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Farming as a Business 

Course Brief 
 

 

Target participants 

 

The Farming as a Business course is designed for farmers who are operating their 

own farms either by consequence or as a microenterprise and who have a desire 

to expand their existing farm business.  

 

Class size 

 

The Farming as a Business course is designed for classes of no more than 24 

participants and no less than 6 participants. 

Assumptions about current management practices 

The design of this course is based on the following assumptions about the 

management practices of commercial farmers in the target countries: 

 Many farming businesses do not keep records or make business plans.  

 Many smallholder farmers mingle their family and business finances.  

 Many smallholder farmers do not keep track of their production costs or 

cash flows.   

 Smallholder farmers often hesitate to expand their businesses because 

they lack a fundamental understanding of capital and market forces. 

Assumptions about the participants knowledge and skills 

The design of this course is based on the assumption that the smallholder 

farmers lack the following management skills: 

 They are not aware of the importance of keeping proper business records 

and they do not understand bookkeeping. 

 Few of them have received a formal business education and they don’t 

have knowledge of basic financial practices. 

 Few of them accurately track expenses or know how to calculate 

profitability and productivity. 

 Their education level is a step lower than their business entrepreneur 

counterparts’. 
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Learning outcomes 

 

After attending this course, participants should be able to: 

 Identify the characteristics of a successful farm business; 

 Describe the business cycle;  

 Track income and expenses; 

 Make decisions about what to grow based on per unit calculations of costs, 

sales, pricing, productivity, and profitability; 

 Explain the relationship of supply and demand to price formation; 

 Identify the benefits of keeping business records;  

 Manage cash flow more effectively;  

 Create a simple budget for their farm; 

 Create savings plans for their farm businesses; 

 Calculate loan interest payments; 

 Evaluate their crop portfolio and identify indicators to strengthen it;  

 Identify strategies to increase sales of crops; 

 Identify business goals and create a plan for achieving them. 

Course duration 

 

This course contains 22 hours of instruction.  The session plan is divided into 

seven sessions of three hours or less, which can be taught over a series of weeks 

or months.  The course can also be reorganized into a program of three 

consecutive full-day sessions.  We recommend using the full-day sessions to 

train trainers (who typically must travel to attend training) and using the shorter 

sessions for farmers (who typically have shorter attention spans).  The Session 

Plan Supplement for Trainer Sessions and the Time Planner – Trainer sessions 

provide guidance on how to adjust the delivery for full day sessions. 

 

Content: 
 

The following table lists the topics contained in the course and compares how it 

divides for three-hour sessions (for farmers) and for full-day sessions (for 

trainers).  In order to fit the content into shorter sessions, some opening activities 

have been changed or removed from the farmer sessions.  Therefore, lesson 

numbers and some timing within the sessions vary slightly between the two 

versions.  The subject content is the same, however, in both versions.  For a more 

detailed understanding, please refer to the Time Planners for both versions. 
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Farmer Sessions  Trainer Sessions  Topics 

Day 1 

Day 1 

1. WELCOME & OVERVIEW 

2. DEFINING BUSINESS SUCCESS 

Business success definition 

3. THE BUSINESS CYCLE  

Your business story 

The business cycle 

Day 2 

4. CALCULATING LAND HOLDINGS 

Farm size equation 

5. CALCULATING YIELD PER HECTARE 

Yield per hectare equation 

Day 3 

6. CALCULATING SALES  

Sales equation 

7. CALCULATING PROFIT 

Profit equation 

Day 2 

8. PRICE FORMATION 

Price formation equation 

Supply and Demand 

Day 4 

9. CASH AND CREDIT MANAGEMENT  

Farm expenses 

Cash, credit, and loan records 

Types of business transactions 

10. CREATING A SIMPLE BUDGET 

Income & expense tree 

Budgeting 

Day 5 

11. INTRODUCTION TO SAVINGS 

Savings story 

12. GETTING AND MANAGING A LOAN 

Loan considerations 

Day 6 

Day 3 

13. RECORD-KEEPING  

Records review 

Keeping records 

14. USING RECORDS TO MAKE DECISIONS 

Increasing profits 

Day 7 

15. EXPLORING YOUR CROP PORTFOLIO 

Crop portfolios 

16. DEVELOPING A BUSINESS PLAN 

Farm business success revisited 

17. CLOSING ACTIVITIES 
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Learning methods 

 

The following methods will be used during the course: 

 Open discussion  

 Case-study 

 Activities 

 Action planning 

 Mini-lecture 

Note to trainers on delivery methods 

Many of the participants who will receive this training have very little formal 

education but do have a wealth of actual farm experience. Do not discount that 

experience, as it is their area of expertise and they will analyze the presented 

topics against it.  Remember that they are not used to listening to theoretical 

concepts and long lectures. Therefore, remember to do the following 

suggestions: 

 Keep lectures to a minimum. Let participants learn from experience through 

the activities.  

 This course contains no presentation slides.  Aid visual learners by creating 

charts ahead of time and using them and the included posters. 

 Actively involve participants in the process of learning new ideas.  

 Present the objectives clearly at the start of each session. Start each new 

training day with a review of the key points from the previous day. 

 Keep the messages concise.  Short and simple is better than long-winded and 

complicated.  Three to four key messages per session are more than enough. 

Do not overload the participants with too many ideas and concepts in one 

session.  

 Keep the sessions short and adapt the timetable and the location of the 

training to the needs of the audience and the circumstances. 

 Make the sessions fun. People remember more when they are entertained. 
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Evaluation methods 

 

Participants’ learning outcomes will be assessed as follows: 

 

Venue Content Method 

In class 
Knowledge 

 Observation / Interaction / Exercise/ Action 

plan 

Skills  Demonstration  

At work Skills 
 Action plans 

 Changes applied to the business 
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Session plan 

The following divisions of time are only suggestions. Trainers can modify the 

program per their and the participants’ needs 

MODULE 1:  Farm Business Management 

Session 1: Introduction and Business in General 

Topics Activities Time 

(min.)  

Resources 

WELCOME & OVERVIEW 

  Learning Objective: Engage participants and explain 

format of course. 

40   

  GREET the audience and welcome them to the 

training. 

 INTRODUCE yourself. 

 GET ATTENTION: This training helps you explore 

ways to make your farm business more 

profitable.  

  SHOW Course Learning Objectives chart and 

EXPLAIN OUTCOMES: By participating in this 

training you will be able to: 

 List the benefits of treating your farms as 

businesses and acting 

as business people. 

 Calculate your land 

size, yield per hectare, 

sales, profit and costs 

per kg to help you 

understand how your 

business is 

performing.  

 Explain the relative 

power of volume 

versus price and discover ways to increase 

your profits. 

 Keep important farm records. 

 Create a simple budget and forecast your 

costs and revenue per month. 

 Use this information to make sound business 

25  
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Topics Activities Time 

(min.)  

Resources 

decisions for your farm. 

 

 

 

 

 

 

 SHOW your Program 

Overview chart:  

 EXPLAIN STRUCTURE:  

 Module 1 focuses on 

effective business 

management for your 

farm business. This 

module focuses on 

helping you understand how your business 

works and how you make money. Sessions 1-

3 cover this module. 

 Module 2 focuses on your farm finances. This 

module focuses on helping you understand 

how to use your money better so it works 

better for you.  It looks at how you pay for 

things in your farm business, how you manage 

your money and how you can get more when 

you need it. In session 3, we will start module 

2.  Module 2 continues through the end of 

session 5. 

 Module 3 focuses on planning and decision-

making for your farm business. During this 

last module, you learn how to use the 

information from the earlier modules to make 

good decisions and grow your business. 

Sessions 6-7 cover module 3. 

 REVIEW the agenda for Session 1:  

 REVIEW housekeeping items, including breaks, 

lunch, and toilet location. 

 

 

 

 

 

 

 

Program  

Overview 

chart  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Session 1 

Agenda 

chart 
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Topics Activities Time 

(min.)  

Resources 

 EXPLAIN: This training 

involves a combination 

of training, hands-on 

practice, interactive 

activities and 

demonstrations. In 

order to help everyone 

learn, you will have 

many opportunities to 

practice and apply the new information, so that 

when you leave you are able to use everything 

you learn on your farm.  

 

 DISTRIBUTE two copies of the My Farm Business 

Records book to each participant. 

 EXPLAIN: We have prepared a simple record 

book for each of you to record and track your 

farm information. The information in this book 

will help you to evaluate your farm’s 

production, profitability, and performance and 

make important decisions for your business. 

 EXPLAIN: We will explain each page in this 

book in more detail throughout the training, 

but for now write your name and other basic 

information on the first page of the book.  

 EXPLAIN:  We will give you a few minutes in 

class to begin filling out each page.  However, 

you will need to finish this at home, where you 

have more time to think about the lesson and 

more access to your needed information.   

 EXPLAIN:  We are giving you two copies.  One 

is for your own farm and the other is for some 

of the activities in this training.  Please bring 

both copies with you every time you come to 

one of these training sessions because we will 

teach you how to use it. After each session, 

you can take it back to your farm to use as a 

tool to apply all of your new knowledge.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

My Farm 

Business 

Records 

book 

 

 

 

First page 

in the My 

Farm 

Business 

Records 

book 
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Topics Activities Time 

(min.)  

Resources 

  STIMULATE INTEREST:  Now that you’ve heard a 

bit about what we will cover, you may already be 

thinking about some things you would like to 

learn from the session.  

 ASK participants to take a moment to think about 

what they would like to learn in this course or 

what questions they would like answered.  

 ASK each person to share their 

name and what they hope to 

learn in the course. 

 RECORD their answers on the Our 

Goals chart:   

 EXPLAIN: We will revisit these 

goals after each session to ensure we are 

answering your questions. 

 NOTE: Save this chart for use in later sessions. 

Refer to Resource Checklist to see when it is used 

again. 

 EXPLAIN: In order to make the most of our time 

together, we need to commit to behaving in a way 

that creates a comfortable environment where we 

can all learn together. Take a minute to think 

about how you would like everyone to behave so 

we can all get the most from this course. 

 Example:  Return from breaks on time. 

 ASK volunteers to share their ideas while you 

record on them on the Agreements chart. 

 REVIEW the list and ensure everyone agrees and 

commits together. 

 NOTE: Save this chart for use 

in later sessions. Refer to 

Resource Checklist to see 

when it is used again. 

 ASK: Before we begin, are there 

any questions about today’s 

training or agenda? 

15  
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Topics Activities Time 

(min.)  

Resources 

DEFINING BUSINESS SUCCESS 

Learning Objectives:  

 Create a business mindset.  

 Explain the importance of running the farm as a business. 

 Identify the characteristics of a successful farm business. 

50   

  GET ATTENTION by asking:   

 If you could learn a way to make it through a 

whole year without having to take out loans to 

cover cash shortages, would you be willing to 

give it a try? 

 If you could make more money and not have 

to take out loans, would you consider yourself 

successful? 

 LINK:  That is the goal of this program:  to help 

you manage your money more effectively. Before 

you can be more successful, you need to know 

what success looks like.  I’ve given you some 

ideas of what success might look like, but for you 

to really feel successful, you need to know what 

matters to you.  In this session, we will think 

about how we define success.  Once we know 

what we are trying to achieve, it becomes easier 

to achieve it.   

 

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN that in this session we will 

do some activities to help us define success and 

think about what is it takes to be successful. 

 STIMULATE INTEREST:  Let’s talk about you first. 

 

5 

 

  GET ATTENTION BY SAYING: Stand up if you buy 

things for your farm.  

 SAY: Sit down if you sell things from your farm.  

 EXPLAIN: All of you are businesspeople. Business 

is simply buying and selling. The goal of any 

successful business is to create more value from 

selling than it uses up when buying. 

5  
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Topics Activities Time 

(min.)  

Resources 

 ASK: Think about some of the businesses you 

know in your community. Can you think of any 

successful businesses? Why would you call them 

successful?  What about unsuccessful ones? How 

do you know they were unsuccessful? 

 STIMULATE INTEREST: Nearly everyone knows 

both people and business who are succeeding 

and those are not. Let’s take some time now to 

explore what they do differently. 

 ACTIVITY: Farm Business Drawings 

 DIVIDE participants into groups of 4-6. 

 DISTRIBUTE a chart and markers to each group.  

 GET ATTENTION: Since this course is all about 

making you more successful on your farms, let’s 

talk first about what makes farm businesses 

successful. 

 GIVE participants 10 minutes to create a drawing 

of what they believe represents a successful 

farming business.  Tell them to include all the 

elements they feel are important to success.  

Encourage them to use pictures when possible to 

represent ideas. 

 GIVE participants 5 minutes to walk around and 

view the drawings. ENCOURAGE everyone to think 

about what they liked most or did not 

understand. 

 DEBRIEF QUESTIONS: (10 minutes) 

 What were some of the common 

characteristics you noticed? 

 What does this say about the importance of 

these characteristics? 

 

 Were there things you noticed in other 

drawings that you had not thought of?  

 What does this tell us about success?  (Answer:  

Other than making more money than what we 

had at the start, there is no one set right 

25 Blank chart 

and set of 

colored 

markers (1 

per group) 
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Topics Activities Time 

(min.)  

Resources 

answer.  It is up to each of us to determine 

what we need to consider ourselves 

successful.) 

 NOTE: Save these charts 

for use in later sessions. 

Refer to Resource 

Checklist to see when it is 

used again. 

 WRITE the common 

characteristics on the 

Common Characteristics 

chart:   

 

 

Common 

Characteris

-tics chart 

  LINK to previous activity:  Now that we’ve 

identified the qualities of 

success, let’s think about 

what we can do to be 

successful. 

 GIVE participants 5 

minutes to discuss the 

following questions in 

their same small groups. 

Encourage them to use 

specific examples. 

 What actions and behaviors lead to business 

success? 

 What actions and behaviors prevent a business 

from being successful? 

 INVITE volunteers to share their 

answers while you DEBRIEF 

about the impact these actions 

and behaviors might have on 

the farm business, using the 

Actions and Impact chart. 

LINK: We will focus on these 

actions and behaviors during the rest of our time 

together. We will keep the chart visible so that you 

can reflect on it during our sessions and return to it 

later in the training when you start to identify goals 

10  
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Success 

chart 
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Topics Activities Time 

(min.)  

Resources 

for your business. 

  CLOSE the lesson by discussing: 

 OUTCOMES:  REVIEW the lesson’s learning 

objectives. 

 FEEDBACK:  ASK what questions they have on 

the lesson that has just been discussed. 

 FUTURE:  SAY: Now that we know how we 

would like our farm businesses to work, we 

will next look at how businesses actually work. 

5  
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Topics Activities Time 

(min.)  

Resources 

THE BUSINESS CYCLE  

Learning Objectives:  

  Describe the meaning and relationship of each square in 

the five-square framework. 

50  

  GET ATTENTION BY ASKING:  We all agreed that 

one characteristic of being successful is making 

money. 

 LINK TO THIS TOPIC’S CONTENT:  In this lesson, 

we are going to look at how we make money.  

More specifically, we will look at how money 

flows in and out of businesses.  

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN that for this lesson we will 

use a story to see what happens throughout a 

business’ life. 

 STIMULATE INTEREST:  Once again, let’s start with 

you. 

5  

  GET ATTENTION: Think back to when you started 

or took over your farm.  How did you get started? 

 DIVIDE participants into pairs. 

 GIVE pairs 5 minutes to answer the questions on 

the Your Farm 

Story chart for their 

own farm business.    

 GIVE participants 5 

minutes share their 

answers with the 

class.  

 

 

 

 

 

 

5 Your 

Business 

Story chart 
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Topics Activities Time 

(min.)  

Resources 

  LINK to previous content:  What you have just 

discussed with your partners is what we call the 

Business Cycle.   All of you have already 

participated in the cycle.   

 SHOW: Business Cycle poster: 

 GET ATTENTION:  

Let’s start a 

business together 

to walk through 

the business cycle.  

As we walk 

through the cycle 

together think about how it relates to your own 

farm business.  Let’s start.   

 ASK: Who wants to buy a plot of land? 

 ASK: Where will you get the money to buy a plot 

of land for their new farm business?  

 POSSIBLE ANSWERS:   

 Own money 

 Savings  

 Get a loan from a friend 

 Get a loan from a trader or financier. 

 Get a loan from a bank.  

 NOTE: You want the volunteer to mention 

both loans and savings as options.  If just 

savings or loan is mentioned, ASK: Where 

else could you get money to purchase the 

land? If the volunteer says s/he already 

owns the land, pretend you want to expand 

and get some additional land.  Where could 

you get money to rent or buy it? 

