have you experienced?

Explain: The best way to handle our worrying andss is to acknowledge the worries and face
them.

“Part of being able to manage stress is to trythimk with a positive minéind attitude. This
can be difficult but thinking positively can help manage and get through it.”

4. Ask 1-2 Trainees to share an experience they hathga stressful situation into a positive
one.
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5. As a group, to fill out the two examples on thertlaad discuss. Possible answers to the two
situations could include:

SITUATION ONE: Overwhelming and Difficult Task
NEGATIVE THINKING FEELING THAT ARISES PHYSICAL REACTIONS
“l cannot do this task; itis  Anxious, incompetent, angryAvoid and do not complete it
too difficult.”

POSITIVE THINKING FEELING THAT ARISES PHYSICAL REACTIONS

“Through this task | can Energetic, determined, Approach others to help and learn
learn and build my skills. It motivated from. Create a plan to do task.
will allow me to learn from

others and become an

expert.”

SITUATION TWO: Make a Mistake
NEGATIVE THINKING FEELING THAT ARISES PHYSICAL RE ACTIONS

“Everyone is laughing and  Anxious, failure, low self-  Avoid, retreat

judging me.” esteem

POSITIVE THINKING FEELING THAT ARISES PHYSICAL RE ACTIONS

“l can learn from this Wise, focused, Share learning with others. Keep
mistake. | now know what  understanding, positive trying.

not to do in the future. Next
time | will succeed.”

Strategies to manage stress
Activity steps:
Conduct self-assessment on identifying and applshegollowing stress management strategies

Strategy Questions To Ask

Accept feelings How does this stress make you feel? What am Isstceabout?

Create a list of concerns Why am | stressed? What is going in my life to maleefeel this
way?

Reflect on the cause of stress What could be a positive thing about this situ@iéfow could |
react in a positive way?

Think in the positive How would my role model or mentor handle this ditra? What
positive ways have | handled stress in the past?

Reflect on possible Who could | turn to talk to about my concerns?

approaches

Talk it out How will | make this stress go away?

46



Address the stress Now that the stress is gone, how did | handle ttess? What will

| do the same or different next time?

Reflect on how you handle ~ How can | make sure the stress does not come back?
stress

Appreciate yourself and Great job handling that stress!
enjoy being stress free!

Managing Stress
Activity steps (you will be assigned one of theseadions):

A. Abhdis having some problems with his boss. He feéeds she is always checking up on him

E.

and that she does not trust him. He is feeling afigtress from this situation. He can’t seem
to concentrate or get anything done at work.

. Nyala can’t stand going to her job every day duprtiblems with her co-workers. She gets

harassed and called names by people at her johs Sbeanxious and stressed by the problem
that she has not been able to get enough sleep.

Every day Abraham is getting into arguments withsupervisor. He feels that his supervisor
is treating him unfairly. Since he is so stressatlaver this problem, he gets angry with
everyone in his life, including his mom and hifiditorothers.

Marjani feels like her co-workers put too many @sgbilities on her, and whenever her co-
workers do not do their job, she has to pick updlaek. She cannot stop thinking about all
that she has to get done at home and work.

Mazaa just heard that a co-workers has been talddogit her and telling stories that are not
true. This problem is really getting to her.

The Facilitator will lead a discussion to close $lession by:

1.
2.

Telling Trainees, they have 1 minute to call outresy healthy coping strategies as they can.
Ask, how will you use this strategies in thesessfal situations at work?

Did they do the right thing?

1.

2.

3.

Chaltu’s mobile phone rang while she and her coketsrwere preparing the diningom for

a banquet. She answered her phone. It was her métee mother wanted to talk about a
family problem. Chaltu excused herself from hemawkers. She was talking to her mother
for 15 minutes outside of the dining room.

Ahmed was working at an unpaid internship. It wagng him good experience. His parents
thought he was earning money, so they were askmddbuy things. Ahmed did not want to
disappoint them. He was borrowing money from freetwlbuy what his parents needed. When
he got home one evening, his parents told himhisatincle died. They needed money for the
funeral. Ahmed told them he didn’'t have money. Tlgey into an argument. His parents
accused him of wasting his paycheck on his friends.

Abhdis was working at the local pharmacy. At thd e his shift, his manager was always
asking him to stay on for a few more hours. He natsgetting paid extra for this. Abhdi felt
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that he needed to stay or lose his job. This wasggon for months. His friends and family
were complaining that he was never around. Hidrgarnd started thinking he must be seeing
someone else.

4. Zebider was working as a head chef in a restaukert.mother needed to travel for family
business for the day and needed Zebider to wateh laér baby brother. Zebider knew she
should not miss work. She knew her mother needgd Hebider decided to bring the baby
with her. After all, he would be sleeping mostloé day.

5. Zainab had an accident recently and is supposgd for check-ups every 3 days. She is an
accountant at a local business. Nearly every daybhbss asks her to work late due to a limited
number of staff. Because of this, she does nothgebpportunity to go to the clinic and has
not gone for any check-ups. Zainab is often in jpainfears losing her job.

Conflict Scenarios and Discussion
Activity steps:

1. Explain: In working and in our personal lives, wélall run into conflicts and challenges
when working with others. When conflicts ariseisibur attitudes and how we respond and
handle the situation that will help us succeed.

2. Read out the following scenario. As you read asknges to listen carefully and identify the
different conflicts and ways that the characteseihged the conflict.

“Mariam and Ahmad work as managers at a storeardbal market. They are close friends
and always go out of their way to help each othgr while not always helping other staff.
Yuli and Dani begin like getting jealous and gossythat Maria and Ahmad like each other
and are dating. When Ahmad hears the rumors, seagefry and refuses to help any of the
other staff.”

“When Tino, a new employee, asks Ahmad for helpnlif a heavy box. Ahmad rudely
responds, “Do it yourself.” Tino has been havirlggd day and starts yelling at Ahmed. They
are yelling so loud, other staff are worried thelf get in a fight.”

“The supervisor hears the news and the gossip &baria and Ahmad and calls all five staff
into her office to discuss the situation. Everybduy Maria meets the supervisor. Maria
deliberately skips work because she is afraid efsilpervisor.”

3. Lead a discussion using the following questionsit&Vanswers on flip chart paper or
blackboard.
» What are some of the conflicts that arose in thisgtson?
What were the causes of these conflicts?
How do the different characters respond to thelm@f
What action should be taken by the supervisor?
Describe a conflict that you or somebody you kn@s had with another person.
What happened?
= Who was involved? What steps did you or the petake to face the conflict?
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4. Review the different ways to face conflict and eefl back to the scenario and wihhaé
different characters did. Ask: “What alternativepenses and attitudes could the characters
have had to resolve the conflict without involvithg supervisor?” Discuss.

5. Next, review the different steps to resolve a dohtind what this could have looked like
between the characters. As a group, fill in the .&1$teps to Resolve Conflict using the
scenario.

6. Ask: “Why is resolving conflicts important for engylees in the workplace?” Discuss the
reasons.
Resolving Conflict in the Workplace
Activity steps:

1. Ask Trainees in their groups to think about a dehflvith another person or a conflittey
identified that could occur. Have them think abbatv they would resolve the conflict and
write it in their trainee journals. Visit each gpoand provide assistance as needed.

2. In groups, have Trainees create a role-play gbttential conflict and how they would resolve
it.

3. Have 1-2 groups share their role-play and stepsdolve the conflict.
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2 — 3 weeks general poultry management technical Bls training

3.2. Module 2: General management

To achieve optimal flock welfare and performancew®dge of best practices and skills in
husbandry is critical. Providing the correct hogsistocking density, lighting, feeding, and drinkin
space is essential.

Figure 5: General management skills — Module 2cepind competency clusters

Competency Eramework Topic/ Competency Clusters

Introduction to basic management skills

Objectives:

¢ Provide a basic guide to the general work-based competencies needed to work at a
poultry farm

¢ incorporates the technical skills needed run a viable poultry business

A U Commercial broiler and layer breeds

General Management QHousing
( 3 to 4 weeks) OHousing in free range system

QHousing in semi-intensive system
Qwater

QHygiene
OlLighting

O Temperature
QGrading
QRecord keeping

U Basic level understanding
O Identification of issues
U implement basic steps

GM 3.2.1. Commercial broiler and layer breeds

Preferences for specific type of breed may depensgasious factors including, parent stock, feed-
type, vaccine and medicine availability, environtpemd investment capital. Breeds that have low
input costs with improved productivity may involesosses of local with exotic breeds or crosses of
two exotic breeds/ lines design to contribute immebproductivity in line with increased investment.

The selection of the breed type should be basezbommercial broiler or layer breeds, given regular
and timely supply of chicks, good feed, health mes; and marketing supply chain. Itis easietda s

a broiler poultry farm than layer farm becauseithgal cost is cheaper and the expertise or skills
needed are minimal compared to layers, which ame mamplex and costly initially.

One can start earning income within a few weekdfoilers but must wait for a minimum of about 5
months for layer chicken to start laying eggs ,(f@. framers that start the brooding of day-oltckh
themselves). Layers tend to develop diseases noonpared to broilers because they are reared for
longer period of time. One can start making a pnefth few hundred broilers but needs a larger
number of layers to make profits. On the other héndiler feeds most costly than layers since they
require higher formulation of protein and energydaick weight gains.
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GM 3.2.1.1 Layer farming

A layer is a commercially viable egg producing biEtjgs have a nutritional value and are a good
source of protein and essential mineral. It isagng industry in the livestock sector. Layers riegu
adequate spacing and clean housing for optimal trewvd production. Preferably, the housing for
layers should be closer to the market and feedy dwan residential or crowded areas, easily
accessible to transpiration, and electricity arehilwater provisions. Quality feed is important to
achieve maximum growth and improve the performaridbe birds.

Brooding is carried out from day-old chicks up itowseeks of age. The recommended feed is a “layer
starter” during this stage. It is done in orderprovide warmth to the chicks and prevent chick
mortality. Efforts need to be made to protect chidkom predators, excessive noise, and
overcrowding. The dirking water should be treatdthwsoluble antibiotics for at least five days.
Chicks’ upper beaks should be trimmed after thedtloir fourth day of arrival to minimize the
incidence of feather picking and cannibalism, amtevents feed wastage as birds cannot select

Table 3: Five stages of Layer Operation

Brooding 1 to 6 week
Growing 6 to 12 week
Pullef 12 to 20 week
Laying 20 to 120 weel
Replacement proce 80" weel

During the growing stage, spacing to accommodaelicks’ body expansion is critical. The “layer.
Grower” feed is recommended for chicks during tstisge. The mortality rate from brooding to
growing should not exceed 5%. The “pullet develdpeed is recommended when chicks are 12 to
20 weeks of age. The demand for feed, water, @l fpace increases as the birds during the pullet
stage, and the type and amount of feed and adegadte will determine the productivity of birds.
Random weighing of the birds is critical to monitasw the birds are performing. During the egg
laying stage, the use of “layer” feed begins, dreddirds are expected to be productive egg-layers f
approximately two years. Those that are not pradyeggs or that are sickly and slow-growing should
be culled (i.e., they should be removed from tlel). The replacement stage involves two phases:
pre-replacement (i.e., ordering baby chicks toaeplexisting layers as they reach low productivity
levels, which is around 80 weeks old) and replacembiase (i.e., replacement or culling of layers
that are 120 weeks old).

GM 3.2.1.2. Broiler farming

The broiler management requires higher performamderms of feed conversion, uniformity, and
meat yield. Broilers grow very rapidly within a aélely shorter time, which means monitoring in
hours more so than days matters the most. Thetasigimterruption can result in growth stagnation,
sickness, and mortality. Proper care of the fldekts with close observation.

Broilers meet the following four components forioml results:
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An insulated roof
Heating system
Ventilation system
Lighting system

PN

The young chicks have not developed their gut firece they are separated from their mothers’
natural gut flora, and they run the risk of becognsuisceptible to all kinds of bacteria. Additiogall
the transportation of day-old chicks from the hatgtto the broiler farm exposes the young chicks to
harmful pathogens unless the necessary hygieneunesaare followed.

Chicks in the egg and those newly hatched canmpfiate their body temperature properly, which
means their body temperature varies with that eir tanvironment. They only start regulating their
body temperature around 5 days of age. The bnodeds to be kept warm in the first few weeks, but
once the birds start producing body heat, theyiregugood ventilation system. Otherwise, theyesuff
from respiratory problems.

Healthy chicks take in a little more water each,dayd a sudden increase in their daily intake may
indicate an increase in temperature or elevate@maievels in the feed. On the other hand, ifeher
is a reduction in their water intake is indicatofeéhe quality of water. The chicks also need tovied
feed. A crop test can help determine if the watefeed ratio is at the desired level. The crop is a
muscular bag at the bottom of a chick’s neck wistdres feed for the day. The crop that does not
spring back when pressing indicates enough fetkmbut not enough water intake. On the flip side,
a swollen crop signals more water intake and ingefit feed. A crop that feels soft and pliablensilg

a food water to feed ratio.

After the first few weeks, the skeleton, organg] amuscle mass start to grow strong. During this
phase, there is a high risk of metabolic probldbmeppings from chicks can signal gut health. A firm
consistency without too many undigested partictesoinsidered normal. Dropping that is soft with
undigested food particles and surrounded with greasily film indicates poor gut health.

As the broilers gain body weight and are gettingvier, they require regular leg quality checks. The
measure of the bird’s weight (i.e., taking a sangbiearious birds) during the first week and kegpin
an eye on the continuous weight gain is a key atdicof the chick’s healthy growth rates. It signal
a good conversion of feed into muscle tissues. bitds must continue to feed well, and their feed
intake should increase dramatically. If the feadke does not continue to increase, it means tieat t
bird can no longer get rid of their body heat prbpewhich diminishes their appetite and growth
levels.

A production cycle for broilers takes 7 weeks oarage. Modern broiler farms produce chicks ready
for slaughter in 5.5 to 6 weeks, or at a slow-grayroiler farm, it takes up to 9 weeks for theckhi
are ready to be slaughtered and processed.

GM 3.2.2. Housing

This section will focus on small to large scaleeimive chicken production system that is market
oriented for both broiler and layer production. Bbteed types of relay on the space availabildgign
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for adequate exercise and conducting a varietyoohal behavior), ventilation (air flow) to reduce

heat stress, humidity, and extreme cold weathght proportions (duration and intensity) for prope

maturity in growing pullets and increasing produityi of layers, and housing (free-range or semi-
intensive systems).

GM 3.2.2.1. Housing in free range system

For a free-range system, overnight shelters (foehobile) that is roomy, clean and airy are
necessary to provide protection from predators,expisure to the sun.

GM 3.2.2.2. Housing in semi-intensive systems

The deep liter system can be made from dry haj stedw, coffee pulp, and sow dust that
provide comfort for the chicken and absorb wasteretion creating a dry environment. It
serves as a good insulator protecting chickens froltt and hot weather. The litter must be
turned often and should be sprayed with disinfeathemicals at least once a week.

Check points:

The litter should be removed when culling existatgck
Spray with disinfectant before the introductiomeifv stock
Maintain dry environment at all time

Thickness of the litter should be less than 5cm

Ooooad

A cage system is more appropriate for layers.fttmabuilt from locally available timber/wood
materials. The cage system allows for larger flatdk,less labor intensive and reduces diseases
caused by parasite, and ticks and prevents preddoor layers can be identified and culled
immediately, saving feed. Cages have high coshstallation per bird and require constant
ventilation and the skills for proper constructiout are a cheaper option in the long run.
However, since the chicken does not have accesedaanging, supply of well formulated
feeding is critical.

Check points:

0 Attending to problems with cage layer fatigue orgbgsis
OO0 Continuous ventilation

0 Reduce the number of broken eggs

[0 Check on the feed formulation

Full or partially stated flooring designs provideigher body weight chickens and increases
productivity. It saves litter costs, reduces maistand bacterial growth, and provides easy
cleaning options to remove manure dropping.
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GM 3.2.3. Water

Providing clean and adequate water is very impodad having the right type of equipment that is

easily accessible for proper growth. Water consionpiate various depending on the temperature
and growth phase. A simple tin with punched holieabmut 2 cm from the open end can provide a
cheaper option. The position of the punched hotetep regulate the water level. Clay pots with

holes around the side also be used to water addicken. Clay can be helpful to keep the water aoole

than tin containers.

Sufficient water intake is critical, particularlyidng the first week. Water is essential but ofjeren
less attention than feed intake. If water intakiéméted, then feed intake declines.

Table 4: Water consumption requirements for besilts

Age (weeks Daily consumption (Liters)  Water spadeters)
0-1 3 0.7

2-4 10 1.0

9 or more 25 15

Layer 50 2.5

Check points:
O Avoid rust in tin water containers
O Regular pH measure of acidity, microbial growth digkstive enzyme activity are sensitive to pH
O Avoid biofilm buildup

GM 3.2.4. Hygiene

When chicken disease occurs in one area, it casrtri quickly, disrupt the production process, and
spread to neighboring farms. It is very importanhave early detection of unhealthy or sick bials t
initiate the proper measure to prevent transmis$iancinated or medicated birds may be able td figh
against the diseases, but unhealthy birds may diffi@ilty in fighting diseases.

Check points:
[0 Cleanliness of drinker lines to avoid bacterialoooes from forming biofilms that adhere to the
inner walls of water lines. Biofilms also attracicnobes and debris.
O Flushing water lines between flocks and during pobidn
OO0 Equipment maintenance
0 Regular monitoring of temperature, humidity, veatidn, feed and water consumption to monitor
the flocks’ progress. Increasing the frequencyalaa help early disease detection
O Avoid we litter accumulation to prevent ammoniadksvto rise
O Dryness and dustiness of litter can be indicatiew water consumption
O Proper cleaning and disinfection measures betwleeh placements. Adequate downtime reduces
transmission of disease between flocks
0 Check for normal position of the head and neckngfieg, normal voice, bright eyes and comb
0 Avoid keeping too many chickens together, avoifedént age groups
OO0 Culling of diseased chicken, burning of dead chiskand provision of drugs
O Proper vaccine storage, clean syringes and drc




GM 3.2.5. Lighting

Continuous lighting should be provided for thetfd8 to 72 hours post placement of new flocks for
7 days to help chick find feed and water. Expogoréight and its intensity should gradually be
decreased.

