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Introduction

What is the purpose of this manual?

Zindagii Shoista: Enabling economic empowerment (EE) through income generating activities (IGAs) is a
workshop designed to promote families’ understanding of managing household budgets in order to strengthen
household economies. Part 2 of the Zindagii Shoista manual, focusing on enabling EE through IGAs, complements
the Zindagii Shoista intervention (Part 1) designed to promote gender equity and harmonious partner and family
relationships, with the aim of reducing violence against women and girls in Tajikistan.

What are the goals of this workshop?

This workshop seeks to build an understanding of Tajik women's contribution to household economics; strengthen
financial management skills in households through a better understanding of budgeting, spending and saving;
and boost household economies by assisting families in developing their own IGAs.

This workshop and its corresponding manual are divided into two parts. The first part focuses on promoting the
understanding of women'’s contribution to household economics, looking at how household income is generated
and examining efficient financial management of household income. The second part addresses the development
of IGAs, assists in the development of business skills and helps families through common IGA networks to set up
an IGA to run for a period of a year or longer.

This manual was developed taking into account the challenges experienced by households in Tajikistan. Many
families earn insufficient incomes, which places various pressures on the men and women in the households.
Women are predominantly dependent on the male members of their families. Wives are commonly dependent
on the remittances sent to them by their husbands who are involved in migrant labour.

Many families have difficulties addressing their financial challenges. This workshop seeks to provide solutions
by equipping participants with the skills needed to generate income in a collaborative manner that involves the
whole family and elevates the role of, particularly, young married women. The workshop seeks to help participants
to identify IGAs that are in line with the talents and skills inherent in their family members and encourages them to
assess accessible assets in their homes in order to contribute to setting up their own small-scale IGAs.

The strategies used include providing financial knowledge and skills, which can later be used to select family
members, including young women, to play a key role in the development of IGAs. The intervention also uses a
collaborative approach, which allows families that are interested in a common IGA to work together in the form of
a network. This approach helps to double the effort in identifying the right IGA for each family, avoid duplication
and ensure that participants support one another to reach a common goal. The principle of mutual supportin the
family is also promoted, which ensures that inputs from all members in the family are appreciated.

Thus, the workshop provides opportunities for participants to examine the skills and talents they already have,
which can be useful for developing their own family IGA; to build on their knowledge of economic aspects of
the household and IGAs; to develop skills to help them communicate with others including market actors; and,
ultimately, to be self-sufficient in managing their households and IGAs.
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The workshop is based on participatory learning approaches that promote the idea that people learn better when
their knowledge and experiences are affirmed and are able to discuss and decide things for themselves, rather
than just being lectured to.

How are the sessions structured?
Aims

The aims of each session are designed to support the facilitators/business assistants (see page 7) to run the
sessions. At the start of an exercise, the facilitators/business assistants should not read out what the aims are as
this may constrain discussions. The aims can be explained at the end of the session to help summarise the main
messages of the exercises.

Placing emphasis on ‘we’ and ‘us’, rather than on ‘they’ and ‘them’

Throughout the text, we have used the words ‘we’, ‘us’ and ‘our’ and have tried to avoid ‘they’, ‘them’ and
‘their’ when talking about concerns and dilemmas in order to highlight that we all benefit from listening and
understanding ourselves and others. If you use the words ‘we’, ‘us’ and ‘our’ during the sessions, you will find that
participants will quickly develop confidence in you as someone who is willing to reflect and share.

Note taking

Please strongly discourage note taking during the sessions. Nobody should have a pen and paper, unless when
it is provided for particular exercises. Note taking by someone can be very unsettling for other members of the
group, particularly when people are talking about sensitive or private matters. In addition, it means the person
who takes notes is not involving him or herself fully in the group’s activities.

Using games and exercises

Many of the sessions include games and exercises, which some participants might object to as they may deem
them ‘childish’. Facilitators who are unfamiliar with participatory techniques might sometimes prefer to have
a discussion instead and find running a game or an interactive exercise a bit daunting. But discussion is rarely
as productive as an analysis of a game or an exercise. Once participants have a go and see how useful these
techniques can be, they will feel more prepared to continue using them in further sessions.

Role play

Zindagii Shoista includes a number of exercises in which participants are asked to do a role play. Role play is an
incredibly powerful learning tool because it requires the participants (actors) to process — thatis, really think through
- their ideas and not just talk about them. Participants remember lessons they learned through role play long after
they have forgotten facts they have been taught in lectures. Acting can feel daunting for people who are not used
toit, butit is amazing how quickly participants can settle into different roles. We do not provide scripts for role plays
and do not specify the exact scenario that is to be performed. This is because role plays must reflect the real-life
experiences of the participants. Try to avoid telling the participants what to role play, although you can help them
decide if they are too shy to come forward with an idea. Remind them there are no prizes for good or bad acting.
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How long are the sessions?

The lengths of the sessions vary according to the activities addressed in each one. Normally sessions will take
around two hours and at least one session should take three hours in order to allow enough time to address
complex processes. It is important to take note of time guidelines for each session and these should be adhered
to as closely as possible.

In each session, we suggest you spend around:

« 10 minutes on the introduction

« 10 minutes summarising the previous session
«  40-90 minutes on the exercises

If any of the groups feel they need more time, we suggest that they should be allowed the flexibility to spend
more than one meeting on each session.

Workshop duration

We suggest that you run the workshop on a two-sessions-per-week basis, rather than as an intensive course. Some
of the sessions require family visits in order to check that the families have done the exercises or tasks they started
during the previous session. This might mean that sessions have to be spaced one week apart. This will allow
participants to put what they are learning into practice in their day-to-day lives between each session.

Before beginning this workshop

This workshop (Part 2) should be conducted after families have gone through the Zindagii Shoista intervention
focusing on gender equity. The first Zindagii Shoista intervention provides participants with the skills to build
family harmony and cohesion through the use of participatory ground rules, open discussion, critical reflection
and role playing. Participating in the first part of the workshop series enables participants to understand how to
work well together as a family. In addition, without developing the necessary skills such as communication and
individual reflection, participants may not be well capacitated to work together in this part of the workshop series.

Facilitating Zindagii Shoista interventions

Facilitating the Zindagii Shoista EE through IGAs training requires a number of skills. These include: experience in
participatory learning approaches, facilitation, communication, counselling, economic and business skills, open-
mindedness, creativity, imagination and humour. This manual is designed for people who have these skills and
who work with local groups.

However, running Zindagii Shoista workshops requires more than just having the right skills. It is also crucial that
you have the time - and institutional support - to run the workshop over about 11 weeks.

It is also vital to be an active facilitator during the workshops. As a facilitator or business assistant, you must
summarise and draw conclusions from each exercise and enable participants to outline what they have learned
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from each session. You must also be able to challenge their ideas. The key to building participants’ knowledge
through participatory processes is being able to challenge what is said in a way that makes participants think
rather than just saying “you are wrong". It is very important to do this as a facilitator/business assistant because
otherwise the group environment can potentially reinforce unhelpful attitudes or popular myths. The order of
exercises in this workshop is designed to help facilitators/business assistants challenge ideas and principles.

Drawing on ideas discussed in earlier sessions will help participants with topics raised in the later sessions.

Who are the trainers?

Trainedfacilitatorsand business assistants should run the Zindagii Shoistainterventions. They must have experienced
the intervention as participants and must understand economic and business concepts. Facilitators and business
assistants should have basic economic knowledge and techniques to support families in the implementation,
follow-up and running of the IGAs. Ideally, facilitators and business assistants should receive support sessions

twice a week to allow for challenges to be shared, materials refreshed and debriefing where necessary.

The role of the facilitators/business assistants is to guide participants through the sessions, as well as to provide
assistance outside of the sessions. When the manual was developed, it was envisioned that different people
would have the roles of facilitators and business assistants, however, depending on people’s skills, one person

could perform both of these roles.

In each village, two facilitators are flanked by 1-2 business assistants. The facilitator’s role is important throughout
the two interventions. Facilitators will run all the sessions starting with the gender equity part (Part 1), then conduct
the non-technical sessions by virtue of the intimacy they built with participants during the first part of the workshop
series. They will introduce the business assistants to participants, when commencing the EE and IGA sessions, and

will help to maintain harmonious relationships among participants, and between participants, and staff.

The business assistants will focus on the technical activities in this part of the workshop. It is envisaged that the
business assistants will firstly provide participants with the necessary knowledge during the sessions and then
with practical help and support during the implementation of the IGA. This is due to the following reasons:

a) the more specific contents of this manual on economics and finance;

b) the difficulties related to starting and managing a real IGA for more than one year; and

¢) the significant number of IGAs to be initiated.

Supporting people to think more critically is the core aim of the intervention and therefore an understanding of the
contextual challenges facing participants is of great value for facilitators and business assistants. Where possible
and/or when funding permits, it would be ideal for facilitators to provide additional communication and support
outside the sessions and at the end of the intervention. This could be in the form of, for example, telephone calls
or one-on-one discussions. This is of course more easily accomplished in situations where facilitators and business

assistants live in the same community as the participants.

