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1.0 INTRODUCTION 

 
1.1 Background  

Practicing and Potential chicken farmer entrepreneurs face different challenges, which affect 
their decision to start or continue their entrepreneurial ventures. Entrepreneurs, especially 
chicken farmers, need knowledge and skills on how to keep their ventures consistently 
competitive and sustainable.  
 
The focus of the training is to enhance the capacity of chicken farmers with entrepreneurial 
skills necessary to build successful and sustainable chicken farming. The training aims at 
equipping chicken and shoat farmers with basic business skills to start, manage and sustain 
a chicken/shoats farming enterprise through a learning-by-doing practical approach. The 
programme aims at developing livestock farmers’ (mainly chicken and shoats) skills and 
competencies in business while improving their knowledge, filling their information gap, 
changing their attitudes towards chicken and shoat farming as a business and rearing them 
specifically for the market. This programme aims at transforming farmers’ attitudes towards 
chicken and shoats farming, and becoming demand responsive.  Farmers will, in small 
groups, learn how to identify venture opportunities, manage and grow the business, identify 
and target markets hence make livestock farming much more profitable. They will also get 
to know the benefits of group entrepreneurship (in form of cooperatives). 
 
The training sessions will provide chicken farmers with opportunities to address concerns 
and seek solutions as they plan to start or transform/innovate and build successful 
entrepreneurial ventures. A vital component of the training will be to equip them with basic 
skills to handle the challenges of running a business. This manual is intended to provide 
basic training to the farmers to start viewing chicken and shoats farming as a business and 
adopt a commercialization approach. The training manual is divided mainly into four 
modules: 
 
MODULE 1: Basics of Entrepreneurship in Farming  
MODULE II: Understanding desired position -Where do you want to go? 
MODULE III: Managing the entrepreneurial Venture -  How do we get there? 
MODULE IV: Cooperatives and Leadership 
 
Specifically, the training will cover introduction to entrepreneurship in farming, planning a 
business, managing business opportunities, basic record keeping, marketing products and 
services, business planning, costing and bookkeeping as well as co-operatives and 
leadership. Entrepreneurial skills acquired will help change the livestock farmers’ mind set 
from just subsistence farming to commercial farming, from farm mentality to firm mentality. 
 
 
 
 



 

4  

1.2 Rationale  

The UN’s Global Goals aim to end poverty, protect the planet and ensure prosperity for 
everyone by 2030. The Sustainable Development Goals (SDGs), include ending extreme 
poverty, giving people better healthcare, and achieving equality for women. The Livestock 
industry is well positioned to help accomplish the SDGs especially in rural Sub-Sahara 
Africa. Empowering chicken and shoats farmers by equipping them with knowledge and 
information and skills in entrepreneurship, marketing, costing and bookkeeping as well as 
cooperatives and leadership will help increase their benefits from chicken and shoats 
farming from which most ASAL areas households derive substantial livelihoods. It is 
assumed that the totality of entrepreneurship, marketing, basic bookkeeping, co-operatives 
and leadership skills attained from this training will go a long way in helping to transform 
their farming to commercial or semi-commercial levels.  At the end of this training, the 
farmer will have not only gained information on management and group entrepreneurship 
but also acquired skills that will enable her/him become an efficient commercial livestock 
farmer selling chicken, eggs, chicks, chicken droppings and shoats. 

1.3 Objectives of the Manual 

By the end of the training sessions, this manual will 

i) Create awareness of farm enterprise and help farmers develop positive attitudes 

towards enterprise and self- employment aspects of entrepreneurship  

ii) Provide knowledge and practice of the required attributes and challenges for starting 

and operating a successful chicken/shoat farming enterprise  

iii) Provide information; knowledge; and entrepreneurship, management, and marketing 

skills to enable them undertake chicken and shoats farming in a commercial and semi-

commercial way aimed at improving their livelihoods  

iv) Empower chicken and shoats farmers to better leverage their ability to grow, expand, 

innovate, commercialize their income generating activities as well as find markets. 

v) Help farmers identify community and business resources that support chicken and 

shoats farming, understand and apply best business management skills to ensure and 

profitability and sustainability 

1.4 Target Group 
The content of the manual is tailor made to suit the needs of chicken and shoats farmers. The 
trainees need not have had any significant formal education but need to have basic literacy 
and numeracy skills since this will adopt the principles of adult learning. The participants 
are encouraged to discover learning contents themselves in an active process. Regardless of 
the level of formal education, each participant has a valuable contribution to make, if 
encouraged to be an active partner in the learning process. Based on this approach, in this 
manual, the trainer acts as and is referred to as a “facilitator”. He/she “facilitates” 
participatory and experiential learning, i.e., creates the conditions and the environment in 
which trainees themselves will discover and practice knowledge and skills.  
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By means of activities, trainees will explore and share their own experiences and knowledge, 
critically conceptualize and reflect upon solutions from which they will derive learning 
contents and ways for practical implementation of an enterprise. Appropriate activities and 
images included in the manual will support the acquisition of knowledge and understanding 
of the modules in an enabling environment.  
 

 

1.5. Structure of the Manual 
1.5.1 Key Training Approaches   
The holistic capacity building of chicken and shoats farmers will involve identifying and 
analyzing capacity gaps in terms of skills, knowledge, information, or self-motivation in 
starting or transforming, managing and sustaining a successful venture. 
The entire entrepreneurship training is anchored on the principles of adult learning 
approaches: self-driven and autonomous goal oriented, relevance, respect, sharing of 
experiences and knowledge. 
Specifically, the facilitation methods to be applied include:  

i. Individual and group experience sharing  

ii. Group discussion and discovery learning 

iii. Systematic Structured Facilitation Approach (known to unknown) 

iv. Coaching- helping participants to bring out the best within them 

v. Participatory learning – This will entail participants engaging in practical 

activities 

 
1.5.2 Learning Tools 

i. Flip chart, flip chart paper or large sheets of paper/ flip chart stand  

ii. Markers in different colours 

iii. Manila papers  

iv. Note books / pens/ pencils  

v. Glue stick, pins, cello tape, masking tapes  

vi. Scissors 

vii. Facilitation cards 

viii. Cards or slips of paper, scrap paper to write notes 

ix. A pointer 

x. Overhead projector, lap top, printer  

xi. Name tags  
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1.6 GETTING STARTED 

 
1.6.1 Introduction of participants 

 

   Activity 1: Pairs – Participants’ Introduction- 15 minutes  
 
Facilitator’s tasks welcome all participants and introduce self. 
 
Activity 1: Participants’ Introduction- 15 minutes  
 Give guidelines on the flipchart for introduction of participants in pairs after shuffling 
their sitting positions and give them 3minutes  

 Name and occupation 

 One strength or something unique about yourself 

 Number of chicken and goats one rears 

 Type of income generating activities involved in? 

 
1.6.2 Participants’ Expectations 
 
       Activity 2: Plenary (15 minutes)  
 Participants brainstorm and express their expectations from the entire training. 

 Facilitator writes on the flip chart while grouping repetitive and similar ideas  

 The facilitator to clarify what they should actually expect 

The facilitator evaluates whether the participants’ expectations have been met. 
 
1.6.3 Objectives of the Training - 10 minutes  
Facilitator takes the trainees through the training objectives  
Activity3: Allow participants to compare their objectives with their expectations. 
 
1.6.4 Training Schedule/ Program  
The facilitator distributes the training timetable to the participants.  
 
Activity 4 - Plenary (5 minutes)  
Discuss the training timetable/program with participants 
1.6.5 Setting the Ground Rules  
Activity 5 (5 minutes)  
The facilitator allows the participants to propose the ground rules of the training as he/she 
writes them on the flip chart. 
 