Table 5: Light exposure needed for best results

Age (days) Light (hours)
0-3 23
4-7 16
8-14 12
14-28 8

GM 3.2.6. Temperature

Observe chicks and adjust temperature to makeisem@ea is not over heated or chilled. An excellen
indicator of floor temperature is the temperatuir¢he chick’s feet. If chicks are comfortable, they
should be moving around the brooking area. If tgkimeasurement of the chick, it should range from
40-41 degree Celsius for newly hatched chicks asldauld increase to 41-42 degree Celsius during
the first 5 days. If the internal chick temperatisgrenore than 41 or lower than 40 degree Celsius ma
indicate discomfortable environment for the chicksoper temperature regulation and a good
ventilation is important for young birds.

GM 3.2.7. Grading

Birds grow at different rates due to their genetake-up but also because of their eating temperamen
Shortcoming in feeder space, temperature, veriiand feed delivery as factors that determinesbird
eating conditions. Grading of birds by bodyweighinidicative of good feeding conditions to improve
and maintain flock uniformity. Production resultgvie shown improvement by grading the flock by
weight and placing them with chicks of similar weig)

GM 3.2.8. Record keeping

Good record keeping on a daily and weekly basimgortant to manage chicken production. It is
important to document daily observation of the kldo spot early signs of disease, malnutrition, or
other problems. These include:
* Feed intake related data — age in weeks, light ®xgoin hours, chicken category based on
age (grower, layer, cock), and feed intake (gmiuzgd).
» Health record sheets — date of vaccination, nam&o€inator, type of vaccine, method of
vaccination, name of the disease.
» Treatment data — date of treatment, age of chigkeveeks, type of drug used, the dose, and
method of drug administration.
» Chicks data collection — growth data, date of biogdbreed, age in days, number of chicks
present, average body weight (every 15 days), iitgrtkata, and cause of death
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» Layer data collection — date of brooding/ hatchitgte of start of laying eggs, breed, number
of eggs laying per day/head, number of broken eggsber died/ transferred, eggs laid, dead
chickens, and the cause of death.

* Market related data — number and chicken type smids sold, where and to whom sold,
income, in-house consumption, the price and dapeiafhase.

Check Points:
Trainees are introduced to the basic technicakskding their 5 senses to monitor the
wellbeing of the flock:

[0 Hearing —Listening to birds’ vocalization, breatiimand respiratory sounds and the
surrounding environment (noise)
Sight — Observing birds’ behavior (posture, alestyeyes and gait), feeder and water
spacing, air (dust) and litter quality.
Smell — Notice the smell of the environment (sméhmmonia).
Taste — Water and feed quality.
Feel — Handling of birds, crop fill, feather comalit, ventilation, and temperature.

ooo 0O
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14- weeks specialized poultry management technicakills: Modules 3-11

Figure 6: Specialized management skills —topicscampetency clusters

Competency Framework Topic/ Competency Clusters

Introduction to more specialized management skills

0O Basic level understanding Objectives:
O Identification of issues * Provide a basic guide to the general work-based competencies needed to work at a

O implement basic steps poultry farm

* incorporates the technical skills needed run a viable poultry business
Module 3

Bio-security management
(— 1 months)

eeding Manageme
(— 2 months)

Module 5

Parent Management —
the basics

— 1 months

Module 6
Breed Management
(— 2 months)

Module 7

Hatchery Management

(—~ 2 months)

Module 8

Rearing Management
(~ 2 months)

Module 9

Egg Production
(~ 2 months)

Processing Manageme
ths)

Module 11

Marketing
Management

O Bio-security
O Types of biosecurity
0O Measures to prevent pathogens
O vaccination programs
0O Methods of administering vaccination

0 Qualities of a good feeder
QO skills to fit feeding for different ages and productive stages
O Supplemental feeder
O Creep feeder
O Types of feeds
O starter feed
O Grower feed
Q Layer feed
O skill in daily nutrient requirements of various categories of chickens

O skill in poultry feed formulation

O Basic knowledge of indigenous and exotic breeds
0O Addressing challenges for improved results

0O Capacitate breeders on breed characterization
O Improve skills of poultry breeders
0O Knowledge of local breed selection

O Brooding

Management of hatching eggs

Knowledge of fertile egg screening

Knowledge of incubator handling and operation
The hatching cycle

Practical skills on how to receive and handle DOCs

ooooo

O Competencies to strengthen poultry health

O skills in developing a biosecurity plan for everyday practice

O Knowledge of minimum space requirement

O skills to set and follow a standard for culling birds from the flock

O Nesting

O Knowledge of effective raising of replacement pullets

O Know the causes of decreased egg production

O Knowledge to evaluate the economics of egg production for each flock
QO skill in record keeping for egg production

0O Competencies to
QO skills in developing
O Knowledge of

Q skills to for

O Marketing skills
QO Who are your customers?
QO What are their needs and wants?
0 How can | satisfy my customers?
O What are the 4 Ps for marketing?
Q Product, price, place and promotion
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3.3.Module 3: Bio-security management

Numerous diseases are vertically transmitted fromedbers to their progeny and require strict sanitar
control throughout a chick’s life cycle (refer tigure 7). The control strategy should be in place t
keep flocks free of pathogens. Biosecurity can &kndd as the procedures put in place to prevent
pathogens from infecting chicks and spreading hermopoultry farms. It has to be practiced by ail th
actors engaged at the farm.

Figure 7: Infection cycle

VN

B-S 3.3.1. Types of biosecurity

A biosecurity program plays a key role in maintagichicks in good health. There are three main
types of biosecurity:

1. Conceptual biosecurity: Relates to the design tiosaand surroundings of the farm.
e Farms should be situated away from other poultmg market, hatcheries, and
slaughterhouses.
» If another farm is close by, structural and operatiosecurity provisions should
be strengthened.

2. Structural biosecurity: Relates to the physicalatire of the farm to prevent the introduction
or spread of disease

3. Includes fencing, creating a buffer zone, bird-firey booth baths, work clothing and
footwear, feed storage, dead bird disposal

4. Operational biosecurity: Relates to how work iselon the farm to prevent the introduction
or spread of diseases

» Restriction of visitors, workers, suppliers frontroducing pathogens to the farm
and implementing preventative measures.

B-S 3.3.2. Measures to prevent pathogens

1. The first step is to prevent the introduction ofryg@ens by visitors or other items introduced
by visitors entering the farm.
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All visitors should be treated as risks, and tHe®¥Wang steps should be implemented:

a) Register visitors — record date and time of vised aontact information.

b) Implement visitor policy — visitors coming from exbal farms on the same day are not
permitted entry. Visitors from sites of a diseasthoeak are not permitted entry. Visitors
from company farms are coming, and sequence ¥isits the younger flocks to the older
ones.

c) Work clothing — staff and visitors must wear wotéthing or coverup.

d) Disinfect vehicles entering the farms or shoulgpbeked outside the farm.

e) Disinfect equipment, especially if it comes frono#rer farm.

. The second step is to take measures to prevembttiogluction and spread of pathogens by

vermin (rodents and birds) and insects.

a) Keep the perimeter around the housing free of gaadther organic material

b) Keep fee free of rodents

c) Remove any spilled feed

d) Install baits and other rodent control measures

e) Bird-proof the housing. Avoid other birds from emtg the housing using netting.

f) Clean up bird’s feces, manures, and avoid direttdirect contact with feces or manures
g) Establish safe insecticide program.

. The third step is to train workers to observe loos#y measures

a) Provide training to ensure the implementation osbcurity regulations.

b) Ensure that workers and trainees are not raisingfrgoat home or are in contact with

other birds.

. The fourth step is to avoid the spread of pathogjermaigh feed or water.

a) Ensure that the quality of raw material and hygiemasures at the feed mill is pathogen-

free

b) Disinfect feed transport materials and storage area

c) Chlorinate the drinking water

. The fifth step is to prevent the introduction offpagens during waste removal.

a) Remove manure and dispose it at least 3 km away tine site.

b) Ensure that other farms are not depositing manitrensa 3 km radius.

c) Remove and dispose of dead birds away from theilguBead birds should be collected

outside the farm and visitors handling dead bitasutd not be allowed entry.

. The sixth step is to prevent pathogens from bemgsterred from one flock to another.

a) If a severe infestation of mites or other pardsite occurred, implement measures to use

chemical disinfectants.

. The seventh step is to prevent the introductiovesfically transmitted pathogens.

a) Ensure that the breeder flock is disease-free. &ampe-day-old chicks to avoid

contamination.

b) Clean and disinfect trucks and equipment to avaidgmission.
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B-S 3.3.3. Vaccination programs

Vaccination for disease-causing agents may be deeOas decision needs to be made by a
veterinarian or health specialist based on caedokideration of the risk factors involved, inclugli
previous exposure, exposure to neighboring flocggulations, endemic factors, and geographic
location. Careful administering the vaccines ignaportant element of the vaccine program. Mistakes
are often made by failing to follow proper proceshirHere are a few steps to follow:

1. Transport and storage
» Check for the condition of the vaccine
» Preserve the cold chain transport and storage
* Do not freeze vaccine or expose it to sunlight
» Follow the direction for proper storage
2. Preparing vaccines for administration
* Follow the manufacturer’s instructions for the nestitution (preparing vaccines)
process
* Avoid contact with disinfectant
» Use the vaccine immediately after
3. Administering
* Use the appropriate technique to administer
* Vaccinate only healthy chicks
» Do not dilute or take short cuts
* Avoid contact with disinfectant when administering
* Avoid using medication and antibiotics for 3 daysqeding
* Avoid using medication and antibiotics for one weéer live bacteria vaccination
4. Monitoring

* Itis necessary to verify that the vaccination pamgs have been correctly
implemented. It is necessary to work with a vetaien and veterinary laboratory
to run and analyze samples and submit lab resaltstonely basis.

B-S 3.3.4. Methods of administering vaccination

Mass administration : Most comment vaccination méghes, it can be
administered in the drinking water. Disinfectams @hlorine in the water
must be avoided.
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Spray: used for respiratory disease vaccinatiosinfgctants and chlorine
in the water must be avoided in the sprayed water.

Eye drop: this technique requires proper trainmgdminister the
vaccination properly. The use of dye can help deitez the efficiency of
instillation.

Injection: used for inactivated and certain livesiaes. Requires proper
training to administer vaccines properly and effey. The injection can
be subcutaneous or intramuscular depending onat@ne.

‘ \ [\1 Wing inoculation: used for Pox vaccination, cheskreaction ager 7 days
' after administering the vaccine. Requires progenimng to administer
. vaccines properly and effectively.

F LN

B-S 3.3.5. Skill in developing a biosecurity plam éveryday practices

Biosecurity refers to measures taken to preventamtrol the introduction of infectious agents.
Biosecurity planning is an important step in praienand minimizing diseases. It comprises of two
main elements: bio-containment (preventions) amdeclusion (elimination of infectious agents).
Biosecurity also applies to general public healtbasures taken to reduce spreading of diseases
between humans and animals.

The following measures should be implemented asgbdne daily biosecurity routines:

1. Know your source: poultry purchased from an unkngaurce should be strongly
discouraged.
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3.
4.
5. Isolate and quarantine: separate the sick frometieof the flock.

Isolate new birds: two-week confinement of new ibéfore mixing with older
birds is advisable. Introducing new birds to erigtilocks poses a risk,
necessitates isolating and quarantining the incgrsiack for at least 3 or 4
weeks. Regular observation of the new birds orglbinod test can be very
helpful before mixing them with the older flock.

Contacts with birds: co-habiting with a human skdug strongly discouraged to
avoid zoonotic pathogens and bird flu.

Grouping: keeping different age and sex groupsradglst.

Unkept slaughter facilities are also threats toseourity. Slaughter facilities next to markets are
typically poorly constructed. The personnel hamgllihe killing, de-feathering and dressing of the
carcass are not well protected and could potepti@lse the spreading of pathogens. Open markets
are not disinfected routinely and may become acgoaf infection to neighboring birds.

The following measures should also be implemented:

1.

Provide training to slaughter personnel on persdnaliene, use of proper
protective ware, cleaning and disinfecting procedurand proper disposal of
carcasses, feathers and other biohazardous wastes.

2. Avoid pilling cages by placing a waste try betwdes cages.
3.
4. Unsold chickens returned to farm should be isolated

Check the health status of the birds before takigbirds to the market.

During an outbreak, the following measures shoelihiplemented:

1.

Prepare an emergency action plan. Common measwieseé restricted
movement of birds, equipment, and personnel.

Complete assessment checklist of farm inputs atplLitgsimanagement practices.
Choose appropriate biosecurity protocols.

Implement the action plan.
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3.4.Module 4: Feed management

The major production cost incurred in an intensitieken production system is feed. Feed related
costs account for around 60-70% and should be gdyop#lized to determine the profitability and
sustainability of the farm.

Raising awareness of the types and quality of fdadkiding sourcing, formulation, and storage, are
critical. Training on creep feeding of chicks angbglementary feeding of growing and laying birds
helps producers achieve higher productivity.

The type of feed and amount rationed should bdofitthe various growth spurs and optimal
production. A balanced ration is critical to maintaroper growth and production, build resistance
against disease, and prevent diseases. The anfeemegrgy (3/4 of the diet) in the ration is the oraj
nutrient that determines the daily feed consumpicthe chicken. The young chickens have a special
diet and should be fed separately from the adutkeims. Certain breeds, laying hens, require calciu
rich food for good shell production.

Major source feeds include cereal grains such agemsorghum, rice, wheat, and barley. The raw
materials for commercial feed formulation typicallye crop and animal by-products and agro-
industrial by-products that are locally producedbtimes imported (pre-mix) which drives the price
high making the smaller farmers rely more on scgien systems. Guidance on using on-farm
mixtures of locally available raw materials is i@ to maintaining the nutritional quality of tfeed
resources.

Protein ( 1/5 of the diet) is needed for growth &edping up a good health status, for maintenance,
production, and to grow feathers. Protein sourcesoatained from both animal and plant origins.
Plant sources include oil crop by-products thathagh in fat. Animal sources include ground meat
and bone, fish by-product, maggots, insects, anangpetc., and vitamin sources include grass and
vegetables. Major mineral sources are salt, crisggdhell, snail shells, limestone, sand, and walci
phosphate.

Making sure that the feed is accessible to theshisdas important as the quality of feed; thergfore
feeders should be distributed evenly. A good festeuld be:

» Durable to withstand frequent cleaning

» Stable enough not to be knocked over

» Have correct height and depth for easy access

* Have a lid to prevent contamination and birds figetting to it

» Easy to clean and durable

Check points:
0 The height should not be more than 1/3 full anthatlevel of the back of the chicken to
prevent them from contaminating the feed with fitte

[0 Reduce spoilage of feed and mold problems
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FM 3.4.1. Skill to fit feeding for different agesd productive stages

Chicken at different stages of development requiiferent feed formulations. The daily nutrient
intake is a result of the feed formulation and tladly feed intake level (feed consumption). The
nutrient intake should match the daily nutrientuiegments at all stage of the birds’ developmehe T
nutrient requirement for layers is influenced bg thaily egg mass produced, which is the result of
egg weight and the number of eggs produced.

In the period of 18 — 35 weeks of age, the nutnieqtiirement is more to maintain growth rather than
in the earlier stages of growth. As birds come ithi® production stage, the nutrient requirements
should meet sufficient levels of essential amindsc

The feed strategy should allow birds to develogammily. In a situation where uniformity is low,
digestible amino acids are good options. The eneoggumption is determined by feed composition,
feed presentation, and feed management.

Feed efficiency is a major variable in determinthg cost of a kilogram of poultry meat. The feed
conversion ratio (FCR) is a helpful benchmark teedwine the profitability of a farm; it is a measu
of the amount of feed ingested by an animal thabisverted into one kilo of live weight. It can be
applied to a single-age poultry flock in an enctbeeuse. FCR is important to know how to improve
the ratio and reduce costs.

FM 3.4.1.1. Supplemental feeder

The use of supplemental feeders is helpful for babgks during the first 7 to 10 days. Adding feed
several times throughout the day is a better pra¢hian having too much feed at one time.

FM 3.4.1.2. Creep feeders

Creep feeders enable baby chicks to have accdegdowhile blocking access to larger chickens.
Creep feeds can be made from split bamboo stripedat the joints with a string or wire. The tip is

about 0.5 to 1 cm wide, 75cam at the base, anan/Bigh with 20 cm wide for access at the top. The
height should be adjusted during the first 14 dayd raised incrementally throughout the growing
period. Weekly feed increases should be based dyweight targets. Smaller chicks can be fed with
a higher density diet and extra nutrients.

FM 3.4.1.3. Starter feed

Starter feed in either a mash or fine crumb shaeldjiven starting from 7 day to achieve uniform
body weight and size at 4 weeks of age. Providgwate feeder space for males (15 cm) and females
(11.5 cm) at all times. The feeding time shoulctbesistent and evenly distributed.