It is necessary for facilitators and business assistants to read and familiarise themselves with each session before

conducting it, as the notes are quite detailed and intended to cover a specific set of topics.
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Training facilitators and business assistants

Generally, facilitators and business assistants should be trained so they can conduct the workshops more

effectively. An ideal training programme consists of three parts, as follows:

e Part 1: Facilitators and business assistants participate in the sessions themselves and gain basic economic and
business skills.

e Part 2: Facilitators and business assistants go through the workshop again and take turns being the facilitator
of different sessions. Their colleagues should give them feedback and guidance on their facilitation skills. This
should also be used as a chance to discuss how the work will be organised and what sources of information
there are to support problem-solving. The project team?® should participate as well.

o Part 3: Refresher training before going to the field, as well as constant support and supervision from the

project team during the implementation phase.

Who are the participants?

The workshop series focuses on the family level, where family members are split into four groups: young men,
young women, old men and old women. These groups — which were assembled in the first part of the workshop
series — should be maintained in this workshop. In Sessions 1-3 of the household focus module, the groups will
conduct the exercises in their individual groups and all four groups will come together for a joint discussion in
Session 4. In Session 1 of the IGA support module, all family members will take part. From Session 2 onwards,
families will identify their possible IGAs and two representatives from each family will take part in the module
going forward while the rest of the family members will not participate. The selection of family representatives
must take into account personal skills that will be useful in the running of selected IGAs. For example, the work
experience of the members should be considered (e.g. the young married man in the family has gardening skills
but spends nine months a year working in Russia, so the father-in-law who also has experience in gardening is
better suited to be involved in the IGA). The attendance of young married women in the IGA support module is
essential for ensuring the EE of women.

The total number of participants will be determined by the number of families involved. We suggest not to work
with more than 20 people (meaning working with 10 families) at a time. If necessary, people can be grouped into
two or more groups and each session has to be conducted separately with each group.

Preparation for families

Thefirst part of the Zindagii Shoista enabling EE through IGAs workshop consists of three sessions that are oriented
around EE at the peer group level. It focuses on the value of women’s work, and household income, budgeting,
spending and saving. In the first three sessions, participants are organised according to their peer groups. The
fourth session is a peer group meeting, in which all four groups come together as one big group to share and

exchange perspectives and experiences of the first three sessions.

3 The project team encompasses people involved in the implementation of the project, such as project managers and field officers, who will monitor and
evaluate project activities.
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The second part consists of eight sessions that focus on developing IGAs. After the first session, families will
be required to choose two family representatives, one of whom should be a young married woman. Family
representatives will be required to provide updates to the rest of the family on the progress made in the IGA based

on their engagement and the practical activities covered in these sessions.

This part of the workshop will begin with participants learning about the process of generating and solidifying an
idea for an IGA, learning concepts and skills, and conducting a market assessment. The market assessment activity
is necessary to identify the most suitable IGA for each target family according to available grants/inputs distributed
by the project and their capacities; to advise target families to form groups of common interest; and to evaluate
whether the formation of these groups into cooperatives or networks is also feasible. Creation of common IGA
groups will be based on common IGAs that require a similar approach and IGAs that can be linked with each other
in a value chain. For example, three families can be producers of milk and one family may purchase the milk from

those three families to make dairy products.

The results of the market mapping are very important for determining the viability of an IGA. This will be
decided with the involvement of the facilitators, business assistants and supervision staff from the implementing

organisation with expertise in IGA support.

Between the two parts of this workshop, facilitators will be joined by business assistants and business advisers,
who will collect general socio-economic data on each target family. The data will be a combination of the
families’ economic profiles (sources of income, expenditures, assets, etc.) and their social profile (number of family

members, roles within the family, etc.) (see Appendix 1).

Where and when should the workshop be conducted?

Privacy

It is a good idea to find a private place to conduct the sessions, in order to enable discussions that would be

awkward to have in front of children or other family members or village inhabitants.
Size

You also need to choose a location that is small enough for groups to feel comfortable in but with enough space
for people to move around. If you choose a large hall as the location, you can make it feel smaller by organising

participants to sit in a circle.
Time of year

The timing of the workshop should bear in mind seasons, holiday periods or busy periods on farms. If a workshop
clashes with other activities in the community, attendance is likely to be very low so planning ahead to avoid this
happening is crucial. Unexpected events, such as funerals or transport breakdown, can interrupt the schedule. It is

always a good idea to allow extra time in your schedule in case of emergencies or unexpected events.
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Time of day

The time of day that you run the workshop can be just as important as where you run it. It is ideal to ask different

groups in the community what would be the best times for them to meet.

Which materials are needed?

Participants should be provided with notebooks and pencils for use during the relevant sessions. Additional

materials are used at certain times, as outlined below:

* Running a business game: Module 2, Session 6 is a game to enhance participants’ understanding of which
resources are needed for IGAs to work in real life, their processes, and how money comes in and goes out.

» Templates: A set of templates are available as appendices to this toolkit, which should be printed before
sessions and handed out to participants during the sessions. Some include activities for participants to work
through on their own at home. These homework activities are listed at the end of some sessions.

« Endnotes: There are additional notes to enable facilitators/business assistants to run the sessions more
effectively.

10
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Session 1: Understanding our household inputs and income

Purpose: The aim of this session is for participants to gain an understanding of their household inputs and income.

Materials: Flip chart, flip chart paper, pens of different colours, marker for writing on flip chart (if desired).

Time: 2 hours

Contents:
Exercise 1 The work we do 1 hour
Exercise 2 Household income 1 hour
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Exercise 1: The work we do m

Aim: To raise awareness about the actual contributions to the household - some of these are financial
but there are many other important contributions that are sometimes not taken into account.

E Description: Participants analyse family members’ contributions by completing the exercise on their
own and then discussing it as a group.

KA Materials: Flip chart, flip chart paper, pens, marker (if desired).

Directions:

1.  Welcome everyone to the new session. Thank everyone for coming. Enquire about the latecomers
and/or non-attenders.

2. Explain to participants that we are starting the second part of the workshop series, in which we
will analyse our family budget and what we can do to insure our future.

3. Explain what will be discussed in this session.

Explain that every successful household has a lot of different contributions made towards it. We
often consider income, but there is also a lot of work that is not paid that goes into making a home.
Tell participants that in this exercise we will look at the work of wives and husbands in the home.

5. Start by asking what types of work are done by women and men in families. List these in two
columns on the flip chart.

6. Now, give each participant a piece of flip chart paper and a pen. Explain that we are going to start
by working individually and making a time map of our day yesterday. Tell participants to write the
time they got up at the top of the page and the time they went to bed at the bottom of the page.

7. Now, participants should write each hour between getting up and going to bed. After they've
done this, ask the participants to write the main things they did each hour. Only activities that
took longer than 15 minutes should be included.

8. When all participants have done this, ask them to turn the paper over and repeat the same
exercise for their husband or wife. If they do not have one, then ask them to do it for someone of
the opposite gender in their household. If there is no one, they should not worry as they will still
be able to contribute their own information to the group discussion.

9. When they have finished, ask the participants to divide into four groups and to have their time
maps handy. Give each group some flip chart paper and a pen, and ask them to choose one
person to write.

10. Ask this person in each group to divide the paper into two columns and label one ‘Husband’and
the other ‘Wife' Each group should answer the below questions, noting down the answers on
the paper, by collecting information from each participant’s time map:

«  What time do husbands and wives wake up?

« At what time in the morning do the husband and wife do their first activity of the day that is for
other family members?

« Atwhattimein the evening do the husband and wife do the last activity of the day that is for other
family members?

14
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«  What are the main activities that wives do at home? How much time is spent on each activity?

«  What are the main activities that husbands do at home? How much time is spent on each activity?

«  How much time do wives spend earning money?

+ How much time do husbands spend earning money?

«  How much time do wives spend relaxing or doing something for themselves?

«  How much time do husbands spend relaxing or doing something for themselves?

11. When everyone has completed this part of the exercise, call the groups together. Ask them to
share their answers.

12. Ask the participants: Do wives or husbands do more work for others during the day? Do wives or
husbands spend more time earning money? Do wives or husbands spend more time relaxing or
doing things for themselves?

13. Askthe participants what this exercise tells us about the different contributions to the home. Have
you learned anything new from it?

14. Summarise by saying that women’s work at home is often valued less than men’s work, as women
may not bring in household income. However, this exercise has shown that women work very long
hours and do a lot for other people. How would households function without someone washing
clothes, looking after the children, cooking meals and growing food in the garden?
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Exercise 2: Household income m

Aim: To allow participants to understand what makes up their household income; to examine the
value of subsistence agriculture and the value of paid and unpaid work.
Description: Group work to discuss household income.

Materials: Flip chart, flip chart paper, coloured pens, marker (if desired).

Directions:

1. Explain to participants that in this exercise we are going to think about household income. Take
a piece of flip chart paper and divide it into four. Label the top left-hand corner ‘Money’ and the
bottom left-hand corner ‘Goods’ (see table below).

2. Explain that there are two parts of a household’s income: money that comes into the home
and goods that come into the home. First, we will list the different sources of income under the
corresponding headings.