 SAY:  Great! Let’s say your friend gives you a 

partial loan.  Let’s represent this with a picture.  

 PLACE the picture of stacked paper in the OWE 

square. 

 SAY: When people loan money they want to be 

certain that they will get it back.  Let’s say your 

25   
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Topics Activities Time 

(min.)  

Resources 

friend has you sign a piece of paper. This stack of 

papers in the picture represents the loan. This 

square represents what the business owes.   

 PLACE the card for OWE in the OWE square. 

 

 

 ASK:  Has anybody gotten a loan from a bank?  If 

so, did the bank give you the full amount you 

needed to buy the land?  Why do you think you 

did not get the full amount? 

 NOTE: The point of this question is that the 

lender needs the owner to share in the risk 

and show commitment.   

 NOTE:  If nobody received a loan from a bank 

but people have received loans from traders or 

financiers, ASK: 

 Did they give you the full amount you 

requested?  If so, why do you think they 

charged such a high interest rate? 

 LIKELY ANSWERS:   

— Because they were the only 

available source of funding 

— Because they were willing to take 

the risk to supply the full amount.   

 LINK the answer back to the notion that they 

charge higher rates to offset the higher risk of 

the borrower not showing the commitment.  By 

providing one’s own financing for part, it shows a 

greater commitment to make the business work.  

For people to loan money, they need to feel the 

borrower’s commitment.  They want to make sure 

your heart is really in the business and you are 

going to take good care of the land. If not, they 

want some reassurance that their money won’t be 

wasted, so they charge higher rates to make up 

for the risk.   

 ASK: Where else can you get the money to 

purchase the plot of land?  

 

OWE/ 

Liabilities  

card 
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Topics Activities Time 

(min.)  

Resources 

 DESIRED ANSWER:  From savings  

 SAY:  Let’s also represent this with a symbol.  We 

are going to use a heart to represent your 

commitment to the business.  

 PLACE the heart (owner’s share) in the OWNER’S 

SHARE square. 

 SAY:  We will call this square owner’s share, or 

equity.  It represents the contribution you make 

to the business of your own money. 

 SAY:  Let’s say that you show your commitment 

and take the loan and the money you put in and 

you buy a plot of land.  And now your business 

owns a plot of land. 

 PLACE the plot of land in OWN square. 

 SAY: This square represents what the business 

owns, things of value.  

 PLACE OWN/Assets card into the square. 

 ASK:  If we use your land to grow crops, in one 

year, how much land will we have left?  (Answer:   

All of it). 

 SAY:  Let’s say we had some money remaining 

from buying the land and we use it to buy some 

fertilizer, seeds, or pesticides.  

 ASK:  If we use inputs to grow our crops and do 

not buy any more, in one year, will we also have 

the same amount?  (Answer:   No because we will 

have used it up). 

 Let’s use a symbol to represent this value that 

has been used-up.   

 PLACE the gas gauge picture in the USED-UP 

square. 

 SAY: This square represents business expenses, 

the value that is used-up while operating the 

business.  

 PLACE card of USED-UP into the square. 

 SAY:  Now the land is starting to produce a lot of 

 

 

 

 

 

 

Heart card  

 

Owner’s 

Share/Equit

y card 

 

 

 

 

Land card 

 

OWN/Asset

s card 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Gas gauge 
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Topics Activities Time 

(min.)  

Resources 

rice and it’s harvest time.  I think you’re ready to 

start selling.  Let’s say you sell some rice.  Let’s 

use a symbol to represent the sale.   

 PLACE money symbol into the EARN square. 

 SAY: This is exciting we have just created some 

value.  This square represents what the business 

earns, or income, the creation of value, the work 

you did when you sold the rice. 

 PLACE the Earned card into the EARN square. 

 SAY:  We just went through the business cycle.  

Let’s review it again together: 

 We started a business with some of our own 

money.  That was not enough, so we borrowed 

some money from others. (POINT to arrow 

going from OWNER’S SHARE to OWE.)   

 Then we used those funds to buy things of 

value that the business now owns and uses to 

operate. (POINT to arrow going from OWE to 

OWN.) 

 Then we started to operate the business.  In 

our case, we started to sell grain.   

 It’s an unfortunate fact of life and business 

that in order to create value, we have to 

destroy some value.  So we use up some 

things.  (POINT to arrow from OWN to USED-

UP) and at the same time we create more value 

(POINT to arrow from USED-UP to EARNED). 

 SAY:  That extra value that’s created-- the 

difference between what is earned and used up—

is profit.  If we keep the profit for our business, 

then it goes to the owner’s share. (PLACE profit 

card into OWNER’S SHARE) and the cycle begins 

again!  

 EXPLAIN:  Of course, you can take all or part of 

that profit and use it to buy things for your 

family.  If you use it for your family, then it is not 

considered equity and does not go back into the 

business cycle.  Only the money you re-invest in 

Used-up/ 

Expense 

card 

 

 

 

 

Money card 

 

 

Earned/ 

Income card 
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Topics Activities Time 

(min.)  

Resources 

your business goes into the Owner’s Share/Equity 

square. 

 ACTIVITY: Business Cycle Stretch 

 GET ATTENTION: That was a lot of information! 

Let’s do a quick activity to help us remember the 

business cycle. 

 ASK everyone to stand up and give themselves 

some space. 

 NOTE: Demonstrate the following stretches while 

explaining.  Ask participants to repeat the motion 

after you.   

 SAY: When you start a business, first you save up 

and put in some money of your own.  

 DEMONSTRATE by reaching both hands out in 

front of your body and stretching them out then 

pulling in (like you are pulling in cash). 

 SAY: This is your owner’s share! But the money 

you saved isn’t enough and you need to borrow 

some more for your business.  So you get some 

more from others. 

 DEMONTRATE by stretching up with your hands 

above your head, reaching up and “grabbing” 

money from above. 

 SAY: There are different ways you can borrow 

money. Perhaps you get a loan from a friend or 

trader. This is what you owe. Now you have the 

money you invested and the money you owe to 

others, so you take that money and you buy 

things of value. 

 DEMONSTRATE by reaching up and clapping your 

hands together, keeping your hands intertwined 

and then stretching side to side. 

 SAY: You also have some things that have value 

like land, fertilizer, inputs, and tools. These are 

the things your farm business owns. But 

unfortunately, you have to use them up in order 

to grow your crops and create more value so you 

10   
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Topics Activities Time 

(min.)  

Resources 

use them up by planting them all in the ground. 

These are expenses!  

 DEMONSTRATE by stretching down and touching 

your toes. 

 SAY: But when the harvest comes you have lots to 

sell! You create some value and earn money for 

your business. 

 DEMONSTRATE by dancing with joy.  

 SAY: And when you take the money you earned, 

and pay yourself back for the expenses you used 

up, any remaining money is called profit. 

 DEMONSTRATE by tilting sideways and 

slapping a hand on one’s own back pocket. 

 NOTE:   If time permits, give them the steps out 

of sequence and see if they can do the correct 

stretches. 

 

SESSION CONCLUSION 

Topics Activities Time 

(min.)  

Resources 

  CLOSE the lesson and session by discussing: 

 OUTCOMES:  REVIEW the lesson’s and the 

session’s learning objectives. 

 FEEDBACK:  ASK what questions they have on 

what has just been discussed. 

 FUTURE: Assign homework to help them 

remember the content by saying:  “To help you 

remember what you learned today, I would 

like you to try something at home.  Between 

now and the next time we meet, please place 

your business transactions from the past two 

weeks into the five-framework model.  We will 

review this when you return for the next 

session.” 

 REMIND participants to bring their My Farm 

Business Records book to the next session. 

5  

Session 2:  Land Holdings 
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SESSION OPENING 

Topics Activities Time 

(min.)  

Resources 

  WELCOME participants back to class. 

 REVIEW Workshop Agreement 

chart from Session 1:  

 REVIEW Agenda for Session 2:  

 ASK questions to review the main 

concepts learned in the previous 

half-day session. 

 LINK to previous session by reviewing the 

homework assignment and 

correcting any mistakes.  Ask for 

volunteers to share one or two of 

their transactions with the class. 

 ASK if participants have any 

remaining questions about what 

they learned the last time. 

15 Our 

Agreements 

chart 

 

 

Agenda 

Session 2 

chart 

 

Topics Activities Time 

(min.)  

Resources 

CALCULATING LAND HOLDINGS 

Learning Objectives:  

 Explain the importance of knowing land size. 

 Calculate farm size. 

1 

hour 

25 

min. 

 

  GET ATTENTION by asking for a volunteer to help 

you with a demonstration: 

 ASK the volunteer to give you directions to the 

nearest shopping mall.   

 LET the participant start to give directions.   

 If it becomes clear that the volunteer is 

giving directions from the training site, 

interrupt and explain that you want 

directions from the volunteer’s home.  

Similarly, it the directions are starting at 

the home, explain that you meant from the 

training site. 

 If the volunteer asks from where you want 

to start, SAY “Aha!  You are a wise person!  

5  
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Topics Activities Time 

(min.)  

Resources 

You have figured out my point exactly!”  

Then continue with the link. 

 

 LINK to the current content by explaining: Before 

we can go anywhere new, we need to understand 

where we are starting.  It is the same with 

growing our business and managing our money.  

So far we have explored what a successful 

farming business looks like and what it means to 

achieve success. In order to understand where 

your business is and how you can make it better, 

you need to be able to calculate some key 

information to understand where you are now. 

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN that the lesson teaches a 

fairly simple method to calculate the size of farm 

land if it is not already known. 

 STIMULATE INTEREST:  Let’s start by exploring the 

green square in the business cycle that 

represents what you OWN, or the things of value 

that your business uses to generate income 

through sales. 

  GET ATTENTION and LINK BY ASKING: Think back 

to what you learned about the green square. What 

type of things does your farm business own that 

belong here? 

 POSSIBLE ANSWERS: 

 Land 

 Farm equipment 

 Crops 

 Animals 

 EXPLAIN: Every farm business starts with land, so 

let’s begin by exploring all the key information 

you need to know about your land.  

 ASK participants to stand.  

 EXPLAIN that you will ask a few questions and 

50  
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Topics Activities Time 

(min.)  

Resources 

depending on their answers they should move to 

a different side of the room.  

 NOTE:  This activity provides a way to measure 

the knowledge and experience in the group to 

determine how deeply to discuss how to 

calculate land holdings. 

 TELL participants to move to a side of the room 

according to the following questions: 

 Round 1: 

 Move to the left side of the room if you 

own less than 2 hectares of land. 

 Move to the right side of the room if you 

own more than 2 hectares of land. 

 Move to the middle of the room if you rent 

or work on land someone else owns. 

 Move to the back of the room if you own 

land but do not know exactly how much 

land you own. 

 Round 2: 

 Move to the left side of the room if you 

know exactly how much land you own, 

rent, or work. 

 Move to the right side of the room if you 

have an approximate idea of how much 

land you own, rent, or work. 

 Round 3: 

 Ask participants on the left side of the 

room how they know exactly how much 

land they own. 

 Ask participants on the right side how they 

estimate their land size. 

 POSSIBLE ANSWERS: 

— Counting steps 

— Someone came to measure it 

— Estimated based on other farm 

sizes 

— Counted number of plants/rows it 

contains 
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Topics Activities Time 

(min.)  

Resources 

— Applied correct rate of seeds or 

inputs and determined land size 

based on what was used 

— Knew from land title or survey 

 TELL participants to return to their seats. 

 EXPLAIN: The amount of land you own is 

measured in hectares.  

 ASK: Why is it important to know how much land 

your farm has? 

 POSSIBLE ANSWERS: 

 Helps you calculate how productive your 

land is. 

 Helps you know the right amount of 

seeds/inputs you need. 

 Enables you to estimate your harvest. 

 Helps you to estimate your income and 

expenses.  

 

 

 EXPLAIN: Knowing the exact size of your farm 

helps you use the right amount of seeds and 

inputs and helps you spend your time and money 

wisely. It also helps you estimate your income at 

harvest with accuracy, which can help you plan, 

budget and invest appropriately. This very simple 

piece of information is critical to understanding 

the bigger picture of your farm. 

 NOTE—OPTIONAL ACTIVITIES:  Use your 

judgment and the results of the previous activity 

to determine whether to teach how to calculate 

farm size.  If more than half the group does not 

know the exact size of their farms, continue with 

the explanation and activity below.  If most of the 

class knows their exact farm size, skip directly to 

the CALCULATING YIELD PER HECTARE section. 

 EXPLAIN: All of these are possible ways to 

calculate how much land you farm. In fact, there 

are many ways that could all be correct. For now, 
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Topics Activities Time 

(min.)  

Resources 

let’s review together the most basic way to get 

accurate results.  

 EXPLAIN:  Even if you have a title or what you 

think is a good estimate, it is a good idea to 

double-check the land size because the 

calculation might be wrong by a little.  If you are 

do not have the correct size, you might be either 

over- or under-purchasing your inputs.  Either of 

these situations could cause you to spend money 

unnecessarily.  Therefore, confirming your land 

size could be an easy way to help you cut 

expenses. 

 NOTE: If participants need support using a 

calculator, use the following guidance to 

ensure everyone is comfortable before 

continuing. 

 EXPLAIN: We are going to need a calculator 

to help us so let’s make sure everyone 

knows how to find 

and use a calculator. 

 DEMONSTRATE 

where to find a 

calculator on 

common mobile 

phones. 

 SHOW: Calculator 

chart and explain each of the basic 

functions.  

 PRACTICE with examples as needed. 

CONFIRM everyone is comfortable before 

continuing. 

 SHOW: Calculating 

Farm Size poster and 

EXPLAIN the 5 steps: 

 Step 1:  Determine 

the distance of 1 

meter. 

 EXPLAIN: You 

can use strides, 

footsteps, 

string or sticks 

to determine 

the length of 1 meter.   
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 ACTIVITY: Calculating Field Size Practice 

 DIVIDE participants into 5 groups. 

 EXPLAIN: You are about to meet five farmers. 

Imagine they have farms in your community and 

farm businesses similar to your own. Throughout 

the training you will receive information about 

their farm businesses that will help you practice 

what we learn.  After each activity you will apply 

the knowledge to your own farm business. By the 

end of the training you will have enough 

information to make important decisions about 

the future of their farm businesses (and yours).  

 DIVIDE class into five groups and assign each 

group a farmer: Richard, Coco, James, Kim, and 

Marian. 

 DISTRIBUTE the farmer case study booklets. 

Members of each group receive the same farmer. 

 EXPLAIN:  Because we will use this case study in 

almost every session, please make sure to bring 

your case study handout with you to every 

session.  That means you must bring two 

handouts to every session:  the farmer case study 

handout and the My Farm Business Records book. 

 EXPLAIN: We are going to calculate the size of the 

fields for the farmer you have been assigned.  

 SHOW the Crop 

Summary 

Posters:  

 EXPLAIN: On this 

poster you will 

write all the key 

information 

about your 

farmer’s business. We will fill it out as we learn 

more about each of the squares in the business 

cycle. This same chart is also in your own record 

books. 

20   
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Topics Activities Time 

(min.)  
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 GIVE participants 5 minutes to calculate the total 

size of the field based on the land map on page 2 

in their farmer case study booklets and write it on 

page 1, next to the picture of their farmer. 

 GIVE participants 5 minutes to copy onto their 

farmer’s Crop Summary Poster the crops and land 

used for each crop, as identified on page 3 in 

their farmer case study booklets. 

 ASK participants to compare the land totals per 

crop with the total land they calculated.  The two 

totals should be the same.  

 WALK AROUND to check answers and offer 

support as needed.  

 DEBRIEF QUESTIONS: 

 Did you find this activity challenging? If so, 

why? 

 Does anyone have any tips or findings they 

would like to share? 

 How do you think this will help your farmers? 

 

 

 

 

 

 

 

 

 

 

 

  LINK: Now that we have practiced calculating field 

size, let’s apply these equations to your own 

farms. 

 REFER participants to the My Crop Summary page 

in their My Farm Business Records book. 

 EXPLAIN where they can fill in their farm field size 

after they have a chance to go back to their farm 

and confirm the numbers.  

5 My Crop 

Summary 

page in the 

My Farm 

Business 

Records 

book 

  CLOSE the lesson by discussing: 

 OUTCOMES:  REVIEW the lesson’s learning 

objectives. 

 FEEDBACK:  ASK what questions they have on 

the lesson that has just been discussed. 

 FUTURE: SAY: In our next lesson we will look 

at how we use this information to start 

understanding our farm business. 

5  
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CALCULATING YIELD PER HECTARE  

Learning Objectives:  

 Calculate yield per hectare.  