FM 3.4.1.4. Grower feed

Pelleting feeds improve growth and feed efficien&fter 8 weeks of age, the grower feed is used in
place of the starter feed up to 20 weeks. Growed feelps maintain the growth rate for pullets to
reach their sexual maturity and target weight.
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FM 3.4.1.5. Layer feed

Feed intake of layers 2- 3 times per day, earlyha morning and late afternoon, improves egg
production in terms of the number of eggs, sizenass. Layer feeds are formulated for chickens that
are laying table eggs. It contains higher energymotein than grower feed, and compared to grower
feed, it contains more calcium for strong shellse Teed intakes of layers are lower compared to
broilers due to lower body size and lower growtiesa

FM 3.4.2. Skill in daily nutrient requirements\arious categories of chickens

Energy feeds are important to maintain body tempezaFood source includes maize, rice,

wheat, barley, millet, cereal and sorghum.

Protein is needed for growth, maintaining body \Weignd growing feather. Food source

includes plan or animal products.

Vitamins are important additives from natural sesrclike grass and vegetables, or

supplemental source mixes.

Minerals from bone or eggshell formulation. Layingns should have calcium-rich food or

need to be supplemented with calcium-rich sourgeselggshells.

Feed additives can improve palatability, colorué yolk, and can preserve the freshness of
feed.

FM 3.4.3. Improve the knowledge and skill in poufieed formulation

Table 6: Ration formulation for starter, growergdaayer°

Ingredient Starter (%) Grower (%) Laver (%)
Maize 45.¢ 52.¢ 50.4
Wheat bra 7.5 7.5 7.5
Dried and grounded 2 2 2
trifolium

Grounded boneand m 4 4 4
Nouc seed cak 37 30 30
Limestont 1 1 4.5
Grounded bor 2 2 1
Sale 0.3 0.3t 0.3t
Vitamin and Mineral mi  0.2F 0.2t 0.2t

Check points:

O
O

Proper ration in the formulation of feed
Consider nutrient requirement, availability of faadredients, its nutrition value, dail
intake and price

<

10 CASCAPE project (2015).
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3.5.Module 5: Parent stock management

PSM 3.5.1. Basic knowledge of indigenous and exweds

Parent stock management starts with the genetik &0 the industry. Primary breeder flocks consist
of elite (pedigree/foundation), great-grandparant] grandparent birds. Grandparent flocks produce
the final generation of breeding birds (multipliparent flocks). Eggs from multiplier flocks hatich
become broilers and layers birds.

About 97% of the Ethiopian poultry population catsiof indigenous breeds, and 3% consist of
crossed and exotic breeds. The indigenous breedbi@mainstay of chicken meat and eggs supply
in the country; however, these breeds are charaeteby slow growth and low performance in late
maturity. Due to these factors, Ethiopia introduaedbtics breeds since the 1950s to improve
production and productivity. Issa Brown, Bovan BmBadcock, Rohde Island Red, Australorp, New
Hampshire, White Leghorns, and Potchefstrom KoeKbgkrid) breeds were imported to improve
breed supply! Ethiopia’s Poultry Multiplication and DistributiocCenters (PMDC) supplies day-old-
chicks to growers and farmers. Growers then selintho farmers after 40 days. The PMDCs select
new and improved breeds by naturally or artifigiallsemination to supply improved breeds. Some
of PMDCs have their own parent stock and hatcheeiifies, where they multiply and distribute day-
old chicks.

The indigenous, in comparison to the exotic brebdse more resistance to diseases, they are less
prone to predator attacks, and can survive undeeriutritional and harsh environments and
conditions. The Fayoumi breed from Egypt is cldsecharacteristics known for its adaptability to
harsh environments and is being distributed in dftlain on trial base’%. The indigenous genetic
makeup is improved by cross-breeding them withiexmeeds. Crosses between the local break and
the Fayoumi, Horro, has performed relatively welEithiopia.

PSM 3.5.2. Addressing challenges for improved tssul

Although Ethiopia’s breed supply has improved owere, there are challenges with the quality of
feed, diseases, genetic dilution of local breed®rtages of veterinary service, and extension
problems. The contribution of improved breeds i ldue to poor adoption of good husbandry
(feeding, housing, healthcare, etc.) practiceslackl of strong extension services, to mention a few
of the main one$’ Evidence shows that extension linkages, reseanthdissemination of innovative
technology have been weak and given little attentiBurthermore, poor market linkages and
distribution have created an imbalance between ddraad supply, resulting in a shortage supply of
day-old-chicks, pullets, and cockerels keeping ppdarms unproductive or shut as a result of poor
hatchery management practices. The Ethiopian indige genetic stock is endangered due to the
random distribution of exotic breeds, eroding taaefic resources of the local breeds. Genetiaaiiut
has resulted from the extensive distribution ofRi®@de Island Red breed at the woreda level.

Check points:

0 Poultry multiplication and distribution centers shb improve performance throug
standardized cross breeding methods of indigenondse&otic breeds to minimize genetic
dilution

0 Poultry husbandry practices should be improved

[0 Extension linkages should be more accessible diddeat to develop the knowledge ba
and best practices

>
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3.6.Module 6: Breed management
BM 3.6.1. Capacitate breeders on breed charactienza

The Ethiopian poultry population consists of ingigas chicks (78.85%), hybrid breeds (12.03%),
and exotic (9.11%) bre&t The largest proportion consists of laying he 8%, chicks at 32.86%),
pullets at 11/36%, cocks at 11.2%, and cockerdls/@%. The rest are non-laying hens at 4.59%. The
distribution of the chicken population is the higha Oromia and Amhara regions, followed by the
southern and Tigray regions.

The type of breed, flock size, housing, feedinglte and biosecurity levels can vary depending on
whether the poultry production is for small, medjuar lager commercial or backyard/village
production. The large-scale commercial productieasucommercially compounded feeds, modern
concrete housing with regulated internal environtesgular health checks, and cold chain market
system. A medium-scale production varies in the& of local or homemade feed mixtures, including
scavenging feed, health service provisions, andkebaccess. Similarly, small-scale production with
lesser capacity may use local material, sourcebyaterinary services.

Breed characterization is important for identifyitige risks and for planning. Improvement of the
productivity of indigenous chicken is primarily faged on crossbreeding or replacing them with exotic
breeds. However, poor management, adaptabilitheéddcal environment, and lack of feed inputs,
vaccines, and veterinary inputs have limited thexess rates.

Local Horro — one of the indigenous breeds of guapose
(meat and egg proportion).

Koekoek- dual purpose exotic breed from South Afric

14CsA 2021
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Hubbard JV — Exotic breed for broiler chicken intedr
from France.

Selective breeds
(crosses
between
indigenous and
exotic breeds)

BM 3.6.2. Improve skill of poultry breeder

Understanding that the feed consumption variatiomfone type of breed to the other is an important
factor to note. The average feed intake is thedsgfor exotic breeds like the Hubbard JV, followed
by the dual-purpose breed, Koekoek compared tintligenous breed like the Local Horro.

The demand for vaccination and susceptibility sedses also varies. The indigenous breeds have the
highest natural (genetic) immunity and adaptivégreharacterized by having minimal feathers and
black bone that helps with thermoregulation. Thaiganous breed is more adaptable to scavenging
and caring for their young.

Keeping the birds’ physiological, nutritional anaveéonmental well-being is critical for all type$ o
breeds. Proper health management skills require:

» Proper PPEs (protective clothing) to avoid contetion

* Regular vaccination

» Proper cleaning and disinfecting

» Isolating the sick from the healthy using an isedapen

» Disease incidents must be followed by proper desitibn and disposal

* Close observation of the premises, feed and watgamers

BM 3.6.3. Knowledge of local breed selection

Breed supply largely comes from private hatcherielpwed by agricultural research centers. A
smaller percentage are hatched at the househeoitlawe level. The best breed selection involves a
good understanding and evaluation of feed conswmptadaptability, susceptibility to disease,
vaccination demand, productivity, and efficiencytloé breed. However, most farmers is dependent
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on high feed, and vaccination intake of exotic amen the hybrid breeds making the indigenous the
relatively appropriate option despite its low protlon and efficiency levels. On the other hand if
shortage of feed or vaccination/ medicine is nat ofajor constraint for a farmer, the hybrids trat
moderately susceptible to diseases, moderate f@esumption, and medium-level production and
efficiency could be the best option.

Table 7: Key Management Timetablé®

Age (days)

Before chicks arrive

At the time of chick
delivery

0 — 7 days

7-14 days

14-21 days

28 day

28 — 63 days

63 day

63 — 105 days

Air temperature of 30 C (measured at chick heighthe area where feed and water
are positioned)

Floor temperature of 29-30 C

Relative humidity of 6-70%

Maintain optimum environmental temperature

Maintain optimum ventilation

Monitor chick behavior

Take bulk weigh of sample of chicks

Place chicks in brooding area carefully and quigklyicks should not be left in the
chick boxes longer than necess

Good brooding practice

Maintain optimum temperature

Ensure adequate drinker and feeder space

Ensure quality feed

Maintain 23 hours of light and 1 hour of dark foeffirst 2 days after placement
Maintain light intensity uniformly

Take crop fill assessment to indicate chick’s ajppet

Monitor bird behavic

Achieve target body weights

Measure bulk weight at 7 and 14 days of age

Increase the number of birds weighed or the frequeri weighing to 2 -3 times a
week during the first 2 (14 days) to 3 (21 daysgkee

Maintain 8 hour of daylight by day 10 of age

If by 14 days the body weight is below target weigtovide longer day light until
21 days to stimulate feed inte

Start recording individual body weights betweerahd 21 days of a

Grade males and females

After grading, revise body-weight profiles to erstarget body weight by 63 days (9
weeks

Ensure adequate feeder space and feed distribution

Monitor and record body weight weekly

Adjust daily feed allocation to maintain uniforr

Re-check graded population weights in relatiorhtotody-weight target

Combine population of similar wight and feed intake

If populations are not following the target profitraw a new target bo-weight line
For population that are over the target weight wa terget line should be drawn to
bring back to target weight at 105 days (15 weeks)

Population under the target should gradually bedind back to target by 105 di

15 Adopted from Parent Stock Management Handbook. €&dglkide: Rearing 0 to 20 weeks. 2019. Arbor Acres.
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105 - 140 days

126 — 140 days

« Ensure feeding space and distribution
e Monitor and record body weight weekly
e Adjust feed and light accordingly to maintain umifoty
* Re-examine body weight
« Underweight birds need to be brought back by 14/ 21 weeks)
105 day « Draw a new target line for population over the ¢dngeight
* Remove any sexing errors
e Stop movement of birds between populat
Ensure feeding space and distribution
Achievecorrect bod-weight gains, weight and recorded we
« Remove remaining sexing errors
« Begin assessment of pin bone spa

Check points:

ooOoOooood

OO

Data collection of reed intake

Chicks growth data

Date of brooding, breed, age in days

Number of chicks present

Mortality data

Average body weight (every 15 days)

Cause of death

Layers data, date of brooding/hatching, date of sfdaying egg, breed, number of eggs layi
per day/head, number of eggs broken or out ofusmper of hen (present, died, transferre
eggs laid, and cause of death
Market data, number and chicken type sold, eggswbere and to whom, and consumptior
Health record, date of vaccination, make of theciraator, type of vaccine, make of the disea
method of vaccination

Tr_ea_tment _data_, age o_f th_e chicken, type of driegludose of the drug use, method of d
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3.7.Module 7: Hatchery management

HM 3.7.1. Brooding

The brooding period, the first 14 days, is gengréile most sensitive phase in a bird’s life. Suaviv
of the newly hatched chick is largely dependenhow quickly and efficiently the transition is made
from the hatcher to the farm environment. In gelnéahe most sensitive phase. Improper brooding
practices may result in poor flock uniformity anabp pullet performance.

Insufficient feed amount and feeder space will tiggly affect the weight gain and flock uniformity.
Obtaining a body weight at 7 days is a good indicat how successful the brooding was managed.
The target weight at 7 days is about 4 to 4.5 titheswveight of the day-old-chick. The effect oflgar
stress may not be evident until later in the groeyitle, which may negatively affect the reproduetiv
performance of the flock.

Check point:
[0 A good brooding period is key for developing thé, gmmune system and the skeleton.

HM 3.7.1.1. Understanding the physiological changeshicks

During the first two weeks, the immune system, dliye system, skeletal system and chicks’
thermoregulation undergo physiological changeshlatater dictate their health.

* Immune system: passive immunity is inherited fréw@ mother through the transfer of
antibodies breeder hen. Active immunity developsifiday-old vaccinations and exposure to
field pathogens.

» Digestive system: internal digestive organs gropidlg; feeding is critical for growth at this
stage.

» Skeletal system: rapid growth and thickening afictsral bones; mineral metabolism to
produce strong legs

* Thermoregulation: during the first five days, clido not have the ability to regulate their
body temperature and thermoregulation is not fddyeloped until 2 weeks of age. The
chicks’ survival rate is highly dependent on tenapeare of their environment.

HM 3.7.1.2. Knowledge to select, properly setuge, and maintain a brooder

» Natural brooding: Chick brooding involves the mathen. Naturally hatched chicks are
reared and protected by the broody hen that prevbdely head and guides chicks to the
feed.

» Artificial brooding: This type of brooding requirégaters like hay box, or run by kerosene,
charcoal or electricity.

Check point:
0 Naturally brooded chickens that depend on theidfsource from scavenging under
free-range system often have higher rate of maytali
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HM 3.7.2. Management of hatching eggs

Maintaining the uniform shape and size of the hatgleggs is critical to produce the best results.
Proper care of the eggs before setting them irinttbator is important for embryo development.

Proper egg storage is the time spent between dtiggosind the incubation process and should be
limited to two days. Storing eggs beyond two dailslead to lower quality and hatchability.

The following measures should be implemented:

1. Collection of eggs should be done at least thraegia day and should be increased to
five times if the temperature exceeds 30 degreé&suSe Twice or three times in the
morning and once or twice in the afternoon
Do not wash eggs or soak them in water; clean thiéglmdamp, warm cloth.

Store eggs in cool-humid storage area (13 degrelssuS and 75% relative humidity).

Do not store eggs at temperatures of 24 degreesuSealr higher and humidity lower

than 40%. It will drastically decrease the egggschability.

4. Make sure eggs are dry before storing and stora thi¢h the smaller end pointed down,
slanted at 30-to-45-degree angle.

5. Alter egg position periodically (at least once &)d&it is not incubated within 4 to 6
days.

6. Do not store eggs for more than 7 days before iaiboin. The hatchability drops to
almost zero if the eggs are stored for more thegetiveeks.

7. Carefully plan storage use to avoid problems wétching.

8. Allow cool eggs to warm slowly to room temperatbefore placing them in the
incubator. Abrupt warming of the egg causes magstendensation on the eggshell,
which will lead to pathogen growth.

wn

HM 3.7.3. Knowledge of fertile egg screening

Breeders try to set as many eggs as possible; lewthe setter space will limit that numbers to
incubate. The selection of eggs from well-develofd healthy breeders is important for producing
guality eggs. Young and very old flock produce derand usually less fertile and thin shelled eggs.

There is a high correlation between the size oftidtehing eggs and the size of the chick hatched.
Excessively large eggs hatch poorly, and small gggduce small chicks. The desired egg size is
about 56.7 grams. Eggs that have proportion of ®thofe to 1 yolk hatch better. Different size eggs
are not suitable for hatching.

The following measures should be taken to avoid patching practices:
1. Test all hatching eggs for cracks by gently tapping eggs together. A dull sound is
indicative of cracks and should not be used fouliation.
2. Avoid shaking the eggs while shipping eggs to hatiels.
3. Use slightly warmer water than the egg to damppieee of cloth to wipe soiled eggs. It
allows the egg to seat the dirt out of the pores.
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HM 3.7.4. Skill in incubator handing and operation

Good practice at the hatchery includes:

1. Differentiate between single-stage or multi-stagmibation.

a. Single-stage means that all the eggs are at the sanbryonic stage and are set
together. This enables setting the temperature jditynand ventilation to the needs
of the embryo.

b. Multi-stage incubator is used for eggs with differembryonic ages. However, it has
one setting. The advantage of using a multi-stage e energy efficient and its
simplicity to control.

c. The optimum incubator temperature is 37.7 degredsid3 and relative humidity of
60%.

2. Proper cleaning and disinfecting of the incubafteraeach batch of eggs.

3. Adjust the incubator to the number of eggs to bdelhe.

4. Oxygen concentration should be above 20%, and nadimxide below 0.5%. The air
movement should be 0.34 cubic meters per minute.

5. Measure the temperature of about 10 to 15 eggsgimy and from the middle of the tray.
The temperature of the eggshell can be taken withfeared thermometer at the equator.
The measurement is expected to be between 37.3&ddgrees Celsius during the first
12 days of incubation. The temperature will inceeafier 12 days since the embryo starts
to produce more heat.

6. Do not adjust the heat upwards during the firshd8rs after setting the eggs. If a power
interruption occurs, keep the eggs as warm as lgesssing by using cardboard box or
blankets over the incubator.

7. Measure weight loss. The humidity also influendes ihcubation process, where water
vapor escapes through the pores of the shell. Madkweigh 3 to 6 sample trays before
setting and reweigh the trays. By thé"IBy, the weight loss should be around 12% (or in
the range of 11% - 13%). If the weight loss diffess more than 0.5%, the incubation
should be adjusted for the next incubation period.

a. The humidity setting should be increased by 2%efweight loss exceeded by 0.5%

b. Eggs collected from older flocks requires highemidity setting to avoid excessive
moisture loss.

c. Eggs collected from younger flocks require lowemindity setting.

d. Eggs stored more than 7 days require higher huyrseitings.

8. Ventilation to supply adequate oxygen and removieaadioxide. The ventilation system
also removes water vapor evaporation. The vergilathould be based on the oxygen
requirement of the embryo.

a. Set the ventilation based on the developmentalestaf the embryo. The oxygen
requirement is limited during the first seven to tays and rises rapidly after the
eleventh to twelfth day reaching the highest rétier éhe seventeenth day.

b. Adjust the ventilation holes to allow air exchange.