 
 
 
 
 
 

     • 

• 



 

7  

 
 

MODULE 1:  BASICS OF ENTREPRENEURSHIP IN FARMING 

Introduction 
This session introduces the basic concepts of entrepreneurship in farming. By taking the 
trainees through the requisite competencies of livestock farmer entrepreneurs, the farmers 
are challenged to reexamine their personal competencies in the carrying out their farm 
enterprise. 
 

Training Objectives 
By the end of this session, participants will 

be able to: 

Responses 

1. Define entrepreneurship in 

farming 

 

Activity 1- Group 
 
In groups of 5-7, the participants are given 10 
minutes to discuss: 

1. The meaning of the terms  

i. Entrepreneurship in Farming  

ii. Farmer Entrepreneur   

iii. Farmer Enterprise  

The groups make a presentation 
 

     

Entrepreneurship is driving force of 
smallholder farming in an increasingly 
dynamic and complex environment. 
 
The word “entrepreneurship” is derived 
from the French word “entreprendre” 
which means “to undertake”.  
 
It refers to: 
 
    The process of identifying 
opportunities in the market place, 
arranging the resources   required to 
pursue these opportunities and investing 
the resources to exploit the opportunities 
for long term gains. It involves creating 
wealth by bringing together resources in 
new ways to start and operate an 
enterprise. 
 
     The process of identifying viable 
business opportunities in their farm 
activities and mobilizing resources to 
convert the opportunities into a 
successful farm enterprise through 
creativity, innovation and risk. 
 
      The process of creating value through 
recognition of business opportunities 
within farm activities, the management of 
risk-taking appropriate to the opportunity 
and through communicative and 
management skills to mobilize human, 

• 
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financial and material resources necessary 
to make the firm venture profitable. 
 

 

 

 

 

Features of Entrepreneurship 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 
 
 
 
 
 
 
 

Opportunity 
identification 

Resource 
Mobilization 

Creativity 
and 

innovation 
 Flexibility 

 

Leadership 
 Risk Taking 
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Farmer Entrepreneur   

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

    This is a person who produces crop/ 
services or rears animals for the market and 
always looks for opportunities to improve 
and expand his/her farm business. 
 
    This is any farmer who creates and 
develops a business idea and takes the risk 
of setting up an enterprise to produce a 
product or service which satisfies customer 
needs. 
 
    This is a farmer who innovatively 
manages her/his farm or livestock with 
her/his leadership and managerial 
capabilities with the intention of changing 
the current situations of the existing 
products and services and in the process 
expand the enterprise 
 
   This is a farmer who see her/his farm 
activity as an enterprise and a means of 
earning profits for which she/he is willing 
to take calculated risks to make it successful. 
 

Farmer Enterprise  

 

   This is an individual commercial 
enterprise of the farm. Each farm or 
livestock produce is an enterprise e.g. egg 
production, chicken meat, goat meat, 
hides/skins, manure etc 

2. Assess the competencies of a 
successful livestock farmer 

entrepreneur 
 

Activity 2 - Group 
 

In groups of 5-7, the participants are given 15 
minutes to read a case study of a successful 
chicken farmer and list her characteristics.  

 

 Passionate 
 Creative and Innovative 
      Flexible  
      Self- Confident 
      Problem Solver 
      Risk taker 
      Leader 
      Initiative taking 
      Ambitious-strong desire and will to 
achieve goals 

• 
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The key entrepreneurial competencies for a livestock farmer-entrepreneur include: 
initiative, passion, ambition, problem-solver, creative, risk taker, flexible, innovative, self-
confident and leader, farmers with these competencies are more able to compete and 
become successful.   

Competencies  Explanation 

Initiative Entrepreneurial Livestock Farmer: 
 Must be willing to independently take the first step and 

seize the first opportunity   whenever it arises 
 Understand what they should do and set their own 

vision and goals  

Passion   The driving force should be the love for the venture 
which will help maintain the focus 

Ambition   Must have a strong desire and will to realize their vision 
and achieve goals. Are persistent and do not give up 
easily  

 Understand business challenges, devise strategies to 
cope and remain competitive 

Problem solver  Must understand the problems and challenges of 
farming 

 Have a strong desire to solve problems as they arise and 
so devise effective ways  

Creative and 
Innovative 

 Use the bird’s eye to see the big picture of the 
enterprise- must see opportunities ahead of the 
challenges  

 Must continually think up new and different ways of 
improving their operations. 

 Generate new ideas, and seek information then match 
them to opportunities and problems 

Risk-taker  Are actively willing to take risks and moderate 
calculated risks  

 Engage in risk analysis in terms of costs and benefits 
and devise strategies to manage risks. 

Flexible  readily adapt to the dynamic environment to ensure 
that they stay ahead of competition  

 Adapt new methods and processes in response to new 
customer demands 

Self - confident  The farmer should believe he/she has what it takes to 
run a successful enterprise 

 Must have a strong sense of locus of control 

Leader  Should guide and motivate all who are involved to keep 
focus on the of the enterprise. 
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 Exhibit strong will power, effective business acumen 
and communication skills 

How many of these competencies are you strong in? Which once do you need to improve 
on? You can develop them through practice, experience and training. 
 

Module II: Understanding Desired Position 
 -Where do you want to go? 

3.1 Introduction 
     This session is geared towards enabling the farmer to establish the business essence of 
her/his livestock farming. By determining the farmer’s present entrepreneurial position, 
the trainees are taken through very practical ways of coming up with a simple business 
plan through which they can transform their farming-entrepreneurial venture into a life 
changing and sustainable income generating activity. The livestock farmer business plan 
will be a product of a clear vision statement and setting of goals for the farming-
entrepreneurial venture.  
  
3.1.1 Learning Objectives 
By the end of this session the livestock farmer will be able to: 

i. Assess current farm entrepreneurial position -Where are you now? 
ii. Engage in vision casting for the livestock entrepreneurial venture 

iii. Set goals   for the venture 

iv. Develop a simple business plan for the entrepreneurial venture 

3.2 Assessing Current Farm Entrepreneurial Position -Where are you now? 

Objective: By the end of this session, participants will determine whether their 
livestock farming activities are commercial or not. 

 

        Activity 3 – Group discussion 

In groups of 5 the participants discuss the following questions  
i. Why are you a livestock farmer?  

 To produce food for yourself and your family 
 To generate income/money 
  both food production and for cash 

We shall populate the three circles with the choices from the groups  
 

-- -

• 
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 It is expected that majority of the livestock farmers produce for both food and 
cash. However, some outliers exist who produce for food only  

 
 However, the livestock entrepreneur should produce for the market, so their 

animal rearing farming practices should change  
 

 It is therefore important to begin to look at the farm more as a business than as a 
source of food. 

 
 
 

        BIG Q: Is your livestock farming a commercial enterprise or just 
another farm activity? Why or Why not? 