 Use yield calculations to evaluate productivity. 

45  

  GET ATTENTION BY EXPLAINING: Now that we 

know the answer to the first big question (“How 

much land do we have?”), the next big question is 

“How well is that land working for us?” 

 LINK TO THIS TOPIC’S CONTENT:  In this lesson, 

we are going to look at how productive your land 

is, meaning how much you grow per hectare of 

land. 

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN that lesson teaches a fairly 

simple formula to calculate productivity. 

 STIMULATE INTEREST BY ASKING:  Does anyone 

know the word that describes how much you 

grow? 

 POSSIBLE ANSWERS: 

 Yield 

 Quantity 

5  

  EXPLAIN: Yield and quantity are both terms used 

to describe how much you grow.  

 Yield describes the total amount harvested. It 

includes the amount sold plus the amount 

held for later or personal use.  It is usually 

measured in kg, but may also be considered in 

terms of sacks or tonnage. 

 Quantity refers to a portion of the total 

harvest, such as the portion of the harvest that 

is sold at one particular time.  Quantity is 

usually considered in terms of kg. 

 EXPLAIN: Knowing your yield helps you calculate 

your total sales for your crop. It also helps you 

compare your production with previous seasons 

so you can see what changes to your practices or 

inputs produced better results. 

 15  
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 ASK:  Who knows your yield from last season?   

 WRITE two answers on chart paper. 

 ASK the same two participants if they know 

exactly how many hectares they own.  If they 

do, WRITE their answers on the chart paper.  If 

they do not know, ask for someone else who 

knows both data points to share their 

information with the class. 

 ASK: How do you know your total yield for the 

crops you grow? 

 POSSIBLE ANSWERS: 

 Number of sacks or cavans (or kg) sold 

 Total price received divided by price per kg 

 Crop survey or counting plants 

 Estimated based on size 

 ASK: If your total yield equals how many kgs of a 

crop you grow, what do you think yield per 

hectare shows? 

 ANSWER: 

 How many kgs you produce per every one 

hectare. 

 ASK:  How many of you have calculated yield per 

hectare? 

 ASK someone who has raised a hand to show the 

class how to calculate the yield per hectare using 

the figures the other farmer provided. 

 If correct, confirm and 

SHOW the Yield per 

Hectare chart.  

 If incorrect, SHOW the 

Yield per Hectare chart 

and correct mistakes. 

 If nobody knows or 

volunteers, SHOW the 

Yield per Hectare chart 

and do the calculation yourself. 

 CONFIRM that this amount matches what the 

volunteers’ knowledge of their yield per 
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chart 
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hectare. 

 ASK: Why is it important to know your yield per 

hectare?  

 POSSIBLE ANSWERS: 

 Allows you to compare past and future 

production to track progress. 

 Helps you understand if you are reaching 

your potential production. 

 Gives you a way to consistently compare 

production with others. 

 Provides you with information to make 

decisions about your sales and production. 

 

 

 EXPLAIN: Knowing your yield alone doesn’t 

account for varying sizes of land, so you need 

yield per hectare to accurately compare. 

Calculating your yield per hectare helps you 

compare your current production with your 

potential production, meaning what you should 

be producing for the number of hectares you 

plant. You should always consider your yields per 

hectare for each crop separately so you can 

determine how productive each crop is.  

 LINK TO ACTIVITY: Now you are going to have an 

opportunity to master calculating sales and yield 

per hectare.  

 ACTIVITY: Calculating Yield per Hectare 

 DIVIDE participants into their previous groups 

and ask them to return to their farmer. 

 TELL participants to turn to the Crop page in the 

farmer case study booklet for their farmer and 

EXPLAIN how to find the yield for each crop. 

 GIVE participants 10 minutes to calculate the 

yield per hectare for each crop and record the 

information in the appropriate columns on their 

Crop Summary poster when they finish. 

15 Crop pages 

from 

Farmer 

Case Study 

booklet for 

each farmer 

 

 

Crop 

Summary 

Dry-Erase 
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 WALK around to check answers and give support 

as needed.  

poster 

  LINK TO THEIR OWN WORK: Now that you have 

had some practice calculating yield per hectare, 

you can apply it to your own farm. 

 REFER participants to the My Crop Summary page 

in their My Farm Business Records book. 

 GIVE participants 5 minutes to write the 

information for their farm if they know it.  If time 

is limited or if they do not know the information, 

ask them to finish the rest at home or ask for 

individual support after the training. 

5 My Crop 

Summary 

page in the 

My Farm 

Business 

Records 

book 
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Topics Activities Time 

(min.)  

Resources 

  CLOSE the lesson and session by discussing: 

 OUTCOMES:  REVIEW the lesson’s and the 

session’s learning objectives. 

 FEEDBACK:  ASK what questions they have on 

what has just been discussed. 

 FUTURE: Assign homework to help participants 

remember the content by saying:  “To help you 

remember what you learned today, I would 

like you to try what we learned at home.  

Between now and the next time we meet, 

please measure your usable farm land.  Be 

prepared to explain how you measured it.  If 

you found your pace factor, be prepared to 

share that number with us, too.  Also, if you 

can, calculate your yield per hectare for each 

crop you grew last season.  We will review this 

when you return for the next session.” 

 REMIND participants to bring their My Farm 

Business Records book and their Farmer Case 

Study handout to the next session. 

5 Page 2 and 

My Crop 

Summary 

page in the 

My Farm 

Business 

Records 

book 
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Session 3:  Sales and Profit 

SESSION OPENING 

Topics Activities Time 

(min.)  

Resources 

  WELCOME participants back to 

class. 

 REVIEW Workshop Agreement 

chart from Session 1:  

 

 

 REVIEW Agenda for Session 3:  

 ASK questions to review the 

main concepts learned in the 

previous half-day session. 

 LINK to previous session by 

reviewing the homework 

assignment and correcting 

any mistakes.  Ask for 

volunteers to share one or two of their 

transactions with the class. 

 ASK if participants have any remaining questions 

about what they learned the last time. 

5 Our 

Agreements 

chart 

 

 

Agenda 

Session 3 

chart 
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CALCULATING SALES 

Learning Objectives:  

  Calculate total sales.  

40  

  GET ATTENTION BY EXPLAINING: Most of you 

probably grow some of your crops to sell them, 

so part of understanding the crops you own in 

your green square is knowing their value.  

 LINK TO THIS TOPIC’S CONTENT:  In this lesson, 

you will learn how to calculate the value of your 

crops by estimating your sales, which is what you 

earn from your crops when someone buys them. 

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN that lesson teaches a 

simple formula to help you calculate your total 

sales. 

 STIMULATE INTEREST BY ASKING:  How are sales 

different from income or profit? 

 POSSIBLE ANSWERS: 

 Sales are a type of income. 

 Income is any money coming into the 

business and could be from sources other 

than sales, such as salary or payments for 

land you rent to someone else. 

 Profit is income after all the costs of 

business have been subtracted. 

5  

  LINK BY EXPLAINING: Sales tells you how much 

money comes into your business from your crops 

once you remove them 

from your OWN square.  

 SHOW Sales Equation 

chart:   

 EXPLAIN: To calculate 

your total sales, 

multiply the volume of 

the crops by the price 

you receive for them.  

10  

 

 

 

 

 

Sales 

Equation 

chart 
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 EXPLAIN: We use volume not yield, because what 

matters is the quantity you sell, not how much 

you harvested. If you consume some of your crop, 

the volume you sell will differ from what you 

harvested.   

 

 

 ASK participants to practice the calculation for 

the following information: 

 Volume = 1,000 kg of rice 

 Price = Php 20/kg 

 ASK for a volunteer to share the answer. Ensure 

that everyone got Php 20,000 for an answer and 

answer any questions from those who didn’t. 

 EXPLAIN: If you have multiple crops, calculate 

your total sales for each of them and then add all 

of them together to get the total for your farm. 

 ASK participants to practice by adding the 

following information to their previous answer to 

find the total sales: 

 Volume = 30 kg of string beans   

 Price = Php 21/kg 

 ASK for volunteer to share the answer. Ensure 

everyone got Php 630 for the string bean sales 

and Php 20,630 for the total sales. 

 LINK: We will talk more about how to maximize 

your sales later, but for now let’s practice 

calculating our sales. 

 ACTIVITY: Calculating Sales  

 ASK participants to remain in their groups and 

return to their farmers. 

 GIVE participants 10 minutes to calculate sales 

and record the information under the appropriate 

columns on the Crop Study posters, using the 

information in the farmer case studies handouts. 

 DEBRIEF to answer questions and clarify points. 

15 Farmer case 

studies 

handouts 

 

Crop 

Summary 

Dry Erase 

posters 
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  CLOSE the lesson by discussing: 

 OUTCOMES:  REVIEW the lesson’s learning 

objectives.  

 FEEDBACK:  ASK what questions they have on 

the lesson that has just been discussed. 

 FUTURE:  SAY:  Sales are nice but what matters 

even more is how much money you have left 

after you pay for what you used.  In our next 

lesson, we will discuss profit. 

5  
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CALCULATING PROFIT 

Learning Objectives:  

  Track income and expenses.  

 Calculate profitability. 

70  

  GET ATTENTION BY TELLING THE FOLLOWING 

STORY: 

 Participant X finds Php 1,000 on the ground 

one day and picks it up.  He now has Php 

1,000 in his pocket. 

 On his way home, he runs into his friend, 

Participant Y.  Y reminds X that he lent X Php 

1,000 to play cards the other night, and 

explains that he needs to be paid back 

immediately. 

 Participant X takes the Php 1,000 he found on 

the street and gives it to Y to pay back the 

loan. 

 When he goes into his home, how much 

money does X now have in his pocket?  

Nothing.   

 That is why profit is more important than 

income:  Income comes and goes; profit stays 

with you. 

 LINK TO THIS TOPIC’S CONTENT:  In this lesson 

we will focus on the next few squares in the 

business cycle: your income and expenses and 

how their balance is transferred into the owner’s 

share. 

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN that this lesson teaches 

how to track the data needed to calculate profit 

and shows how to calculate profit. 

STIMULATE INTEREST BY EXPLAINING:  As we 

discussed, the goal is to create profit for the 

owner. As a farmer, you want to earn more 

money selling your crop then what you use to 

grow it. This extra money goes back into your 

5  



Farming as a Business: Session Plan                                            
 

Copyright © IFC on behalf of Business Edge™ 2013. All rights reserved.                                                                        33 

Topics Activities Time 

(min.)  

Resources 

OWNER’S SHARE square for your family to keep to 

pay for school, food, clothes and household 

needs, or perhaps to reinvest in your farm. 

  SHOW:  Profit Equation 

chart: 

 EXPLAIN: Your profit is the 

difference between what you 

EARN (Income) and what you 

USE-UP (Expenses). In order 

to make a profit, your 

income must be greater 

than your expenses. 

 ASK: What happens if your expenses are greater 

than your income? 

 If you are using-up more money on expenses 

than you are earning in income, your business 

will have a loss. 

 ASK participants to calculate profit using the 

following information: 

 Income = Php 150,000 

 Expenses = Php 30,000 

 ASK for a volunteer to share the answer. 

Ensure that everyone got Php 120,000 for an 

answer and answer any questions from those 

who didn’t. 

 EXPLAIN: Since every business exists to make a 

profit, knowing your profit is the most important 

way to measure the success of your business.  

 EXPLAIN: If you pay for goods in kind (for 

example, paying for labor with a portion of your 

crops), consider those payments as expenses.  

Use the current sales price for the crop as the 

basis for calculating the cost.  In other words, if 

you pay somebody 1,000 kg of rice to help you 

with labor, and you could otherwise sell the rice 

for Php 14 per kg, then the labor expense is Php 

14,000. 

15 Profit 

equation 

chart 
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 LINK TO THE NEXT ACTIVITY BY EXPLAINING: You 

are going to practice calculating profit in small 

groups. You will use information about the same 

farmers. This time you will also get information 

about their income and expenses that you can 

use to calculate their profit for each crop.  

 INTRODUCE My Profit Records page and EXPLAIN 

how to use it:  

 LIST the months across 

the top grey line.  

Begin with the first 

month of the crop 

season (rather than 

January), and list up to 

12 months from then.   

 If the crop season 

lasts more than 12 

months, use a 

second sheet to continue. 

 A best practice is to use one sheet for each 

crop season.  If you grow two seasons of a 

crop, put them on two separate charts.  

 At the end of each month: 

 RECORD the amount you received (income) 

each month. 

 RECORD what you spent (expenses) each 

month. 

 CALCULATE the totals to determine your 

profitability.  

 

 

 

 

 

 

 

 

 

 

 

My Profit 

Records 

page in the 

My Farm 

Business 

Records 

book 

 ACTIVITY: Calculating Profit Practice 

 DIVIDE participants into their previous groups.  

 EXPLAIN: Now it’s your turn to practice calculating 

profit using our case studies.  

 ASK participants to return to the case studies to 

find the information they need on the Farm 

Transactions page.  

 GIVE groups 15 minutes to calculate the profit of 

their farmer using the list of transactions and the 

45

  

 

Farm 

Transaction

s page in 

Farmer 

Case 

Studies 

handouts 

 



Farming as a Business: Session Plan                                            
 

Copyright © IFC on behalf of Business Edge™ 2013. All rights reserved.                                                                        35 

Topics Activities Time 

(min.)  

Resources 

profit report templates included in their Farmer 

Case Study handouts.   

 RECOMMEND they use a separate profit record 

sheet for each crop. 

 REMIND them to record the information under 

the appropriate column on the Crop Summary 

posters. 

 DISTRIBUTE answer sheet handouts to each group 

so they can check their work. 

 DEBRIEF to answer questions and clarify points. 

 

Crop 

Summary 

Dry Erase 

posters 

  CLOSE the lesson and module by discussing: 

 OUTCOMES:  REVIEW the lesson’s learning 

objectives. 

 FEEDBACK:  ASK what questions they have on 

what has just been discussed. 

 FUTURE: SAY:  This concludes our module on 

farm business management.  We will now start 

module 2, which is about Farm Financial 

Management.  In module 1, we looked at the 

past: at what last year’s or last season’s crops 

gave us.  In module 2 we look at how to use 

that information for the future. 

5  

 

 MODULE 2:  Farm Financial Management 

PRICE FORMATION 

Learning Objectives:  

 Explain the basics of supply and demand. 

 Calculate cost per kg to determine a profitable price. 

55  

  GET ATTENTION BY EXPLAINING: In this lesson, 

we are going to talk about something that 

interests all of us:  profit.  More specifically, we 

will look at how prices are formed and how they 

relate to profit. 

 NOTE: Use one of the examples from the 

“Successful Businesses” activity as an example 

throughout the following discussion.  

5  



Farming as a Business: Session Plan                                            
 

Copyright © IFC on behalf of Business Edge™ 2013. All rights reserved.                                                                        36 

 LINK TO THIS TOPIC’S CONTENT:  In this lesson 

we are going to look at how to figure out the best 

price to charge for your crops. 

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN that this lesson provides a 

formula to help determine a good price and 

explains what other factors affect pricing.  

 STIMULATE INTEREST BY ASKING:  Once you have 

harvested your crops, the next big question is, 

“What should I charge for my crops?” 

  EXPLAIN: The price you receive for each kg you 

sell can be divided into two categories: costs and 

profit.  

 Understanding the costs you accumulate when 

producing each kg helps you calculate how 

much to charge to make a profit.  

 

 

 Knowing your profit can help you plan when to 

sell your crop and help you make decisions 

about buying and selling. 

 SHOW: Price Formation Poster: 

 EXPLAIN: In order to determine 

a good price per kg, you need 

to add the costs you spent per 

kg and the profit you want to 

make per kg. Let’s break down 

each of these to understand 

more about how prices are formed. 

 ASK: What benefits come from knowing your cost 

per kg? 

 POSSIBLE ANSWERS: 

 Identifies where you are spending most 

money and where you can cut down. 

 Helps you know what to charge. 

 Helps you know what price to accept. 

 Helps you know if you are profitable. 

 EXPLAIN: The costs you spend are an important 

20  

 

 

 

 

 

 

 

 

Price 

Formation 

Poster 
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part of understanding what you earn when you 

sell. One way to keep track of this information is 

to calculate your cost per kg so that you know 

what price you need to earn in order to make a 

profit.  

 SHOW: Cost per kg chart:   

 EXPLAIN: By calculating all of 

your total expenses, and 

dividing by your total yield 

(the number of kgs you 

produced) you will get your 

cost per kg. 

 EXPLAIN: Let’s try this for each of our farmers.  