9. The incubator should not be opened to maintairdéstred humidity level.

10. Turning is important to prevent the embryo fronclgtig to the shall membrane.

a. Eggs are turned hourly

b. Eggs should be rotated at least 3 times a day

c. Turning stops at 18 days (before the last thres daying the incubation cycle
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11. Identify infertile and dead embryos by passingtiiag over a strong light source. This
step is referred to as the candling. Samples frach dock should be candled weekly. If
it exceeds 10%, then all the eggs should be caratidatleared.

a. Candling should be done on day 9 or 10

HM 3.7.5. The hatching cycles

Following good hygiene at the hatchery is very im@at for higher quality chicks. The eggs are
transferred to the hatcher baskets after 18 -18ys.dCare must be taken since the shells are very
fragile at this stage. The eggs will stay in théchar for three days, during which time the embryo
develops into a chick. Check several times durgghtatching cycle for hatched chicks.

Keeping a record of the hatching cycle can be heétpffigure out the setting time for the flock tiie
hatching is too early or too late, it can be intlieaof the condition of incubation. It is good ptiae
to remove the hatch chicks at once.

HM 3.7.6. Practical skill on how to receive and qagtely handle day-old chicks (D.O.C)

Day-old chicks are grouped as either first grad®@yquality) or
second grade (bad quality). The first-grade chiaies ready for
vaccination and distribution. They are of normalesand active
with straight feet and toes, bright eyes, straigbaks, and dry
feathers. The second-grade chicks, on the othet, laae small and
weak with curled feet and toes, abnormal eyessamo®pen beak,
and sticky feathers.

On arrival of the DOC, they should be checked ffodnity or suspected sickness. Chicks suspected
to be sick should be culled immediately. The day-ailicks need a constant warm temperature and
good ventilation. The brooder should allow adequatam to spread them evenly and should be
checked every 2 hours to make sure they are caablierteating and drinking water.

The DOC'’s first week is referred to as the broodiegod. Post-hatch, chicks are unable to maintain
their body temperature and are dependent on exthes sources. Chicks gain four times their
original body weight during the first week. The ichpreight gain is highly dependent on the nutrients
(protein, calcium, phosphorus and other minerag) f

The following steps should be followed for optingabwth:
1. Regular monitoring of the temperature
2. Observe chick behavior. If chicks are huddled, they cold. If inactive with spread
wings, they are too warm.
Regularly monitoring air humidity
Regularly monitor hydration of chicks
Regularly monitor their feeding
Keep the feed fresh, empty, clean, and refill wated feed containers daily
At 18 weeks, adjust the feed

NoOoh~®
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Check point:
O If chicks are place the same day they hatch, thpscshould be checked after placemgent

to ensure that they have accessed the feed and wate

O If placed a day after hatching, the crops shouldlecked 8 hours post placement|to
evaluate feed and water intake. Crops should feftlasd pliable, hard crops indicate
inadequate water intake and swollen crops indicetgequate feed intake.

75



3.8.Module 8: Rearing management

The key to successful rearing lies in an effectnanagement program. Rearing facilities should be
clean and disinfected before placing the new flddales should be grown separately from females
for the first 6 weeks; however, complete separataaging for 140 to 154 days is highly
recommended for best results.

Check points:
OO0 The floor should be covered with a good qualitietito prevent heat loss (7.5 to 10 cr
coverage)
[0 Litter should be evenly spread to ensure even tiemperature and allow mobility
[0 Water lines should be cleaned, sanitized and fllisiug

>

RM 3.8.1. Professional competence to strengthettrgdiealth

Careful examination of the general condition of bl is critical to determining the health of the
flock.
» Respiration: check for open mouth breathing orsigwy of difficulty breathing.
* Bone structure: twisting or deformity of the boreisture, wings, feet, and leg are indicative
of nutritional intake.
* Wings: need to be checked for swelling, fracturscaloration of feathers or skin, and
paralysis.
* Legs: observing the legs and nalils is indicativerober care.
» Feathers: check for the condition of the feath®rsk birds typically have soiled feathers.
» Beak: should be checked for damage, discoloralemgth, shape, texture, and alignment.
* Eyes: need to be checked for discoloration, seasaccumulation of discharges. The eyelids
should be checked for swelling, redness, and ds/nes
* Nostrils: should be observed for discoloration, léng, discharges, odor, texture, and
alignment. Observation of any sound coming ouhefriostrils is helpful.
» Oral cavity: need to be checked for discoloratiodor, discharges, and unknown growths.
Check the cleft accumulation of discharges in thgen cavity.

RM 3.8.2. Knowledge of minimum space requirements

High flock density may be more susceptible to heexking and cannibalism. Record keeping can be
helpful practice to minimize overcrowding. Keepiitack size relative to available space is important
to manage feed resources and reduce rapid transmafdisease.
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RM 3.8.3. Skill to set and follow a standard foHiog birds from the flock

Training in rearing should be provided to poultrgrkers to keep the flocks’ healthy and productive.
Housing should be kept clean and monitored dailydoy changes, including growth and egg
production or any sign of sickness. Isolation akirds is critical to avoiding the transmissidn o
diseases. Reporting it to nearby health/ veterinéige or clinic is helpful to track outbreaks.

Periodic culling of unproductive chicken and regufanitoring of the production performance can
improve productivity.
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3.9.Module 9: Egg production

EP 3.9.1. Nesting

Providing nests for laying makes it easier to atlieggs and should be kept clean. The adaptation
period is important for laying eggs on the layévarking these eggs will allow collection of new
eggs. Egg collection twice a day (morning and evgnavoids cracked eggs and dirty nests, as well
as hens become broody. A nest box for village predsithat is 30 X 30 X 30 cm is enough for 5
layers. The following points should be consideed\void the number of eggs laid by hens:

» Place enough nests and introduce nests one weetelibé onset

» Collect eggs many times a day

* Provide a comfortable nest

* Do not feed hens when nesting

* Avoid dark corners

* Do not collect the first egg

» Divide nests uniformly and place nest away fromadyiplaces

EP 3.9.2. Knowledge of effective raising of replaeat pullets

Poultry producers who raise their own replacemaritefs have better control over the growth,
condition, and development of the flock. The qyatif the pullet flock will have a direct effect on
the subsequent level of egg production. The mogbmant quality factors for replacement are proper
body weight and uniformity. Pullet weight at 6 Wweef age influences subsequent egg production.
It is important to monitor the progress of chicksvieighting random samples of pullets. Chickens
lay in response to the number of hours of lighthe day. It is also important to also monitor light
exposure with the replacement pullets to come anlpction at the correct time and weight.

EP 3.9.3. Know the causes of decreased egg producti

Egg production is based on the productive perfoneari the chicken. Factors that affect egg
production include:

1. Age: As chickens age, they produce fewer eggs. Bteay laying at about 18 to 22 weeks of

age and reach peak production of 90% in the five¢8ks and start to decrease after 12 months.

2. Nutrition: Energy diet, protein, calcium, and vitanD are among the most important nutrients.

3. Water supply: Egg production depends on adequatehgn of the hen.

4. Environmental conditions (light and stress): Ligigtistimulates egg production. Sudden

changes of temperature, humidity, and feed carltresstressful situation for the hen.

5. Molting: Feathers provide vital thermoregulatorpdtions. Birds have natural molting periods
to renew their features, and during this period), gepduction decreases drastically.
Broodiness: birds stop laying eggs as they shdtigao incubating the laid egg.

Diseases: A bird taxed by illness, injury or pamséduces egg production

No

78



EP 3.9.4. Knowledge to evaluate the economics gfpegduction for each flock

The productivity in terms of the average egg weighhe lowest for the indigenous breeds compared
to the exotic breeds, with the hybrids averagingyben the indigenous and the exotic breed. The
production per month also varies, with the exotieedls producing the highest (gram egg per bird)
compared to the indigenous breeds.

The profit from egg production depends on manyaldess, including:
Market preferences for different egg sizes

Disease control and nutrition throughout the ljele
Availability of suitable rearing conditions

Pullet and spent hen prices

Seasonal variation in price

arnpE

EP 3.9.5. Skill in record-keeping for egg productio

Record keeping and meeting production targets a gnanagement practices that allow the
identification of challenging situations and applyisolutions to address these issues. It expaeds th
knowledge base to prevent recurrence of the prabléaeping records of equipment repairs and
equipment settings can help identify problems wikiation and incorrect uses of the equipment.

Records of production, growth, feed, egg weighttaiity, and treatments allow easy detection when
production performance is lower than expected @ases of disease outbreaks.

Check points:
[0 Observe weight loss
[0 Keep records of mortality and numbers sick
[0 Record fertility and hatchability
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3.10. Module 10: Processing management

PS 3.10.1. Poultry meat slaughtering process

Broilers could be exposed to factors that are nesipte for mortality, injuries, health risk, andaciges
indicating increased stress during loading andsart to slaughterhouse. Cages and crates should be
designed, monitored, cleaned, and managed to radjuog and death to reduce mortality during
transportation. In practice, broilers are not feddeveral hours before being collected and tramsgo

to the slaughter plant. One recommendation dumagsportation is to reduce the time broilers are
kept in containers to less than 24 hours and pecaatess to water. If unavoidable delays occur, the
birds should have shed protection and access todiee water.

Good management at the processing plant can retlaceffects of some of the factors that affect
mortality, bruises, and contamination. Handlindj\a# birds carries a great risk of exposure to s&s

for poultry workers and families, as well as theksi to exposure to pathogens originating from
slaughtering, processing, storage, and prepargitmases. During these phases, controlling the
contamination of carcasses, especially in smalksgperations, is critical. It is important to know
how, where, and when contamination with microorganrs occurs to quantify the food safety risks
along the production and market chain. The adoptibimproved technology and strict hygiene
measures in the handling of live birds, cleanlirefshe slaughtering area, defeathering process, an
the cleanliness of the processing area can rethase tisks.

The buildings of the slaughterhouse, including dtrtes, rooms, and compartments, must be of
sufficient size to allow processing, handling, atdrage of the product to be suitable for human
consumption and meets required regulations. Thegulesf the slaughterhouse must work in a
directional flow to prevent cross-contaminationviegn live poultry and dressed carcasses, and
signages should be used to utilize appropriatecatéunl spaces. Rooms for stunning, bleeding,
scalding, and defeathering should be provided. i&épa of live-birds holding area from the bleeding
and defeathering area, and a room for eviscerabefeatured poultry room separation is also an
important measure.

Depending on the degree of automation, the bigsh&kled, ready for slaughter. Steps in slaughter
process start with the killing and bleeding stdferavhich the scalding, plucking, eviscerationdan
the harvesting of organs follow. The method ofikglthe bird typically involves the cutting of the
veins in the neck causing the heart to pump blagdbthe body, which takes from 2 to 5 minutes,
depending on the size of the broiler. If the lmodoes not bleed enough, the flesh may become dark
or if the broiler loses too much blood, the brd#ist will lose the pink color and become paleex,
scalding the bird in hot water (50-60 degrees @s)sioosens the feathers by softening the feather
follicles. Plucking the feathers by hand works $arall-scale industry or by plucking machines. The
broiler is then sprayed with water to remove loésathers and dirt. Following that, the broiler
undergoes the evisceration process involving pmylith the organs out.

Slaughterhouses should have at least two closed,avae for manipulation of products prepared for

human consumption, specifically from evisceratiothie refrigerated area. The other for handling the
organs and their content.
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PS 3.10.1.1. Large-scale commercial slaughterhouses

Modern large-scale slaughter plants are highly raeized, they use automated equipment to expedite
the process with minimal contamination. Automatemables the efficient control of hygiene and
residues to deliver safe products through a coldncprocessing to reduce bacterial growth (below 4
degrees Celsius within six hours). The broilersraneoved from the crates and hung upside down by
their legs as they go through an electrically ckdrgater bath. Then go through the neck cutting and
bleeding, scalding, plucking and evisceration psses.

PS 3.10.1.2. Small-scale slaughtering facilities

The broiler is killed, scalded, plucked and maielyiscerated by hand in small-scale slaughtering
facilities. Before and after evisceration, carcasge often washed that my run the risk of exposure
bacteria. The products are then often displayeshaives at ambient temperature, opening room for
microorganism to grow, resulting in rapid detertara of the meat’s quality if the products are not
cold stored.

Figure 8: Steps in small-scale slaughteting

Handling live birds

Defeathering

<>

Slaughtering
Scalding
Bleeding
Processing whole
Rinsing
or parts

Plucking

Evisceration

{}

Preparing for sale:
Plastic bags?
Flaming?
Chilling?

PS 3.10.1.3. Reducing slaughterhouse contamination

Slaughtering staff should wear protective gearvoicasplashing blood on their clothing and face;
they should wash their hands frequently. Contaranatan be avoided by:
» Using drinking quality water for rinsing carcass@&shing reduces microorganisms.

16 Adopted from Poultry Development Review — risksaman health. FAO. 2013.
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* Regular supply of clean water for cleaning equiptnaeal utensils.

» Cleaning working tables, sinks and draining boahai$ng processing.

* Placing bird carcasses in plastic bags to prevemtacnination. In some cases, the surface of
carcass is flamed to reduce bacteria contamination.

* Quick chilling at 4 to 10 degrees Celsius to prévscterial growth.

» Slaughter by-products and wastes like the bloathfrs, and carcasses should be disposed of
properly.

* Poultry meat that is unhealthy or unfit for humansumption must be, marked, removed, kept
away, or disposed of properly.

PS 3.10.1.4. Product processing

Slaughterhouses must have adequate chillers aszehiefor storage. The products must be chilled to
4 degrees Celsius or below for at least 20 minoté®zen at minus 18 degrees Celsius or below. The
temperature should be recorded regularly, andeckitind freezers labeled. The temperature should
be maintained during processing, transport, anchgéo The chilling methods can be by airing the
poultry meat, immersing in cold water, or spraying.

PS 3.10.2. Harvesting black soldier fly larvae (Bptor poultry feed processing

The use of insects in poultry feed can serve amlalerand cheaper protein source for the poultry
industry. Building a closed system that can breedtjvate, and harvest the black soldier fly larvae
(BSFL) at sufficient quality allows farmers to canitthe inputs and produce the desired outputs. The
BSFL are found naturally and in abundance aroules @f manure or around organic wastes such as
coffee bean pulp. The BSF larvae are rich in pnoéeid fat; it is a good source of energy and amino
acids. Their bioconversion is faster than compashkyvesting the black soldier fly larvae has the
ability to convert organic waste into high valuerbiass.

PS 3.10.2.1 BSFL harvest process

Considering the nutritional benefit, the ease afvésting BSFL makes this process even more
attractive. The flies are native to warmer envirents or can be introduced to cooler regions. Direct
sunlight or exposure to a light source is key essful mating. Besides light, the temperaturelisho

be kept at 23 degrees Celsius for mating and ab3w#egrees Celsius to keep them alive. A source
of clean water, rotting organic matter such as baneornmeal, or wheat barn can be used. For the

lay eggs.




Using specially designed egg traps or inexpensardimard, create ar
area above the rotting organic material for théileefemales to lay their
eggs. Keep a moist food source nearby. One wayeteept mold buildup
or smell is to use BSFL in the food source. Thedarconsume the fung
that cause the fold and bacterial growth. The fasheuld harvest the egg
and replace the cardboard every day, or every &ys tb make the spac
available.

The BSF has five stages in its lifecycle: egg,darvprepupae, pupae, and adult. It takes 30 - ¥ da
to complete this cycle, depending on the envirortalaonditions. The eggs typically take 4 days to
hatch under around 20 — 30 degrees Celsius. Altyeadlony of larvae has a core temperature between
32 — 44 degrees Celsius. If the temperature is@ddvdegrees Celsius for over 4 hours, the larvae
will die. The larvae spend most of their life feggland consume a large amount of the organic matter
and manure wastes to grow, rapidly turning thera protein, fat, and calcium. These nutrients are
utilized by larvae to morph into pupae and intoleedd’he main purpose of the adult is to mate and
lay eggs; they do not feed but drink water and oglyhe fats stored from the larval stage of thieir
cycle. After 10 days of hatching, the larvae aeglyeto compost food scrap. The larvae can grow from
grasses like alfalfa, vegetable waste, animal feseseat. If the larvae were given enough moist
food, they would develop from egg to prepupae wihiweeks on average.

The larvae contain high protein comparable to tifasoybean meal, meat meal, and fish meal;

therefore, the inclusion of BSF larvae meal inte poultry feeding system has economic benefits.

Fresh larvae could be collected when they are fyribyvn but before the pupation stage has begun for
optimum nutritional feed quality. A technique ugedseparate the larvae quickly is to use a rotating
drum with a mesh screen; another is adding watantssel containing the larvae.

PS 3.10.3 Egg powder processing

The demand for dried egg powder is rising in ofbemnts of the world because powdered egg has a
long shelf life. Egg powder can be stored andsparnted at room temperature without damage and
product loss. Powdered eggs are fully dehydratelccan replace the use of fresh eggs in baking, food
preparation, and input for agro-processing. Evidesttows that the primary barrier for consumption
of eggs is the high price relative to incofiénnovation that can improve the egg value chaingase

the shelf-life of eggs and reduces transactiorscasd food losses. More importantly, egg powder wil
increase consumption of eggs leading to improvéd development and growth.

There are no processing plants for egg powder otlyrn Ethiopia. The raw material required for an
egg powder manufacturing plant is about 20,000 gggysday, which presents a challenge as the
production level of eggs is low. However, as eggdpction improves in Ethiopia, the egg powder
process holds the potential to improve egg consiompt

17 Process manual for the establishment of a BSFA(201
8 Hirvonen et al., 2020
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PS 3.10.3.1 Egg powder manufacturing process

The manufacturing of dried egg powder starts with lireaking of eggs and removing eggshells. At
this point, there are options to produce whole pogder, egg yolk powder, or egg white in powder

forms. The egg mixture is then filtered and staaed degrees Celsius, after which it goes through a
heater system to dry the product at about 65 dedCeésius for 8-10 minutes.