 
Livestock farming as a business is built on the principles of improving farm production 
to increase profits and ensure sustainability of farm output. This means  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Produce for food only

Produce for the market 
only

Produce for food and 
market

•How many

•How many

•How many 

Widen 
market 

linkages 

Increase 
Efficiency 

Increase 
customer 

satisfaction 

-- -

• 
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        Activity 4: Individual activity spearheaded by facilitator who will enhance 
participatory learning from other farmers’ experiences. 
Participants draw the table and fill it in: 
 

Type of 
livestock 
farming   

What activities 
are you 
engaged in   

Strengths, 
Weaknesses, 
Opportunities and 
Threats 

What affects your 
profitability   

Eg Poultry 
farming  
  Backyard 
poultry eg          
Pullet growing, 
feed production 
  Farm flock 
 Hatchery 
production 
separate from 
farming 
 
  Commercial 
poultry farm 

- -Chicken house 
preparation 

- -Feeding the 
chickens 

- -Monitoring the 
conditions 
inside the 
chicken houses,  

- -Monitoring the 
feed and water 
lines  

eg strengths  

- Excellent 
customer 
service. 

- Large market 
share. 

- Personal 
relationships 
with 
customers. 

- Leadership in 
product 
innovation. 

Eg  
-Home 
consumption  
-Market demand 
-market price 
-Competitors 
-Technology 
-Cost of inputs  
- 

Reduce 
Losses   

Increase 
productivity 

Improve 
Managerial 

skills  

• 

• 

• 

• 
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Feed production 
separate from 
poultry farms 
 
  Specialized 
egg/meat 
production 
Chicken meat 
production 
becomes 
independent of 
egg production 
 
  Integrated egg 
production 
Separate 
enterprises 
reintegrated as a 
business 

- -Monitoring the 
health of the 
chickens and 
vaccinating 

- -Cleaning the 
chicken houses 
or coops 

- -Collecting eggs 
(for laying hens) 

- -Selling eggs 
and chickens  

- Highly 
efficient,  

- Low-cost 
manufacturing. 

- High integrity. 

- Keeps daily 
records 

 

 
 



 

 

                        
 
 
 
 
 

3.3 Vision Casting and Goal Setting  
Objective: By the end of this session the participants will demonstrate how to establish their 

enterprise and set at least 3 goals  

 

What is a vision? 

 

Examples of Vision Statements:  

 Providing local products at highest levels of specifications, standards and quality while 

adhering to international norms and standards - Delmon Poutry Company 

 To provide supplementary income and subsidiary employment. 

 A leader in the production and distribution of packaged eggs. 

 

Activity 5 – Individual (using cards or slips of paper) 
i. Each participant comes up with the vision for their farm enterprise  

ii. State three ways you will engage to improve your farm enterprise 

iii. State the dream for your farm in the next 5 years 

iv. List three things you hope to achieve and by when? 

   

 

 

 

 

A picture of your 
livestock farming 
venture in the future 

It is a statement of 
your dream for 
enterprise in the 
future

It is a statement of 
what your venture 
should become. It 
states the direction 
hence the purpose

• 



 

 

 

 

 

 

 

Goal Setting 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

e.g. Increase my sale of eggs by 10 trays per month 
 

The objectives must be SMART 

Letter Meaning  

S Well defined and focused. 

M Numbers that help one to know that they are on track. 
Whatever gets measured gets done. 

A The big enterprise dreams must be within your reach 

R Business goals must be relevant based on current 
conditions and realities. 

T Business goals and objectives are achieved when the time frame is 
set. 
 

  
 
 
 
 
 
 
 
 
 
 
 

An Observable and Measurable end 
result with a measurable objective(s) to 

be achieved within a given period of 
time 



 

 

 
 
 
 
 
 

 

 Activity 6- Pairs  

Each person in the pair should assist their partner to write down three goals they 
hope to achieve in their livestock farming enterprise and by when. 

The facilitators should give them an opportunity to share in the plenary. 
 

3.4 Developing a Business Plan for the Entrepreneurial Venture 
 
Planning is making decision about: 

 
 
     What to do 
 
 
     When to do it 
 

 

   Where to do it 

 

 

             

   How to do it 

 

 

    

   Who to do it 

 

Goal

Vision

• 

• ••••• • 



 

 

 

 

 

 

  

             

       BIG Q:  Do you have a plan for your livestock entrepreneurial venture? 
 

 

 

    

 

 

 

  

 

Qs  
What is a business plan? 

Why write a business plan? 

What are the components of a livestock farmer business plan?  

 

Business planning is the process of systematically thinking about one’s business, setting business 

goals and objectives and planning for resources which will help achieve the desired goals. 

  

 A business plan is a road map or blue print of your business  

  It is what will help guide your business as you strive towards making it competitive 

and profitable 

  It is a document that helps a business to look ahead, allocate resources, focus on key 

points, and prepare for problems and opportunities 

 A business plan is a document that summarizes the operational and financial objectives 

of a business and contains the detailed plans and budgets showing how the objectives 

are to be realized. 

 

 

 

 

 

 

 

 

 

 

 
Failure to plan is 
planning to fail 

• 



 

 

 

  

 

 

 

 

Importance of a Business Plan 

 

 
 

  
  

   

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

• Identify, describe and analyse business 
opportunity

•To guide business operations
Planning tool

• Serve as a tool for obtaining business loan

•To communicate to all interested parties

• Serve as a marketing tool for the enterprise

Management tool

•Helps in monitoring the achievement of  
business goals 

•Helps check enterprise sustainability
Evaluation tool



 

 

 

 

 

 

 

 

Components of a Livestock Farmer Business Plan 
 

Components of a BP Sub- components   

Business description Background of the business:  

 the, vision, mission and goal, objective and rationale 

 What business am I in? 

 Where do I want my business to be? 

 What is the purpose of my business? 

 What products and services do I want to offer? 

 Business owner(s) - Educational, professional 

background; relevant experience in business-related 

activities 

Marketing plan   Market analysis 

 Who is my customer? 

 What does my customer want/need? 

 What is the market size of my farm products? 

 Who are my Competitors 

Organization plan  Business management team 

 Duties and responsibilities of members of management 

team 

 Support staff and services required e.g. banker, 

business advisor, communication channels, accounts 

clerk  

Operational/ production 

plan 

Livestock production and operation plan 

 Describe the type of flock you are keeping 

 Calculate the cost of acquiring the flock 

 Describe the technology you will use to rear the flock 

 Describe the structure of your flock house 

 Describe your monthly flock material and labor 

requirements 

 Calculate your flock production cost and selling price 

 Describe your flock rearing process 

 State government regulations, compliances and 

approvals you have to observe 

 

   



 

 

 

 

 

 

      

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  
 

Activity 7 - Group  
In groups of five prepare a group business plan that you can later individually tailor to your 
business and implement. You will be required to present in class after 1 hour. In case of any 
challenge ask for help. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

  

Financial plan  How much money do I require to implement the plan? 

 How much money can I generate from my own source? 

 How much do I need to borrow and what are the 

conditions? 

 What is the expected profit? 

Risk analysis What things may go wrong and the effects 

 Value proposition, 
 Costs, 
 Revenue, 
 Customers, 
 Distribution channels, 
 Key resources. 

http://www.entrepreneurshipinabox.com/380/10-steps-to-better-understand-customers-needs/


 

 

 
 
 
 
 
 

MODULE 3: MANAGING THE LIVESTOCK ENTREPRENEURIAL VENTURE 
                    
  HOW DO WE GET THERE? 

I. Enterprise Management 

II. Livestock Marketing  

III. Costing and book keeping  

4.1 Introduction 
This session takes the livestock farmer entrepreneur through various aspects of management of the 
livestock farming enterprise. The session explains what the farmer should consider when coming up 
with the marketing strategy befitting the kind of goods they produce and the kind of markets they 
target in the business venture. It also expounds on the costing, pricing and record keeping aspects 
which are crucial in the farming entrepreneurial venture.   
 