 GIVE participants 3 minutes to add the total 

expenses for their farmer and then divide the 

total by the number of kg they sold.  

 ASK them to record their answers on their 

Crop Summary posters. 

 ASK: How much would your farmer need to earn 

per kg to break even? How much would your 

farmer need to earn per kg to make a profit?  

What do we learn from this? 

 POSSIBLE ANSWERS: 

 They need a price that is equal to their cost 

per kg in order to break even. 

 Any price that is higher than their cost per 

kg earns them a profit. 

 The difference between the price per kg 

and cost per kg is always profit. 

 EXPLAIN: Now that we understand how to 

calculate cost per kg and why this information is 

important, let’s move on to the second part of 

our equation: your profit per kg. 

 ASK: Think back to the beginning of our training. 

What did we agree was the goal of a successful 

business? 

 ANSWER: To earn the highest possible profit. 

 EXPLAIN: The goal of any business is to make the 

most money possible. So this is an important part 

 

 

 

Cost per kg 

chart 

 

 

 

 

 

 

Crop 

Summary 

Dry Erase 

posters 
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of the price equation.  You want your profit 

margin (the amount of profit you earn per kg) to 

be as high as possible. Let’s explore how you can 

do that using our example from this morning. 

 EXPLAIN: If we could, we would all charge the 

highest price possible so that we could earn more 

profit per kg. But if we charge too high of a price, 

we may not sell anything. So we need to balance 

our profit and costs according to the price people 

are willing to pay. 

 LINK TO THE NEXT ACTIVITY: To help us think 

more about the prices people are willing to pay, 

we are going to do an activity to see how price is 

affected by what people are willing to pay. 

 ACTIVITY: Supply and Demand Activity 

 

 EXPLAIN: Pretend that each group is working 

together to sell your crops and you are trying to 

determine the price to charge. Many events or 

situations happen over time in your community, 

so many factors influence your decision. I am 

going to read descriptions of some of the events.  

Please stand up if you think the event will cause 

prices to increase.  Please sit down if you think 

the event will cause prices to drop. If you are not 

sure, just raise your hands. 

 READ each statement. (NOTE:  Answers are in 

parentheses after the event.) 

 It was a very bad season for your crop. (+) 

 More people start selling your same crop. (-) 

 The costs of inputs for your crop have 

increased. (+) 

 It was a bountiful year and everyone had large 

harvests to sell. (-) 

 It is harvest time and villagers have money. (+) 

 A bad economy hurts the village income. (-) 

 ASK: Let’s look back at our answers: 

 In what types of situations was the price likely 

to increase? Why? 

 In what types of situations was the price likely 

15  
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to decrease? Why? 

  LINK: This activity just helped you to explore the 

basic principles of supply and demand. 

 Supply refers to how much is available in the 

market and what we can charge to compete 

with what else is available. 

 REINFORCE this concept by putting your 

hands together and stretching them out, as 

if offering a gift to others.  

 Demand refers to the amount of people who 

want it.  (i.e. Are there a lot of people who 

want it? How much are the people who want it 

willing to pay?) 

 REINFORCE this concept by pulling your 

hands and arms towards your chest, as if 

holding something valuable close.  

 REINFORCE this concept by repeating the 

each gesture and asking participants to tell 

you what it represents. 

 EXPLAIN: Let’s apply this to selling our crop 

during the game. 

 ASK: When there were a lot of people who want to 

buy our crop, what happened to the price? 

 ANSWER: Price increased because they were 

willing to pay more for it. 

 ASK: When there were very few people who want 

to buy our crop, what happened to the price? 

 ANSWER: Price decreased because there were 

few people willing to pay a lot for it. 

 EXPLAIN: So we agree that the price will always be 

better when the demand for our crop is high.  

 ASK: Can do we have any control over either 

supply or demand?  Actually, we have a little. 

 GIVE participants 5 minutes to discuss with a 

partner:  What are some things we can do to help 

make sure the demand for our crop is high when 

we sell it? 

 INVITE pairs to share their ideas and discuss 

with the group. 

10  
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 POSSIBLE ANSWERS: 

 Produce high quality crops. 

 Sell it when lots of people will want it (i.e., 

store until supply is low, sell it when other 

farmers have none to sell). 

 Be slightly ahead or behind of everyone 

else (sell either at the start or end of the 

season) 

 Make it easy for people to purchase (i.e., 

sell in groups, transport it to market 

points). 

 Make it appealing (i.e. good marketing) 

 EXPLAIN: By producing high quality crops, by 

selling it at the right time when lots of people 

want it, and by selling it in groups with good 

marketing, you might be able to increase demand 

for your crop and increase the price and the profit 

you earn. 

 EXPLAIN:  Even if you are not able to control the 

price set for your crop, knowing your profit per 

kg can help you decide when the best time to sell 

is.  You do not need to wait until the highest 

price; you only need to wait until the price is high 

enough to give you your minimum desired profit 

per kg.  As long as you get your minimum profit 

per kg, you will be satisfied.  Anything above that 

is just a bonus.  

 

SESSION CONCLUSION 

Topics Activities Time 

(min.)  

Resources 

  CLOSE the lesson and session by discussing: 

 OUTCOMES:  REVIEW the lesson’s and the 

session’s learning objectives. 

 FEEDBACK:  ASK what questions they have on 

what has just been discussed. 

 FUTURE: Assign homework to help participants 

remember the content by saying:   “Now that 

you have practiced calculating sales, yield per 

5 My Crop 

Summary 

page in 

your My 

Farm 

Business 

Records 

book 
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hectare, and profit, you can do the same for 

your own farms.  Before our next session, 

please calculate your sales, yield per hectare, 

and profit and enter the information on the My 

Crop Summary page in your My Farm Business 

Records books.  We will review your results at 

our next session.” 

 REMIND participants to bring their My Farm 

Business Records book and their Farmer Case 

Study handout to the next session. 

Session 4:  Buying and Budgeting 

SESSION OPENING 

Topics Activities Time 

(min.)  

Resources 

  WELCOME participants back to 

class. 

 REVIEW Workshop Agreement 

chart from Session 1:  

 

 

 REVIEW Agenda for Session 4:  

 ASK questions to review the 

main concepts learned in the 

previous half-day session. 

 LINK to previous session by 

reviewing the homework 

assignment and correcting 

any mistakes.  Ask for 

volunteers to share one or two of their 

transactions with the class. 

 ASK if participants have any remaining questions 

about what they learned the last time. 

10 Our 

Agreements 

chart 

 

 

Agenda 

Session 4 

chart 
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 ACTIVITY: Poster Walk 

 

 LINK to last session by 

explaining that since we 

finished Module 1 in the 

middle of the last 

session, this is a good 

time for a pause to 

reflect. 

 GIVE participants 5 

minutes to walk around the room with a partner, 

look at the posters and charts from the previous 

session, and discuss the questions on the Poster 

Walk chart: 

 DEBRIEF their answers and respond to any 

questions. 

 CLOSE the activity by saying, “One of the posters 

we discussed was the five-square business cycle 

framework.  Let’s look t that from a different 

perspective.” 

10  Poster Walk 

chart 
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Topics Activities Time 

(min.)  

Resources 

CASH AND CREDIT MANAGEMENT  

Learning Objectives:  

 Identify options to pay for farm expenses. 

 Describe the costs and benefits of each option. 

1 

hour 

30 

min. 

 

  GET ATTENTION BY EXPLAINING:  We’re going to 

explore how the left and right sides of the 

business cycle interact. The left side is what the 

business OWNS and USES UP (or ways that money 

flows out of the business). The right is INCOME, 

OWNER’S SHARE and OWE (or ways that money 

flows into the business).  

 LINK TO THIS TOPIC’S CONTENT:  In this lesson 

we are going to look at the best ways to pay your 

expenses and how to track how the money comes 

and goes in your business.  

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN that this lesson gives them 

a tool for tracking income and expenses.   

 STIMULATE INTEREST: Let’s start with what takes 

money out of your business. 

5  

  GET ATTENTION BY ASKING: Think back to the 

red square that represented the value that was 

USED-UP on expenses for the 

business. What types of 

expenses did you need?  

 NOTE: Record answers on 

a chart in RED to 

represent the RED square. 

 POSSIBLE ANSWERS: 

 Labor 

 Seeds 

 Tools 

 Inputs 

 Transport 

 Pesticides 

 Rent 

 Storage Fees 

5 Business 

Cycle 

poster 

 

 

Farm 

Expenses 

chart 
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Topics Activities Time 

(min.)  

Resources 

 Farmer Group Membership 

 EXPLAIN:  Technically, all of these are assets 

because they have value before you use them.  

However, because you use them pretty shortly 

after you get them, we call them short-term 

assets.  Short-term assets turn into expenses 

as they are used up. 

 ASK: What other things might you spend money 

on for your business? 

 NOTE: Add to chart in GREEN to represent the 

GREEN square.  

 POSSIBLE ANSWERS: 

 Investments (new equipment, 

improvements) 

 Expanding or growing 

 Impulse purchases 

 EXPLAIN:  Unlike short-term assets, 

investments like land or new equipment keep 

their value for a long time.  Therefore, we call 

them long-term assets. 

 EXPLAIN:  Impulse purchases can fall into 

either category, depending on what you buy.  

Usually, they tend to have value in the short-

term only. 

 ASK: How do you pay for all these things?  

 POSSIBLE ANSWERS: 

 Cash on hand (from income) 

 Savings (from owner’s share) 

 Loans/credit (that you will owe) 

 LINK TO NEXT ACTIVITY:  Which is the better 

approach?  Let’s think about it for a moment. 

 ACTIVITY: Payment Method Debate 

 

15  Payment 

Methods  

(Savings, 

Borrowing, 

Cash on 

Hand) 

charts  
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Topics Activities Time 

(min.)  

Resources 

 PLACE the three Payment Methods signs (Cash on 

hand, Savings, Borrowing) on the walls around in 

the 

room.  

 

 

 

 

 

 

 ASK participants to think about which of these 

methods is best for the business, then stand near 

the respective sign on the floor. 

 GIVE groups 5 minutes to discuss: What are the 

advantages and disadvantages of the method you 

chose? 

 DEBRIEF by having each group share their 

thoughts and, as a class, reviewing the 

advantages and disadvantages identified for all 

three options. 

 

 ASK:  Of the three options, which is the best to 

use when paying for ordinary expenses?  (Income) 

 ASK:  Of the three options, which is the least 

preferred to use when paying for ordinary 

expenses?  (Loan) 

 DISCUSS: How can you overcome the obstacles to 

each of payment methods? 

 POSSIBLE ANSWERS: 

 Keep track of how much you are spending. 
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Topics Activities Time 

(min.)  

Resources 

 Know how much you will need in the 

future. 

 Plan in advance. 

  EXPLAIN:  In order to plan, you need to be able to 

see the future.  While it is difficult to predict the 

future, we can use the past as a guide.  That is 

why it is so important to record all the money 

coming in and out of your business no matter 

whether you pay in cash or in kind or what type 

of purchase you make. This helps you see where 

your money is going and helps you make 

decisions about how best to spend it. 

 Many times we make estimates about how 

much money is leaving our business.  Those 

estimates may be based on actuals from a few 

years ago.  While estimates are good for giving 

an indication of the business needs, they can 

be misleading for making decisions because 

situations change.  

 Example: if you estimate that you are 

spending Php 30,000 per hectare on 

farming expenses, you might refrain from 

investing in a new piece of equipment.  If 

you tracked your actual expenses, you 

might find that the cost of one of the 

inputs actually decreased over the years, 

and now you are only spending Php 

27,000.  Had you known that, you could 

have invested the Php 3,000 in the new 

equipment.  

 EXPLAIN:  Record-keeping also helps you get 

better loans.  

 Bank loans usually have lower interest rates 

than loans from financiers because financiers 

are willing to take greater risks.  They do not 

ask as much information about your business 

nor put as many requirements on you.  

Instead, they charge you a lot for your money.   

15  
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Topics Activities Time 

(min.)  

Resources 

 Banks want their money back.  Therefore, they 

want to make sure that you are a low risk. 

Looking at your financial records helps them 

see that you know exactly how much you 

spend and earn and how much you need.  

Because they see that you can repay them, 

they are more willing to lend money at an 

affordable rate.   

 EXPLAIN:  Your farm record book has pages for 

you to keep track of your money. You can easily 

keep the same records in a simple notebook.   

The objective is simply for you to be able to keep 

track of everything. 

 EXPLAIN: When money comes in or out of the 

business it is either in the form of cash or credit 

(either money owed to you or money you owe). 

You need to have a place to record both of these. 

 EXPLAIN: Record all money coming in or out as 

cash in the same place so that you can keep track 

of how much physical cash your business has on 

hand to pay for things. In your My Farm Business 

Records book, this page is called “My Cash 

Records.” 

 INTRODUCE the 

My Cash Records 

page and how to 

use it.  

 EXPLAIN: Most of 

you probably 

receive and 

spend personal money on business-related items. 

Similarly, you might use your business’ money to 

buy personal items. That is perfectly ok. However, 

those personal transactions might leave gaps in 

your business calculations if you don’t account 

for them somewhere. So it is very important you 

write those down here, too.  

 Examples: Use business money to pay school 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

My Cash 

Records in 

My Farm 

Business 

Records 

book 
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Topics Activities Time 

(min.)  

Resources 

fees, use business money to make an impulse 

purchase, use some of yield for family 

consumption, share or trade some money or 

yield with neighbors. 

 EXPLAIN: Your record book has space to record 

whether a transaction is personal (P) or business-

related (B). Use the B transactions for calculations 

but track the Ps to explain the gaps. 

 From time to time, look at the P transactions 

to see how much you are spending on 

personal items that you need versus items that 

you want.  When money gets tight, consider 

reducing the “wants” purchases by asking 

yourself, “Do I NEED this, or do I just WANT 

this?” 

 EXPLAIN: Record all money coming in or out as 

credit, too.  However keep it separate from the 

cash so that you can keep track of what you are 

expecting to receive and when you should receive 

it. Once it leaves the business as cash (money you 

owe) or comes into 

the business as cash 

(money owed to 

you), you can add it 

to your records on 

the My Cash 

Records page in 

your My Farm Business Records book. 

 INTRODUCE the Credit Records page and how to 

use it. 

 REMIND them of the important difference 

between P and B.  

 EXPLAIN: Check the box at the end of the 

Status column when the payment is complete 

and entered in the cash records.  

 LINK TO THE NEXT ACTIVITY: You’ll have a chance 

to see some of these different types of 

transactions now, as we practice using the pages 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

My Credit & 

Loan 

Records in 

My Farm 

Business 

Records 

book 
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Topics Activities Time 

(min.)  

Resources 

together. 

 ACTIVITY: Cash Flow Roles Plays 

 

 EXPLAIN: Now you are going to watch three short 

role plays which demonstrate different times 

when your farm business manages cash and 

credit.  Watch the scenarios closely and think 

about how you would record these on your cash 

and credit record pages.  After each role play, I 

will invite a volunteer to record the transaction in 

one of our record-books on the chart.  

 
 

Role Play #1:  Cash at the same time as sale  

 INVITE a volunteer to play the role of farmer. You 

will be the buyer (miller). 

 EXPLAIN: You will be acting out a transaction 

where a buyer purchases 100 kg of unmilled rice 

from a farmer and pays cash for them right away. 

Have fun in your role! 

 ACT out the role play by greeting each other, 

discussing the purchase the buyer would like to 

make and agreeing on a price of Php 14 per kg. 

30   

 

 

 

 

 

 

 

 

 

 

 

 

 

 

My Cash 
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chart 
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Topics Activities Time 

(min.)  

Resources 

Then the buyer pays the farmer and the farmer 

gives the rice.   

 ASK for another volunteer to review what 

happened in the role play. 

 INVITE someone else to record the transaction 

from the farmer’s perspective. 

 ANSWER: Cash increases Php 1400 as a result 

of a sale, so record the amount in the cash 

flow record. Nobody owes anything, so record 

nothing in the credit records. 

 

 

 

 SAY: This time the business did the work and got 

paid immediately.  We’d all agree this is nice and 

simple! But it probably isn’t the case all of the 

time, so let’s see what happens in the next role 

play. 

 

Role Play #2:  Cash received after sale  

 INVITE a volunteer to play the role of seller 

(farmer). You will be the buyer (miller). 

 EXPLAIN: You will be acting out a transaction 

where a buyer purchases 300 kg of unmilled rice 

from a farmer on credit and agrees to pay for 

them later. Have fun in your role! 

 ACT out the role play by greeting each other, 

discussing the purchase the buyer would like to 

make and agreeing on a price of Php 17 per kg. 