The technologies used to convert eggs to powdeslveg spray drying and freeze drying. The
principle behind the spray drying method is thatioh and atomization of the liquid egg to form
droplets that get dehydrated to get the powder f&@pnaying a feed material into hot drying state at
temperature ranging from 100 to 300 degrees Celsiughich the liquid material evaporates. The
heat and vapor facilitate the process and yield .8@fer a special filtration process separates and
removes the residual liquid and shell. The powsl¢nén fed to a storage tank ,where it is cooleddo

to 40 degrees Celsius. Following that, the powahelengoes a pasteurization process by passing the
powder through a heating process at 650 degressu€&br 6 minutes. The egg powder is then fed to
a high-pressured drying unit. The spray dryer igndyical with a conical outlet for air and powder.
The drying air is heated by steam, and the powsleooled as it enters the drying chamber, where it
is collected for packing.

Figure 9: Egg powder manufacturing process
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Alternatively, the freeze-drying method uses lownperature and low pressure for drying. This
method freezes the egg liquid at minus 20 degret¢sius for two hours into crystalized form, and it
is treated under a vacuum at minus 45 degreesuSdisi one day, where it sublimates into vapor
form. The vapor is condensed, and the egg liquideisydrated. This method yields almost 100%
because there is almost no material loss, anddhene is unchanged.
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3.11. Module 11: Marketing management

Managing the market requires first understandirey rttarket actors, which include the producers,
assemblers, wholesalers, retailers, hotels anduestts, and the consumers involved in the
production to consumption system in the poultryt@ecSecondly, a basic understanding of the
difference between market and value chains woultddpful. The terms production chain, supply

chain, market chain, and value chain are often ugedchangeably, but important differences need
to be considered. Value chain marketing involvedigpants with a long-term interdependency

approach to control product quality and add vatuthé product along the way in response to market
demands linking the product into the hands of thesamer. In comparison, production or supply

chain marketing focuses on the movement of goodsigh a vertical chain of activities to increase

sales and cash flow and reduce cédts.

Aggregating production through co-operatives cammize supply-side risks and increase transaction
frequency, especially given goods transportatiorridrs. Furthermore, market linkages between
surrounding woreda provide access to larger markatswing them easier access to market
information, market prices, and distribution to nearket demands.

MM 3.11.1. Skill training in marketing

Effective and efficient market systems are onénefdhallenges in the poultry sector, particulaoly f
the smallholder, backyard/ village producers. Miaral small enterprise producers face marketing
challenges due to poor market selection and acwehaih potential markets. Evidence shows that the
youth, particularly women, could benefit from skllilding training to gain a better understandifg o
the post-production marketing schemes. Skill tragrfior women is critical as they typically rely on
local and community-based marketing as opposecety mho travel a long distance to access larger
markets. Lower exposure to larger markets can lans$o lower income and skill competencies,
affecting their ability to compete in larger makét

MM 3.11.1.1. What is marketing?

Marketing is the effort to identify and satisfy tusers’ needs and wants. It involves finding oubwh
your customers are, what they need and want, tisesprthe level of competition. It involves the
knowledge and all the processes you undertakdltgae product.

Marketing answers the following questions:

= Who are my customers?

=  What are my customer’s needs and wants?

= How can | satisfy my customers’?

* How do | make a profit as | satisfy my customers?

19 Harris et al., 2001
2 |LRI, 2011
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MM 3.11.1.2. Who are your customers?

Your customers are the people or other businebagsvant your products/ services and are willing to
pay for them. They include:

= People who are buying from you now.

= People you hope will buy from you in the future.

» People who stopped buying from you, but you hopgetahem back.

MM 3.11.1.3. What are my customer’s needs and Wants

An Important point to note is that customers warlbbk at different products so that they can ckoos
what they like best. Some customers want a diffedesign and others want high quality and are
willing to pay extra for that.

MM 3.11.1.4. How can | satisfy my customers?

You need to do everything to find out who your oasérs are and what they need and want in order
to satisfy them improve your sales and make atpnééiu need to find out:

* Products/services your customers want.

= Price your customers are willing to pay.

» Location of your business in-order to reach yoigstemers (Place).

= Promotion to use to inform your customers and ettfit'em to buy your products or services.

MM 3.11.1.5. What are the 4 P’s of marketing?
1) Product, 2) pricing, 3) place and 4) promotion.

Activity (optional)

Market simulation activity

Objective(s) of activity:
Participant will get to experience marketing throwaglive simulation.
At the end of the activity participants will be alib;
= experience the interplay of factors influencing tharket such as price, product, place and promotion
= realize the difficulties new entrepreneurs have wgtering the marketplace
= observe the impa of different marketing strategies on the captuohgnarket shai
Materials/ Handouts needed:
« Materials found in the classroom e.g. pens, negliilones, bag, shoes etc.
= Pen
= Paper

Instructions:
1. Divide participants into buyers and sellers.
2. In the first round, four sellers set up shops imdecated areas of the training room and sell their
allocated products to the buyers at a set selliiog p
3. The buyers are divided into high, middle and lomweime groups. Each income group is given a limit
on row much it can spend to purchase prod
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Reflection questions:
= What are your thoughts on your experience of tlezase?
= What have you learnt about marketing and competaiaalysis during the exercise?
= What lessons can you apply in ydusiness toda
Extension/ Simplification options:
1. One of the buyers in this round is an entreprendwur wants to start a business.
2. In the second round, he/she (entrepreneur) usespih@tunity to study the competition and potential
customers and develop a marketing strategy thaendlure a profitable market share is captured.
3. Inthe second round the fifth seller enters theketzaind applies his/her marketing strategy.
4. The second round is less restrictive than therfinghd as selling prices, demarcated areas andigiod
are not allocated to sellers. The fifth seller'scass depends on the strategy applied, his/hémgsell
ability and how the other competitors respond &rtmarket shares being encroached upon .The fole o
the fifth seller is similar to that of the partiaits, after the training, as they are new entrepnesmabout
to enter an existing mark

Materials/ Handouts needed:

» Materials found in the classroom e.g., pens, mgifilenes, bag, shoes etc.
= Pen
= Paper

Instructions:

1. Divide participants into buyers and sellers.

2. In the first round, four sellers set up shops imdecated areas of the training room and sell
their allocated products to the buyers at a séhgerice.

3. The buyers are divided into high, middle and loweime groups. Each income group is given
a limit on how much it can spend to purchase prtsduc

Reflection questions:

= What are your thoughts on your experience of tlexa@se?
= What have you learnt about marketing and compatdigalysis during the exercise?
= What lessons can you apply in your business today?

Extension/ Simplification options:

1. One of the buyers in this round is an entrepremdwur wants to start a business.

2. In the second round, he/she (entrepreneur) usespi@tunity to study the competition and
potential customers and develop a marketing stydtey will ensure a profitable market share
is captured.

3. In the second round the fifth seller enters theketaand applies his/her marketing strategy.

4. The second round is less restrictive than theroshd as selling prices, demarcated areas and
products are not allocated to sellers. The fiflless success depends on the strategy applied,
his/her selling ability and how the other compesitoespond to their market shares being
encroached upon .The role of the fifth seller mikir to that of the participants, after the
training, as they are new entrepreneurs abouttey an existing market.

1. PRODUCT

Product refers to goods/services produced for Hadeproduct /service should relate to the needs an
wants of the customers
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Some important questions you need to ask younselfide:

» What products/services do | sell?

=  Why did | decide to sell these products?
= Do I have the products customers want?
= Do any of my products not sell well?

» Do | stock products that do not sell well?

o

o

o

Always listen to what your customers like and ddiké. When their needs change your
products and services to satisfy the new needs.

Do more market research in order to provide thoeduycts or services an increase your
sales.

If your product is not selling well, think of neweaas like finding new customers.

2. PRICING

Pricing refers to the process of setting a priceafproduct/service. Your prices must be low enough
to attract customers to buy and high enough to yaun business a profit.

To set your price you need to:

= Know your costs.

= Know how much customers are willing to pay.
= Know your competitors price.

= Know how to make your prices more attractive

3. PLACE

Place means the different ways of getting your petglor services to your customers. It
is also referred to as distribution. If your busisiés not located near your customers, you
must find ways to get your products/services toreliieis easy for customers to buy. You
can distribute your products to your customersupho

= Selling directly to the consumers of the products.

= Retail distribution and wholesale distribution.

4. PROMOTION

Promotion means informing your customers of yowdpicts and services and attracting
them to buy them. Promotion includes advertisiadgs promotion, publicity and personal

selling.

Use advertising to make customers more interestbédying your products or services.

Some useful ways of advertising include signs, tdgposters, handouts, business cards,
pricelists, photos and newspapers.

You can use sales promotion to make customers larg muhen they come to your business, you
could also:

= Ensure you maintain attractive displays.

» Let customers try new products.

= Have competitions

» Give demonstrations

= Sell complementary products (products that go toeygt
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3-day basic entrepreneurial skills training

3.12 Module 12: Basic entrepreneurial skill&

Often, self-employment and entrepreneurship aréused to be the same. Although an entrepreneur
and a self-employed person share similarity of omgré. business, their mindset and approach are
completely different. Entrepreneurs are self-emethybut not all self-employed individuals are
entrepreneurs. The distinction between self-emptyrand entrepreneurship in the Ethiopian context
revolve around a subsistence earning verses onedeVises, sets ups and runs a business and is
willing to take risks for long-term gains/impact.

Entrepreneurship is defined in a number of waysdme cases, it is defined as a skill helped by an
individual or starting one’s own business or wogkiar oneself rather than wage employment. In this
context, entrepreneurship is the drive to solvebl@ms where individuals face limited resources,
which requires creative thinking in the social dniness sectors. Such an individual relies on the
following critical skills to increase the odds afcgess across all outcomes as an entreprenedal,soci
communication, higher order thinking (problem-sotyi creative and critical thinking, and decision-
making) that are supported by the interperson#t-¢eacept, self-control and of self-motivation,dan
positive self-concept) skills.

Figure 10: Basic entrepreneurial skills — Moduletd@c and competency clusters

Topic/ Competency Clusters
Competency Framework - - -

Introduction to basic entrepreneurial skills

0 Basic level understanding Objectives: ) ) ) ) )
O Identification of issues * Introduce the basic entrepreneurial competencies as a starting point to understand an
QO implement basic steps entrepreneurial mindset.

* Introduce the entrepreneurship practice

U Enhancing capacity

Module 12 O The entrepreneur mindset

Basic Entrepreneurial QThe risk taker
Skills U Gathering relevant business information
(3 days) O Self-assessment
T — O Entrepreneurship characteristics
U Tips to strengthen entrepreneurial skills
O Business development services
O Defining BDS
O Generating business ideas
U Market research
OFinance analysis
O Budget
O Funding
QO Realistic planning
O Develop a business plan

ES 3.12.1. Enhancing capacity

Entrepreneurshfd is a practice and process that results in crégptiuinovation and enterprise
development and growth. It refers to an individsiability to turn ideas into action involving and
engaging in socially-useful wealth created throubk application of innovative thinking and

2L start and Improve your Business. ILO, 2014
22 Adopted from Entrepreneurship development training manual. DSW. EU
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execution to meet consumer needs, using one’s @borltime and ideas. Engagement in
entrepreneurship shifts people from being job seetejob creators, which is critical in countries
with limited resources.

Entrepreneurial trainers, therefore, are more &ltdhan a lecturer. They support the individual
learning processes and development of personal emgies. Entrepreneurs to have an environment
that enables innovation, and they benefit from oetecand tangible learning approaches — active
learning, practical experience, and learning bynddo motivate budding entrepreneurs.

ES 3.12.1.1. The entrepreneur mindset
Objectives:

= Trainee have better understanding of the meanimgiwépreneurship and entrepreneur
» Trainees assess the qualities of an entrepreneur

Trainees understand the concept of perseverance

» Trainees value time management

» Trainees build self-confidence

Basic concept of entrepreneurship
Entrepreneurship and Entrepreneur

Term Definition

Driven from the French verentreprendravhich means “to undertake.”

» The process of identifying opportunities in the kedplace,
arranging the resources required to pursue thgsartynities and
investing the resources to exploit the opportusife long term

. grains. It involves creating wealth by bringing eétiger resources
Entrepreneurship in new ways to start and operate an enterprise.

» The processes through which individuals become ewdr
business ownership then develop ideas for anéiaiti business.

» The art of identifying viable business opporturstieand
mobilizing resources to create a successful enserghrough
creativity, innovation, risk taking and progressinegination.

= A person who creates and develops a business indktakes the

risk of setting up an enterprise to produce a pcbdu service
which satisfies customer need. All entrepreneues karsiness-
persons, but not all business-persons are entreyren

Entrepreneur = A person who discovers a business opportunity todyce
improved or new goods and services that meet trelmnef
potential customers. Therefore, this individual stantly scans
the environment looking for changes that can pmvid
opportunities for growth.
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ES 3.12.1.1.1. The risk taker — the story of allecd&repreneur

1. Explain: An entrepreneur always makes concerteattsftowards the successful completion
of a goal. An entrepreneur perseveres and is umddt®dy uncertainties, risks, obstacles,
difficulties, or failures which could challenge thehievement of the ultimate goal.

2. Tell a story of a local entrepreneur who was perssy through thick and thin to achieve
his/her goal.

3. Ask: What are the major challenges faced? Whateaelnents were attained? What are the
causes for achieving success? What did you leam this story?

Risk Taking
An entrepreneurs tend to:

= Set their own objectives where there is moderateof failure and take calculated risks
» Gain satisfaction from completing a job well

* Not be afraid of public opinion, skepticism

= Take responsibility for their own actions

Importance of risk-taking

» Build self confidence
= Create a feeling of leadership
= Create strong motivation to complete a job well

An entrepreneur needs to consider the following isges before taking a risk:

» Is the goal set realistic?

How big is the potential reward for this risk?

How big is the potential loss?

What is the probability of failure with this risk?

How can | minimize the potential negative effectaking this risk?

What kind of support or resources do | need to havglace to help minimize or prevent
potential negative effects from this risk?

» What further information do | need before takihgstrisk?

» What past experience do | need to review in ordénform the strategy for taking this risk?

Demanding for efficiency and quality
Efficiency:
= Being efficient means producing results with littlasted effort.

Quality:
» The ongoing process of education, communicatioaluation and constant improvement of
goods/services to meet the customer’s need in ahedyexceeds the customer’s expectations.
= A characteristic of the product or service that asak fit to use. It makes a product, process,
or service desirable.
= The ability of a product or service to meet a comstos expectations for that product or service.
The importance of quality management in entrepresigiis reflected in the income statement
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of the business. There is always a demand for tyyaioducts and efficient services. Quality

plays an important role in this new era of glolatiian because it confers certain benefits which

include:

0 Reduction of waste Striving to maintain quality means examining ptbcesses that
contribute to the creation of a product, to remowa-productive processes and waste. If
businesses keep to their standard of maintainiagjttality of the product, the number of
defective products will be reduced. Consumers pitefduy quality products. Hence the
guality products/services help in increasing thershn market and ensure that they will
not be returned.

o Cost-effectivenessStriving to ensure quality helps businesses toimize the chances
that they will make mistakes. As a result, the €o$te-doing work or changing the product
after it has been sold are greatly reduced.

0 Anincrease in market share Customers prefer to buy the same product agalragain
if they are satisfied with the quality. If they aatisfied with the quality of a product, then
they will not only purchase the product/servicesrenthan once, but they will also
recommend it to their friends. As a result, thistcibutes to an increase in the company’s
market share.

o0 Better profitability : better quality of product satisfies customersréased customers
mean increase sales, increased shares in markebaseqguently increased profits.

o Social responsibility By providing quality products and services, a pamy is more
likely to be able to fulfil its responsibility tdhé community and meet standards set by
government.

0 Reputation: Quality of goods and services impraesreputation of the business for
competition in the market and growth.

Time management

» Time management refers to a range of skills, taoig, techniques used to manage time when
accomplishing specific tasks, projects and goalsieTmanagement is about getting more
value out of your time and using it to improve thality of your life.

= Initially time management referred to just businesw/ork activities, but eventually the term
broadened to include personal activities.

Information seeking

Successful entrepreneurs do not rely on guesswutkda not rely on others for information. Instead,

they spend time collecting information about theustomers, competitors, suppliers, relevant
technology and markets. Gathering relevant infoionaits important to ensure that the entrepreneur
makes well informed decisions.

ES 3.12.1.1.2. Types of information that are intgtr for business

An entrepreneur should have sufficient informatm seek additional information on various factors
that are relevant to his/her intended new busiaesgity. The different types of information reqedt
are indicated below:
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Market Supply

= Market segments for low, middle- and = Machines/equipment
high-income groups = Raw materials
= Competitors and similar products = Other assets like office furniture
= Sales forecast = List of suppliers and prices
= Strategic business location
Power, water & other facilities Business Management
=  Transport facilities = QOrganizational form of the business

= Needs in accounting & accounting courses
= Availability of qualified personnel
= Training facilities for staff and owner

Finance Legislation

= Micro-finance loan conditions = Commercial code

= Government financial facilities = Business registration process
= Tax obligations
= Tender procedures

ES 3.12.1.1.3. Self-assessment

An entrepreneur does not only do things by him&lérbut also gets things done through
others. Entrepreneurs inspire, encourage and lgedsoto undertake the given duties in
time.