4.1.1 Learning Objectives: 
By the end of this session the livestock farmers should be able to: 

i) Explain the different managerial functions the farmer should be involved in the livestock 
farming enterprise. 

ii) Distinguish between the marketing strategy and the different ways of marketing farm 
produce. 

iii) Identify the different markets where livestock farming products can be sold. 
iv) Differentiate the different types of costs involve in running a livestock enterprise. 
v) Explain how record-keeping can be used as a tool for monitoring the performance of the 

entrepreneurial venture.   

4.2 Enterprise Management 
For you to be a successful livestock entrepreneur, you must ensure effective and efficient uses of 

farm resources. The farmer entrepreneur performs key managerial functions in each of the areas of 

the enterprise especially in managing inputs, production and marketing.  He/she must be in each of 

the following functions: 

i. Diagnosis Livestock entrepreneurial farmers analyses the enterprise 
challenges and opportunities that may affect profitability and 
strategize to ensure the enterprise remain competitive 

ii. Planning Identify and implement effective actions within the firm’s 
resources for achievement of the goal 

iii. Organizing This entails consolidating all necessary inputs and materials 
necessary for effective and successful implementation of the 
planned actions 



 

 

iv. Leading Must have the capacity to inspire, motivate, build confidence and 

trust in all the enterprise stakeholder and specifically rally the 

staff to engage their full potential. Should clearly direct the farm 

operations 

v. Controlling  
 

The farm entrepreneur should establish effective checks to 

monitor the progress of the enterprise. Compare actuals versus 

planned 

vi. Evaluating  
 

This entails measuring the outcomes of the enterprise by 

comparing its performance over time against the set goals 

 

        Activity 1 – Self assessment through experiential learning 
 

Take 5 minutes for individual self-assessment. Which of these functions are you good at and which 

ones require attention? How has this impacted on your business operations. Give a few participants 

an opportunity to share in the plenary  

 

 

4.3 Livestock Marketing  
4.3.1 Session Objectives: 
By the end of this session, the participants will be able to: 

 Define livestock marketing concepts 

 Apply marketing strategies in their livestock enterprises  

     BIG Q: What is Livestock Marketing  
Livestock farmers spend a lot of time raising, breeding, and feeding their animals. After all their 

investment they must ensure that their products e.g. eggs, meat, droppings/manure etc. reach the 

intended customer/consumer.  

 

Marketing involves the entire planning process required to produce, promote or merchandise and price 

a commodity. It is the effort to identify and satisfy customers’ needs and wants, market prices of 

products and the level of competition in the market. 

 

Marketing answers the following questions  

Questions Pointers 

 Who are my 

Customers? 

• Your current customers. 
• Your potential customers  

• Former customers  

 What are my 
customers’ needs 
and wants? 

• Quality 

• Design 

• Variety 

 How can i satisfy 
my customers? 

• Consider their tastes and preferences  



 

 

• Engage the 7Ps 

 How do I   make  
profit and satisfy 
my customers  

• Have a unique value proposition that 

is attractive 

 

  Activity 2 – Group discussion and experience sharing 
In groups of 5 discuss the four marketing questions in relation to your current livestock 

farming activity. 

 

4.3.2 Livestock Marketing Strategy  
By the end of this session, the participants should be able to:  

 Apply marketing strategies in their livestock farming enterprises.  

Marketing strategy is at the heart of every successful business. A sound and good marketing strategy 
makes it easier for a business to realise good sales, maintain the customers and grow the enterprise.  
  

 
 
 
 
 
 

 
 
 
 
 
 
 

Activity 3 – Pairs (individual experience sharing) 
In pairs establish the components of marketing for your livestock enterprise - One asks the 

questions and then switch roles. 

 

Key Components of a marketing strategy 

Component Questions to answer 

Enterprise objectives  Why you are in business?  

  What do you want to achieve? e.g. profit  

Customers  Who is your marketing effort targeting?   

 Have you identified their interest? 

Awareness  Have you created your brand awareness 

among the target audience? 

A marketing strategy is 

simply the strategy for 

marketing a specific 

product or service to a 

specific group of customers 
 



 

 

Unique advantages/positioning  What is the unique value or feature of your 

products? 

 What makes you different? 

Brand message  What is your business known for? 

 What does your business stand for? 

 Activities  What promotional and advertisements 

activities are you engaged in? 

 
  

Looking at the 7Ps of Marketing   
Ps of 

Marketing 

Description Related Questions  

Product Goods/services produced for 

sale in accordance with needs 

and wants of customers 

 What products/services do I sell?  

 Are these the products customers 

want? What are the product features?  

Price This is the process of setting a 

price for a product/service 

which must be low enough to 

attract customers to buy but 

reasonable enough to earn a 

profit 

 What are your costs of production? 

 How much are customers willing to 

pay? 

 What is your competitors’ price? 

 How will you make your prices more 

attractive? 

Promotion Promotion means informing 

your customers of your 

products and services and 

attracting them to buy them.  

• What methods do you use to create 

product awareness eg advertisement, 

sales promotion, publicity, personal 

selling?   

• What specific advertisement methods 

do you use? E.g. posters, business 

cards, pricelists, photos  

Place/ 

Distribution 

Refers to the different ways 

of getting your products or 

services to your customers.  

• How do the products get to the 

customers? e.g. direct, retail or whole 

selling  

Packaging The outward appearance of 
your product or service, the 
enterprise   as well as the 
people who interact with the 
customers 

 How do my products/service appear 

from the outside? 

 What is your physical appearance as 

you serve the customer? 

People The people who make contact 

with customers in delivering 

the product 

 How do you handle and serve the 

customers? 



 

 

Positioning  How your enterprise and its 

offerings are positioned in the 

hearts and minds of your 

customers. 

 How do people think and talk about 

you and the enterprise?  

 How do they describe your offerings? 

 

 

 

 Activity 4: In groups of 5 discuss: 

 Which of the Ps do you apply in your livestock enterprise? Answer the related questions. 

 Ways you apply in marketing your products and how effective they are  

 Where you sell your products  

4.3.3 Ways of Marketing your Products 

Marketing strategies  

Flyers 

 

 Should be brief and to the point,  

 Detail the products/ services you offer 

 Have contact information 

Poster  In strategic places e.g. malls, churches, public 
places 

Business cards and 
brochures 

 Should be attractive 

 Communicative - describing your farm and 
products 

Value additions  Increase customer satisfaction 

Referral networks  Business to business referrals 

Follow –ups   Come up with follow-up questions e.g. why 
did you choose my enterprise?  

Internet and social 
media presence is 
inevitable 

 website if possible 

 Facebook page  

 



 

 

 

 

4.3.4 Finding markets for your products    

 

 

 

     

 

 

 

 

     

   

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Where do  I sell  my 
products?  