Then the buyer asks to pay the farmer later and 

the farmer agrees on a date and gives the rice.  

 ASK a volunteer to review what happened in the 

role play. 

 INVITE a different volunteer to come up and 

record the transaction. 

 ANSWER: Money owed to business increases 

Php 5100 as a result of the sale but there is no 
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Topics Activities Time 

(min.)  

Resources 

cash involved, so you record it in the Credit 

Records.  

 INVITE a volunteer to come record what would 

happen when the buyer returns to pay for his 

purchase in two weeks. 

 ANSWER: Cash increases and money owed to 

business decreases. Record the cash in the My 

Cash Records and record the value repaid in 

the Credit Records. 

 SAY: So this time the business did the work, but 

didn’t get paid right away. The farmer must wait 

to recover the value. This may not be our ideal 

scenario, but it is a fact of business. So long as 

we keep good records and get the money later, it 

is still a sale and is good for our business. Let’s 

see what happens in the last role play. 

 

Role Play #3:  Cash received before sale (value you 

owe) 

 INVITE a volunteer to play the role of seller 

(farmer). You will be the buyer (trader). 

 

 EXPLAIN: You will be acting out a transaction 

where a buyer purchases 1,000 kg of rice from a 

farmer, but pays for them before the harvest and 

agrees to get the rice when it is ready. Have fun 

in your role! 

 ACT out the role play by greeting each other, 

discussing a future purchase the buyer would like 

to make, agreeing on a price of Php 13 per kg 

and agreeing on the terms (the buyer pays the 

farmer in advance to help him cover his harvest 

costs and the farmer will deliver 1,000 kg of rice 

after the harvest). Then the buyer pays the 

farmer.  

 ASK a volunteer to review what happened in the 

role play. 

 INVITE a different volunteer to come up and 
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Topics Activities Time 

(min.)  

Resources 

record the transaction. 

 ANSWER: Cash increases Php 13,000, but the 

business still owes crops to the buyer. You 

record the cash increase in the My Cash 

Records and the value owed in the Credit 

Records.  

 INVITE a volunteer to come record what would 

happen next week when the buyer returns to 

collect the crop. 

 ANSWER: What the business owes is canceled 

out but cash is not affected. Record the value 

repaid in the Credit Records. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  SHOW the Types of 

Business Transactions 

chart:   

 SAY: Now you’ve seen 

three types of cash and 

credit transactions: when 

money is exchanged 

immediately, when 

money is owed to the 

business after sales, and 

when the business owes money (or crops) after 

sale. 

 ASK: What are some examples of each of these 

transactions that happen on your farm? 

 POSSIBLE ANSWERS: 

 Sales with traders, sales to one-time 

buyers, sales at the market. 

 Sales to friends or family, advance 

purchases (e.g., pay for next season’s 

inputs right after this season’s sales), 

advance delivery (e.g., deliver your crop 

but won’t receive payment until end of 

season). 

 Purchases on credit (e.g., buy inputs and 

15 Types of 

Business 

Transaction

s chart 
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pay after sales), labor (e.g., use labor and 

pay at end of season), other bills. 

 GIVE participants 10 minutes to discuss with a 

partner the questions 

on the Business 

Transaction 

Discussion chart:   

 INVITE volunteers to 

share their answers. 

 NOTE: Make sure 

to discuss some of 

the costs and 

benefits of 

purchasing on 

credit. 

 REVIEW: All these options can be helpful to your 

business in different ways. The key is to record 

them so you can keep track of the value coming 

in and out of your business. 

 

 

 

 

Business 

Transaction 

Discussion 

chart 

  CLOSE the lesson by discussing: 

 OUTCOMES:  REVIEW the lesson’s learning 

objectives. 

 FEEDBACK:  ASK what questions they have on 

the lesson that has just been discussed. 

 FUTURE:  SAY:  Now that we understand the 

value of tracking transactions, we next will 

look at how our history can help us with our 

future. 

5  
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CREATING A SIMPLE BUDGET 

Learning Objectives:  

 Explain the value of budgeting.  

 Create a simple budget. 

55 

min. 

 

  GET ATTENTION BY EXPLAINING:  Wouldn’t it be 

nice to be able to predict how much money will 

come in and out of your business?  Wouldn’t it 

also be nice to be able to have a plan to help your 

money last longer? A budget can help you do 

that. 

 LINK TO THIS TOPIC’S CONTENT:  In the next 

series of activities you will create a budget for 

your farm business that you can use to guide and 

manage your business.   

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN: You will begin by creating 

an income and expenses tree that will help you to 

think in depth about the ways your farm business 

gets money and how it spends money.  You’ll be 

able to use this visual representation to draft a 

budget to help you achieve your goals for your 

farm business. 

 STIMULATE INTEREST BY SAYING:   We are going 

to grow a tree right here together. 

5  

  SHOW the Last Year’s Expenses and Last Year’s 

Sales charts for a hypothetical farm business 

which tracked its actual expenses and sales for 

last year:  

 

 

 

 

 

 

 

20  

 

Last Year’s 

Expenses 

chart  

 

Last Year’s 

Sales chart  
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 DRAW on a chart a tree 

trunk.  Explain this is the 

trunk of the Income and 

Expense Tree. 

 

 

 EXPLAIN: The tree represents your business and 

the different income and expenses that are 

required to operate and create value.  The roots 

represent the different activities and sources of 

money for your farm business and the branches 

represent how you spend and use the money in 

your farm business. 

 DRAW the branch and leaf for the labor category, 

as shown on the Farm Income and Expense Tree 

chart. 

 ASK for volunteers to draw branches for each of 

the categories listed on the Last Year’s Expenses 

chart. 

 ASK for volunteers to draw roots for each of the 

categories listed on the Last Year’s Expenses 

chart. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Income and 

Expense 

Tree chart 
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 NOTE:  The final tree should look something like 

the Income and Expense Tree chart:   

  

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 NOTE:  In case someone asks, on this tree, 

total combined expenses = 143,850 or 49% of 

total income (290,430). Rice expenses = 

47,930 or 34% of rice income.  Tomato 

expenses =  95,920 or 64% of tomato income.   

Although this case is from a progressive farm 

with higher yields than standard farms, it 

demonstrates that one of the benefits of 
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growing rice over other crops is that it is a 

more cost effective crop (i.e., higher profit 

margin). Do not initiate discussion on this 

point.  Use this information in case somebody 

asks why they should bother growing rice 

since tomatoes produce more income. 

 LINK TO THE NEXT ACTIVITY:  Now that we have 

done an imaginary one together, let’s practice 

with a real case. 

 ACTIVITY: Your Farm Income & Expense Trees 

 

 EXPLAIN: Right now you are going to create a tree 

of where your farm business gets money and how 

it uses money.  This picture helps you to create a 

budget for your farm business.   

 DISTRIBUTE pieces of blank paper.   

 EXPLAIN AND DEMONSTRATE the following steps:  

 

STEP 1: The Trunk 

 EXPLAIN: The trunk represents the foundation of 

your business.  

 INSTRUCT participants to draw a long rectangle 

for the trunk in the middle and label it 

__________’s farm business.  

 

STEP 2: The Branches  

 EXPLAIN: Now that everyone has their trunk, we 

are going to explore ways our farm business 

spends money during the year by drawing our 

branches. 

 BRAINSTORM as a class all the business expenses 

they pay during the year. Encourage them to be 

specific and to put each crop on a separate 

branch.  

 ASK: Which is the largest expense? 

 EXPLAIN: Since this is the largest expense for 

your business, it should have the biggest branch.  

15 

 

 

 

 

Blank paper 

sheets 
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 INSTRUCT participants to draw a large triangle 

branch to represent this expense.  

 ASK: How much do you spend on this in a year? 

 INSTRUCT them to write their yearly expenditure 

on that item underneath the branch (make sure to 

keep the crops separate!). 

 REPEAT several times to get several branches on 

the tree. 

 GIVE participants 10 minutes to work individually, 

adding their expenses to branches on their own 

trees (the size of the branch should match how 

much money is spent on it throughout the year). 

 

STEP 3: The Roots 

 EXPLAIN: Now we are going to reflect on your 

business sources of income to draw our roots.  

 BRAINSTORM as a class all the ways they earn 

money for their farm business. Encourage them 

to be specific and to put each crop on a separate 

root. 

 ASK: Which is the largest income source? 

 EXPLAIN: Since this is the largest source of 

income, it has the biggest root.  

 INSTRUCT participants to draw a large triangle 

root to represent this source of income.  

 ASK: How much do you earn from that income 

source? 

 INSTRUCT them to write their annual income for 

that source underneath the root. 

 REPEAT several times until the demonstration tree 

has several roots. 

 GIVE participants 10 minutes to work individually, 

adding all their income sources to roots on their 

own trees (the size of the root should match how 

much money that income source brings in). 
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 DEBRIEF BY ASKING: 

 Was this hard or easy to do?  Why? 

 How do you think drawing this tree helps you? 

  LINK FROM PREVIOUS ACTIVITY: We can use these 

trees to create budgets that can help with 

decision-making.  You’ve already done the 

biggest step: looking in detail at sources of 

money and the uses of money.  First let’s think 

about a budget. 

 ASK: Who can explain what a budget is? 

 POSSIBLE ANSWERS: 

 A plan for how to spend your money.  

 Estimated cash flow for your business. 

 A list of expected expenses and how you 

plan to can cover them. 

 ASK: What type of information would be helpful to 

include in a budget for your farming businesses? 

 POSSIBLE ANSWERS: 

 Estimated expenses 

 Estimated income 

 Timing of expenses and income 

 ASK: Why do you think recording this information 

is important to planning for the future? 

 POSSIBLE ANSWERS: 

 Helps keep track of incoming and outgoing 

cash. 

 Helps you plan for shortages or surpluses. 

 Lets you know if you are on track with your 

goals. 

 Lets you know how much you can spend in 

order to be profitable. 

 Gets you in the habit of keeping good 

records. 

 Helps to create transparency in your farm 

business and is a decision making tool. 

 Helps you determine whether it makes 

sense to make an unplanned purchase. 

 Helps you secure bank loans by showing 

10  
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that you are a responsible business person. 

 SUMMARIZE: A budget helps you set goals for the 

amounts you want to earn and spend for these 

various branches and roots.  It also makes you 

more aware of when cash is coming in and going 

out, so you can see where the money goes and 

make better decisions about how to use the 

money.  Ultimately it’s an important decision 

making tool that can help you work as a family to 

guide your farm towards greater success. 

 LINK TO PARTICIPANTS’ OWN WORK: Now that 

you know what happens on your farm throughout 

the year, you can use this information to create a 

budget. We have provided you with a simple 

budget template that you can use to help you. 

 SHOW the My 

Farm Budget 

template in the 

My Farm 

Business 

Records book: 

 EXPLAIN: You 

already know 

how to use this template because it is the same 

as the My Profit Records page. The only 

difference is that the budget reflects estimates 

that you make before transactions happen, while 

the My Profit Records page shows actual numbers 

recorded after the fact. They match so you can 

easily compare your estimates with your actual 

transactions and determine how you are doing 

and how you can best manage your cash flow.  

 DEMONSTRATE using the example from your 

chart. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

My Farm 

Budget 

page in the 

My Farm 

Business 

Records 

book 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Farming as a Business: Session Plan                                            
 

Copyright © IFC on behalf of Business Edge™ 2013. All rights reserved.                                                                        61 

Topics Activities Time 

(min.)  

Resources 

 NOTE: If someone asks whether they should list 

every personal expense they pay from their farm 

business budget, recommend that they create a 

lump sum “salary” expense that occurs every 

month.  The amount should be large enough to 

cover the average amount of personal items 

usually purchased in a month.  Then, in a 

separate personal budget, they can enter the 

salary as a source of 

income, and track 

actual expenses 

against it.  That way, 

they can see if they 

are taking a large 

enough salary from 

their business.  On the 

business side, it 

makes record keeping 

a little easier. 

 SHOW the Potential 

Budget Expenses chart:  

 EXPLAIN that, when they create their budgets, 

they should consider whether to include the 

categories included in the chart. 

 

 

 

 

 

 

 

 

 

 

 

 

Potential 

Budget 

Expenses 

chart 

 

SESSION CONCLUSION 

Topics Activities Time 

(min.)  

Resources 

  CLOSE the lesson and session by discussing: 

 OUTCOMES:  REVIEW the lesson’s and the 

session’s learning objectives. 

 FEEDBACK:  ASK what questions they have on 

what has just been discussed. 

 FUTURE: Assign homework to help participants 

5 My Farm 

Budget 

page in the 

My Farm 

Business 

Records 
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remember the content by saying:   “Now that 

you have your income and expense tree and 

understand how to use the My Farm Budget 

page, you can create your own budget.  Before 

our next session, please complete the My 

Farm Budget page in your My Farm Business 

Records books.  We will review your results at 

our next session.” 

 REMIND participants to bring their My Farm 

Business Records book and their Farmer Case 

Study handout to the next session. 

book 
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Topics Activities Time 

(min.)  

Resources 

  WELCOME participants back to 

class. 

 REVIEW Workshop Agreement 

chart from Session 1:  

 

 REVIEW Agenda for Session 

5:  

 ASK questions to review the 

main concepts learned in 

the previous half-day 

session. 

 LINK to previous session by 

reviewing the homework 

assignment and correcting 

any mistakes.  Ask for volunteers to share one or 

two of their transactions with the class. 

 ASK if participants have any remaining questions 

about what they learned the last time. 

15 Our 

Agreements 

chart 

 

 

Agenda 

Session 5 

chart 
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INTRODUCTION TO SAVINGS 

Learning Objectives:  

 Explain why saving is important. 

 Create a savings plan. 

35  

  GET ATTENTION BY EXPLAINING:  Now that you 

have a detailed budget for your farm, you need to 

think about how you will cover all the costs you 

identified. For some months this will be easy, but 

for others it might be really difficult. 

 LINK TO THIS TOPIC’S CONTENT:  This lesson 

explains how having a savings plan can help you 

survive the rough times. 

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN: We will discuss why it’s 

important to save, what are some of the 

challenges, and how we can overcome them. 

 STIMULATE INTEREST BY EXPLAINING: Let’s start 

by listening to the story of a farmer who had an 

especially tough time. 

5  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  READ the following story: 

 “Jose is a rice farmer with a wife and 4 

children. Last season, Jose made net income 

of Php 70,000 from his family’s farm. His 

family had been struggling so they were 

excited to receive the money. Jose wanted to 

treat them, so he took them to the local mall 

where he bought some new clothes, an 

expensive sofa set and a new cell phone. Then 

he took the family out for dinner and invited 

his friends. Everyone was very pleased.  

 A few days later Jose’s wife asked for money 

for some household needs and Jose realized 

the money was nearly gone! He gave her most 

of what was left and kept a little for the beer 

he promised to buy his friends later. When 

school fees were due, Jose did not have 

10  
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enough money to send his youngest daughter 

so he decided she could not study this year. 

Soon after, his wife fell sick and he had to 

borrow money from his friends to get 

treatment. When the next season came, he 

could not afford to buy fertilizer and found 

himself very worried about how much he 

would earn this year.” 

 

 GIVE pairs 5 minutes to discuss the questions in 

the Story Discussion 

chart:   

 INVITE pairs to share 

their answers and 

DISCUSS the 

importance of saving 

money to cover your 

costs throughout the 

year. 

 RECOMMENDED ANSWERS FOR ADVICE: 

 Pay known upcoming expenses first. 

 Set aside money for known expenses. 

 Set aside a little extra for emergencies or 

special purchases. 

 EXPLAIN: We have already spoken about the costs 

and benefits of saving when we discussed cash 

management. Now let’s explore savings options, 

address some of the savings challenges you 

might have, and use your budget to develop a 

savings plan for your farm business. 

 ASK participants who currently save money to 

raise their hands.  

  ASK:  How do you save your money? 

 POSSIBLE ANSWERS: 

 Hide it in the home 

 Bring it to a bank 

 Use a savings circle 

 Store it as crops  

 

 

 

 

 

 

 

 

 

Story 

Discussion 

chart 
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 Save it with a farmer group 

 LINK TO NEXT ACTIVITY: Let’s explore each of 

these and some of the challenges they present, 

then discuss some ideas for how we can 

overcome them. 

 ACTIVITY: Savings Solutions Carousel 

 

 DIVIDE participants into 4 groups. 

 ASSIGN each group a chart with one of the 

savings options and space to list challenges and 

solutions. 

 GIVE groups 1 minute to brainstorm and list 

challenges and solutions for the chart in front of 

them. After 1 minute, move groups one chart 

clockwise and repeat. Continue until everyone has 

had a chance to contribute to each list. 