3. Ask participants to tell you the different sources of money and write them down on the flip chart.
If participants only mention earnings, remind them that households can also get money from
pensions, rent, interest on savings and from remittances sent by family members working abroad.

4. Some households also have a small enterprise that they make money from (e.g. selling honey or
sewing joma). This should also be on the list.

5. Now mention thathouseholds also produce things that they consume themselves. Ask participants
what they produce in their households and list these in the bottom left-hand corner of the
flip chart.

6. Draw a line under each item so that the chart now has rows as well as columns. Now divide the
right half of the paper into three columns. Ask if there are three participants who would be willing
to talk about the finances in their household.

7. Askthe first participant which listed sources of monetary income exist in his/her household. Mark
‘X" on each square where they have no income of that type. Then, ask the participant which types
of goods their household produces and mark‘x’ on anything that it does not produce. Now, ask the
participant: In one month, how much income does your household get from each of these sources?

8. Now ask the participant how much their garden produces for their consumption in a month. Do
they know how much it would cost if they had to buy these products in the shop or market
(e.g. potatoes or milk)? Mark on the sheet the amount they would have to pay if they bought
the produce.

9. Repeat this exercise with the other two participants.

16
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Wages
Rent X X 400
Pension 200 X X

Money sent from Russia

Potatoes

Garlic 30 X 25
Milk 50 80 60
Cheese 50 35 40

10. Itis possible that participants will not always know how much money comes from rent or salary. If
this is the case, ask them to guess. If they cannot guess, leave that cell with a question mark in it.

11. Take two coloured pens. Ask participants: Which of these sources of income come from the work
of men? Circle each one with a pen of one colour.

12. Now, ask the participants: Which of these sources of income come from the work of women?
Circle each one with a pen of the other colour.

13. Add up the sum of men’s work and the sum of women'’s work to determine how much family
income comes from women and how much comes from men. If men and women work together
to produce income, then split the amount in half.

14. Compare the amount of income from men’s work and from women's work. Which one is greater?

15. Explain that we are often told that women ‘do no work’ and bring in no money for the household.
Ask participants what we have learned from this exercise about the financial value of
women’s work.

16. Ask participants to think about their household’s income. How many people in each family
contribute income? How often is it more than one person? When more than one person makes
income in a family, what is the impact on the total income? Is it generally lower or higher when
more than one person contributes income?

17. Conclude by saying that this exercise has shown us that women engage in important activities
that bring value to the home. These are often not well recognised. We have also learned that
households in which more people earn money usually have more income. This is important for
us to consider as we embark on the journey to improve the financial position of our households.

Thank participants for their contribution in the session and agree on the time and place for the next meeting.
Keep the flip chart paper from Exercise 2 to use in Session 2 (it should be hung on the wall).
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Session 2: our household budget and how we spend money

Purpose: This session aims to help participants understand household budgeting and planning, while also
raising awareness about unwise spending.

Materials: Flip chart, flip chart paper, flip chart paper with table showing household incomes from previous
session (Exercise 2), pens, marker for writing on flip chart (if desired).

Time: 2 hours

Contents:
Exercise 1 Household budgeting 1 hour
Exercise 2 How we can spend unwisely 1 hour
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Exercise 1: Household budgeting m

Aim: To help participants understand their household budget; to raise awareness about household
budgeting including planning for short- and long-term expenditure through savings.

E Description: Group work to discuss household budget.

ﬁ Materials: Flip chart, flip chart paper, flip chart paper with table showing household incomes from
previous session (Exercise 2), pens, marker (if desired).

Directions:
1. Welcome everyone to the new session. Thank everyone for coming. Enquire about the latecomers
and/or non-attenders.

2. Explain what will be discussed in this session.

3. Put up the flip chart paper showing the table of household incomes from the previous session
(Exercise 2) on the wall, if it is not already there.

4. Inthe previous exercise, we looked at how you can calculate a household’s income. Now we want
to consider a household's expenses. Take three sheets of flip chart paper and divide each into three
rows and two columns. Head one row ‘Monthly expenses, the second row ‘Seasonal expenses’and
the third row ‘Large expenses.

Monthly expenses P1 ] P3

Food 220 320 180

Rent or mortgage 150 200 120

Electricity

———

School fees 1,300

Clothes 500 400 600

Medical bills 600 50 300

Wedding 10,000 20,000 15,000

Car 60,000 80,000 70,000

5. Ask the group to break into three smaller groups and give each one of the flip chart papers and
pens. Ask them to identify all monthly expenses, seasonal expenses (e.g. school fees) and the very
expensive things that the family buys/spends money on occasionally (once a year or less).

6. Now ask the groups for one volunteer to write on the chart how much is spent on the monthly
expenses, seasonal expenses and big purchases in their households.

7. Callthe groups together and ask them to share their flip charts. Add up the monthly costs. Discuss:
How do the monthly expenses compare to the monthly incomes determined in the previous
exercise? We expect they will be roughly similar even though different people will be presenting
their situations in each exercise.

8. Conclude by saying thatin Tajikistan, many families living in the villages earn about 1,900 Tajikistani

Somoni (TJS). You should mention that most of us spend the majority of the money we receive
each month. Discuss with the participants: How do people manage to pay for seasonal expenses
and very big items?

20|
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Exercise 2: How we can spend unwisely m

Aim: To create awareness about ways in which we spend money unwisely, thereby putting ourselves

under financial stress.

E Description: Role play.

Directions:
1.

We have talked about how we calculate our household’s income, how much we spend at home,
and have compared the household’s income to its expenditures. Now we are going to look deeper
into how we spend money. Sometimes we spend money without planning and this could have a
major impact on the family budget.

Ask participants to sit back and close their eyes. Then, ask them to reflect on their previous
experiences of spending money in a way that was impulsive or which others did not approve of.
Now, ask the following questions slowly and give participants enough time to think about each
answer before moving on to the next one. Ask participants to think about a recent time when they
spent money in a way that was impulsive or on something that their spouse or family members
did not approve of:

What did you spend the money on?

Did you have a prior plan to buy the item at the time you bought it?

Did your husband, wife or family members know you were planning to buy the item before you
bought it?

How much money did you spend on this purchase?

Why did your spouse or family member disapprove of the purchase?

Do you agree now that they were right to disapprove?

Could you afford to buy the item at the time or did you have to give up other things in order to
make the purchase?

If you could not afford it at the time, why did you buy it?

Ask the participants to open their eyes and form groups of 4-5 people. The group task is to plan a
role play of a scenario in which a wife or husband decides to spend money without thinking about
where the money is coming from in the family budget. Use the role play to show how this happens
and how family members react when they discover what has happened.

After a few minutes, ask the participants to come back together and perform their role plays.
Now ask the participants to re-form in their small groups and take the role play one stage further.
Explain that this time they should show the consequences of unplanned expenditure on the
household. They should show how the household will try to cope with the expenditure and what
happens when they do this.

Consequences of unplanned expenditure include:

Family disharmony
Not having money for essential items such as food, basic clothes or school fees
Taking out a loan and then having to cut back on household items to cover the interest
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«  Getting deeper into debt - taking out a loan to pay off the first loan

. Gossip

«  Ifafamilyisin deep debt,a member might get involved in criminal activities (such as drug smuggling)
to pay it off.

7. After a few minutes ask the groups to perform their role plays.

8. Ask the whole group: Were the role plays convincing? Is this how unplanned or impulse spending
plays out in reality? Are there any other consequences that can ensue?

9. Now ask the groups to return to their smaller groups one last time and prepare a role play about
how a family can make preparations for seasonal or occasional expenses.

Good preparations for seasonal expenditure include:

«  Saving money every month

< Planning for and cutting back expenses (such as not eating meat)
«  Thinking of ways and making plans to earn more money

10. Call the groups together and ask them to perform their role plays.

11. Ask the entire group: Were they convincing? Do we feel we could do some of these things in the
future? Is there anything else we could do?

12. Conclude by saying that we all sometimes want to buy things and would like not to have to think
about whether the household can afford it. However, it is only the wealthiest families that can
afford to just spend money without thinking about where it comes from and can manage without
making special preparations for unexpected needs. The rest of us have to be prepared.
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Session 3:
How we can save money and i




How we can save money and insure our future

This session aims to help participants to understand household budget planning and also raises
awareness about behaviours of people, in order to be able to save successfully and think about ways in which to
insure our future.

Flip chart, flip chart paper, pens, marker for writing on flip chart (if desired).

2 hours
Exercise 1 Coping with financial crises 1 hour
Exercise 2 How we can save money 30 minutes
Exercise 3 Paid work and gender 30 minutes
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Exercise 1: Coping with financial crises m

Aim: To educate participants about how saving can help prepare them for financial crises.

Description: Discussion about how a family may plan to make larger purchases and plan for
unexpected events that require money.

Materials: Flip chart, flip chart paper, pen or marker.

Directions:
1.

Welcome everyone to the new session. Thank everyone for coming. Enquire about the latecomers
and/or non-attenders.

Explain to participants that sometimes we are faced with financial emergencies.