Self-assessment activity

Complete a self-assessment of your entreprenequaities.Go through the statements below and
score yourself to the best of your ability and asdstlyas possible. Do not take too long thinking
about any one answer, your first guess is probiddgynost accurate. Use the scoring key below.
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Scoring:

5 — Always 4 — Often 3 — Sometimes 2 — Rarely 1 — Never

Characteristic

| enjoy doing things on my own. Nobody has to mativme to get started of
a task

If I make up my mind to do something, | don't letyéhing stop me.

| do not hesitate to undertake risks related tatarg and operating an
enterprise

| plan my time and resources well, so | producé lgjgality products.

| act upon the opportunities that needs and prablemasent.

| keep trying again and again despite great chgdisrand failure.

| work hard to try to foresee potential risks sdaprevent future risk.

| make personal sacrifices to complete jobs in omlé&eep my word and
meet promised deadlin

| always strive for improvement and progress dedjeitdback from people
that they are satisfied with my wa

Before undertaking my job, I try to gain as mucloimation about it as | can
and verify the accuracy of the information | ameiging.

| set short and long-term goals for my personaldifid business.

| do everything | can to accomplish set businesdsydhrough careful
planning and implementatic

| team up well with others for tasks which | canaotomplish on
my own

| am able to make decisions on my own, incorpogatie suggestions and
ideas of others as part of that proc

| collect all the necessary information | need beflostart a job or task.

| set goals based on the resources and skillsd.hav

| have the skills to persuade and communicate pétiple.

| regularly evaluate my job performance, lookingdoeas of improvement.

| am happy with my work and am confident that llwwikke progress and
improvement in the future.
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Analysis of the result
Analysis one:Each statement is focused on different entrepirgadequalities as stated below:

Question 1+ Question 6 = Opportunity-seeking

Question 2+ Question 7 = Perseverance

Question 3+ Question 8 = Risk-taking

Question 4+ Question 10 = Demand for efficiency qudlity
Question 5+ Question 9 = Commitment to work contrac
Question 11+ Question 16 = Information-seeking
Question 12+ Question 17 = Goal-setting

Question 13+ Question 19 = Planning

Question 14+ Question 18 = Persuasion & Networking
Question 15+ Question 20 = Self Confidence

Now evaluate how you ranked yourself for that cbimastic (based on your score for each of the
guestions). For example, if you rated yourself ‘afth both questions 1 and 6, then according to the
key above, you have a strong opportunity seekaig tf you rated yourself a “1” or a “2” for quéshs

14 and 18, then perhaps persuasion and networkenga among your strengths right now — and
could be skills for you to work on.

Analysis two: Add up your total score from all the numbers yaote in each row. Write your total
sum here, and then interpret it below:

Total Sum =

Result Interpretation
Score Meaning

< 50: Limited entrepreneurial qualities at the momenhtides not mean you are not meant to be a
businessperson. It only means that you should speor@ time preparing yourself to handle any
problems you might face once you start a business.

Betweenb0 — 80 Averagethere are gaps that need to be filled or improyezhuYou might consider
upgrading your knowledge or skills. Consider taksogne courses.

>80: Good entrepreneur - keep it up and continue teldgv

ES 3.12.1.1.4. Entrepreneurship characteristigeraptan

Based on your individual analysis of the self-assemt, please answer the questions below.
1. Identify three characteristics of an entreprerfieuwhich you scored the highest mark.

2. ldentify three characteristics of an entreprerieuwhich you scored the lowest.

3. Prepare an action plan which will help you teiove upon three characteristics of an
entrepreneur for which you score the lowest.
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4. Working with a partner, either trade worksheetsalk about your weakest characteristics anddsde
for improvement. See if your partner has any furideas for what you can do to improve on your
weaknesses, and then do the same for him/her.

The facilitator summarizes the discussion and idial action plan based on the following
information.

ES 3.12.1.1.5. Tips to strengthen entrepreneskids

If you do not have enough of the qualities anditdsl necessary to open/strengthen your own
business, there are many ways to improve your basiskills and alter your characteristics.

You can:

Talk to people in business so you can learn froemth

Get some training, enroll in a course to study sjgeareas you need to improve in.

Get work as an assistant/ apprentice to a sucddssfiness-person

Read books that will help you develop your busirskgés

Read articles about businesses in the newspapéehimikdabout their problems and

methods.

You might want to think about finding a partner wdwmplements your strengths and

= weakness, instead of going into business entinelyour own.

= Often people have not had much experience or pettia business situation. If your number
of weaknesses is high, go through the personalsas®mt exercise again and try and
understand how the attitudes and characteristissritbed affect how a business is run. Try to
develop the skills and attitudes described by apglthem in your daily activities, for instance:

» Practice discussing the advantages and disadvant@gay situation or idea.

» Increase your motivation by planning for your figur

» Study successful business-people and learn thatsymeess depends mostly on your

= own efforts.

= Develop the ability to consider and assess a pnolled take risks

Think about and learn how to deal with crises situions better

= Talk to your family about the difficulties of rumg your own business and persuade them to
support you.

= Become more open to new ideas and other peoplevesvi

» When things go wrong, analyze what happened antbivegyour ability to learn from mistakes

* Increase your commitment to work and realize timy bard work brings success.

ES 3.12.2. Business Development Senfites

The ILO has identified four external factors andated a manual that influence the success of women
entrepreneurs based on the societal norm and stpesahat determine gender roles. The four factors
are: business development organizations (privat&ON Government etc.), broader enabling

23 Start and Improve your Business. ILO, 2014
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environment (regulations, policies, and processeayket environment (opportunities and threats),
and socio-cultural context (attitudes, aspiratmmfidence and permission, etc.).

Successful entrepreneurs have turned adversityeio advantage by first addressing constraints in
accessing market information (pricing and produgalify) by examining the needs around them,
availability of resources, and assessing the skiltpiired. Hence, a business development service
(BDS) training helps enterprises to strategizerthmgirket development:

* Finding out what customers prefer regarding pficemotion and packaging to increase sales
to existing customers.

» Reaching out to new customers through better mamkedtigence to expand sales.

= Developing new products according to the needssassent evaluation of customer’s

preferred requirements.

= Seeking opportunities in new market, diversifyingions.

Defining BDS

A range of services used by entrepreneurs to heip t

operate efficiently and grow their businesses \tih
BDS broader developmental purpose of contributing to

economic growth, employment generation and poverty

reduction.

Table 8: Different types of BDS

Marketing Advice on Laws & Regulations
= Market intelligence = Business registration
= Product design = Licenses
= Packaging = Health & safety
= Distribution =  Employment law
= Promotional materials = Legal structures
= Advertising = Taxation
= Trade fairs & exhibitions =  Procurement & tendering
= Showrooms = Export procedures
= Marketing trips & exporting = Patents & copyright
= Negotiations with buyers = Insurance
= Contract & sub-contracts = Quality assurance standards
= Supply chain
Infrastructure Accessing Finance & Accounting Services

Incubator units
Workspace

Storage & warehousing
Transport & delivery
Telecommunications
Money transfer

IT services & support
Premises

Innovative financing mechanisms
Facilitating supplier credit

Providing information on grants, loans,
equity & credit guarantees

Bookkeeping

Accountancy & audits
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Technical support Skills & motivation training

Commercialization Exchange visits

= Technical training = Mentoring

= Productivity improvement = Role models

= Design services = Training

=  Equipment = Consultancy
= Counselling
= Networks

ES 3.12.2.1. Generating a businessitiea

Objectives: Learners will be able to generate a number of lassindeas that can be carried out by a
group or an individual.

How to structure this session:

1. Explain that the session is about generating anbasiidea as a group and explain some of the
key principles described below

2. Divide plenary into groups and ask each group teeltg a list of needs for products or
services within their community. Advise the pag@nts to approach this task by identifying a
difficulty the community is experiencing and thegtermining what product or service could
help overcome that difficulty.

3. Ask groups to share their feedback in plenary il a list of possible business ideas

4. Allocate two business ideas to each group andtresk to develop a list of skills/ experience
that would be necessary to implement each busideas

5. Each group should share the key points of thegudisions in plenary

6. Do a Q &A session.

ES 3.12.2.1.1. What is a business idea?
Every business is born from an idea. Business igleasld come from observation, to find a potential

opportunity, or try to forecast what people or othesinesses might want. Business ideas are
sometimes developed from someone’s education asdex@erience. It should be known that by
considering your natural talent you might find 8e=d for a good business idea. It is an idea about
what products you are going to offer, what servigms are going to provide or what goods you are
going to sell; where and how you are going to #&im and who are you going to sell them to. A
business idea is therefore a short and preciseipiso of the basic operations of an intended
business. A good business starts with a good esidea. Before you can start a good business, you
need to have a clear idea of the sort of busin@gswant to run. A successful business meets thasnee
of its customers. It gives people what they needanmt.

Your business idea will tell you:

=  Which need your business will fulfil for its custers?

24 \Women entrepreneurship development — capacity building guide. The ILO and Development Cooperation of Ireland.
25 Start and Improve your Business. ILO, 2014

98



=  What product or service your business will sell?
=  Who will your business sell to?
= How is your business going to sell its productsewices?

Business ideas are identified through positivegtive thinking. They can come from different sosrce
such as ideas built on local resources, local ndedsl activities, interests and hobbies.

WHICH

Which need does your product or service satisfydar customer? Your business idea should always
have the customer and the customer’s needs in rttingl.important to find out what your future
customers want when you work out your business idea

WHAT

What type of product or service will your businesd|? Your business idea should be based on
products you know about or services you are gooditety must be products or services that people
are willing to pay for. Analyzing various businedsas will help you to focus on the type of busgnes
you will be good at.

A product is an object that people pay for. It niey something you make yourself or it may be
something you buy to re-sell. Tools, baked gooltghes and retail goods are all products.

A service is something you do for people, whichytpay for, for example, shining shoes, delivering
messages, keeping money safe in a bank and repaéms.

WHO

Who will buy your products or services? Customers an essential part of every business. It is
important to be clear about the customers you thtensell to. Will you sell to a specific? type of
customer or to everyone in an area? There mustduggé people who are able and willing to pay for
your products and services or the business wilhmaite a profit.

HOW

How are you going to sell your products and sesicke you plan to open a shop this is clear, but a
manufacturer or service operator can sell in mafigrdnt ways. A manufacturer can, for example,
either sell directly to customers or to retailétarting a business is not an easy job - it tatssdf
work and a lot of planning. The effort and monetake to start a business may all be lost if yoo'tdo
start the right business.

The right business begins with a good business idea

Running a business is like juggling. You have ttabee knowing what the customer wants, your

skills and experience, knowing what it costs tovgie it, and knowing how much the customer is

willing and able to pay. You have to keep your eyeall of these factors because they are always
changing. If you can juggle what customers wangtwiou can provide, with the right costs and prices
— you make profit. If you fail to pay attention &amy on one of these, your business will not be

successful.

99



ES 3.12.2.1.2. What makes a good business idea?
A good business idea is one that is based on:
= A product or service that customers want
= A product or service you can sell at a price cust@ntan afford, and which will give you a
profit
» The knowledge of skills you have, or you can get
= The resources and money you are able to invest.

All good businesses begin with a good idea thableas well thought through. Assessing your abditie
and experience; your work experience, practical\kedge, technical abilities, hobbies, contacts and
family background can also be important factorsbiasiness success.

Many small jobs you do around your home can besideastarting a business, for example growing
vegetables, cooking, looking after children, daggifixing watches or machines, washing clothes,
sewing etc. Your interests and hobbies can give itmas of a new business.

Telling stories, drawing pictures, fishing, listegito music, playing football, baking cakes are all
hobbies that can be turned into business ideas.

ES 3.12.2.1.3. How do people find good busineszside

Ideas are everywhere but entrepreneurs need tdriegic ideas to what customers want and can pay
for products or services. A good business ideaset on the needs of customers. If a business makes
a good product, but nobody needs it, the busindkbeva failure.

The people who might want to buy a product or serdre called the “market” for that product or

service. Every good business idea is based on letysl of what the market wants. Entrepreneurs
should also realize that the market’s needs mdgrdifom place to place. It depends on who lives in
the area, what they spend their money on, and heguéntly. When you know about the people in

your area, you can find many business ideas thatight have ignored.

ACTIVITY

Now find out about some successful business ideassglf

1. Think of three businesses in your local area that think are successful. Try to select
businesses that are at least three years old. \dboua in the space below the name of each
business and the product or service they sell.

2. Go and talk to the three owners. See if they agiiteyou that business is a successful one.
Ask them how they decided to go into that businBgthey see a need in the market that was
not being met? Did they have some experience, ctenta skill to build upon? Did they know
someone else in the business? Was this the fisshéss they ever worked in? Write in the
space below any other questions you want to askvimers.

3. After you finish talking to the owners complete asiess Idea Information Form for each
business putting in as many details as possible.
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4. Think about all the factors that have made thermss idea a good one and why it has become
successful business. Find answers to the followuegstions and write them in the form under
“notes”.

What lessons can you draw from the experienceeobtlsiness owner?

What mistakes do you think the owner made?

How can you avoid the same mistakes?

What do you think has made the business a success?

BUSINESS IDEAS INFORMATION FORM
1. Name of the business.

2. Products or services sold.

3. Main customers

4. When and why did the owner decide to startlthsness?

5. Why did the owner think it was a good idea totsthat particular kind of business?

6. How did the owner find out what local people tea?

7. What strengths or assets did the owner usaitbtkts business? (E.g. previous
experience , training, family background, contalktdhbies )

8. What problems did the owner face in settinghepliusiness?

9. Has the product or service changed over time?

GENERATE YOUR OWN BUSINESS IDEAS

Maybe you do already have a business idea? Thig®d sign. It shows that you are committed to
starting a business and you have already stargedidhk of “thinking”. But you should be careful not
to hold on too tightly to your first idea. Thereanany opportunities, and the first idea can |leaaht
even better idea.

When generating a business idea, it is best tarid/keep an open to mind. The first goal should be
to think of as many ideas as possible and makst aflall the business opportunities you can tluhk
Business ideas can be generated through:

= Using experiences

= Visits to your local business area

» Investigating your environment

» Brainstorming

26 Women entrepreneurship development — capacity building guide. The ILO and Development Cooperation of Ireland.
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AN “IDEA” LIST

Begin an ideas list for your own business. Go baak the various activities you have done so far,
select any ideas that might be suitable for youvaritd them down in the activity box below:

In this list, jot down ideas you will generate asiycarry out other exercises to generate busidess
here is an example:

Ideas list for my own business

Idea Description

A catering service delivering lunches to office | know about and enjoy cooking. No one else doiss th
in town. There will be lots of customers. | cardfiout
what they want and know how much money is needed
to start. It will probably be tiring with many dediries
to make. | would enjoy meeting so mareople

USING EXPERIENCES
Your own experiences

Look at the list of your experiences and contastsich you have. Are there any possible business
ideas that you can derive from your own past expes?

Brainstorm for each type of experience.

Start with yourself. What has been your experieaaga customer, in the marketplace? Have you ever
searched all day for some item and not been abiiemdat anywhere? Think about the products or
services you yourself have wanted at different simed had difficulty in finding.

Other people’s experiences
Listen carefully to what other people say abouirteeperiences — they are all potential customers

Ask your family and friends about their experiendespand your social knowledge: talk to people
you don’t usually talk to - perhaps elderly peopleteenagers, or people from different ethnic geou
or social class. Try talking to members of the ggiigosex. Go to a different church. Have tea in
different restaurants.

Ask people about their problems in finding the preidor service they want.

INVESTIGATING IN YOUR ENVIRONMENT

You can use your creativity to find more businegsas in your area. Look at the list of
businesses in your area. If your list covered gdanough section of your local market, you
are probably beginning to see what industries orfices your local economy depends on.

Example: John’s town is a farming center and tlweeflepends on agriculture as the

main economic activity. It provides services to snaarrounding villages. Maybe your town
depends on mining, fishing, industry or tourismthR@@s there are a number of educational
or other public institutions that employ many pe&oipol your area.
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It may be useful to brainstorm for good businesaglby considering all the resources and
institution in your area. For example, think about:

Resources from nature, people’s abilities andsskitistitutions, industries, import
substitution, waste products, publication, tradesfand exhibitions.

BRAINSTORMING

Brainstorming is a way of opening up your mind &etping you to think many different ideas. You
start with a word or topic and just write down egxteing that comes into your mind. You continue for
as long as you can, putting down everything eveinsiéems irrelevant or odd. Good ideas can grow
from very strange beginnings.

Brainstorming works best when carried out with &eofperson or a group of people, but you can also
try it on your own. Many large companies use thethnd to come up with new product ideas.

For example, Peter asked his sister and two friemtisainstorm with him on a business idea. He has
worked as a carpenter in a furniture factory ftoray time, so they started with the word “wood”. At
first, the ideas for businesses related to woodecslowly. But soon they had many possibilities.

ANALYSE YOUR BUSINESS IDEAS AND SELECT THE BEST ONE

Screen your ideas list

By now you probably have quite a few possible ideayour own business - at least five or perhaps
over twenty. Your next task is to take this listdry to bring it down to between three and siasle
the ones that are most suitable for you.

You can select the most suitable ideas from yatrbly thinking carefully about each idea. There is
probably still a lot you don’t know about the buess on the list, but the questions below will help
you settle on one feasible idea.

Go through your list of business ideas and makesabout each by answering these
guestions:

WHICH

=  Which customer needs do you want to satisfy?
=  Which customer needs will your product or serviatsty?

WHAT

= What product or service do your customers want?
» What quality of the product do your customers want?
» What do you know about the product or service @ business?

WHO

= Who are your likely customers for this particulassimess? Will they be enough in number to
keep your business viable?
= Who are your competitors?
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HOW

How will you be able to supply goods and servitesdustomers want?

How much do you know about the quality of goods seivices the customers want?
How does running this sort of business suit yous@aal characteristics and abilities?
How do you know there is need for this businesgur area?

How do you imagine yourself running this businesten years’ time?

OTHER IMPORTANT AREAS TO CONSIDER

Where can you get advice and information aboutlihsness?