 

 REMIND them to write small so that others can 

add to their list! 

  

 

 

10  

 

 

 

 

 

 

 

 

 

 

 

 

4 charts:  

 Storing 

Crops or 

Goods 

 Saving 

at a 

Bank 

 Saving 

at a 

Farmers 

Group 

 Saving 

Cash at 

Home 
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 DEBRIEF QUESTIONS: 

 Which options seemed to be the most 

challenging for people? Why? 

 What solutions seemed the most reasonable to 

do (meaning easiest and most likely to solve 

the challenges)? 

 What ideas did your group discover that you 

would like to utilize for yourself? 

 CONCLUDE activity by reminding participants that 

they are not required to choose only one savings 

option.  They can put some of their cash in each 

of the options as a way to spread the risk. 

  LINK TO PARTICIPANTS’ OWN WORK: Now that we 

know about different savings options, which ones 

are most feasible for you? 

 GIVE participants 5 

minutes work individually 

on their budgets, 

reflecting on the 

questions on the Savings 

chart: 

 SUGGEST that they 

discuss it with their 

spouses and finish the 

rest at home. 

5  

 

 

 

Savings 

chart 

  CLOSE the lesson by discussing: 

 OUTCOMES:  REVIEW the lesson’s learning 

objectives. 

 FEEDBACK:  ASK what questions they have on 

the lesson that has just been discussed. 

 FUTURE:  SAY:  This lesson discussed how to 

you use your cash more effectively.  Next we 

will discuss what to do when you do not have 

enough cash. 

5  
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GETTING AND MANAGING A LOAN 

Learning Objectives:  

 List considerations when determining whether to take a 

loan.  

 Determine the cost of a loan. 

 List tips for managing credit and loan repayment. 

1 

hour 

20 

min. 

 

  GET ATTENTION BY EXPLAINING:  At some point, 

you might decide to borrow money to expand 

your business.  

 LINK TO THIS TOPIC’S CONTENT:  This lesson 

helps you to think about what you need to know 

and do to access and manage credit and loans.   

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN: We will discuss how to 

determine the true cost of a loan. 

 STIMULATE INTEREST BY EXPLAINING: I’m sure 

you already have some ideas about what to 

consider when getting a loan. Let’s start by 

collecting some of these ideas. 

5  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  GET ATTENTION BY EXPLAINING: Pretend your 

good friend is considering getting a loan.  It can 

be any type of loan, from any source. 

 GIVE participants 3 minutes to discuss with a 

neighbor:  What are some things your friend 

should consider when making this important 

decision?  

 INVITE volunteers to share their ideas. RECORD 

them on a chart. 

POSSIBLE ANSWERS: 

 Will I be able to repay the full amount? 

 Is the cost of interest worth it? 

 Will it make me more money? 

10  
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 Are there other 

options available 

to me? 

 How will I access 

a loan? 

 Am I qualified? 

What will I need 

to apply? 

 EXPLAIN:  When banks 

decide whether to loan 

you money, they look at the 5 C’s, as listed on 

the 5 C’s chart:    

 Character:  This includes your credit history 

and your reputation in the community.  It is an 

indication of whether you are likely to keep 

your word and have the inclination to repay 

your debts. 

 Collateral:  The bank wants to know what 

items of value you are willing to offer as a 

guarantee of repaying the loan.  If you do not 

repay the loan, the bank can take the 

collateral from you as repayment. 

 Capacity to pay:  The bank considers how 

much other debt you currently hold, and 

compares that to your likely income.  The 

bank wants to make sure that your monthly or 

seasonal income is enough for you to pay 

back all your debts and have money on which 

to live. 

 Capital:  This refers to how much equity you 

have.  The more you have invested in the 

business, the more confidence the bank has 

that you are committed to the business and to 

doing the right thing with the loan money. 

 Conditions:   This refers to condition of the 

economy or farming sector and how well your 

business will be able to handle any downturn 

in the economy. 

 EXPLAIN:  When preparing to ask for a loan, make 

5 C’s chart 
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sure you can answer each of these C’s to the 

lender’s satisfaction.  Many of them are not 

things you can do at the last minute; instead, 

they are a course of practice that you have 

developed after a long time.  Therefore, following 

good financial practices on an ongoing basis is as 

important to your farm business as following 

good agricultural practices. 

 LINK TO NEXT ACTIVITY:  To determine whether 

you have the capacity to pay, you should first 

consider the true cost of the loan.    

 

  EXPLAIN that loans are an expensive way to get 

money because the interest is like paying for the 

use of the money.  Before taking out a loan, it is 

important to understand how much money you 

will need to repay 

both in total and 

each month. 

 

 

 SHOW the 

Estimating Loan 

Payments chart:   

 EXPLAIN the steps, 

using the following 

example to compare 

two loans for Php 

150,000, to be paid back in 2 years.  Loan A has 

a 12% annual interest and Loan B has a 6% 

monthly interest:  

 Step 1:  Monthly Interest Rate 

 Loan A =  12% annual interest rate/12 

months = 1% or 0.01 monthly rate 

 Loan B = 6% or 0.06 monthly rate  

 Step 2: Monthly Interest Amount 

 Loan A = 0.01 x 150,000 = 1,500 per 

10  

 

 

 

 

 

 

Estimating 

Loan 

Payments 

chart 
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month 

 Loan B = 0.06 x 150,000 = 9,000 per 

month 

 Step 3: Total Interest Amount 

 Loan Term: 2 years x 12 months/year = 24 

months 

 Loan A =  1,500/mo. x 24 mos. =    

36,000 

 Loan B =  9,000/mo. x 24 mos. =  

216,000 

 Step 4: Total Loan  

 Loan A =  150,000 + 36,000 = 186,000 

 Loan B =  150,000 + 216,000 = 366,000 

 Step 5: Total Monthly Payment  

 Loan A =  186,000/24 mos. = 7,750 

 Loan B =  366,000/24mos. =15,250 

 EXPLAIN:  Be careful not to confuse the total 

interest amount (step 2) and the total monthly 

payment (step 5).  The monthly interest amount 

(step 2) is the monthly cost for borrowing the 

money. Some financiers will let you pay just the 

total interest amount (step 2) each month. If you 

take this option, you will need to pay the original 

amount of the loan, known as principal, in full at 

the end of the loan term.  Other financiers and 

most banks want you to pay a portion of the 

principal and the monthly interest amount (step 

5) each month so that you do not need to give a 

big payment at the end of the loan term. 

 

 EXPLAIN:  Banks usually quote interest on an 

annual basis while private financiers typically use 

monthly rates.  Therefore, it is important to 

calculate the monthly interest rate so you can 

make equal comparisons.  Even though loan A 

had a higher sounding interest rate than loan B 

(12% vs. 6%), loan A is actually cheaper when you 

compare monthly rates. 
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 Alternatively, you can calculate the annual 

interest rate by multiplying the monthly rate 

by 12. 

 EXPLAIN:  This method is useful for estimations 

only.  This method tends to overestimate total 

cost of loans because it assumes that the 

principal is the same over the duration of the 

loan.  In reality, the principal decreases every 

time you make a monthly payment of interest 

plus principal. Therefore, the amount of interest 

you owe on the principal changes over time.  

However, this estimation approach helps you 

make decisions by making the math easier.  For 

an accurate assessment, go on the internet and 

search for a “loan calculator” (or search for 

mobile phone apps) where you can enter the 

interest rate, principal, and length of loan and it 

will calculate the exact amount for you.   

 LINK TO NEXT ACTIVITY:  As you can see the 

interest rate and repayment amounts are two very 

important calculations to understand when 

considering whether to take a loan.  Let’s practice 

some more. 

 ACTIVITY: Loan Case Studies 

 

 TELL participants to return to their farmer case 

study groups. 

 TELL participants to turn to the Loan Information 

page in their Farmer Case Study handouts: 

 NOTE: Coco and James are deciding whether 

to take a loan to buy more land.  Kim, 

Marian and Richard are deciding whether to 

take a loan to buy a share in a harvester. 

 GIVE the groups 25 minutes to read the case 

study and answer the questions. 

 WALK AROUND to check answers and offer 

support as needed.  

45   

 

 

 

Loan 

Information 

pages in 

Farmer 

Case Study 

Handouts 
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 NOTE: In case participants ask, assume that 

household expenses were already deducted 

and managed in a separate budget. 

 INVITE a representative from each group to share 

their findings. 

 DEBRIEF QUESTIONS: 

 What did you learn by doing the 

calculations? 

 POSSIBLE ANSWERS: 

— Monthly interest rates are 

deceptively expensive. 

— Consider both the total repayment 

amount and the monthly amounts. 

— There are many things to consider 

when deciding on a loan; therefore, 

do not rush into the decision 

lightly. 

— Consult with others before agreeing 

to a loan to make sure you have 

considered everything correctly. 

 DISTRIBUTE the answer keys so participants have 

a guide for how to do this calculation in the 

future. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Farmer 

Case 

Studies-

Loan 

Information 

- ANSWER 

KEY 

  ASK:  What advice would you give to each 

borrower to help them manage their loans 

responsibly? 

 RECOMMENDED ANSWERS: 

 Consider the total amount of all existing 

loans from various lenders before deciding 

whether to take on new loans.  Add the 

new loan amount to the existing loans to 

see the new monthly loan payments.  If you 

cannot afford it, do not take the loan. 

 When you receive money, first take the 

money to pay the loan out from the pile.  

Use whatever you have left to pay other 

expenses. 

5  
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(min.)  

Resources 

 If you have multiple loans, pay off those 

with the highest interest rates first. 

 Always pay back loans or it will affect your 

credit history and make it harder or more 

expensive for you to get loans in the future 

(because the risk of you not repaying is 

greater). 

 Remember that the sooner you repay the 

loan, the less interest you pay. 
 

SESSION CONCLUSION 

Topics Activities Time 

(min.)  

Resources 

  CLOSE the lesson, session, and module by 

discussing: 

 OUTCOMES: EXPLAIN:  Our next activity will 

help us review some of the key learnings so 

far. 

5  

 REVIEW ACTIVITY: Dance Circles 

 

 DIVIDE participants into two groups.  

 ASK them to form two circles – one inside the 

other. 

 DISTRIBUTE a definition card to every participant. 

 EXPLAIN: Each of you has a card with an 

important term you have learned on the front and 

a definition of that term on the back.  

 EXPLAIN: I will play some music and while the 

music is playing you should dance (or walk if you 

prefer) around the circle. When the music stops, 

stop and face the person closest to you in the 

opposite circle and ask each other to review the 

term on your card.  

 DEMONSTRATE to ensure everyone understands. 

 EXPLAIN: When you have both reviewed each 

other’s card, trade cards and I will play more 

music. 

10  

 

 

Definition 

Cards 

 

 

Music 
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 REPEAT 3-4 times. 

  CONTINUE CLOSING the lesson, session, and 

module by discussing: 

 FEEDBACK:  ASK what questions they have on 

what has just been discussed. 

 FUTURE:  EXPLAIN that the next session looks 

at how to plan for your farm business’ future 

success. 

 REMIND participants to work on their My 

Farm Business Records books if they have 

not entered all the information. 

 REMIND participants to bring their My Farm 

Business Records book and their Farmer Case 

Study handout to the next session. 

5  
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Module 3 :  Farm Planning and Decision-Making  

Session 6:  The Importance of Records 

SESSION OPENING 

Topics Activities Time 

(min.)  

Resources 

  WELCOME participants back to 

class. 

 REVIEW Workshop Agreement 

chart from Session 1:  

 

 

 REVIEW Agenda for Session 6:  

 ASK questions to review the 

main concepts learned in the 

previous half-day session. 

 LINK to previous session by 

reviewing the homework 

assignment and correcting any 

mistakes.  Ask for volunteers 

to share one or two of their transactions with the 

class. 

 ASK if participants have any remaining questions 

about what they learned the last time. 

5 Our 

Agreements 

chart 

 

 

Agenda 

Session 6 

chart 

 

Topics Activities Time Resources 

RECORD-KEEPING  

Learning Objectives:  

 Explain the importance of recordkeeping to business 

success. 

 Complete key farm records. 

1 

hour 

50 

min. 

 

  GET ATTENTION BY SAYING:  In our last few 

sessions we focused on financial management 

and explored how you pay for things for your 

business.  Today, we begin to reflect on all the 

information you have learned about business and 

financial management and use it to make 

decisions and start planning for the future of your 

5  
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business.  Let’s start testing our memories: What 

were some of the calculations we learned? 

 ANSWERS: 

 Total sales 

 Yield per hectare 

 Cost per kg 

 Profit 

 ASK: What information did we need to calculate 

all these things? 

 ANSWERS: 

 Sales price 

 Total yield 

 Land size 

 Income 

 Expenses 

 EXPLAIN: Wow! That’s a lot of information and 

way too much to remember!  

 LINK TO THIS TOPIC’S CONTENT:  But remember 

we must, if we want to make smart business 

decisions based on our calculations.  Luckily, we 

don’t have to remember it all.  We can write it 

down.  

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN: In this lesson we are going 

to revisit the records we’ve kept so far and 

discuss why it is important for the success of our 

farm businesses. 

 STIMULATE INTEREST BY EXPLAINING: To 

demonstrate why keeping good records is so 

important we are going to play a short game. 

 

 

 

 

 

 

 

 

 

 

 ACTIVITY: “We’re Going to the Farm…” 

 

 INSTRUCT participants to seat themselves in a 

circle. 

 EXPLAIN: We are going to play a game that tests 

your memory. In this game we are going to a 

farm.  Each person starts by saying, “I am going 

15  
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to the farm and am bringing…” and then lists one 

item – it can be any item you want. We will go 

clockwise.  The next person repeats the phrase, 

lists the previous person’s item and adds one 

more item but this time brings two of them. The 

game continues until each person has had a turn 

or until somebody makes a mistake.   

 EXAMPLE:  

 Person 1: “We are going to the farm and 

we’re bringing ONE donkey.” 

 Person 2: “We are going to the farm and 

we’re bringing ONE donkey and TWO bags 

of seed.” 

 Person 3: “We are going to the farm and 

we’re bringing ONE donkey, TWO bags of 

seed and THREE hoes.” 

 NOTE: For large groups, explain the rules then 

break participants into groups of 8-10 each to 

save time.  

 ASK: Does everyone understand? 

 PLAY one round. 

 EXPLAIN: Now, we are going to add a twist. Half 

of you can use some paper to record the 

information as we go. The rest of you must keep 

your pens and pencils aside, because you will 

have to remember with only your memory. 

 CHOOSE roughly half the participants to use 

paper and a pen/pencil, making sure that they 

are seated together to prevent cheating from 

those without paper. 

 RUN the game again for no more than 10 

minutes. 

 DEBRIEF QUESTIONS: 

 What did you find difficult about the game? 

 Did it make a difference when you were 

able to write some of the items down? 

 Did those of you taking notes find any 

challenges? Why? 

 What lessons can we learn from this 
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activity? 

  LINK: The more information you have, the harder 

it is to remember it all.  That is why we tell you to 

keep records of all your farm transactions.   

Keeping records of your income, expenses, yield, 

land size and sales can help you to calculate your 

yield per hectare, your costs per kg, the price you 

must charge for your crop and your profit. All of 

this information can help you make smart 

decisions about your business.  

 EXPLAIN: Throughout the training you have been 

introduced to several pages in your farm records 

book where you can record key farm information.  

 ASK: What were some of them? What information 

is recorded on each page? 

 NOTE: Record on a chart.  

 POSSIBLE ANSWERS: 

 Cash Records 

 Credit Records 

 Profit and Loss Report 

 Crop Summary 

 Budget 

 

 

 LINK TO NEXT ACTIVITY: Because this is a lot of 

information and it’s very important to your 

business, let’s review your record book and make 

sure you understand how to use it.  

10   

 ACTIVITY: Story Books 

 

 HANG clean copies of the My Cash Records chart, 

My Credit and Loan Records chart, and My Profit 

Records chart in the front of the room on which 

participants can write their answers.  

 

 

55 My Farm 

Records 

book 

 

My Cash 

Records 

chart 

 

My Credit 

and Loan 

Records 
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 EXPLAIN: We are going to practice using your My 

Farm Business Records book by listening to a 

story about the farmer we met earlier: Jose. Listen 

carefully because we will stop periodically to 

record the information in the right place. 

 READ the following story, write the numbers on 

chart paper, and follow the instructions: 

  “Jose realized his mistakes after last season, 

and this year has decided to start fresh by 

budgeting and saving for his business. In 

order to do so, he knows he needs to keep 

very good records of everything that happens 

on his farm. He begins his new season by 

purchasing some rice seeds on July 2. He has 

Php 13,400 leftover from his recent sales, so 

he pays Php 4,750 for seeds in cash.” 