Ask participants to brainstorm what kinds of events may occur that may incur additional expenses
for the household that it is not prepared for. Note these on the flip chart.

Participants may mention:

Death in the family
Accident

Ill health

Afire

Job loss

Death of the family cow, etc.

We never know when a situation like this will happen but something unexpected is likely to
happen to every family from time to time, resulting in an unexpected need for money.

Tell participants that this exercise is going to help us think of ways in which we can equip ourselves
financially so that we can prepare for such situations.

Ask participants to sit back, relax and close their eyes. Explain that we are going to think back to
those times in our lives when we have had crises that have required us to have money, but that we
were not financially prepared for. Ask the participants to think about the following questions, but
not speak the answers just yet.

What happened?

Where did you find the money? Was it difficult?

If you borrowed money, how did you plan to return it?

Did you return the money? Did you return it on time?

If you did not return the money, what happened?

If you did return the money, how did returning the money affect your daily or monthly
household finances?

Now ask participants to open their eyes and bring everyone back from their thoughts into a group
discussion. First, ask the participants: How many of you have been in this situation? Ask if someone
would like to share what happened.
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8. Now ask if anyone has been faced with a large unexpected need for money and did not find this
very difficult. Ask them to share how they coped.

9. Explain that we are now going to look at ways in which we can be more prepared for financial crises.

10. Draw a grid of three columns on the flip chart. On the top of the left-hand side column, write
‘Saving methods’; in the middle column, write ‘Risks associated with each method’; and in the
right column, write ‘Benefits of using each method.

11. Ask participants what they can do to prepare for crises (i.e. ways they could save money). List these
on the left side of the flip chart.

Ways of saving: Small savings schemes are very common ways of helping people save. Usually there is a
small group of people who decide they will save an amount they can afford each month (e.g. 50 TJS). This
money is either shared out once a year or can be withdrawn if there is a household emergency. Investing
money when people go through lucrative times in their lives can provide security (or something that can
be sold) when money is less available. Investment items include property, gold, livestock and cars. Some
people save by having personal bank accounts and making regular deposits. If this is done in a foreign
currency, it can avoid the risk of the Somoni depreciating.

12. Go over each type of saving method and ask participants which risks and benefits are associated
with each. Note these on the flip chart.

13. When you have gone through the entire list, ask participants if they think each saving method is
low or high risk, and how feasible it might be for them.

14. Conclude by saying that this exercise has illuminated the ways in which money could be saved so
that there is some protection against financial emergencies should they arise.

26|

ZINDAGII SHOISTALIVING WITH DIGNITY WORKSHOP MANUAL



Exercise 2: How we can save money m

Aim: To show participants the behaviours of people who save successfully.

Description: Discussion about the ways to save money.

Materials: Flip chart, flip chart paper, pens, marker to write on flip chart (if desired).

Directions:

1. Explain that saving is challenging but that everyone can learn to save no matter their income.

2. Ask participants to think about how they or people in their family have saved money in the past.
What is it that they have done? List these on a flip chart.

3. Then, ask participants to break into small groups and give each a piece of flip chart paper and
a pen. Ask them to think of someone they know who saves money well. First, ask: What kind of
lifestyle do people who save money have?

4. Then ask them to discuss and note on their flip chart paper: What are the characteristics of people
who save money? What do these people have to think about and do in order to save money?

5. Call the small groups back to re-form the large group and ask them to share their ideas.

Lifestyles of people who save: People who save a lot of money may lead very modest lives and that is
what allows them to save so much. Other people who save money can have a comfortable lifestyle, as
they do not need to worry about unexpected spending as they have savings. In addition, people who save
money plan in advance to buy big items such as a refrigerator or a car.

Characteristics of people who save money: To save money, people need to be disciplined and either
save weekly or monthly, or every time there is a surplus of money. They also need to be able to go without
something in the present so that they can plan to buy items in the future.

Considerations in order to be able to save: People who save generally ask themselves if they need
something before they buy it, they compare prices, they shop during sales and they try to buy cheaper
things. They also take pride in their ability to save and this helps them go without the more expensive items
to enable their saving.

6. Conclude by saying that saving is challenging, but if we think about it in terms of crises and risks
that we talked about in the previous exercise, then it is worth it.
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Exercise 3: Paid work and gender m

Aim: To allow participants to learn about the barriers to acquiring paid work, especially for women.
Description: Participants look for solutions to overcome barriers for getting a paid job.

XA Materials: Flip chart paper, pens.

Directions:

1. Explain that in the exercise on household income we saw that many households only had one
person (usually the husband) who earns money, but those households where more members work
have more income. Explain that in this exercise we are going to look at paid work and barriers to
getting it.

2. Ask participants to break into four groups. Give each a piece of flip chart paper and a pen, and ask
them to divide the paper into four (like a grid).

3. On the top of the left-hand side, write ‘Women’ and on the right-hand side, write ‘Men’ First,
ask the groups to discuss the types of paid jobs that men and women from their districts can
commonly find. Ask them to note these on the paper in the corresponding top rows. Then, ask
them to make a list of the barriers men and women face in getting paid employment. Ask them to
note these on the paper in the corresponding bottom rows.

4. After a few minutes call everyone back together and give one group a chance to present their
ideas on the types of jobs men and women can get. Ask: Does everyone agree? Are there any other
types of jobs? Then ask another group to present their ideas on the barriers men and women face
in getting jobs. Ask: Does everyone agree? Are there any other barriers? Mention the barriers listed

below if participants miss any.

Structural barriers: very few jobs, lack of education, lack of skills

Personal barriers: lack of confidence, lack of knowledge on how to get a job, mental health or alcohol
problems that make it difficult to work consistently, being very argumentative or aggressive

Social barriers: childcare, domestic responsibilities, ideas that women should be at home and not working,
jealousy of husband

5. Ask participants to return to their small groups. Ask them to consider all of the barriers that have
been mentioned and for each one discuss the following: Is there something that can be done to
overcome the barrier? How can we organise our homes so that, for example, childcare is not a
barrier to women earning?

6. Ask participants to re-form in the large group and ask each smaller group to share their solutions
to each of the barriers.
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Some of the barriers will be very difficult to overcome, especially the lack of jobs. If participants mention
lack of education and skills, you should suggest a discussion on how to increase knowledge, skills and
qualifications. For all the other barriers, some approaches would work in some families but not in others.
Acknowledge that some of these problems are hard to solve for everybody. This is a good time to mention
that making money through small enterprises could be a viable solution.

7. Tell participants that we will have a meeting with all the peer groups in which participants should
present the work done today to the other groups. Choose the flip chart they will use for the
presentation - it should have everyone’s ideas on it — and nominate two people to present. The
presentation should cover the ways men and women overcome barriers to earning money.

8. Conclude by saying that this exercise has given us a chance to start thinking about some of the
things we have to consider if we want to ensure our livelihood. Sometimes spouses or family
members may recognise how important it is for a family to have more money and may be very
supportive. In general, we have to do some preparations before we share our ideas at home so
that we can answer everyone’s concerns about the ideas.
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Session 4.
Peer group meetin




Session 4: peer group meeting

Purpose: To share ideas and promote conversation and empathy.

O
7
®

Participants: Members of all four peer groups (no one else may attend).

Materials: Flip chart from Session 3, Exercise 3.

Time: 2 hours

Directions:
1.

First, each peer group should present the ways to overcome barriers men and women face in
gaining paid employment based on the discussions that they had in Session 3, Exercise 3. They
can use their flip chart papers. Discuss: Does everyone agree with the ways men and women can
overcome barriers to earn money that have been presented? Can anyone think of examples of
people who employ these among friends and relatives?

Say that one of the options to earn money that participants mentioned is running an income
generating activity (IGA). Now, divide participants into 6-7 small groups and explain that each
group has to perform a role play portraying the following characters: young wife, young husband,
mother-in-law, father-in-law, sister-in-law, brother-in-law and two children. The scenario is that
the family is already running its own small IGA involving the young wife and her husband. Ask
each group to choose one of the following scenarios:

Children areill

One of the sisters-in-law has just had a baby and has to stay in your house for 40 days

Some relatives are coming to visit for one week and need to be hosted

The young husband has gone to Russia for work

The mother-in-law is in hospital

Explain that each group is allowed to add a role of an external helper and they must explain to
the other groups what role it is (neighbour, friend, relative, etc.). Participants need to think about
how they can reallocate both household and IGA tasks in their scenarios. After each group has
performed its role play, lead a general discussion with participants around these questions:

Did you find it easy or difficult to manage these situations?

Do you think these situations are realistic? What about the solutions chosen? Are there any
other solutions?

If a group presented external help, do you think they did the right thing/was it necessary?
Explain that this exercise has shown that most people are faced with different barriers to earning
money. These barriers are different for men and women, and some can be difficult to resolve.
There are alternative ways to making money using a person’s talents and skills, equipment and
assets. For example, a mother-in-law can help her daughter-in-law with childcare so the latter has
more time to run the IGA.
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5. Conclude the discussion by highlighting that:

«  starting an IGA means not only allocating roles and scheduling time for activities, but also affects
household dynamics and needs, so it is important to determine how to reconcile these aspects in
order to devote time both to the IGA and the family;

- working together means working as a team, that is supporting each other with everyone’s will to
reach a common goal; and

«  mutual support is needed, which means relying on others in case you need help but also being
ready to support someone if needed.
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Session 1: Opportunities for income generating
activities (IGAs)

Purpose: The aim of this session is to explain what an IGA is, to allow participants to start thinking about how they
might develop their own IGAs, to highlight what an IGA can provide to families to improve their living conditions,
and to outline what tools are necessary to start an IGA.