 

 

 
 
 
 
 
 
 
 

Markets 



 

 

Farm direct markets 
 Provide quality products  

 Ensure good customer care  

 Ensure a clean environment 

Regular markets 
 Village/Community market on specific days 

 Individuals within the locality e.g. home deliveries  

Restaurants & 

institutions 

 Require quality and fresh products  

 Be ready to make daily deliveries and special 

varieties 

Collaboration with 

governments  

 Take advantage of government initiatives for 

market contacts 

Cooperatives   Teaming up with others and engaging in group 

marketing  

 Engage in value additions  

Word of mouth referral 

customers 

 Customers do the advertising - asking customers to 

bring a friend on a particular market day 

 Must proof quality and customer care 

Markets along the value 

chain  

 Some processors specialized freezer customers 

 Farmers who may buy the manure 

Retired producers  Quality products for themselves  

 They will provide a list of their former customers 

Personal networks  
 Family and friends 

 Inform the local church and community groups  

 Showcase products at community functions 

Internet sales   Displaying products with the prices on the web 



 

 

 
 
 
 
 
 
4.3.5 Livestock Marketing Success 

 
 
 
 

 
 
 
 
 

 

 

 

 

 

 

Wholesalers   Consider selling to this market and bypass 

middlemen  

Estimate cost of production 
 

Gather market information 
 

Know your product/service 
 

Set a competitive price 
 

Consider distribution 
alternatives 

 

Develop your marketing 
plan 

 

Evaluate your 
plan 



 

 

 
 

4.4 Costing, Pricing and Record Keeping  
4.4.1 Session Objectives: 
By the end of this session the participants should be able to: 
 

i) Calculate the cost of starting an enterprise. 
ii) Determine whether or not the venture will make a profit. 
iii) Explain the importance of record-keeping in their l iv e s t o c k  v e n tu r e s   
iv) Apply the various forms of record-keeping to their entrepreneurial livestock 

ventures 
 

  Costs are all the money needed to operate your livestock venture. Costing 

refers to the steps you engage to calculate the total charge of making or 

selling a product/service. 

 
4.4.2 Importance of Costing 

 To determine how much is spent to come up with the product or service  
 To determine the competitive selling price of the product/service 
 To identify inputs that are cost centers and know how to reduce or control costs 

             
Types of Costs 
Different classes of costs are involved in the costing of goods and services: 

I. Fixed costs 
These costs are incurred whether production is taking place or note e.g. 
insurance rent, taxes  

 
II. Direct cost 

Refers to costs directly incurred on the production e.g. raw materials, labor, 

transportation 

 
III. Variable costs 

These are costs that are directly related to the level of production. They 

increase or decrease in direct proportion to the level of production. e.g. cost 

of packaging, transport, electricity. 

 
IV. Indirect cost 

These are costs that relate to the running of the business but not directly to the 

production process. Examples include maintenance costs, interest on the loan. 

 
  



 

 

4.4.3 Pricing of Products and Services  

 

Price is the monetary value of a product or services that you charge to cover your total costs 
(direct and indirect costs) plus the desired profit. 

 
 

Calculating the profit  

 

 

Price determines the profits that the entrepreneur will make 

 
Breakeven Analysis 

To determine whether a venture is profitable or not, the livestock farmer must 

determine the volume of sales he/she requires before starting to make a profit.  

 

 
Break Even =                         Fixed costs  

 
                          Revenue per unit – Variable cost per unit 

 
4.4.4 Record-Keeping 
A record is some written, oral/verbal, visual or audio information or data relating to all kind of 
business transaction that can be documented   and referred to. This is a simple., legible, accessible, 
and relevant data created, received, and maintained f o r  r e f e r e n c e  a n d  l e g a l  
c o m p l i a n c e .  
 

Record keeping is the systematic process of compiling similar or related data resulting from business 
activities or operations in such a way that it can be used for monitoring and the performance or 
operations of an entrepreneurial venture. 
 

        Activity 5: Individual participants should provide responses to the following question (5 
minutes). 
 
What records should be kept by a farmer entrepreneur? 
 
Some of the records that a farmer entrepreneur should keep include: daily sales record, credit 

Total production cost                                               xxxx 
  
Markup - 30% (depends on the desired 
profit) 

  xxxx 

Selling price xxxx 

  

Cost xxxx 

Profit xxxx 



 

 

sales, receipt book, cashbook, stock taking, purchases/cost, memos, creditor, letter, debtors, 
contracts, bank account, reports, invoices, minutes of meetings, personnel records and financial 
statements. 
 
 
Daily Cash Record  
Date 

S/No. Items sold  Quantity Price per Item  Amount  

     
     

     

     

 
 

Receipt Book  
The receipt book records money coming in (income of the business) 

 
 
Name of Business and Address             DATE……………… 
Received from 
………………………………………………………………………………. Being 
payment of …………………………………….……………. Amount in 
words………………………………………………………   …………………                                                        
….. …………………  
Amount in figures………………………………Signature of receiver 

 
 
 

Cashbook 
This is a record of all cash transaction of the business usually on a monthly, quarterly, semi-annually 
or annually basis. 
 
The balance of the cash book is calculated by taking the greater total and subtracting the lower one. 
If the expenditure side is greater than the revenue, then balance should be recorded in revenue side 
but counted as debt. 
 
 

Cash Book for the Month of …………Year……… 

Date  Particulars  Revenue  Expenditure 



 

 

 Opening balance 
(balance b/d) 
 

XXX  

    

    

    

 Total  XXX  

 Closing balance XXX XXX 

 
 

Cashbook in Statement Form 
 

Cash Book for the Month of .................. Year……….. 

DATE PARTICULARS AMOUNT AMOUNT 
 Revenue Collected xxxx  

    

 Less Expenditures   

    

    

 Closing Balance   

 

Stock Control 
 

Date…...............…Month...................…..Year............................. 

Date Particulars Stock In Stock Out Stock Balance 
 Opening Balance (bal. b/d)    
     

     
     

     
     
     

 Closing Balance    
 

Profit or Loss Statement 
 

   

Sales  XXXXXXX 

Less: Cost of Goods Sold   

Opening Stock XXXXX  



 

 

 
 
 
 
 
 
 
 
 
 

 

Cash Flow Statement 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
       
 
 
 
 

 
 

      Activity 6- Group task through participatory learning  (30 minutes)  
In groups of 5, participants assume they own a poultry farming enterprise where they 

sell eggs, meat and manure and have operated for the last one year.  Participants 

prepare records for all their business transactions. 

 

 
 

Add: Purchases  XXXXXX  

 XXXXXX  

Less: Closing Stock XXX XXXXX 

Gross Profit  XXXX 

Less: Operating Cost / 
Expenses 

  

All Indirect Expenses  XXX 

Net Profit/Loss  XXX 

 
Cash Flow Statement for the Period Ending………………. 

 

 1 2 3 4 5 6 7 8 9 10 11 12 

             
Cash at the start of the business             
Cash in from sales             
Any other cash             

Total Cash In             
Cash out for direct or materials cost             
Cash out for direct labour costs             
Cash out for indirect costs             
Cash out for investment             
Any other cash out             
Total Cash Out             
Cash in Hand at the End of the 
Month 
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MODULE 4: CO-OPERATIVE AND LEADERSHIP 
 
Introduction  
This module introduces the participants to the co-operative the Co-operative values, the Co-operative 
ethical beliefs and the seven co-operative principles embraced in the Co-operative movement and and 
the rights and responsibilities of Co-operative members. These values and principles are embodied in 
the Statement of Co-operative Identity published by the International Co-operative Alliance (ICA). To 
impart this knowledge, the module is divided into three main lessons, Co-operative values and ethics, 
Co-operative principles and Co-operative membership, rights and responsibilities. This manual looks 
at what is required to build capacities of the trainees and enable them manage their Cooperatives 
effectively.  

 

LESSON ONE: CO-OPERATIVE VALUES AND ETHICS 

1.1. Lesson Approach – Screenplay 

Introduction 
This lesson introduces the participants to the basics of a Cooperative values and ethical beliefs and 
how these values and ethical beliefs are different from other forms of community businesses. The 
basic question is, ‘What are these Cooperative values and ethical beliefs?’ 
 