 GIVE participants 2 minutes to record the 

information in the correct place. 

 

 INVITE a volunteer to share the answer on 

the poster in the front. 

 CONFIRM that everyone correctly recorded 

the opening balance of Php 13,400 and 

Php 4,750 in the My Cash Records (with a 

“B” for business), calculated a balance of 

Php 8,650, then continue. 

 “Now that Jose has seeds, he and his family 

plant them. When they finish they need to 

chart 

 

My Profit 

Records 

chart 
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apply some fertilizer, so the following week 

Jose goes to town and uses his remaining 

money to buy fertilizer for Php 8,650 on July 

10.” 

 GIVE participants 2 minutes to record the 

information in the correct place. 

 INVITE a volunteer to share the answer on 

the poster in the front. 

 CONFIRM that everyone correctly recorded 

the Php 8,650 in the My Cash Records with 

a “B” for business, calculated a balance of 

0, then continue. 

 “Jose is relieved that he had enough money to 

pay for fertilizer he needed, but unfortunately 

he returns to find his wife has fallen ill so he 

needs some extra help now in his rice field. He 

has no money to pay for labor, but he agrees 

with several neighbors in the village that he 

will pay them Php 6,000 after the harvest for 

their help.” 

 GIVE participants 2 minutes to record the 

information in the correct place. 

 INVITE a volunteer to share the answer on 

the poster in the front. 

 CONFIRM that everyone correctly recorded 

the Php 6,000 in the My Credit and Loan 

Records with a “B” for business, then 

continue. 

— NOTE:  Include the expense on the 

Profit Record on the date it is 

incurred.  Include the expense on 

the Cash Record on the date it is 

paid. 

  “Jose plants all his rice, but his wife is still ill 

so on July 28, he borrows Php 3,000 from a 

friend to purchase the medicine she needs. He 

buys the medicine on the same day he 

receives the money from his friend.” 

 GIVE participants 2 minutes to record the 

information in the correct place. 
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 INVITE a volunteer to share the answer on 

the poster in the front. 

 CONFIRM that everyone correctly recorded 

the Php 3,000 in the My Credit and Loan 

Records (with a “P” for personal), Php 3,000 

in the Received column of the My Cash 

Records (with a “P” for personal), and  

3,000 in the Paid column (with a “P” for 

personal), then continue. 

— NOTE:  Do not include the medicine 

on the Profit Records because it is 

not a business expense.  Include 

both the receipt and the payment in 

the Cash Records so it is clear 

where the money went.  Include the 

loan in the Credit record to 

remember to pay it back. 

 “It is now the end of the month and Jose wants 

to transfer all his information to his Profit 

Records.” 

 GIVE participants 2 minutes to summarize 

the July transactions in the correct place. 

 INVITE a volunteer to share the answer on 

the poster in the front. 

 CONFIRM that everyone transferred 

correctly the two business transactions 

from the My Cash Records to the My Profit 

Records, and calculates a loss of Php 6,000 

for the month, then continue. 

 “It is now December and his rice is ready for 

harvest. He and his children harvest the rice 

and sell it for Php 140,000 in cash on 

December 15.” 

 GIVE participants 2 minutes to record the 

information in the correct place. 

 INVITE a volunteer to share the answer on 

the poster in the front. 

 CONFIRM that everyone correctly recorded 

the Php140,000 in the My Cash Records 

(with a “B” for business), with a balance on 
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the Cash Records of Php 140,000, then 

continue. 

— NOTE: At this point, the Cash 

Record balance will differ from the 

Profit Record balance because the 

profit reflects Php 6,000 in labor 

which has been incurred but not yet 

paid. 

 

 

 “Now he has some money, so he repays what 

he borrowed. On December 15, he pays his 

neighbors who helped him Php 6,000. On 

December 16, he pays his friend the Php 

3,000 he owes for medicine.” 

 GIVE participants 2 minutes to record the 

information in the correct place. 

 INVITE a volunteer to share the answers on 

the poster in the front. 

 CONFIRM that everyone correctly recorded 

the Php 6,000 in the My Cash Records 

(with a “B” for business) and the Php 3,000 

in the My Cash Records (with a “P” for 

personal), checked both off as paid in the 

Status column on the My Credit & Loan 

Records page. The balance in the “My Cash 

Records” should be Php 131,000. 

 “On December 17, he pays Php 3,000 in cash 

for his children's final examination fees.” 

 GIVE participants 2 minutes to record the 

information in the correct place. 

 INVITE a volunteer to share the answer on 

the poster in the front. 

 CONFIRM that everyone correctly recorded 

the Php 3,000 in the My Cash Records with 

a “P” for personal and a balance of Php 

128,000, then continue. 

— NOTE:  This is not included in the 

Profit Record because it is not a 

business expense but is included in 
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the Cash Record so it is clear where 

the money is going. 

 “Finally, it's time to pay for the thresher/ 

harvester. Luckily, he saved his money and has 

enough to pay Php 21,000 on Dec. 17. On the 

same day, he also paid Php 3,000 for 

irrigation, drying and milling costs.” 

 GIVE participants 2 minutes to record the 

information in the correct place. 

 INVITE a volunteer to share the answer on 

the poster in the front. 

 CONFIRM that everyone correctly recorded 

both the Php 21,000 for the harvester/ 

thresher and the Php 3,000 for irrigation, 

drying, and milling costs in the My Cash 

Records with a “B” next to both for 

business and a balance of Php 104,000, 

then continue. 

 “It is the end of the month and Jose is eager to 

find out his profit after his big sale, so he 

decides to calculate his profit to date.” 

 GIVE participants 2 minutes to summarize 

all of the December transactions on the 

appropriate pages. 

 INVITE a volunteer to share the answer on 

the poster in the front. 

 CONFIRM that everyone correctly 

transferred the five business transactions 

to the Profit and Loss Records, and 

calculates a total profit of Php 110,000. 

— NOTE:  Cash balance is Php 

104,000 because it reflects Php 

6,000 of personal expenses.  

However, those personal expenses 

are not included in the business’ 

profit calculation, which brings the 

balance up to Php 110,000. 

— NOTE: If the question arises about 

whether to list all personal 

expenses on the Cash Record (such 



Farming as a Business: Session Plan                                            
 

Copyright © IFC on behalf of Business Edge™ 2013. All rights reserved.                                                                        85 

Topics Activities Time Resources 

as electricity, groceries), suggest 

than an easier approach is to 

calculate the average monthly 

amount of personal spending the 

family does, then create a monthly 

expense called “salary” for the total 

amount.  That salary covers all 

regular, personal expenses for the 

month. If they have to use farm 

business money to cover an 

unexpected personal expense, they 

should still enter that separately on 

the Farm Business Cash Record.  

 

 If they want to be even more 

precise, they can create a separate, 

personal budget.  The salary 

amount becomes a source of 

income on the Personal Cash 

Record. They can then track all the 

individual expenses separately so 

they can see if the salary is 

sufficient or not.  Also, additional 

non-farm income sources (such as 

salaries from other jobs) should be 

added to the Personal Cash Record. 

 DEBRIEF QUESTIONS: 

 Did you find it difficult to remember where 

to record everything? 

 Do you think you would have remembered 

all these expenses in January without 

writing them down?   

 Did it get easier with time? 

 Why was the cash balance different at 

points from the profit balance?  (ANSWER:  

because of timing of payments and 

because of exclusion of personal expenses 

from farm business’ profits.) 

  LINK: This is the exact same process you should 

do when you keep records on your own farm. At 

5  
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first it might seem like a lot of work and be a 

little confusing with so many things to remember, 

but soon it will become natural to you and the 

extra work will pay off when you have all the 

information you need whenever you want it. 

 LINK TO NEXT ACTIVITY: The more you practice, 

the easier it becomes, so we will do one more 

activity to help you remember how to use your 

record books.  

 ACTIVITY: Record Book Review 

 

 DIVIDE the class into 4 groups. 

 ASSIGN one group to each of the following pages 

from the My Farm Business Records book by 

writing the name of each record on a separate 

piece of paper and distributing one paper to each 

group: 

 My Crop Summary 

 My Cash Records 

 My Profit Records 

 My Credit and Loan Records 

 EXPLAIN: I will read through some scenarios that 

may happen to your farming business over a year.  

If you think the event requires you to enter a 

transaction on the page assigned to your group, 

stand up.   

 ASK participants who stand (and are correct) to 

identify how they should record the transactions. 

 READ the following scenarios, pausing to let 

participants stand and to give the correct answer. 

(Answers in parentheses): 

 

 

 You have just measured the total land size of 

your farm.  You calculate that you have 2 

hectares of one crop and ½ hectare of a 

second crop. (My Crop Summary) 

 You purchase some seeds for your farm using 

15   
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your savings. (My Cash Records. “B” for 

business.)   

 The harvest is over and you have produced 

100kg (My Crop Summary) 

 You sell all your first crop to a buyer who pays 

for it in cash that day. (My Cash Records, “B” 

for business, My Crop Summary, My Profit 

Records)   

 Somebody rents your land beginning in 

January and pays you for it in July. (My Credit 

& Loan Records, My Cash Records, My Profit 

Records)  

 You want to know your cost per kg. (My Crop 

Summary) 

 You pay the interest on your business loan. 

(My Credit & Loan Records, My Cash Records, 

My Profit Records) 

 It is the end of the year and you want to 

evaluate your profitability for the whole year. 

(My Profit Records, My Crop Summary) 

 NOTE: In case somebody asks, if you want 

to find out the profitability for just one 

season, do not include the profits from the 

previous season in the calculations.  If you 

want to know the profitability for the year, 

include the profits from all seasons in the 

year. 

 DEBRIEF BY ASKING:  What did you observe from 

this activity? 

 POSSIBLE ANSWERS: 

 The same information gets entered on 

multiple records. 

 All the sheets are connected. 

 All the records serve a different purpose. 

  CLOSE the lesson by discussing: 

 OUTCOMES:  REVIEW the lesson’s learning 

objectives. 

 FEEDBACK:  ASK what questions they have on 

the lesson that has just been discussed. 

5  
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 FUTURE:  SAY:  Now that you have collected all 

this information about your farm business, 

what are you going to do with it?  That is the 

subject of our next lesson. 
 

Topics Activities Time 

(min.)  

Resources 

USING RECORDS TO MAKE DECISIONS 

Learning Objectives:  

 Explain how to use the three levers of business to increase 

profits. 

 Identify long-term strategies that can help increase farm 

business profitability. 

55  

  GET ATTENTION BY EXPLAINING:  Did you realize 

that the records you keep do more than just help 

you remember what happened?  They actually tell 

us secrets about our business that are not readily 

apparent to us. 

 LINK TO THIS TOPIC’S CONTENT:  When looked at 

collectively, these records can tell us how our 

business is performing relative past seasons.  

They also give us hints and can help us identify 

opportunities to earn more money, and make 

decisions about how best to grow the business. 

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN: By the end of this lesson, 

you will be able to discuss different ways to 

increase your farm business’ profits. 

 STIMULATE INTEREST BY ASKING:  Do you want to 

be hear the secrets they are telling you? 

5  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  LINK TO PRIOR CONTENT: The first thing we 

learned is that purpose of 

every business is to make a 

profit, so we are going to start 

by exploring ways you can 

increase your profit. 

 ASK a volunteer to review how 

20 Profit 

equation 

chart  
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you calculate profit. 

 ANSWER: Income – 

Expenses = Profit 

 SHOW: Profit Equation chart:  

 EXPLAIN: Since we know that 

profit is the difference 

between income and 

expenses, then to make the most profit we need 

to earn the highest possible income for the 

lowest possible expense. 

 ASK: Since most of your farm income comes from 

sales, let’s revisit our Sales Equation poster first.  

 

 SHOW Sales Equation chart:   

 ASK participants to discuss with a partner: How 

you can increase sales? 

 POSSIBLE ANSWERS: 

 By increasing the volume of crop you sell. 

 By increasing the sales price for your crop. 

 ASK:  What were some ways to increase price 

which we discussed in the lesson on price 

formation? 

 POSSIBLE ANSWERS: 

 You can sell as a group to attract buyers 

who want large quantities to increase price. 

 You can control the timing of your sales to 

improve the prices you receive. 

 By selling collectively you cut out the 

middleman, which can increase price. 

 You can get a better price and increase 

volume by improving quality. 

 By applying good agricultural practices, 

you can increase volume. 

 Good post-harvest handling practices can 

also decrease loss/increase volume. 

 Building good relationships with buyers 

might help you to improve your price. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Sales 

Equation 

chart 
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 Add value, such as by milling the rice. 

 EXPLAIN: As we already discussed, there are a few 

things that you can do as a farmer to influence 

the price you receive for your crop. You can sell 

together in a group and attract buyers who are 

willing to pay more money for large quantities 

without having to go through a middleman. You 

can also try to get a higher price for better quality 

or make your products more desirable through 

better marketing or relationship-building.  

 EXPLAIN: However, the largest driver of increased 

sales is increasing the volume you sell.   

 ASK:  How can you increase volume? 

 You can increase your volume by applying 

good agricultural practices, expanding your 

production, using inputs, practicing good pest 

management, and by improving post-harvest 

handling to decrease losses. You can also 

increase volume simply by planting more.  

 REFER back to the profit poster. 

 EXPLAIN: Remember that you cannot just think 

about volume; you must also think about profit, 

and in particular how we can decrease expenses.  

To do that, we need to know which expenses are 

worth decreasing.  That is one of the secrets that 

your records can reveal. 

 GIVE participants 3 minutes to discuss with a 

partner:  How can you decrease your expenses? 

 POSSIBLE ANSWERS: 

 Rely on your family for labor. 

 Plan your expenses in advance to avoid 

paying to borrow. 

 Remember your farm size to know exactly 

how much you need and prevent over-

purchase of inputs. 

 Try natural sources of fertilizer to avoid 

buying them. 

 EXPLAIN: Lowering your expenses can be good 
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for your business, but you need to balance 

spending less with producing more. If cutting 

expenses means decreasing quantity or quality, 

then the money you would save by cutting them 

would not be worth it.  The trick is to cut only 

those “bad expenses” that do not help you make 

more money while keeping the “good expenses.” 

 ASK: What are some examples of expenses that 

help you make more money, or “good” expenses? 

 POSSIBLE ANSWERS: 

 Inputs 

 Investments such as land or equipment  

 Farmer group membership fees 

 EXPLAIN: The key to decreasing expenses is not 

actually spending less; it’s spending wisely and 

ensuring that what you buy helps create more 

value for your business than they cost. 

 SHOW: Levers of 

Business poster: 

 EXPLAIN: This poster 

summarizes what we’ve 

been discussing: three 

“Profit Levers” can help 

improve our business.  

 We can sell more by 

increasing our 

volume. 

 We can increase prices by working through 

farmer groups, improving quality, adding 

value of some sort, or storing and selling 

when demand is the highest. 

 We can spend wisely to make sure all 

expenses are “good” expenses that add value 

back into the business.  

 EXPLAIN: When we know how much we are 

spending on fertilizer or other inputs, rather than 

estimating, we might be able to find other 

products that are either less expensive or more 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Levers of 

Business 

poster 



Farming as a Business: Session Plan                                            
 

Copyright © IFC on behalf of Business Edge™ 2013. All rights reserved.                                                                        92 

Topics Activities Time 

(min.)  

Resources 

effective. 

 EXPLAIN:  There are three considerations for 

smarter spending: 

 How it helps:  Does the expense add extra 

value?  

 Example: Would the price you get for 

selling milled rice give you more profit 

than selling unmilled rice, and would the 

difference in profit be more than enough to 

cover the additional milling cost? 

 Price versus size:  Are the sizes the same? 

Even though a product might have a lower 

price tag, the size might also be smaller.   

 Example:  You are buying pesticide.  

Product A costs Php 600 and is sold in a 1 

liter container.  Product B costs Php 400 

and is sold in a half-liter container.  Both 

products require 1 liter to cover 1 hectare 

of land.  You have 3 hectares.  Therefore, 

you will need to buy 3 containers of 

Product A (600 X 3 = Php 1800) or 6 

containers of Product B (400 X 6 = Php 

2400).  Even though Product B seemed less 

expensive, because of the size difference, 

it is actually more expensive. 

 Price versus value: How efficient is the 

product? Some products are more effective 

than others and can perform as well while 

using less content. 

 

 

 

 

 Example:  You are buying pesticide.  