Materials: Flip chart, flip chart paper, pens, marker for writing on flip chart (if desired), camera.

Time: 2 hours

Participants: All members from five families divided into their family groups (this will be easily manageable for
the facilitators and business assistants).

Contents:

Exercise 1 Overview of IGAs 40 minutes
Exercise 2 Identifying opportunities for IGAs 1 hour
Exercise 3 What Zindagii Shoista IGA support can offer 20 minutes
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Exercise 1: Overview of IGAs m

Aim: To get participants thinking about what IGAs are and the potential benefits they have for
participants’lives; to set the stage for participants to think about viable business opportunities.

Description: Group work in families.

Materials: Flip chart, flip chart paper, pens, marker (if desired).

Directions:

1. Welcome everyoneto the new session.Thank everyone for coming. Enquire about the latecomers
and/or non-attenders.

2. Ask the participants to recall what was learned.

3. Explain to the participants that we are now in the next phase of our workshop, in which we
will be addressing income generation. Explain that in this session, participants will learn what
they need to know before they can start a business. This is important in order to make sure that
IGAs are founded on a clear understanding of what they entail and how to develop them into
productive businesses.

4. Ask participants to group into their families. Explain that they will work with family members to
discuss and practise what they need to know and do in order to set up productive IGAs.

5. Give each family some flip chart paper and a pen. Ask families to select a member who will write.

6. Ask participants to recall any time when they, or people they know, tried to generate income
through selling or producing goods for selling. This might include selling sweets, local produce
or cigarettes, or sewing traditional dresses or any other business-like ventures.

7. Make a note of these activities on the flip chart, making sure to capture any successes, lessons
learned and challenges:

«  What kinds of activities were these?

«  How successful were they?

«  What lessons were learned from establishing or running these IGAs?

Did you make a good profit?
Did you build good relationships?

Did you learn something new?

8. Explain that this workshop will help participants start thinking about some of the important
aspects of establishing and running a particular business. Most businesses run on the same
principles and these will be discussed throughout the workshop. Highlight that it is beneficial
to run your own IGA, but that it is not an easy thing to do. Tell participants that we will be
discussing why that is and what needs to be considered.
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9. Ask families to write down on their flip chart paper and then discuss the following question:
How can my family benefit from running an IGA? Ask them to record whatever comes to mind.

If participants have difficulty understanding the concept of IGAs, explain that it is any activity that
generates money. Examples of 1GAs include: Selling eggs to a neighbour; selling milk at a market;
producing items to be sold; renting land out; providing services such as hairdressing, or sewing clothes
and household items such as ‘kurpacha’ (Tajik mattress), etc. It does not necessarily mean a big enterprise,
in which 50 or 100 people are employed. It is likely that a small IGA would not make people wealthy but
can improve their living conditions.

10. Ask a few families to present their ideas to the entire group.

11. Do participants have any questions? Answer those that can be answered now, but if they ask
about complex matters which will be covered in later sessions, you can give a short answer now
and underline that it will be looked at in more detail later.

Facilitator’s/business assistant’s notes:

«  Split a notebook into sections based on the number of selected families there are for a project
facilitated by the facilitator/business assistant. There should be one section for each family.

«  Take notes after each family’s presentation and house visits.

« Always keep your notebook with you and update it with information regularly.

«  The notebook will help you to keep track of each family and analyse the situation in order to
provide necessary advice and support when required.
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To get participants to choose an IGA; to match their choice of IGA with the talents, skills and
individual interests of family members; to help participants identify the skills they need for their IGA.

Family group work.

Flip chart paper, pens.
A camera to take photographs of each family’s table (that they filled in on their
flip chart paper).

Part 1:

1. Remindeveryonethatinthefirst part of the Zindagii Shoista workshop series, participants were asked
to think about the things that are important to them, the things they are good at and the things they
like about themselves. Now, we will follow this up and explore where participants’ strengths and
talents lie and what assets could be drawn upon for income generation. In this session, it is important
that participants work together with their families and take into account the interests of all family
members. Remind them that this workshop is for improving women’s economic empowerment (EE)
so it is essential that the young women in the family have an active role in the IGA.

2. Now give each family some flip chart paper and a pen, and ask them to:

«  Write down three things that each family member is good at or three talents that each family
member has, which could be used for an IGA. This might be a skill such as gardening, or involve an
asset such as the family cow, a refrigerator or a sewing machine.

«  Then ask them to write down three things that bring each family member joy, what they would
like to spend more time doing and that might enable them to earn money.

3. Call participants back together and ask one of the family members to share their skills and talents.
Then ask a few to share their sources of joy that could be linked to income generation. Finally
ask them to share their three assets. Ask: Did they learn anything new about themselves from
this exercise?

4. Now each family should further consider the assets that they have, which might help them earn
money. Ask the families to group together and discuss what types of assets they already have that
could help earn them money.

5. Thank everyone for looking deeper to recognise their talents and assets. Ask: Has this discussion
made any of you realise that you have more talents and assets than you previously realised? This is
an important step towards looking at possible ways we can enhance our livelihoods.

Part 2:

6. Explain to families that the next step is to identify the needs for their business ideas.

7. Giveoneflip chart paper and a pen to each family. Ask them to divide the paper into three columns
and add the corresponding headings (see the table on the following page). On the left-hand side,
ask them to write down the IGAs that they came up with in the previous exercise. Explain that
you are going to ask them several questions regarding the IGAs and they should write down the
answers for each type of activity.
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8. Ask families to think about the roles needed to run a particular IGA and to write them down.
Explain that the role connotes the position of the family member in the IGA. Using the example of
a bakery, the most important role is the baker.

9. When families have finished, ask them to think about who will be performing the roles in the IGA.
Explain that these roles can be carried out by a close family member who has the required skills,
but priority needs to be given to the young married women and the immediate family. Ask them
to write their answers on the flip chart paper.

10. Now ask them to think about the gaps in skills there are for running a particular type of IGA.
Remind them that they already know the skills/experience each family member has for each IGA,
so they just need to think about the skills they do not have but need for the IGA to be a success.
For example, if they want to run a bakery, they may not have the skills to calculate the costs of
baking or to price their products. Remind participants that the answers should be recorded next
to each type of IGA.

Type of IGA Roles needed to run it and who will perform them m

Bakery Baker (daughter-in-law) Lack of knowledge about costing and pricing

11. Finally, ask families to brainstorm what risks and challenges they might face in the short term, and
anything that could jeopardise their ability to start or run their IGA and how to address these. Risks
and challenges can include lack of start-up capital, lack of skills, etc. For example, if they want to
run a bakery, they may have limited electricity during winter or they may not have enough money
for a good oven.

Facilitator’s/business assistant’s notes:

«  Each family should complete this exercise.

«  After each step, go around and check each family and make sure that everyone understands what
to do.

« Remember to provide examples in order to better explain each step.

12. When all the families have done the work, ask each one to present to the other families.

13. Ask: What does everyone think of the presentations? Are there any roles, gaps in skills, and risks
and challenges that have been missed? Have the young women in the families been given
an active and realistic role in each IGA? Stress the importance of this if families have not done
so, as it is a very important goal of the workshop to support young women’s EE through the
development of IGAs.

There might be a situation in which some of the families lack certain skills and the entire group should
help them choose a type of IGA that can be developed more easily (e.g. renting tables and chairs for events,
selling cold drinks and ice cream near the main road, etc.).

14. Ask families to add in any new ideas from this discussion or any developments on their current
ideas to their tables. They can do this at home.

15. Conclude by thanking the families for a job well done. Take a photograph of each table so that you
have a record of the IGAs they have listed.
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16. Explain that before proceeding, participants will need to reflect on and further discuss their IGA
ideas as a family. It is essential that they ask themselves the following questions:

- Do we have the required skills and tools?

- How difficult would it be to acquire the skills and tools we do not have?

«  How difficult is it to get the raw materials or ingredients?

«  How difficult will it be for us to produce the product/service?

17. Ask them to identify one IGA idea that would be the best fit for their family and ask them to
prepare to report back on this in the next session.

18. Explain that before moving forward, they will need to learn about some of the concepts and terms
related to developing, starting and running an IGA, which will be taught in the upcoming sessions.

Facilitator’s/business assistant’s notes:

«  Ask families to keep their flip chart paper as they are going to work on it at home and use it in
other sessions.

« Inform participants that house visits will be made to each family. The visit will focus on revising
the work done in this exercise and identifying one IGA that the family will announce in the
next session.
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Exercise 3: What Zindagii Shoista IGA support can offer m

Aim: To explain what the project is offering to participants, its processes and required contributions.

Description: Short presentation by a business assistant.