Duration:  60 Minutes 
Learning Objectives 

Learning objectives for the lesson 
Upon completion of the lesson, the learners should be able to: 
a) Demonstrate understanding of the Co-operative Values 
b) Describe the ethical beliefs that drive the co-operative enterprises  
c) Apply co-operative values and ethics in operation of co-operative organization 

 
Key Learning Messages   

 What are Co-operative values? 

 What are these ethical beliefs that drive the co-operative enterprises? 

 How different is a Co-operative values and ethical beliefs from those of other business 
organizations?  

 What role do the Co-operative values and ethics play in the effective operation of co-
operative organization? 

 

Training Strategy (Methodology)  
The training will be conducted through (select and add your propositions): 
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Method + Material (suggestion) 

 Power point presentation 

 Group work/Assignment 

 Role plays 

 Open housed questions and answers  

 Short lecture  

 
Conclusion of the Lesson: 
Co-operative enterprises are driven by certain internationally accepted core values and ethical beliefs, 
not just profit. It is these core values and ethical beliefs that distinguish co-operative enterprises from 
the conventional corporate businesses, in which profits remain the bottom-line. The core values in the 
co-operative movement include self-help, self-reliance, self-responsibility, democracy, equality, equity 
and solidarity. The ethical beliefs that drive the co-operative enterprises include honesty, openness, 
social responsibility and the need to care for others. 
 
Action Planning with the Participants  
Explain the application of Co-operative values and ethical beliefs by your livestock Co-operative 
society and its impact on the efficiency and effectiveness of the Co-operative members, board and staff 
hence the general performance of the Co-operative enterprise. 
 

2. How do we define values? 
Values are the moral principles or accepted norms of a person or a group of. Values express people’s 
opinions on what is right and wrong, good or bad, important or unimportant, beautiful or ugly, and 
so on. Co-operatives throughout the world share a set of values that give them their distinctive 
character. The core values in the co-operative movement include Self-help, Self-reliance, Self-
responsibility, Democracy, Equality, Equity and Solidarity.   

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Activity: In groups of five, the participants discusses the following 
questions and present in a plenary (20 minutes) 

i. Briefly explain the following values as applied to co-operative societies 
a. Self-help 
b. Self-reliance 
c. Self-responsibility 
d. Democracy 
e. Equality 
f. Equity 
g. Solidarity 

ii. Describe the co-operatives ethical values and their importance in your co-
operative society 



 

38  

Co-operative values explained 
These values are explained below. 
 
Self-help 
In co-operatives, people help each other whilst helping themselves by working together for mutual 
benefit. It is believed that everybody can and should strive to control their own destiny. However, 
individual full development can take place in associating with others through joint action and mutual 
responsibility (e.g. through joining a co-operative society). Hence, one can achieve more, by increasing 
one’s collective influence in the market or before the government. 
 
Self-responsibility 
Self- responsibility means that individuals within co-operatives act responsibly and play a full part in 
the organization. That is, through establishment of a co-operative society and ensuring that their co-
operative remain independent from other public and private organizations. 
 
Democracy 
A co-operative will be structured so that members have control over the organization – one member, 
one vote. 
 
Equality 
This means that the basic unit of the co-operative is a member. Each member will have equal rights 
and benefits (according to their contribution). E.g. Members have rights of participation, a right to be 
informed, a right to be heard, and a right to be involved in making decisions. Members should 
associate in a way that is as equal as possible. 
 
Equity 
Equity refers to how members are treated within their Co-operative society. Member should be 
treated justly and fairly in how they are rewarded, normally through their annual patronage 
dividends, capital allocation etc. 
 
Solidarity 
Solidarity ensures that members will support each other and other co-operatives through teamwork. 
This is an affirmation of collective strength and mutual responsibility. 

2.1. The Co-operative Ethical Beliefs 
The ethical beliefs that drive the co-operative enterprises include honesty, openness, social 
responsibility and the need to care for others  

 Honesty 

 Openness 

 Social responsibility 

 Caring for others 

Openness – transparency is what drive cooperatives and determines its success as co-operative 
belongs to all the members.  

Honesty – co-operative members need to be honest about what they do and how they operate their 



 

39  

enterprise.  

Social responsibility – members needs to take responsibility for their own community, and work 
together to improve it  

Caring for others – cooperative need to look after their community in a way that they regularly fund 
charities and local community groups from the profits of their businesses and make other realize their 
dreams by helping others to form their own cooperative enterprises. 

2.2. SUMMARY 
Co-operative enterprises are driven by certain internationally accepted core values and ethical beliefs, 
not just profit. It is these core values and ethical beliefs that distinguish co-operative enterprises from 
the conventional corporate businesses, in which profits remain the bottom-line. The core values in the 
co-operative movement include Self-help, Self-reliance, Self-responsibility, Democracy, Equality, 
Equity and Solidarity. The ethical beliefs that drive the co-operative enterprises include honesty, 
openness, social responsibility and the need to care for others 
 

LESSON TWO: CO-OPERATIVE PRINCIPLES 

 
2.1 Lesson Approach –Screenplay 
 
Introduction 
This lesson introduces the participants to the seven Co-operative principles. 

 

Duration:  60 Minutes 
Learning Objectives 

Learning objectives for the lesson 
Upon completion of the lesson, the learners should be able to; 
a) Describe ICA principles adopted in 1995 
b) Apply co-operative principles in operation of co-operative organization 
 

 
Key Learning Messages   
The ICA co-operative identity statement includes seven basic principles that are “are guidelines by 
which cooperatives put their values into practice.”  

 DO we as advocator/Members/Board of the livestock cooperative know them?  

 How do they help us integrate (members) our self-interests as individuals and separate 
cooperatives into our net of common interests? 
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Training Strategy (Methodology)  
The training will be conducted through (select and add your propositions): 
 

Method + Material (suggestion) 

 Power point presentation 

 Group work /Assignment 

 Role plays 

 Open housed questions and answers  

 Short lecture  

 
Action Planning with the Participants  
Explain how you will introduce Cooperative Principles, Values and Ethics in your Cooperative to 
improve governance issues.  
 

2.2 GROUP ACTIVITY 

ACTIVITY 4:  

In groups of five the participants discuss how the co-operative principles when properly applied will help 

improve the governance of their Co-operative societies. 

2.3 ICA CO-OPERATIVE SOCIETY PRINCIPLES OF 1995 
In 1995, the ICA adopted a revised Statement on the Co-operative Identity which contains among 
others the seven cooperative principles as described below. 
These universally acceptable principles which set cooperatives apart and makes them distinct from 
other corporate or unincorporated legal entities such as companies, partnerships etc. have been 
incorporated in Section 4 of the Kenyan Co-operative Societies Act, which is the registration and 
incorporation statute for all cooperative societies in Kenya.  
 
First Principle: Voluntary and Open Membership 
Co-operatives are voluntary organizations, open to all persons able to use their services and willing to 
accept responsibilities of membership, without gender, social, racial, political or religious 
discrimination. 
 
Second Principle: Democratic Member Control 
Co-operatives are democratic organizations controlled by their members, who actively participate in 
setting their policies and making decisions. Men and women serving as elected representatives are 
accountable to the membership. In primary co-operatives members have equal voting rights (one 
member, one vote), and cooperatives at other levels are also organized in a democratic manner. 
 
Third Principle: Member Economic Participation 
Members contribute equitably to, and democratically control, the capital of their co-operative. At least 
part of that capital is usually the common property of the co-operative. Members usually receive 
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limited compensation, if any, on capital subscribed as a condition of membership. Members allocate 
surpluses for any of the following purposes:  
 Developing their co-operative, possibly by setting up reserves, part of which at least would be 

indivisible;  
 Benefiting members in proportion to their transactions with the co-operative; and  
 Supporting other activities approved by the membership. 