Product A costs Php 600 and is sold in a 1 

liter container.  Product B costs Php 350 

and is also sold in a 1-liter container. One 

container of product A can cover 3-4 
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hectares of land.  One container of product 

B can cover 1 hectare of land.    You have 3 

hectares.  Therefore, you will need to buy 1 

containers of Product A (600 X 1 = Php 

600) or 3 containers of Product B (350 X 3 

= Php 1,050).  Even though Product B 

seemed less expensive, because of the 

difference in effectiveness, or value, B is 

actually more expensive. 

 LINK TO THE NEXT ACTIVITY:  Now you can see 

how knowing your exact productivity and 

expenses can help you.  It enables you to decide 

what lever to pick to best increase your profits 

and can help you determine the most appropriate 

strategy. 

 ACTIVITY: Farm Performance 

 

 NOTE: Hang all of the Crop Summary posters 

together on one wall.  

 EXPLAIN: Soon, you will practice pulling the 

information you have been calculating and 

recording throughout the training to offer some 

advice to the farmers with whom you’ve been 

working. In order to help you prepare, we are 

going to spend some time in our groups thinking 

about everything we’ve learned and what it 

means. 

 ASK participants to return to the case study 

groups. 

 GIVE groups 15 minutes 

to answer the questions 

on the Farmer 

Comparison chart:   

 REMIND them to 

consider all the 

information, 

calculations, and 

records they created 

25  

Crop 

Summary 

Dry Erase 

posters 

 

 

 

 

 

 

 

 

 

Farmer 

Comparison 

chart 
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during the course.  

 

 

 

 

  

 DEBRIEF QUESTIONS: 

 Who was the most profitable farmer?  (Marian) 

How do you know? Why were they so 

successful? 

 Who was the least profitable farmer? (Coco).  

How do you know? Why were they not 

successful? 

 What were some of the key pieces of 

information you used to determine success? 

 What were some suggestions you identified for 

the farmers?  
 

SESSION CONCLUSION 

Topics Activities Time 

(min.)  

Resources 

  CLOSE the lesson and session by discussing: 

 OUTCOMES:  REVIEW the lesson’s and the 

session’s learning objectives. 

 FEEDBACK:  ASK what questions they have on 

what has just been discussed. 

 FUTURE: Assign homework to help participants 

remember the content by saying:   “Now that 

you realize how important it is to keep good 

records, let’s start right away on record-

keeping.  Before our next session, please enter 

all your business transactions from the past 

two weeks onto the appropriate pages in your 

My Farm Business Records books.  We will 

review your results at our next session.” 

 REMIND participants to bring their My Farm 

Business Records book and their Farmer Case 

Study handout to the next session. 

5 My Farm 

Business 

Records 

book 
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Session 7:  Planning to Grow Your Business 

SESSION OPENING 

Topics Activities Time 

(min.)  

Resources 

  WELCOME participants back to 

class. 

 REVIEW Workshop Agreement 

chart from Session 1:  

 

 

 REVIEW Agenda for Session 7:  

 ASK questions to review the 

main concepts learned in the 

previous half-day session. 

 LINK to previous session by 

reviewing the homework 

assignment and correcting any 

mistakes.  Ask for volunteers to 

share one or two of their transactions with the 

class. 

 ASK if participants have any remaining questions 

about what they learned the last time. 

5 Our 

Agreements 

chart 

 

 

Agenda 

Session 7 

chart 

 

Topics Activities Time 

(min.)  

Resources 

EXPLORING YOUR CROP PORTFOLIO 

Learning Objectives:  

  Evaluate crop portfolios as a whole. 

  Identify indicators to strengthen crop portfolios.  

1 

hour 

30 

min. 

 

  GET ATTENTION BY TELLING THE FOLLOWING 

STORY:   

 Once upon a time a father and son went 

camping.  After a day of fishing, the father 

showed the son how to cook the fish. 

 First, the father cleaned the fish.  Then he cut 

the remainder in 4 pieces and put it in the 

frying pan. 

 The boy asked the father why he cut the fish 

5  
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Topics Activities Time 

(min.)  

Resources 

into small pieces before putting it in the pan. 

 The father responded that it brought out the 

flavor in the fish.  This was the way he learned 

to do it from his father. 

 

 When they returned home, the boy asked the 

grandfather why it is important to cut the fish 

in pieces first. 

 The grandfather responded that this is the way 

he learned to do it from his father so that the 

fish cooks best. 

 The boy went to the great-grandfather and 

asked the importance of cutting the fish in 

four. 

 The great-grandfather smiled at the smart boy 

and smiled.  He explained that when he first 

took his son fishing, he only had a small pan 

and that was the only way to get the fish to fit 

in the pan. 

 The moral of the story:  Sometimes, we do 

things because it has “always been done that 

way.”   But situations change and what used to 

make sense might not make sense any more.  

That is why it is important to re-examine our 

assumptions and practices every so often. 

 LINK TO THIS TOPIC’S CONTENT:  In this lesson, 

we examine the choices about what crops we 

grow so we can see if there is a better way to 

make more money. 

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN: In this lesson, we will 

return to the farmer case studies we have been 

doing and start making decisions and advising 

our farmers. 

 STIMULATE INTEREST BY ASKING:  How many of 

you give serious thought to which crops you 

should grow? 
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(min.)  

Resources 

  GET ATTENTION BY ASKING: What is a crop 

portfolio? 

 ANSWER:  The combination of all the crops you 

grow on your farm. 

 EXPLAIN: All of you have a crop portfolio.  

 ASK: How did you decide which crops to grow? 

 POSSIBLE ANSWERS: 

 Chose crops that grow well in my area. 

 Grow the same crops as my 

family/neighbors. 

 Crops were recommended to me. 

 Grow a mix of crops I can sell and which 

my family can eat. 

 Tried to choose crops with a lot of 

demand. 

 GIVE participants 3 minutes to discuss with a 

neighbor:  Why is it important to grow multiple 

crops? 

 INVITE volunteers to share their ideas. 

 EXPLAIN: Having a diverse crop portfolio gives 

you options. If you have a bad season for one 

crop or the market is poor, you can rely on other 

potential sources of income.  

 EXPLAIN: Many of you grow some of your crops to 

eat and some to sell.  

 GIVE participants 3 minutes to discuss with a 

neighbor:  Is it better to plant more crops for 

selling or for eating? 

 INVITE volunteers to share their ideas. 

 EXPLAIN: It makes sense to plant some crops to 

eat because you can save money by not buying 

the food. However, you should always balance 

both options.   

 Determine how much money it would cost to 

buy the same amount of food and how much 

money your cash crop could earn. Make sure 

that your food crops are not costing you more 

15  
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Topics Activities Time 

(min.)  

Resources 

to grow than what you could be earning by 

growing a cash crop on that same land. 

 Example:  Imagine you determine that it would 

cost you Php 100 to buy the same amount of 

food that you grow on a portion of your land.  

If you determine that on the same plot of land, 

you could make Php 50 on a cash crop, then it 

makes sense to continue growing the food.  If, 

however, you determine you could make Php 

200 of your cash crop, it makes sense to grow 

the cash crop.  You could spend Php 100 

buying the food and still have Php 100 left 

over. 

 EXPLAIN: By growing cash and food crops, you 

decrease your risk by giving yourself options for 

where to get food.  When you grow multiple cash 

crops, you do the same thing with your business. 

 ACTIVITY: Crop Analysis 

 ASK participants to return to the case study 

groups. 

 GET ATTENTION BY EXPLAINING: Before you 

advise your farmer, let’s take time to examine 

your farmer’s crop portfolio together.  

 

 GIVE groups 20 

minutes to answer the 

questions on the Crop 

Analysis chart:   

 REMIND them to 

consider all the 

calculations and 

records they 

created during the 

course.   

 DEBRIEF QUESTIONS: 

 Which was the most profitable crop? How do 

you know? Why do you think it was so 

profitable? 

35  Crop 

Summary 

Dry Erase 

posters 

 

 

Crop 

Analysis 

chart 
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(min.)  

Resources 

 Which is the most important indicator? 

 What changes would you recommend for the 

farmer’s crop portfolio?  

 CONCLUDE discussion by explaining that the 

most important indicator depends on what you 

want to know.  If you want to know which crop is 

the most productive, look at yield per hectare.  If 

you want to know which crop gives you the most 

return for your investment, look at profit per kg.  

If you want to know which crop makes the most 

money in the same amount of space, look at 

profit per hectare. 

 

 

 

 

 

 

 

 

 

 

 

  LINK THE ACTIVITIES TO EACH OTHER: Now that 

you have the information you need about your 

farmers and their farm businesses and you have 

had time to analyze it, let’s put all of it to use. 

  

 ACTIVITY: Farmer Role Plays 

 

 DIVIDE participants into pairs with someone from 

a different farmer group.  

 EXPLAIN: You have attended the Farming as a 

Business training and have learned about the 

value of developing a business mindset and 

transitioning from a traditionally-operated farm 

to one that operates like a successful and 

profitable business.  

 After the training you go back to your 

communities and meet your neighbor, the 

farmer from your case study. Your farmer did 

not attend the training and is skeptical about 

the idea of farming as a business, but you 

know from what you learned that there are 

many things s/he could do to improve his/her 

business.   

 ASSIGN one person in each pair to play the role of 

the farmer/neighbor.   

 GIVE participants 10 minutes to convince the 

neighbor to switch from traditional farming 

30   
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(min.)  

Resources 

practices to farming as business and implement 

some of the ideas the group identified.  

 SWITCH roles and repeat the activity for another 

10 minutes. 

 DEBRIEF QUESTIONS: 

 Were the farmers convinced to change? 

 What were some of the good arguments you 

heard? 

 How did you feel about having so much 

knowledge about the farm’s business?  

 What resistance did you face?  How did you 

address it? 

 How did this activity help you to think through 

some ideas for your own farm? 

  EXPLAIN: By keeping the records we have taught 

you, you can have everything you need to make 

these same types of decisions for your own 

farms.  

 By evaluating your production each year, the 

money you are putting into your business, and 

how much profit you are making every year, 

you can determine which crops present the 

best opportunities and decide how to best use 

your resources to get the most from your land 

and make the most profit. 

1  

  CLOSE the lesson by discussing: 

 OUTCOMES:  REVIEW the lesson’s learning 

objectives. 

 FEEDBACK:  ASK what questions they have on 

the lesson that has just been discussed. 

 FUTURE:  SAY: Looking at crop portfolios and 

thinking about strategies to make more profit 

are really part of creating a business plan, 

which is our next lesson. 

4  
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(min.)  
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DEVELOPING A BUSINESS PLAN 

Learning Objectives:  

  Identify business goals.  

 Create a business plan to achieve goals. 

50   

  GET ATTENTION BY EXPLAINING:  We’ve done a 

lot of thinking about our assigned farmers, but 

what about ourselves?  

 LINK TO THIS TOPIC’S CONTENT:  In this lesson, 

we give you time to reflect on what you will do 

more consistently, what you would like to add or 

change to your current practices, what are the 

resources you need , and how you to find them.  

 OUTCOMES:  EXPLAIN the lesson’s learning 

objectives. 

 STRUCTURE:  EXPLAIN: In this lesson, you will 

create a simple and usable business plan. 

 STIMULATE INTEREST BY ASKING participants to 

return to the groups they were in when they drew 

their successful business drawings on the first 

day. 

5  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  GIVE participants 5 minutes to add to their 

drawing anything else they now realize is 

important and should be included.  They can also 

remove items that they now realize do not need 

to be included.   

 DEBRIEF together. 

 EXPLAIN: Every successful business has a clear 

idea of its vision, goals, and plan to achieve 

them. As businesspeople, each of you has already 

identified your vision and goal. Now is the time to 

focus on how to achieve them. This is what we 

call business planning. 

 ASK: What do you think a business plan is? 

 POSSIBLE ANSWERS: 

 A guideline of how to run your business. 

 A plan for the future growth of your 

business. 

10  
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 Goals and strategies for your business. 

 EXPLAIN: A business plan is simply an outline of 

your business’ mission, goals and how you plan 

to achieve them.  

 ASK: Why do you think having a business plan is 

important to your farming business? 

 

 

 POSSIBLE ANSWERS: 

 Helps you make important decisions. 

 Helps you evaluate business performance 

and how to improve.  

 Helps you organize your activities to 

achieve your goals.  

 LINK TO THE NEXT ACTIVITY: Since each of you is 

a businessperson with a farming business, having 

a business plan can help you. Creating a business 

plan helps you transition from being a traditional 

farm to a farm business that is growing and 

profitable. Our next activity helps you create your 

plan. 

 ACTIVITY: Creating a Business Plan 

 

 INSTRUCT participants to go to the My Farm 

Business Plan page in their My Farm Business 

Records books. 

 NOTE:   Throughout this activity, as 

participants work on their business plan, 

WALK around and offer support as needed. 

 GIVE participants 10 minutes to write in box 1 

goals that will help them transition from a 

traditionally managed farm to a farm that 

operates as a successful business.  

 REMIND them that the goals should be 

specific, measurable, realistic, and time-

bound. 

 EXPLAIN: Box 1 was about goals for your farming 

business. Box 2-4 are about the actions and 

30  My Business 

Plan page in 

the My 

Farm 

Business 

Records 

book 
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behaviors that will help you to achieve the goals 

you outlined. 

 GIVE participants 5 minutes to answer the 

following questions using Box 2-4: 

 What practices should I continue doing to 

achieve these goals? 

 What practices must I start doing to achieve 

these goals? 

 What must I stop doing in order to achieve 

these goals? 

 EXPLAIN: Now that you have an idea of your goals 

and the actions and behaviors you need to get 

you there, let’s focus on Boxes #5-6, which look 

at the support and resources you will need to 

achieve your goals.  

 

 GIVE participants 10 minutes to answer the 

following questions using Boxes 5-6: 

 What support and resources do I need to 

achieve these goals? 

 How can I get this support? 

 GIVE participants 20 minutes to share their goals 

and plans with someone in the room with whom 

they have not yet paired and to get feedback from 

their partners.  

 EXPLAIN: Each of you has just created a Business 

Plan for your farm. You can return to this 

business plan later with new ideas or updates to 

reflect your growing and changing business. 

 DEBRIEF to answer any questions. 

 CONCLUDE discussion by reminding participants 

to review and revise their plans every year. 

  CLOSE the lesson by discussing: 

 OUTCOMES:  REVIEW the lesson’s learning 

objectives. 

 FEEDBACK:  ASK what questions they have on 

the lesson that has just been discussed. 

5  
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 FUTURE:  SAY:   We will conclude by talking 

some more about our next steps. 
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COURSE CONCLUSION 

  GET ATTENTION BY EXPLAINING: You have now 

learned what farming as a business means, what 

information you need to help you make smart 

business decisions, how to measure and record 

your business success, and how to plan for the 

future of your farming business.  

 OUTCOMES: REVIEW the learning objectives from 

the beginning of the training. 

 FEEDBACK:  REVIEW participants’ questions and 

expectations for the training from the first day to 

confirm that all questions have been addressed.  

 ASK: Does anyone have any remaining questions 

or expectations that we have not covered 

throughout our time together? 

 LINK TO NEXT ACTIVITY: They say that to build a 

house, you must begin with a single brick.  Before 

we leave today, let’s find our first bricks.  

5  

 CLOSING ACTIVITY:  

 

 TELL participants to stand and form a circle. 

 SHOW participants the ball and explain that 

whoever has the ball has the right to speak.   

 EXPLAIN that you will pass the ball to the first 

person.  That person will answer three questions, 

then pass the ball to anyone else in the circle.  

Continue until everyone has had the chance to 

speak. 

 SAY:  Since we have just 

learned how to do a 

business plan, let’s apply 

that same concept to 

ourselves.  Think about 

everything you have 

learned in this course.  

When you get the ball, 

please answer the 

10  Soft rubber 

ball 

 

 

 

 

 

 

 

 

 

Closing 

Activity 

chart 
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questions on the Closing Activity chart: 

  FUTURE:  EXPLAIN the next step participants 

should take after this course: 

 Return to their farms and calculate their land 

holdings. 

 Record their actual expenses for the year in 

their record book. 

 Create a budget for the year. 

 Use this information to calculate their 

production, profitability and cost per kg at the 

end of the season. 

 Decide where to invest and how to grow the 

business based on the recorded information.  

 DISTRIBUTE the Calculations Reference Sheet as a 

reminder and quick reference guide to all the 

calculations they learned in the course. 

 DISTRIBUTE course evaluation forms and ASK 

participants to complete and return the forms 

before leaving the session. 

 THANK participants for their time! Welcome any 

individual questions or support after the training.  

5  
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