Materials: Flip chart paper, pens.

Directions:
1.

Tell participants that in this exercise, they will learn more about how Zindagii Shoista IGA support
will work. This part of the project is supported by an EE organisation (business advisers) that
provides training and support for IGA development and implementation via the use of facilitators
and business assistants who work with families.

Explain that business advisers will support families in three ways:

by providing materials needed for the IGAs (for example, for agricultural IGAs, materials may
include seeds, seedlings, tanks, fertilisers, small equipment, green houses; for production of dairy
products, materials may be small machines and so forth);

by assisting with business development (this can include providing information on how to conduct
the market assessment/analysis; what facilities are available to start a business; how to structure a
business, i.e. people involved and their roles and responsibilities; development and management
of the IGA and writing a business plan; how to make your business a success, etc.); and

by providing technical assistance (this will be provided depending on need. For example, in case
of agricultural activities, training may be provided on making compost, cultivation of different
vegetables, good agricultural techniques and so on. Training will be provided at the beginning of
activities for groups of participants with common interests and during the implementation of IGAs
at certain stages, such as when seasons change, during product harvest, product conservation, etc.).
Now explain:

The roles of the facilitator and business assistants: Facilitators and business assistants will guide
participants in choosing an appropriate IGA, providing objective reasons why some ideas are not
suitable by referring to data collected for the initial economic assessment. Business assistants
will support participants during the duration of the project and will be available for any kind of
support to improve the implementation of activities. They will visit each target family weekly.

The principle of cost sharing: Explain that participants will be asked to provide contributions
(such as working labour, local construction materials, etc.) to start and implement their IGAs.
Working together in groups of common interests: Explain that the project would like to bring people
working on similar IGAs together to create a joint network. The joint network will allow them to
avoid overlapping and competing, in order to be able to deal with the market from a stronger
position. Working together on a similar IGA will also ensure that there are more people performing
different activities that contribute to the bigger picture, thus creating a value chain. For example,
one family produces and sells milk, another family buys milk and processes it into cheese, and
another family takes cheese and transports and sells it at the market. In the bigger picture, milk
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production evolves into processes that reach the customer in various ways, such as milk products
or cheese.

4. Ask the participants if they have any questions.

5. Explain that the project uses a participatory approach, which involves the following:

«  Some assistance will be provided but the IGAs will not be possible without a main contribution
from the families in terms of labour and some items.

«  Each target family must sign an agreement before starting the activities. The agreement will list
the contributions provided by the project and the family.

6. Ask participants if they have any questions and respond according to the information provided in
the facilitator’s notes in Appendix 2: Organisation’s expectations for participation in the Zindagii
Shoista enabling EE through IGA workshop.

7. Lastly explain that each family must keep a diary of activities in order to describe and track the
activities, the successes and results achieved, and the problems faced and overcome. The families
will be assisted by the facilitators in doing this.

8. Conclude by explaining that we have reached the end of the first session. Participants have a lot
to think about between now and when we meet again.

- Explain that the next session will help participants better understand if their chosen IGAs are
viable or not, and why. Ask families to do their homework before the next session.

«  Explain that during the week, a business assistant will visit them and continue the discussions and
provide support.

9. Explain that all family members were asked to come to this session, as we want everyone to
understand what Zindagii Shoista IGA support is about and be part of developing the
first ideas for the family IGA. However, for future sessions, we would like to work only with
two members of each family, with one of these members being the younger married woman.
Emphasise that it is critical for young women of the participating families to have an active role in
their family business.

«  Explain that families should decide on the second family member who will be attending the next
sessions with the younger married woman. When selecting members to represent the families,
the family should consider that this person might be the one with the relevant skills for the IGA,
someone who has time and energy for new work, and has the personal qualities that would make
them reliable.

«  Mention that we will look at all the ideas for IGAs and may invite families to attend sessions with
other families who have similar IGA ideas.

Preparation for facilitators/business assistants’ family visit:

During the family visit, facilitators/business assistants need to ensure that they critically analyse each

family’s IGA choices. Look at the tables photographed in Exercise 2 of this session. Identify points for

discussion with the family before the visit. During the visit:

+  Guide the families in the question about gaps in skills by asking who among the family members
is able to perform each of the roles required for the chosen IGA.

«  Help the family identify the risks and challenges that you foresee. Discuss these and help families
consider some possible solutions.

«  Help families to estimate costs and guide them on whether the IGA will be affordable.

«  Provide each family with feedback on the feasibility of their IGA. Help the families answer the
following questions:
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Is the process of preparing or producing the product realistic?

Are raw materials (or ingredients) available at the local market or do you need to find them in
other districts’ markets?

Do family members have the skills to run the IGA? Do family members have the time to run
the IGA?
Does the family have the right and/or enough tools to run the IGA? Are they available at the

market if not?
« End the visit by preparing the family for the market assessment that will provide more detail on
their ability to start their IGA.
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Session 2: How to initiate IGAs

Purpose: The purpose of this session is to provide participants with the basic necessary economic knowledge to
startan IGA and to explain to them what assessing the market means by doing a practical activity. The participants
will also learn how the project will assist them during the entire period of IGA development and implementation.

Materials: Flip chart, flip chart paper, A4 paper, cards, sticky tape, pens, marker for writing on flip chart (if desired).

Time: 2 hours

Participants: Two members from 10 families (young married woman and another individual) grouped according
to common IGAs.

Contents:

Exercise 1 What is needed to initiate an IGA? 30 minutes
Exercise 2 Forming common IGA teams 30 minutes
Exercise 3 ‘Cooking’ a plov 30 minutes
Exercise 4 Potential risks of teamwork 30 minutes
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Exercise 1: What is needed to initiate an IGA m

Aim:To get participants thinking about what is necessary to set up an IGA.

Description: Brainstorming about starting an IGA using the example of baking a cake.

Directions:

1. Welcome everyone to the new session. Thank everyone for coming. Enquire about the latecomers
and/or non-attenders.

2. Todemonstrate to participants the important things that need to be considered when setting up
an IGA, engage them in an activity about what baking a cake involves. Ask participants questions
about baking a cake and give them a few minutes to respond. Add to their responses if they have
missed anything, and then explain the relationship between baking a cake and setting up an IGA.

What do you need to bake a cake?
To bake a cake, you need different ingredients that you can find in the market or shops, money to purchase

the ingredients, tools to bake (oven and electricity), time and effort.

« Interms of setting up IGAs, we call these the essential materials/resources that you need to make
a cake (the final product).

What ingredients do you need to bake a cake?

There are different layers in a cake and each layer requires different ingredients. You need eggs, flour, butter,
baking powder and sugar. If you are missing even one of these ingredients, you will not have a cake. For
example, if you have only flour, milk and eggs, can you still bake a cake? Or do you need to mix baking
powder, sugar and butter in to bake the cake? So if your product does not have certain characteristics that
are essential to make it, then you do not have a product.

« Interms of setting up IGAs, we call the essential ingredients needed to produce whatever we are
making the raw materials.

Who will you bake the cake for?

There are many reasons you could bake a cake. Imagine that you are baking a cake because your parents
are coming to visit you and asked you to bake a cake for them. They are people who want to eat your cake.
If your mother is allergic to almonds, you do not want to use them in the cake.

« In terms of setting up IGAs, we can consider your parents to be your customers who want to
enjoy your product. You may think almond cakes are the nicest but if your mother does not eat
almonds, it is useless for you to bake her a cake with almonds. When you set up an IGA, you need
to be customer orientated and produce what the customers will want.

Where can you find the ingredients to bake a cake?
Before starting to bake a cake, you need to purchase the ingredients. You want to bake a fantastic cake
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to make your parents happy so you need to find good quality ingredients but for a reasonable price. So
what do you have to do? You have to go to different shops and/or markets to check the price and quality
of the ingredients.

« Interms of setting up IGAs, you are analysing the market and looking for good quality raw materials
at a good price. Remember it is not enough just to have cheap materials because if the quality is not
good, your mother will not like the cake. To purchase raw materials, you need money. The money may
come from remittances that your husband sends you every month. In the case of an IGA, this is called
the capital.

What else do you need to do to prepare?

Before you start baking, you need to organise your time to go to the market and purchase the ingredients.
When baking a cake, you will use a recipe. You must give yourself enough time to make the cake before your
parents arrive.

« Interms of setting up IGAs, we plan our activities so we know exactly what we have to do.

What to do after the cake has been baked?

After you have baked the cake, you can put icing on it. But is icing necessary to a cake? Not really. It is just
something to add to make the cake sweeter and to decorate it, but it is not essential. Without the icing,
you will still have a cake. Perhaps on the icing you could also sprinkle some nuts and cherries. But if you
do not have nuts and cherries, you will still have a cake. The nuts and cherries and other sprinkles are just
for decoration.

« In terms of setting up IGAs, the icing is one of a product’s ingredients to attract customers that
is nice to have but not essential. It costs extra money but a cake with icing may sell for more than
one without. The cherries, nuts, sprinkles or other decorations are the extra nice things that could
be added to improve the taste and quality of the cake, but they are not necessary. You might find
out which other trimmings can be added to your product as you get to know your customers
better and build sales. Or you may find that your customers would rather pay less for the cake
without the cherries.