Will this be the only business of this kind in yarea?

If there are other similar businesses, how will euable to compete successfully?

Why do you think this business will be viable?

Does this business need equipment, premises afigdataff? Do you think you will be able
to get the finances to provide what is needed?

=  Where will you get the resources to start this hess?

SWOT ANALYSIS

One method people often use to decide which the¢ suisble business idea is the SWOT
analysis. It helps you focus on possible probleeasiand potential advantages of each idea.

S Strengths
W- Weaknesses
O- Opportunities
T- Threats

Inside the business

To analyze the strengths and weaknesses of a Basaneentrepreneur should look inside the planned
businesses. What will the business be good at &rad ave its weaknesses?
1. Strengths are the specific positive aspects, whvdh give your proposed business an
advantage over similar business ventures and catonsett could be that you propose to offer
a better-quality product or to have a location,ckhis located near your customer.
2. Weaknesses on the other hand are specific aspedtydur business will not be good at.
Perhaps your costs will be high because your bssirgelocated far from suppliers, and you
will have to pay more for transport.

Outside the business

To analyze the opportunities and threats of yoappsed business an entrepreneur should
look outside the business i.e., the external enment. What aspects of the external environmet wil
benefit the business and what aspects will nedgtaféect the business?
3. Opportunities are on-going potential developmemtairdd you that will be good for your
business. It could be that the demand for the mtoglhw are proposing will increase because
of the influx of tourists.
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4. Threats are probable events that may affect yosginkas negatively. For example, the
business idea could be so simple that other pauoplestart similar businesses in your area
and reduce your share of the market.

ES 3.12.2.2. Marketing reseafth
Objectives: By the end of the session, participants will besdbl

» Define market research
= Know how to identify their likely competitors
= Know how to identify the likely demand from custaise

A market is an area of potential exchange, i.erglare potential buyers (customers), and peopte wh
are willing to sell products or services. Prices affected by the forces of demand (of productd) an
supply (by sellers).
= A product is anything that can be offered to a retaféar buying, use or consumption that might
satisfy a want or need, for example, eggs, coiad, mangoes.
= A service is performed when one group offers somgtto another. A service is not tangible
and does not result in ownership of any kind. EXasypinclude train services, and public
transport services.

ES 3.12.2.2.1. What is market research

Market research is conducted in order to collefdrmation, which enables you to make the right
decision on the marketing of your product/servildee main focus within this activity is to find cas
much as possible about people’s buying habits aond gompetition.

Market research is a systematic, objective cobecnd analysis of data about a particular target
market, competition, and/or environment, often eaned as the first step in identifying the vialilit

of business ideas. It always incorporates some &drata collection whether it is secondary redearc
(often referred to as desk research) or primargareh which is collected direct from a respondent.

Having developed a business idea, you first needédntov about your potential customers and
competitors so you can position your business tamae customers and overcome competition from
others. Market research helps to assess the Wadila business.

Note: It is necessary to define your potential keifor the product/service you plan to offer. This
could be a village, parish, sub-county, distriegion or nearby cities. There are youth groups that
produce dried fruits for export. Do not commit yself to much in the beginning.

ES 3.12.2.2.2. The Marketing Process

Market research: is the gathering of information that ties a snalterprise to its customers. It
provides the information that is necessary for canigs to correctly position their product in the
marketplace and offer the best combination of pcodprice, place/distribution, promotion, and
person.

27 Adopted from Entrepreneurship development training manual. DSW. EU
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Well-designed market research gives a person ae edgheir competition, reduces their risk and
improves the effectiveness of their enterprisevdids. Quality market research is the key to sasce
for the small entrepreneur. If a person does ndetsiand their customer and their needs, they will
likely fail in their enterprise.

Why Conduct Market Research?

To develop product, price, promotion, place/disttibn, and people plans
To identify problems in their marketplace and dissonew opportunities
To learn about competitors and how they are margeheir products.

To find out what consumers think about their pradiategory

To gauge the performance of existing products

Market research involves the organized, objectolection and analysis of the above data. It ismoft
conducted as the first step in identifying the iieiéisy of an enterprise idea. It always incorp@ast
some form of data collection and is either secondesearch (often referred to as desk research) or
primary research (direct from an individual).

ES 3.12.2.2.3. How to do market research?

Before starting a business, it is absolutely imgarto know the market conditions, in which the
business will be operating: What are the custoreeds? Who is the competition? What are the prices
at which products and services are sold? Thesandyesome of the questions that need to be cldrifie
before starting. So, after having come up withibidont idea, you need to check if it can work fret
market. You need to carry out a market survey.

The main focus within this activity is to find cas much as possible about your potential customer’s
buying habits and competition
=  What do they buy?
Where do they buy?
Why do they buy from XY?
When do they buy?
How much do they buy?
Which price do they pay?
What are their preferences?
Do they get any extras?

ACTIVITY
1. Talk to potential customers .
Ask them, for example:

What products or services they want to buy?
What do they currently buy?

Where do they buy?

Why do they buy from XY ?

When do they buy?

How much do they buy?
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Which price do they pay?

What are their preferences?

Do they get any extras?

What do they think about your competitors?

2. Study your competitors’ businesses .
Find about:

Their products or services, for example quality dagign
What prices they charge

What exactly do they sell?

How does their product differ from yours?

Where do they get their inputs?

Where do they sell?

How do they promote their product/service?

Do they have any special approaches to custome? car
How can you compete?

Important note: Be very careful to carry out yoesearch in a friendly, sensitive way; ask
guestions and also observe — be aware: nobodyndte competition!
3. Ask suppliers and business friends
=  Which goods sell in their business
=  What they think about your business idea
=  What they think about your competitor’s product.

ES 3.12.2.2.4. Checklist for Market Survey

Instructions: Go out into town with your small gpoand find a business that most closely matches
the “best business” that you identified in ModuleFhd out if the owner/manager, or an employee
has some time to answer some questions for youolggther as much information as you can, based
on the categories/potential questions below. Ifghe time in the two hours that you are out in the
field, do the same with a second business, so/thatan compare answers. Record what you find out
in the middle column. The column on the right is your own comments, analysis, suggestions,
reactions, etc. Remember to be respectful of theopés time — he/she has a business to run — and
only take as much time as he/she wants to givea,Alsep in mind that there are some questions that
the person may not feel comfortable answering,escebpectful of that as well.

107



Checklist: Categories of information to be collecter market survey
Category/Question to be Category/Question to be Category/Question to be

Who are customers

Working place and costing

Cost of owning or leasing premises

Availability, supply and cost of raw
material:

Availability of staff

Cost of working tools and equipment

Competitors analysis

Advertising Methods

Tax issues and legislation

Challenges

ACTIVIT
Talk to potential competitors:

Their products or services (for example quality dedign)
What prices they charge

What exactly they sell

How their product/services differ from yours

Where they get their inputs?

Where they sell?

How they promote their product/service

Any special approaches to customer care

How you can compete

Important note: Be very careful to do research iniendly, sensitive way; ask questions but also
observe, be aware: nobody likes more competition!

Ask suppliers and enterprise friends.

=  Which goods sell in their enterprise
=  What they think about your enterprise idea
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Example of a marketing action plan:

Target Products Their preference needs fol Mode of Target

sales per
month or week

to be the product (e.g. quality,

CUBINES sold/supplied | color, size)

delivering

ES 3.12.2.3. Financial analysis
Objectives

By the end of the section, participants will beeatal:
= Develop a budget for their enterprises
= Know how to find out costs of starting a businesd how to find out whether or not a venture
will be profit-making
» Understand what types of resources are neededrtapta business and know how to identify
resource providers

BUDGET

Every enterprise must have a budget. A budgetaailated estimation of the value or price of the
project and is always composed of the expense® -€dhts of the project — and the income — the
resources brought into the project to cover theeegps. Without a budget, it is impossible to cdntro
the project, and it is impossible to know if itfeasible. If you do not know how much it costs you
will not know how much you need.

INCOME

Include all sources of funds necessary for thegatdlyour organizations own resources, participants
contributions, grants, materials and services dmhat loaned and amount requested from backers).
= Estimate the rental cost of material loaned or tkmhay sponsors.
» The total amount requested must be made cleamaistinot exceed the maximum
= usually granted).
= Calculate total receipts. This figure must be highan total expenditure (otherwise there will
be no profit).

EXPENDITURE

= List all expenses connected with the project.

= Estimate the cost of all outgoings (in the currespgcified on the form).

* Your estimate must be realistic (show how you havizred at the final sum).

» Expenditure must correspond to the anticipatednaragf activities

» Estimate the rental cost of any material loanedHsy private sector and include it under
expenditure (and receipts).

= Calculate your total expenditure.

109



A simple format for a budget

Activity Amount in Birr

Income (money in)

Total Income (money in)

Expenditure (money out)

Total Expenses (money out) (

Savings

=+Surplus/ - Deficit (money in — money out)

Resource mobilization

To mobilize resources effectively, considerationstrie given to three elements, which together are
referred to as a resource mobilization framewoHe three elements of the framework are ‘resources’,
‘mechanisms’ and ‘resource providers'’. If necessasfine each of these three and clarify their
meaning by providing some examples.

» Resources - Money is one of the key resourcesathptojects need to be able to function and
carry out their work. However, there are other veses that are also useful to starting a
business. Examples include skills training, staffuts (e.g. seeds, tools, land etc.).

» Resource mechanisms - Resource mobilization mestmagrare the ways that resources can be
mobilized from resource providers. Mechanisms &ee dctual processes of requesting or
getting resources — for example, writing propodaddding fundraising events, selling services,
Selling products, face-to-face meetings, etc.

» Resource providers — Resource providers are thee®wof funds and include banks, micro-
credit agencies, government agencies, and charitagbnizations.

The advantages and disadvantages of source of fundi

A new entrepreneur should investigate as many sswtfunding as possible in order to secure the
best terms and conditions of repayment. The mopbitant types of start-up funding are owner’s
equity, loans (personal or from a lending programj grants.
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Advantages Disadvantages

Own resources = Own decision = Capacity of individuals limited
= Own planning & timing = Danger of relaxation in business management
= Full control and benefits » No sharing of risks
= No extra costs (interest)
= Selfreliance motivatin
Gifts, offers = Free = Not reliable
= No extra costs involved = Not timely
= May be tied to other person’s ager wishe:
Loans = Extra resource ] Inter(_est charges
= Enforces discipline = Not timely
* Induces external control = Tight repayment regime
= External control of one’s business
= Risk of loss of one’s other assets in case of
» failure
Crect_(esp. ror| © 5, *4e WAV of obamnd T ighpres
Szl @R = No interest charges = Inflexibility in planning supplies
» Reduction in operatiol = Dependency on supplier
expense
Grants (public of " Fr_ee . Consider_specifi_c levels (local, regional,
) = Higher amount national, international), sectors (e.g. health,
private) . e
agriculture, politics) and target groups (€.9.
youth, orphans, women)
= Strict rules for application and accountability
= High competitiol

Owner’s Equity

This is the private money one puts into the businkss sometimes called risk capital becauskdf t
business falils, you lose this money. Investing yaun money in a business is risky; however, it puts
less pressure on the business rather than borrowingsting your own capital may be risky, but it
shows that you have faith in your business ide& Gan encourage others to invest with you. If you
don’t have enough capital, you can try and fincheireer who may be interested in the same business
idea. A partner may or may not be work in the bessnbut can invest money in it. Ensure you have
clearly-defined terms of partnership to avoid umssary misunderstanding later.

Loans

A loan for start-up capital refers to borrowed rpmvhich you will pay back at a later date

with interest. The loan may be paid back in fullane or several instalments depending on the
agreement. A loan inherently puts significant pueson the business due to the requirement to pay
it back. The more you borrow the more you pay rmgeof interest and instalments.
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You may borrow money for:

» Land and buildings.
= Equipment.
= Working capital.

These are some of the possible requirements wiyiag for a loan:

= A thorough business plan with a business ideathi®alending institution believes in.

= Some kind of collateral may be required. Collatenabns security that the lending
institution has for the repayment of your loan.sTimay be your business if you own one, your
home, machinery and any other equipment.

= Being an account holder or member of a bank, ciediitution or association and having
operated an account successfully for some time

» Having a certain percentage (part) of the totah lag security in your account

» Information on yourself/yourselves and your abitiyrepay the loan

= Having a minimum age (mostly 18 or above)

» Referees, guarantors (honest people with a goadatpn)

When is it useful to get a loan?

=  When there is a justifiable financing gap in yousimess funding plans
=  When other options such as saving, and group-fingrare not possible.
= When there is the need to take up an urgent opmytthat could lead to quick profit

Where can you borrow?

= Banks and financial institutions

= Societies and associations

» Friends, relatives, family members
=  Suppliers

=  Government

= Savings and Credit Cooperatives

Types of loans

Group loans

Loans with formal banking institutions (such as SX0x)
Individual loans

Loans with informal savings groups and associations

Before one borrows money, they should consideretfastors seriously.

= Develop a solid business plan including total fmgdiequirements and running costs for the
first few months

= Develop a financing plan including identifying fung sources

= Identify and approach financial institutions in yauea

= Obtain the terms and conditions for the loan taesled

= Compare them with those of other financial insita$ around

= Check your business plan to establish the impbeatiof such a loan (monthly repayment and
interest rates will affect your income/profits).

» Check if your business can cope with these impboat
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= |nitiate further discussions with the financialtingion or association

Grants

A grant is an allowance that a government or ozgiun gives to support small business creations in
the country. Government and non-governmental orgdions sometimes give grants to potential
entrepreneurs to support them in starting smalinesses. Further information on accessing funding
through grants is covered in a later session.

ES 3.12.2.4. Realistic planning

Milestone-planning for the realization of your ness will have an essential influence on
the financing and risks associated with the businegnning helps you to think your way
through all the aspects and to analyze the eftdatadividual steps in implementation.

However, realistic planning is not simple, moreadeen founding a new business. In spite of
this attempt to carefully sketch the individualpste@eeded to implement the business plan.
In this way, you gain credibility from your backensd business partners and enhance the
chances of success for your business.

Four simple rules can help simplify realistic plangnfor you:
1. Subdivide the tasks into packages

Since there is a great deal of detailed work todveed out when setting up a business, therevayas

the danger of losing sight of the big picture. Thwm should always organize the individual acegt

in “packages.” The business plan should, howewarcantain more than ten such packages; you can
specify them further at a later date. A concrefedlve is

to be set for each package.

2. Ask the experts

Make use of the expertise of specialists in ordeuriderpin major steps in planning. Marketing
specialists, for example, could show you how Iangill take to develop and
conduct a given campaign.

3. Set priorities

Every overall planning concept comprises a setievents and assumptions that in some

cases run in parallel and are linked with one agrot@ertain activities can, if delayed, endanger th
entire project — similar to assembly line producttbat comes to a halt, if certain parts are lagkin
Activities such as these are referred to as thi&cal path.” You should devote particular attentio
them in your planning

4. Reduce risks!

Try to schedule activities that will reduce riskghee beginning of the implementation. You

could, for example, carry out a market survey imiawetly or just shortly after market entry.

If you do not carry out such surveys or polls uatilater point in time and find that there are not
enough customers for your product, all your presiaork may have been in vain:
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ES 3.12.2.5. Developing a business plan

Objective: participants will be able to explain the value at/img a business plan, understand what a
business plan is and how to develop a simple bssip&an

How to structure this session:

Ask learners to think about the purpose of a bissipdan.

Ask learners to think about what would constituteiainess plan

Ask learners to visualize a journey to a destimatibtheir choice.

In a paired discussion, let the learners plan liat journey giving all the details of what is
needed for the successful completion of the journey

Ask participants to form groups and come up wittstaof possible items in a business plan,
giving reasons why they have included each item

6. Let afew people share their plans with the plgnar

7. The facilitator then introduces business planning ieelates this to going on a journey

8. Hold discussion in plenary while referring to thesimess plan checklist

PwbhE

o

Business plan

Definition: A business plan is a written summary of your pegabbusiness. It includes information
about the plans, operations and financial detiéslsnarked opportunities and strategies, as wealas
entrepreneur’s personal background

A business plan is a document used to summariea@epreneur’s business aspirations, secure legal
authority and mobilize resources to launch thermss. Just as you need a map to help you find the
route to an unknown destination, you need a pldelp you determine in which direction to go to get
your business up and running. Written documentamplyour overall strategy and objectives in words
and numbers. Your first plan should estimate yaalg your expenses, and how much you plan to
charge for your services. It should also show how glan to attract and keep customers. After you
actually begin your business, you will find that gplan needs to be reviewed on an on-going basis. A
business plan is a changing, dynamic document.eTheg no guarantees that your business will
succeed but a well-written and well-researchedrnass plan plays an important role in a business’s
success

ES 3.12.2.5.1. Why business planning is necessary

» Business plans show you if the business can expaoiake a profit in the future. It shows
what money to expect to come into and out of th&irnass. For instance, if your costs are
expected to be high, there would be needed toaserprices.

= A plan will be able to identify parts of the busssehat require improvement. In so doing, one
will be forced to think about every part of the imess. To work out a plan, one must therefore
think carefully about everything that affects thesimess

= A business plan makes it possible to access albankbecause most banks are interested in
knowing the expected sales, costs and anticipatd@dgpas well as cash flows before offering
a loan.

= |t forces you to think deeply and plan every dgbailperly before you start your business.

» It helps you to determine the direction you wantiave in.

» A business plan serves as a map against whichamdetermine your process.

» A business plan provides details of resources reduand can be given to potential
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* investors/financiers.
» A business plan indicates chances for successa@rdtfal critical points.

Checkilist for business plan: think about the follogvissues (not an exhaustive list).

» The product

0]
0]

Why would customers buy the product/service?
Are the product specifications clear and accep®able

=  The market

O O oo

0]
0]

Geographical description of the business location

Is there local demand for the product and if notyltan it be created?