 
Fourth Principle: Autonomy and Independence 
Co-operatives are autonomous, self-help organizations controlled by their members. If they enter into 
agreements with other organizations, including governments, or raise capital from external sources, 
they do so on terms that ensure democratic control by their members and maintain their co-operative 
autonomy.  
 
Fifth Principle: Education, Training and Information 
Co-operatives provide education and training for their members, elected representatives, managers 
and employees so they can contribute effectively to the development of their co-operatives. They 
inform the general public – particularly young people and opinion leaders – about the nature and 
benefits of co-operation.  
 
Sixth Principle: Co-operation among Co-operatives 
Co-operatives serve their members most effectively and strengthen the Co-operative Movement by 
working together through local, national, regional and international structures. For instance, livestock 
Co-operatives may team up to import farm inputs to take advantage of volumes hence discounts, they 
may also leverage on transportation of their produce using same means. 
 
Seventh Principle: Concern for Community 
Co-operatives work for the sustainable development of their communities through policies approved 
by their members. For example, Co-operatives engage in several corporate social responsibility 
activities such as distribution of food items to the vulnerable members of the community during times 
such as the COVID 19 pandemic, the Co-operative movement in Kenya mark Ushirika environment 
day tree planting activity to demonstrate the movement’s consciousness for a better environment.  

2.4 SUMMARY 

The principles of 1995 are the current principles that co-operative societies apply. They give the 
characteristics of a true co-operative society and differentiate co-operatives from other forms of 
business organizations.  
 
2.5 Conclusion of the LESSON 
Cooperatives are organizations that need better management. The Co-operative principles and values 
provide guidelines for good governance which if well implemented do promote successful co-
operative organizations. 
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LESSON THREE: CO-OPERAIVE MEMBERSHIP, RIGHTS AND 
RESPONSIBILITIES 
3.1 Lesson Approach-Screenplay 
 
Introduction 
This lesson introduces the participants to the co-operative society’s membership, rights and 
responsibilities of the members, management committees/boards and the Co-operative employees.  

 
Duration:  60 Minutes 

Learning objectives for the lesson 
Upon completion of the lesson, the learners should be able to; 
a) Describe the membership of a Co-operative society 
b) Explain the rights and responsibilities of Co-operative members 
c) Describe the roles of the management of Co-operative society  
d) Discuss the element and division of responsibility 

 
Key Learning Messages   
The ICA cooperative identity statement includes seven basic principles that are “are guidelines by 
which cooperatives put their values into practice.”  

 Do we as advocator/members/board of the livestock cooperative know them?  

 How do they help us integrate (members) our self-interests as individuals and separate 
cooperatives into our net of common interests? 

 
Training Strategy (Methodology)  
The training will be conducted through (select and add your propositions): 

Method + Material (suggestion) 

 Power point presentation 

 Group work/Assignment 

 Role plays 

 Open housed questions and answers  

 Short lecture  

 
Action Planning with the Participants  
Explain how you as a livestock co-operative; member, board member or staff will take advantage of 
your rights and responsibilities to improve on your co-operative’s governance issues.  
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3.2 Group Activity 

ACTIVITY 5:  

In groups of five the participants discuss instances that they as members/ board members or staff have exercised 

(or failed to) their rights and duties to the benefit (detriment) performance of their Co-operative societies. 

 
3.3 Co-Operative Membership  
Management of the co-operative is a team effort that combines three elements; members, elected 
directors and hired management.  Often, management is construed to be only the full-time general 
manager, or chief executive officer, and department heads. This is understandable because this is their 
full-time responsibility.  Members and directors look to them for information and guidance. 
Obviously, the responsibilities for these three elements should be clearly understood and followed. 
Before we discuss member’s rights and responsibilities, let’s first understand who a member of a co-
operative society is. 
Who a member of a co-operative society? 
A member of a co-operative can be: 

 Someone who has signed the application for registration 

 Someone admitted by the co-operative under its rules 

 Members of a merged co-operative (in case of a merger) 

 A corporation (if allowed by the co-operative rules) 

 A 'minor' (if the co-operative rules do not have age restrictions). A minor cannot hold office, be 
a director, or vote, unless their membership is joint with someone who has these rights. 

 
3.3.1 Powers of a Member 
Articles of in co-operation spell out member’s specific powers.  Members also have moral and legal 
responsibilities in relation to this power. Members are involved in the board management aspect of a 
co-operative because they are both its owner and patrons.  They live close to it and exercise more 
control than the stockholders or other corporations. 
Powers of the members are: 
a) Adapt and amend the articles of incorporation, by-laws and agreements. 
b) If necessary, select and recall a board of directors 
c) Examine annual reports and  
d) Study major issue and cast informed vote. 
 Examples of issues include: 

 Adoption of long-range strategic plans 

 Major expansion in facilities 

 Change in capital structure 

 Adoption of marketing contract 

 Addition of a major type of supply or service 

 Sale of major assets  
e) Dissolve or merge the association 
Rights of Members 
A member of a co-operative society shall have the right to:  
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a. attend and participate in decisions taken at all general meetings of the society and vote;  
b. be elected to organs of the society, subject to its by-laws;  
c. enjoy the use of all facilities and services of the society subject to the society's by- laws; 
d. all legitimate information relating to the society, including: internal regulations, registers, 

Minutes of general meetings, supervisory committee reports, annual accounts, inventories, and 
investigation reports, at the society's head office. 

Obligations of Members 
A member of a co-operative society shall have the obligation to:  

a. Observe and comply with all the society by-laws and decisions taken by the relevant organs of 
the co-operative society in accordance with the by-laws of the society.  

b. Buy and pay up for shares or make any other payments provided for in the by-laws of the society.  
c. Meet the debts of the society in case of bankruptcy in accordance with the provisions of this Act 

and the by-laws of the society. 

 
3.4 Responsibilities of Management Committee  
The management committee represents members within the framework within the official board of 
directors.  All corporate powers of the co-operatives, other than those specifically conferred upon 
members are vetted in its directors.  These powers and responsibilities are outlined in the by-laws.  
Three major responsibilities have to set policies, employ general manger to carry them out, and then 
evaluate the manager’s performance.   
 
Ten more specific management responsibilities of the management are: 
 Functioning as trustee for the members in safeguarding assets in their co-operative 
 Determining the mission of the co-operative and setting objectives and general policies 
 Defining and adopting long range strategic plan 
 Employing a competent manager 
 Preserving the co-operative character of the organization 
 Requiring account and records 
 Appointing an outside auditor 
 Controlling the total operation 
 Distributing corporate net earnings or savings 
 Redeeming equities in an expended manner 
 

3.5 Responsibilities of Hired Managers 
The board of directors, in turn, delegates much of its overall management responsibility of the daily 
operation to a full-time manager or chief executive officer.  Then manager in turn is empowered to 
employ and discharge key employees such as staff or team heads, who together with the manager 
comprise the hired top management.  
 
Generally, the ability to work with people - employees, director, and members - is exceedingly 
important.  This includes hiring, training, supervising and motivating competent employees and 
delegating responsibility.  A second train its business knowledge.  A third is the ability to keep the co-
operative meeting, the needs of members and following sound co-operative principles. 
Education, training, and knowledge of the business where reasonable good predictors of managerial 
performance but only knowledge and management experience were good predictors of economic 
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successes of the co-operatives.  
 