What do you definitely not want to have in the cake?

Bad eggs would destroy or ruin the cake. A bad cake is a risk and could upset your parents. Another risk is
the electricity cutting off while you are baking the cake. This could mean that you will not be able to bake
the cake on time and are unable to offer your parents cake when they arrive.

« In terms of setting up IGAs, these are the characteristics that you do not want in a product that
you are producing. There is a risk of losing customers if your product is not good enough or your
IGA will fail if the baker of the cake, in this example, is not a hardworking person or is oftenill.

3. Conclude by saying that the process of baking a cake for your parents is similar to setting up an
IGA. First of all, you need to think about what you need to start an IGA. The essential things you
need to do include purchasing the raw materials (ingredients for cake), planning your time and
activities, thinking about the customers who want the product (parents), carrying out a market
analysis (looking for better ingredients), and so on.
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Exercise 2: Forming common IGA teams m

Aim:To group participants according to common IGAs.

E Description: Brainstorming.

ﬁ Materials: Flip chart, flip chart paper, pen or marker, A4 paper, sticky tape.

Directions:

1. Explain to participants that people with the same goal can work together to ensure they
achieve the desired results, save time and avoid duplication of the same activities for similar
IGAs in their communities.

2. Now introduce the idea of IGA teams. Say that we would like to group together families that are
working on common IGAs, which means that families will be working together.

3. Ask participants to brainstorm why the project would want families with common IGAs to work
together. Record the answers on a flip chart.

4. Then summarise the advantages of working together, which include:

« more people working on the same idea;

- avoidance of duplication of effort;

- avoidance of competition between families for the same suppliers or customers;

«  being able to deal with the market from a stronger position;

- the importance of having a value chain (this means that more people do different activities to
contribute to the wider aim; for example, one family produces and sells milk, another family buys
milk and processes it into cheese, another family takes the cheese and transports and sells it in
the market); and

«  saving time and money for common purchase/delivery of products to the market.

5. Explain to participants that families will be assembled into groups according to common IGAs for
the reasons outlined above.

6. Now ask each family to name the IGA that they have chosen. Record each IGA on a piece of A4 paper
and stick these onto the wall using the sticky tape. Using your discretion, place similar IGAs together.

7. Then ask the families with similar IGAs to stand near the signs corresponding with their chosen IGA.

Go over each group of common IGAs and explain the commonalities making sure each family understands
them. You may find that there is a family/families that is/are standing on their own. Explain that this means
that there happens to be only one family that wants to run that particular IGA. This does not mean that
there is a problem with their choice.

8. Conclude by saying that these groups have been organised according to the IGAs that families
have chosen to work on in this workshop. Depending on future developments, families may
change their IGAs or an IGA may prove to be not viable. They will find this out when they do a
market assessment in the next session. Next, they will do a couple of activities to learn how to
work well with members of other families that share a common IGA.
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Exercise 3: ‘Cooking’ a plov m

Aim: To get participants to learn how to work well together in their common IGA teams by playing

agame.

E Description: Game that uses the example of cooking a plov to encourage teamwork.

ﬁ Materials: Cards with ingredients for plov written on them, sticky tape.

Directions:
1.

Explain that participants are now going to play a game. The aim of the game is to demonstrate
how the groups can work together by following instructions. Explain that the instructions will
consist of small tasks that group members will need to perform in order to cook a national dish
called plov.

Participants should form two groups with a maximum of 10 people in each group. Write the basic
ingredients required to make plov on each card (one ingredient per card), making sure you have
enough cards for the number of participants. One set of ingredients includes: oil, onion, carrot,
meat, rice, water, nuts, eggs, garlic and salt (10 cards). So for two groups, there needs to be two
sets of ingredients (20 cards). Participants should be able to allocate themselves to ‘cook’ as
many plovs as there are sets of ingredients. Ask participants to stand in different areas of the
room and stick one card on the back of each participant.

Now announce the rules of the game:

Participants do not know what ingredient they themselves have, but they can see others’
ingredients.

They have to form into a group that has all the ingredients to cook a plov.

Participants approach each other, turn around and show each other their back, asking the question
“Do | need you?” Participants can reply “yes” or “no” only.

If a participant answers “yes”, he/she stays in the group but if he/she answers “no’, he/she moves
on until he/she finds a group that needs him/her.

This should result in participants forming a team with the full set of ingredients needed to ‘cook’
one pot of plov.

Once all groups have understood the instructions, start the game and give groups enough time
to‘cook’a plov.

Afterwards, ask the participants to re-form in the large group. Begin a discussion about the following:
What did participants do to achieve the result — they organised themselves according to the
ingredients required to ‘cook’a plov?

What did participants learn about the other members in the group, including their own
family members?

Conclude by saying that the purpose of the game was to teach participants how to work together
and to observe and appreciate the efforts of each group member to accomplish the task. This
is not easy to do initially but the longer they work together, the more they gain momentum to
deliver and complete the task. This is how participants might experience things when they work
together for their IGAs, but it requires effort and patience.
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Exercise 4: Potential risks of teamwork m

Aim:To allow participants to understand and discuss the risks associated with teamwork.

E Description: Brainstorming potential threats of teamwork and their consequences.

ﬁ Materials: Flip chart, flip chart paper, pen or marker.

Directions:

1. Explain that while it is important to work together — which participants have shown they are
willing to do — there are potential threats to working in a group.

2. Ask participants to brainstorm what things could happen that might threaten their ability to
work together.

3. Divide a flip chart paper into two columns. Record each potential threat of teamwork that
participants mention on the left-hand side. Then ask participants about the potential
consequences of these threats and record each one on the right-hand side.

4. Looking at the potential threats and consequences, ask participants to think about the ways in
which these could be prevented or solved.

Improve communication
Build trust

Listen

Negotiate

Share experiences

Participants learned about these solutions in

the previous sessions. Participants will need to

remember how communication can help to improve
bad relationships.

5. Conclude by reminding participants that teamwork is achieved more easily when participants put
effort into solving issues. Being aware of what could threaten their ability to work well together
will help them to identify potential problems before they arise. Assure participants that the
facilitators and business assistants are equipped to help whenever there are problems within the
group. Explain that disagreements are normal so participants do not need to worry too much if
they disagree.
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Session 3: Assessing the market for IGAs

Purpose: The purpose of this session is to allow participants to evaluate the viability of their chosen IGAs by
assessing the local market.

Materials: Flip chart paper, notebooks, pens of different colours.

Time: 3 hours

Participants: Two members from each family, 10 families in total.

Contents:

Exercise 1 Anticipating the market 30 minutes
Exercise 2 Task division and fieldwork 1 hour 30 minutes
Exercise 3 Market assessment debrief 1 hour
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Exercise 1: Anticipating the market m

Aim:To compel participants to imagine and anticipate what they need to do for their IGA by assessing
the market.
Description: Group work and discussion.

Materials: Flip chart paper, coloured pens.

Directions:

1. Start by saying that today we are going to do a market assessment. Explain that first we will go
through the process of assessing the local market as part of learning about the viability of IGAs.
Then participants will be grouped into common IGA teams and will go out into the field.

2. Ask participants to break into their common IGA teams and then into smaller groups within those
teams. Give each group some flip chart paper and coloured pens.

3. Askthem to brainstorm what kinds of things they must know about the market before setting up
their IGAs and write these on the flip chart paper.

4. Prompt participants to think about the following:

«  Who are your customers? What do customers expect from the types of products you want to make
or services you want to provide? Where do the customers usually purchase these products?

«  Who are your competitors? Where are they located? What do they offer to customers? What do
they use to bring in business (equipment, shop, hiring staff, etc.)?

«  What needs to be done to produce your products? What kind of raw materials do you need?

«  What kind of infrastructure or tools do you need?

«  Where will you be selling your product or service? What makes this a good location?

« Whatkind of prices will you sell them for? What do you need to consider before setting your prices?

« Who are your suppliers?

5. Askindividual groups to present to the larger group. After all the groups have presented, discuss
the following:

- Did the groups cover everything? Is anything missing?

+  Would an intermediary (someone who helps access the market) be useful for these IGAs?

«  What did participants learn from this exercise?

6. Explainthatall theseissueswill be addressed in today’s market assessment. Encourage participants
to rely on the facilitators, business assistants and their group members for support.
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Exercise 2: Task division and fieldwork 1 hour 30 minutes

Aim:To allocate tasks to common IGA teams for conducting a market assessment; for teams to conduct

fieldwork as part of carrying out the market assessment in order to find out the viability of running

their IGAs; to help participants make decisions about their IGAs.

Description: Group work.

Materials: Flip chart paper, coloured pens, notebooks, pens.

Directions:

1. Ask participants to get together in their common IGA teams that they formed in Session 2, Exercise 2.

2. Explain that common IGA teams will go out together with the facilitators and business assistants
to interview all the people involved in the market in order to get the information they need
before initiating their IGAs. This process is called ‘conducting a market assessment, which is
really a way of checking whether IGAs are viable. This process is useful because participants
will find out whether they are on the right track before they start investing time and money into
a project. Sometimes an IGA cannot be implemented because of a problem with the market (e.g.
there is no availability of raw materials or their prices are too high).