Who are the big competitors, how can you countdhesh and their influence?

How many competitors does the business have?yfdreemany, your market share is
low, which means that aggressive promotion is resaggdo ensure visibility.

Does your product need publicity and if so, whaiemses would that incur?

What is the trend in the selling price? Is theng seasonality?

=  Technical factors

o

O O oo

o

Have you selected all the necessary equipment? #aatour reasons for this?
selection?

If you buy machinery, check if you have a guaramatee if after sales service is
included.

Do you know where to source the equipment from? \ghbe supplier?

Do you have the necessary skills and if not, wicareyou get them?

= |nfrastructure

o

O O oo

o

Is the working/selling space adequate for youritess operation to function?

Are ownership/tenancy documents for the land/shogkshop in order?

If water is required for your business to opereté, available close by?

Do you have/need a supply of electricity?

Is transport of raw materials or finished goodsiacal factor and if so, how do you
plan to handle it while minimizing costs?

Do you need to register your business? What arkegas requirements?

» Financial analysis

0]
0]
0]

o

Have you done financial calculations of neededs;assources, income etc.?

Have all the costs of production been includedaarycalculations?

Does the business generate enough cash from tihenbegso as to meet immediate
liabilities (e.g., rent, loan repayment)?

Check your cash flow projections. Are they realidti

Check all estimates of capital required as wetuasing costs.
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Table 9: Contents of a business plan

1 | General description of
business

= Name of business, business location and address
= Nature of business activity
= Type of business organization (partnership, codapera
new, old,)
= Any further explanatioisummariziniwhy the busine:will be successfi

2 | Personal background

= Name of business owner(s), promoter(s)
= Educational, professional background
= Relevant experience in business-related activities

3 | Market plan

= Business market area and targeted customers/ ceisgyoups

=  Why you will be able to compete with existing protiiservices and hoyw
do you compare competitors (price, quality, appeegaperformance,)

= Past, current, future (projected) market demandyéur product/service
(if possible, in terms of volume/units per day/mw)t

= Suppliers and supply terms and conditions

= Unit pricing and list of all items/services beinfjeved

= How you will be selling your produce (direct, daale

= Tip: Include the market research survey reportearaex

4 | Business management pl3g

N

= Who will be the actors in this business?

= Specify their roles and the division of labor (ifdicable)

= How will the business work be organized (e.qg., virgkshifts, working
times, working condition:

5 | Financial plan

Investments required
» Fixed assets/starting equipment (e.g., land, tooéshinery)
= Preliminary expenses
0 Pre-operative expenses (e.g., legal fees, licenfeg, bank
charges,)
0 Start-up expenses (e.g., water, electricity conoectleaning of
premises, etc.)
= Working capital (raw materials, rent, water, traorpetc.)

6 | Source of raising funds

= Total requirements
o0 Own contributions/investments
o Family/friends contributions
o0 Already secured loans, credits etc.
0 Total funds available
= Deficit/funding gap
o0 Loan support required

7 | Operating plan forecast

= Projected operating income statement
0 Income from sales
0 Less cost of production and overhead/fixed costs
-Net profit
= Break even analysis
= Cash flow projection

8 | Major assumptions

Give the assumptions you've made that underpin ydam e.g., assumptions that
particular resources will be available

9 | Business profile

Summary that shows all major aspects on one page
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ACTIVITY
1. Divide learners based on their groups or placeg ¢cbene from
2. Using the business plan template, ask learnergveldp business plans for their potential
businesses.
3. The learners make their presentations and receaabfick from the plenary
4. Ask learners whether they can apply this infornmatio

BUSINESS PLAN TEMPLATE
NOTE: A business plan is a document that descrloes business details and giving goals and
objectives and lists the steps you will undertake

SECTIONS OF YOUR BUSINESS PLAN
Cover page

Table of contents

Executive Summary

Statement of Purpose

Business Description
Organization and Management
Production Plan/Operational

Risk Reduction

IOMmMOO®m>

FINANCIAL PLAN

A. COVER PAGE
i. Business Name
ii.  Business Address
ii. Name of Presenter
iv.  Organization presented to
v. Date of presentation

B. TABLE OF CONTENT

Give numbers of various key sections of your bussran

C. EXECUTIVE SUMMARY

Give brief overview of your business highlightihg key features.

What is the business about, products/services fen, oharket-main customers, human resource?
The organization’s structure, financial summary-jeied income and assets among others.

D. STATEMENT OF PURPOSE

Outline the purpose of the business plan

E. BUSINESS DESCRIPTION

i.  Business Location address

ii.  Business Ownership( nature of the business)
iii.  Products/Services offered
iv.  Industry which the business will operate under
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v. Justification of the business
vi.  Short term and long-term goals
vii.  Entry and growth

F. MARKETING PLAN

Highlight how your plan to market your productsysee i.e., how do you intend to
reach your target?

I. Outline the characteristics of the potential custmsn

ii. Competition

Who are the main competitors?

What are their strengths?

What are their weaknesses?

How do you intend to capitalize on their weakne®8ses

iii. Market share - expected total market share

iv. Pricing strategy; outline your pricing strategy

V. Advertising and promotion; outline your pricing gmebmotion strategy

G. ORGANISATION AND MANAGEMENT

i.  Organization structure (draw your organizationarth
ii.  Management team
State the composition of your management teampuidification/post, duties and responsibilities
= Other personnel (What other employees will you &)
= Qutline how you will recruit and train your staff
iii.  Remuneration of staff
Highlight how you will recruit, train and developyr staff
iv.  Remuneration/incentives (How will you remuneratent?)
» Salaries/wages
* Fringe benefits
v. List the support services required
vi.  Licenses/permits
» Required licenses/permits
=  Who will provide the licenses /permits and at we@dt?

H. OPERATIONAL/PROCEDURAL PLAN

Describe briefly how you will operate your business
i.  Production facilities and capacity utilization

ii.  List the machines, equipment and tools required
» Describe the cost, capacity and supplier of reguim@chines and equipment

iii.  Production strategy
= Qutline the materials requirement
»  What is the material cost?
= Qutline the source

iv.  Production design development
= Qutline how you will design and develop your produc
=  What will it cost to design and develop your prad@c

118



= OQutline the estimated cost of product/service Difglaterial cost+ Direct labor cost
+Overheads
V. Relevant regulation
= List the patents and regulations needed
= What is the cost of obtaining the patent tradenfarks
= List other legal rights will seek

RISK REDUCTION STRATEGIES

Outline how you will analyze and reduce businesissri
= Future business risks

BUSINESS FINANCE

Identify how you will obtain and use business fican
I. Pre-operational costs
a) Outline your pre-operational cost
b) What is our proposed capitalization capital?
= Own contribution (your capital)
» Funds from borrowing sources
= Total investments

ii. Identify the working capital requirements
a) Prepare your income statement (Template A)
b) Prepare your balance sheet (Template B)
c) Prepare your projected cash flow statement (Temilat
d) Outline how you expect to finance your operations
e) Outline your initial capitalization for existing bimess
f) What is your proposed capitalization?
g) What is your break-even level?
h) How do you measure your profitability?
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Resource
A guide to health poultry production.

Asghar, A. and Abbas, M. (2012). Dried egg powdéization, a new frontier in bakery products.
National Institute of Food Science and Technoladyyiversity of Agriculture, Faisalabad,
Pakistan. Agriculture and Biology Journal of No#tmerica.

Baye, K., Abera, A., Chitekwe, S., Getachew, Pilgdaariam, A., Dibari, F., and Lailou, A. (2021).
Whole egg powder makes nutritious diet more affolelfor Ethiop: A cost of the diet and
affordability analysis

Brooding Guide for optimum breeder Development

CASCAPE Project (2015). Capacity building for seglup of evidence-based best practices in
agricultural production in Ethiopia. Poultry prodioc manual. Bahir Dar University.

Chala, E., Etalem, T, Tekaleng, Y and Misba, A220 Black Soldier FlyKlermetia illuceny
Larvae as a sustainable source of protein in potdeding: A review. Ethiopian Institute of
Agricultural Research. Ethio. J. Agric. Sci. 328B-104 (2022)

Cobb-vantress (2008). Breeder management guide.

CSA (2021). Central Statistical Agency of the Fati®emocratic Republic of Ethiopia. Report on
Livestock and livestock Characteristics (privatagzat Holdings, SCA.

Esatu, Wondmeneh, Dawud Ibrahim, Alemayehu Amaré,Teadios Habte (2011). Experiences in
Hybrid Chicken Scaling Up in East and Central Sheep. no. 978-99944-53-52-8. Addis
Ababa: Ethiopian Institute of Agricultural

FAO (2013). Poultry Development Review

FAO (2014). Family poultry development — Issueq@apunities and constraints. Animal production
and health working paper. No. 12. Rome

Fessiha M., Molla H., Simegnew T., Yeshiwas T. &0Determinants of adoption of exotic poultry
breeds among smallholder poultry producers in Neggtern Amhara region, Ethiopia.
Global Journal of Agriculture Econometrics 3(6)21858.

Fulas, H., Yohannis H., Yobsan T., Abriham K. (2DEeview on challenges and opportunities of
poultry breeds. Dairy and Vet Sci. J. 7(2): 555706.

Gebre, g.G., Isoda, H, Rahut, D.B., Amekawa, YN@&mura, H. (2021). Gender differences in

agricultural productivity: Evidence from maize fahouseholds in southern Ethiopia.
GeoJounal, 86 (2), 8430 864.
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Handbook of poultry science and technology (20¥0).1.

Hassan, M.Z.Y., Butt, T.M., Kahild, M.F., Mahumug, un-Nisa, M., Rehman, A.U., Iftikhar, N.,
Muktar, N., & Hussain, M. (2012). Impact of poulteyxtension services for the rural women.

Hirvonen, K., Baye, K. Headey D. D, & Haddinott.J(2020). Value chains for nutritious food:

analysis of the egg value chain in the in the figegions of Ethiopia. Intl Food Policy Res
Inst.

Hobbs J, Cooney A, and Fulton M. (2000). Value ehan the agri-food sector. Department of
Agriculture Economics, University of Saskatchewan.

Jafry, t. & Sulaiman, R. (2013). Gender inequadityl agricultural extension. The Journal of
Agricultural Education and Extension, 19(5), 43%43

MOA & ILRI (2015). Ethiopia Livestock Master PlaBrief/ July 2015
Poultry Farm Manual: A reference guide for cenarradl state poultry farms (2014 -15). Department
of Animal Husbandry Dairying and Fisheries. Minystif Agriculture and Farmers welfare.

Government of India

Tirfie, Fidau W. (2021). Ethiopia Institute of Agtiltural Research, Holetta Agriculture Research
Center. Food Science and Quality Management. ISE4-3088 Vol 109.
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Appendix A: Validation workshop report - On the Jitaining (OJT) Module for the poultry sector

14 July 2022
Venue: Radisson Blu Hotel, Addis Ababa
Chair: Ms Ruchika Bahl, Chief Technical Advisor (CTA), Pkgro Project, ILO

Facilitator: Mr. Albert Okal (ILO)

Participants: Representatives from Ministry of Industry (Mol), WBtry of Agriculture (MoA) Ministry of
Labour and Skills (MoLS), Ethiopian Investment Coission (EIC), Ethiopian Poultry Producers and Pssoes
Association, Confederation of Ethiopian Employeeslération (CEEF), Ethiopian Employers FederatideHE
Confederation of Ethiopian Workers Trade Union (CE;TPrivate Poultry Farm and Feed Processors,
Entrepreneurship Development Institute (EDI),Gidd #roAgro project team, International Labour Orgation
(ILO)

Agenda itenr Key points and discussio
Presentation on the Dr. Blene made detailed presentation about the feaghd discussed on Skills
Job Training (OJT) ranking, opportunities and challenges. she alssemted the On Job Training

Module’ by Ms. (OJT) module which is grouped in to four sectidBasic core skills, general
Blene AKlilu (PhD) management training, specialized training, anddasirepreneurship training.
Consultant

Summary of feedback | Following OJT module presentation, Mr. Albert opetiee floor for discussion
and questions on OJT | and the feedback and comments raised during teesti®on are summarized as
facilitated by Mr. follows: N _

Albert William. ILO *  Most participants of the workshop commented thathtodule is
Regional Offic,e comprehensive and relevant to produce the reqskild in the poultry
Regional VTice,

- sector.
Forced Displacement «  There were also comments from participants of thekshop on the need
Skills & to have an incentive package for trainees and tnidago make OJT most
Employability functional.
Specialist » Does the ILO conduct capacity assessment of tivatersector to be able

to accommodate the OJT module?
* Who are the target groups of the training?
*  The module should have in depth information onéxdosity section.
* How to integrate OJT with the out growers? On teechto include
processing in the module.

EPPPA:

* The training module will contribute a lot toward#liig the existing
practical experience gaps of the skills and knog#éeth managing the
poultry sector. Unlike Ethiopia, other countriesv@awell establisheg
institutions that provide such trainings. Thuss thaining will need to get
institutionalized and practical support in imprayiskill/ expertise gap ir
the poultry sector can also be provided by the tRpssociation.

Ministry of Agriculture (Ms. Alemtsehay and Dr. Yohannes)

e Why is the training module named as on Job trainwoglule?

» Asked if the consultant has reviewed the exitiegtls and experiences of
the sector?

* Questioned the consultant for the current expeéeari¢he sector training
anc wha is the eligible trainee targe groups'
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Agenda item

Key points and discussion

» Instead of having short term training, it is adbisato link the training
module with the existing Agricultural TVET colleg&aining programs
and make it part of the regular training programsupport the long-term
plans and sustainably solve the existing skill gaps

» Health and biosecurity aspects should come outcasngonent.

Participant- Poultry association

» Five years ago, poultry on job training module bagn developed an
included in the universities™ curriculum at Diploni2egree and Masters
levels. However, there was no progress thereafter.

» For long term solutions, it is important to institunalize the on-job
trainings and make the training part of curriculstéad of on-the-job
trainings.

EIC- Ato Fekadu

» Strong engagement and cooperation of the privatesis needed for thi
to work.

« Itis important to look into the private sector niset and think of how th
private sector should be incentivized to hire tedimorkers. TVETSs shoul
also cooperate and ensure sustainable engagentbet mfivate sector.

« For whom is the training designed at the level pération in the poultry
sector is different.

¢ Harnessing the potential of the out growers is irtgra.

e« The poultry products processing should be includatb Berhanu
(EPPPA) has further suggested for the inclusiothefpoultry processin
part in the module and to address the respecteasanf expertise/wor
procedures. He further reflected that the assacidtiave been collectin
and publishing different recipes suiting to the $ehold levels. And th
promotion aspect is underway.

« Entrepreneurial competence of employees and bissowesers is
important to transform the poultry sector

MOA
» There is a need for a socialised module on biogigcurely and draw on
the already existing curricula.
e ‘CPD’ programme underway. This OJT can be combinitd that.

Ethiopia Chambers of Commerce Sectoral Association:
e Short term private sector trainings are needed.
e The draft modules presented here are valid.

EDC:
* The content if the modules are good but delivenyf ikey importance
here. Cannot be delivered like a university lecture

Alema Farms
e The training should be included in the poultry s#sdand made part of
the regular college curriculums.

EEF:
. Entrepreneurship module to be at least 5 daysadstié3 days
« Experiential sharing/study visits to successful @@dltry farms abroad
to be organized.

o

D

°2

1%}

A

J

D

Ethic Chicken

123



Agenda item

Key points and discussion

« Validate the need and relevance of short-termitrgi

Dr. Blen responded to some of the queries/commerftsrwarded by
participants of the workshop as follows,

» The module is developed after conducting an intengap and needs
assessment and review of the key findings of tgept Market Systems
Analysis (MSA) studies.

» The focus of the assignment was to contribute edothsic knowledge bas
from the bottom. Thus, the trainees are the prigattor-for the employee
that are hired locally. The role of the TVET isalgken to make th
involvement of the private sector easier.

e The module is called OJT as it is intended to bedusy industries tq
facilitate training within the industry setting. Ase assessment has sho
that so far, there is no module available to servéhe industry training o
poultry sector.

e Targets of the Training should be young men and gmohooking for jobs
in the agribusiness sector. Mostly, youth- entetiregpoultry with some
ideas about the poultry.

* The consultant agreed to add more information erBilo-security
section.

Mr. Albert thanked the participants of the worksloptheir feedback and inputs
Then, he explained that the ILO would pilot the miedand requested companie
interested on this. To this end, the following camies have shown their interest
to collaborate in piloting the OJT.

1. Elere Farms

2. Jacob Farm

3. Ethiochiken and

4. Alema farm
Mr. Berhanu Million, Manager, Ethiopian Poultry Eceers and Processors
Association, explained that the association isingland committed to support th
piloting of the on-Jok training module anc suppor the proces:

lUm(-D

wn

Directives on the Job
Training by Mr.
Ayalu Admass,
National project
coordinator -
Employment and
Skills development.

Mr. Ayalu briefly shared the draft directive on tdeb training developed b
Ministry of labor and Social Affairs (MOLSA), whicls now under custody @
Ministry of labor and skills (MoLS). The directivadicated the duration of OJ
should be from six months to three years, six mofih graduates from TVET an
Universities whereas three years for trainees wamaw to the sector and/or schg
dropout youth.

The practice-theory ratio proposed in the direc80e20, 90:10 and 95:5 for
school dropout youth with no area of expertisenmarea, TVET graduates and
University graduates respectively. The directivaodias provisions on the need t
have contact agreement in which the scope of th& ad obligation between thg
worker and employer is indicated clearllfyind below presentation on the draft
directive on the Job training developed by Minigifylabour and Social Affairs

o =<

ol

o

(MOLSA) to the end of the slige
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