3.6 SUMMARY 
The principles of 1995 are the current principles that co-operative societies apply. They give the 
characteristics of a true co-operative society and differentiate co-operatives from other forms of 
business organizations.  
 
3.7 Conclusion of the LESSON 
Articles of in co-operation societies act spell out member’s specific powers.  Members also have moral 
and legal responsibilities in relation to these power Cooperatives are organizations that need better 
management.  

 

LESSON FOUR: COOPERATIVE LEADERSHIP AND DECISION MAKING 
4.1 Lesson Approach - Screenplay 
 
Introduction 
This lesson introduces the participants to the different leadership styles in the Co-operative movement 
and how decisions are made in the organizations. The training will look into the lessons critically in 
order to build capacities of the trainees and facilitate them manage their Co-operatives effectively.  
Duration:  60 Minutes 

Learning objectives for the lesson 
Upon completion of the lesson, the learners should be able to; 
a) Describe the characteristics of a good Co-operative leader 
b) Explain the ways of improving leadership qualities 
c) Describe how to become a result oriented Co-operative leader  
d) Discuss the element and division of responsibility 

 
Key Learning Messages  

 Who is a leader/definition? 

 How to improve leadership quality? 

 How to become a result orient leader?  
 
Training Strategy (Methodology)  
 
The training will be conducted through (select and add your propositions): 

Method + Material (suggestion) 

 Power point presentation 

 Group work/assignment 

 Role plays 

 Open housed questions and answers  

 Short lecture  
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Action Planning with the Participants  
After establishing who is a leader the trainer should facilitate the trainees to enlist the types of leaders 
who exist in the society.  Examples should go a long way in affirming the types of leaders.  
 

4.2 Group Activity 

ACTIVITY 5:  

In groups of five the participants list down characteristics of leaders to follow and leaders to avoid. 

 
4.3 Definition of a Leader – Who is a Leader? 
Many people refer to themselves as leaders. Who is a leader, what makes one to be a leader and 
separates the leader from other people?  These are the focus questions to be addressed in this topic.  
The trainer and the plenary should bring out what makes one a leader. 

 

4.3.1 Who is a leader?  
Leader is "a person who influences a group of people towards the achievement of a goal". A 
mnemonic for this definition would be 3P's - Person, People and Purpose as illustrated by the 
following diagram. 

 

Is leadership a position of office or authority? Or, is leadership ability in the sense that he is a leader 
because he leads? We all may know or hear of people who are in positions of leadership but who are 
not providing leadership.  
 
A position of office is no guarantee of leadership but it helps in the sense that a leadership position 
usually commands a listening ear from its people and that is a good starting point for anyone who 
desires to be a leader. A leader by its meaning is one who goes first and leads by example, so that 
others are motivated to follow him. This is a basic requirement. To be a leader, a person must have a 
deep-rooted commitment to the goal that he will strive to achieve it even if nobody follows him! 
Therefore, the greatest leadership is by example.  Further leaders use failure as a springboard and 
successful leaders/people turn failure into feedback.   
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Group Activity 
In groups of five the participants to identify any great leader in Livestock Co-operatives and explain; 

a) What did this leader do to become great/famous? 
b) What can we learn from the leader as case study? 
 

 
4.4 Characteristics and/ Qualities of Good Co-operative Leaders 
When you think about leadership and organizations, if you are asked “what is the single greatest 
problem in an organization?  What would you answer?  The answer is simple, lack of managerial 
skills. Without help in dealing with people and development skills in management, most of us can 
give only mediocre leadership. However, some people have natural leadership gifts. Unfortunately, 
most of us do not fall into this category.  To be good leaders we have to acquire “people skills” 
through training and experience. For leaders to be successful they need basic knowledge of group 
behaviour, human relations and managerial skills which can acquire and applied through training.  
 
4.4.1 Leadership Behaviour: 
 Leaders have different leadership behaviour/ traits, some being people friendly while others become 
autocratic where they violate all human laws including values and respect of the subordinates. Those 
who violate the concept of leadership makes it difficult to get work done or development to be 
achieved. How leaders use their power affects both productivity of the community and the freedom of 
the subjects. Different kind of leadership behaviour to the balance of power between the leaders and 
the society may be grouped into five typical patterns of leadership, as highlighted in the table below.  
 

No. Leadership 
Behaviour 

Characteristics 

1. Telling  - Identifies problem 

- Finds options for solutions 

- Informs subjects/followers what to do 

- Members do not participate in decision making 

- Sometimes use force to achieve 

2. Persuading - Make decisions and persuade people to accept 

- Take into account people’s goals and interest 

- Highlight expected benefit from the decision 

3.  Consulting - Members have opportunity of influencing decisions 

from the start 

- Presents relevant background information and 
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problems 

- Invites suggestions and ideas 

- Selects the idealistic solution 

4. Participating - Participates as member in discussions 

- Advises on nature of agreement 

- Agrees to the final decision community make 

5. Delegating - Defines the boundaries of authority 

- Shares roles and responsibilities for implementation 

 
4.4.2 Leadership Characteristics 
The table  below provides information on the distinct leadership qualities that can be clustered into a 
number of traits. 
 
No. Quality Attributes 

1 Capacity  Intelligence 

 Alertness 

 Verbal 

 Facility 

 Originality 

2. Achievement  Knowledge 

 Accomplishments 

3. Responsibility  Dependability 

 Initiative 

 Persistence 

 Aggressiveness 

 Self –confidence 

 Desire to excel 

4. Participation  Active/activity 

 Sociability 

 Cooperation 

 Adaptability 

 Humor 

5. Status   Socio-economic position 

 Popularity 

6. Situation  Mental ability 

 Skills 

 Needs and interest of followers 

 Objective to be achieved 

 Tasks to be done 
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4.4.3 Achieving the set tasks  
Leaders’ primary role involves achieving set tasks for which a community/organization exists. The 
table below illustrates the key elements that lead to achieving the expected goal. 

 

No. Task Actions Needed 

1. Determining the objectives  Defining SMART objectives 

2. Planning key activities  Develop a strategy 

 Justify the specific strategies, by asking why? How? 
When, which and what?  

3. Organizing the 
programme/project 

 Make a checklist of issues/activities 

 Prioritize the activities 

 Arrange sequential steps (phases) of action 

4. Preparing a timeframe/table  Indicate work schedule 

 Follow the schedule religiously 

 Adjust the timeframe where necessary 

5. Clarifying responsibilities and 
accountability 

 Define roles, responsibilities and authority 

 Carry out sufficient coordination and supervision of 
roles and responsibilities 

6. Maintaining channels of 
communication 

 Keep audience well informed 

 Advise appropriately on the cause of action  

7. Developing Cooperation  Emphasize on the spirit of team work  

 Explain expected key results 

 Explain the expectations from each and every one 

8. Establishing control points  Determine deadlines for reviews, corrections and 
adjustments. 

 
4.5 Summary 
This lesson exposed the learner to the different styles of leadership in business organizations 
including Cooperatives. The single greatest challenge facing co-operative organizations is leadership 
and managerial skills. Hence it becomes necessary for help Co-operators in dealing with people and 
development skills in management.   

 
4.6 Conclusion of the Lesson 
A leader is a person who is committed to a purpose and influences people to achieve set goals. 
Leaders ensure they improve their caliber through training, couching, induction attachment and role 
plays among other strategies.  

4.7    Self-Assessment Questions 
a) Explain the characteristics of a good leader 
b) Explain ways of improving leadership quality 
c) Describe how to become a result orient leader?  
d) Describe the key elements that lead to achieving the expected goal of a Co-operative leaders 

 
 

 