3. Explain to participants that questions from the section entitled ‘Market assessment survey’ahead
need to be answered in order to conduct an assessment of the real market. Explain that they are
going to ask each interviewee all these questions and take notes in their notebooks. They can also
use observation in the field to answer the questions. Participants will have to interview at least:

«  2-5 customers (people who desire to buy their product/service): These may be relatives,
neighbours, friends, etc., who are using similar products or services that participants want to
sell. The customers can be found in the village, in the village shop or market, but they must be
real users of the product/service. Identifying if there are enough customers who will buy your
proposed product/service is essential.

«  2-5 competitors: These are people who already have similar IGAs. We may already know where
such people sell their products/services or we may have to ask around.

«  Suppliers (3 for each product): These are the people who will provide raw materials and
equipment/tools. If possible, look for these in the market.

«  Traders/intermediaries: These are people who can help access the market if one cannot do it
oneself. It is important to speak to these people in order to understand at what price they would
buy the product and whether they would also transport the product.

4. Ask common IGA teams to divide tasks among their members and decide who will interview
the market actors, how many interviews he/she will conduct and where. Introduce them to THE
MARKET ASSESSMENT SURVEY. Give each team 15 minutes to agree on the tasks and plan their
market assessments. Ask them to write their plans down on flip chart paper.

5. After the tasks have been divided, ask participants to go out and collect the necessary data for
their market assessments.

54
| ZINDAGII SHOISTALIVING WITH DIGNITY WORKSHOP MANUAL



Explain that time is limited and groups should share their tasks. It is advisable that family members
work together to locate and interview the market actors. Remind participants that they must only
do what they are comfortable with. If they need help or do not have the confidence to conduct the
interviews themselves, they can group with other families in the common IGA teams.

Facilitator’s/business assistant’s notes

Share yourselves among the groups and support the groups during task division and assessment

by giving helpful advice. Take note of how participants are working and provide feedback in the

next exercise.

THE MARKET ASSESSMENT SURVEY

Part 1: Customers

1.

Tell the participants to ask the customers the following questions:
Where do they buy these products/services?

How often and for how much?

The highest and lowest price they pay?

What attracts them to buy that particular product/service?

Part 2: Competitors

1.

Tell participants to visit 2-5 places where competitors are located and use observation to note
down the following details:

the price that is set by your competitors for the product;

the way he/she is selling — quantity (small or bulk);

the quality of the products;

the packaging of the product and what makes it attractive or not;

if someone helps him/her to run the IGA;

what tools he/she uses.

2. If the competitor is open, participants should ask where the competitor purchases the raw
materials and equipment. If possible, also enquire about the contact details of his/her suppliers.
Part 3: Suppliers

1.

Before going into the field, participants should prepare a list of raw materials that are required to
produce their products. Tell them to pinpoint at least three suppliers of these products. Then, they
should introduce themselves to the suppliers and ask the following questions:

Are the required materials available? Are they available throughout the year or only during a
specific time period?

Where can you buy the materials (location points of the supplier)?

What is the price per unit and what is the quality of the material?

If I bought larger quantities regularly would you give me a better price?

If the materials are defective, what assistance can you offer?

The participants should thank the suppliers for their time and take their contact details.

Then participants need to make a list of the equipment that is required to produce their product.
They need to find at least three suppliers and ask them the following questions:
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« Is the necessary equipment available? Is it available throughout the year or only during a specific
time period?

«  What are the specifications of the equipment (e.g. how big should the oven be)?

«  Whatis the price?

- Isadiscount offered if | purchase more than one piece of equipment?

Participants should thank the suppliers for their time and take their contact details.

5. When participants finish collecting this information, business assistants and facilitators should
support them with online research to investigate the advantages and disadvantages of using
different models and other specifications of equipment so participants can make the best
purchase.

Part 4: Intermediaries

1. Interviewing intermediaries depends on how the IGA group might sell the products: either directly
or through someone. If the IGA needs an intermediary, they need to use the guidelines below to
collect information about the intermediaries:

«  Who will be responsible for delivery of the product?

«  There should be agreement about the price and quality of products if the intermediary is ready
to cooperate.

«  Their contact details.
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Exercise 3: Market assessment debrief m

Aim:To encourage participants to share their experiences of conducting their market assessments.

E Description: Group discussion.

Directions:

1. Welcome everyone back and say that we want to review the information collected.

2. Ask groups to combine all the information collected for a presentation. Ask them to discuss:

«  Does the market currently sell what customers want?

«  Are there any gaps (e.g. customers want a lower quality product at a lower cost)?

«  What did you learn from customers?

«  Does it look like the current competitors in the market are making a good profit and could sell
more than you can? Does it look as if there is space for you in the market?

«  What did you learn from competitors?

« What are the risks (or threats) that you thought about while doing the market assessment?

3. Askeach group to present what it did and what it discovered and learned in the field.

4. Discuss each assessment as a big group and ask common IGA teams to take note of what they
need to get more information about. Groups will do the fieldwork as their homework and obtain
any missing information.

5. Then ask participants if they encountered any problems. How did they handle these?

6. Finally, ask the groups if their IGAs have the potential to be implemented and why. If participants
think there are some IGAs that do not have the potential to be implemented and you agree with
them, then:

«  explain the potential problems that they may come across if they go ahead; and

« ask participants not to worry because groups will be given a chance to conduct another market
assessment for an IGA that was their second choice.

7. In the case of the IGAs that are not viable, explain that in the next session, these groups can ‘try
again’ This means that these groups will do a market assessment for another IGA they had been
interested in previously.

«  Askthemabouttheir other choices as outlined in Session 1 of this module to assist them in choosing.

- Explain that even if families want to choose viable IGAs that other groups have chosen, they need
to assess the market for themselves in order to have ownership of their project.

«  Explain that after they have finished the market assessment, they will do a similar exercise of
analysing its viability.

8. Givegroupstime to organise themselves and submit their research to the facilitator/business assistant.

9. Thank participants for doing a good job and agree on a date for the next session. Explain that we
cannot proceed until our fellow participants have done their own assessments and completed
their analysis. Say that the date for the next session, which will include all participants, will be
announced shortly.

Facilitator’s/business assistant’s notes

Agree on the dates and times with the relevant participants for Session 3.1 (a second field visit to carry
out a market assessment for a different IGA). Support participants in this process and ask them to bring
the table that they filled out in Session 1, Exercise 2.
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Session 3.1: Try again

Purpose: To give participants whose IGAs were found to be not viable another opportunity to select an IGA.

Materials: Flip chart paper, notebooks, A4 paper, pens of different colours, a stopwatch, an envelope.

Time: 3 hours

Participants: Two members from each family, 10 families in total.

Contents:
Exercise 1 The A to Z of positive character traits 30 minutes
Exercise 2 Market assessment round 2 2 hour 30 minutes
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Exercise 1: The A to Z of positive character traits m

Aim: To improve participants’ self-confidence by recognising each other’s positive traits.

E Description: Game.

ﬁ Materials: A4 paper, pens, a stopwatch, an envelope filled with about 12-15 of the most commonly
used letters of the alphabet (written on small pieces of paper).
NB: Do not include letters that are not often the first letters of words, as they make the game
more difficult.

Directions:
1.
2.

Explain that we are going to play a game to boost participants’ confidence and encourage them.
Start by saying these words: ambitious, athletic, artistic and altruistic. Explain that these are some
words that begin with‘a’and that there are plenty more words beginning with other letters in the
alphabet that describe the positive characteristics of people we know or even of ourselves.
Ask participants to think of other words that also have positive meanings. Do participants know
anyone who possesses these characteristics?
Divide the group into four teams.
Ask each team to write down on one piece of paper all the names of the people in their team and
in the other teams.
Once all the names have been written down, ask a participant to select a letter from the envelope
containing the letters of the alphabet. Inform the teams what letter was chosen and give them
four minutes to work as a team to think of a positive word, or words, beginning with the chosen
letter that describes each person. For example, if the letter ‘h" is chosen and the names Sitora,
Alisher and Lola were on the list, one team may come up with:

Sitora: hard worker

Alisher: honest, humble

Lola: happy
Once the four minutes are over (you can use the stopwatch to time this), bring the teams together
and ask them to read the positive attributes they have come up with for members of their group
first and then for the other participants.
Play more rounds of this game.
At the end of the game, ask participants:
How do you feel about the words that were chosen to describe you?
Were you surprised by any of the words used to describe you? If so, why?
Is it easy or difficult to think of positive words to describe others? To describe yourself? Why is this?

Exercise 2: Market assessment round 2 2 hours 30 minutes

Please repeat the same steps and follow directions from Session 3, Exercises 2 and 3.
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Planning and budgeting IGAs

The purpose of this session is to provide participants with the practical skills they need to start planning
their IGAs. The planning process includes identifying the characteristics of the product, and pinpointing the
human resources, equipment and raw materials needed. This session also aims to provide participants with the
skills to create budgets for their IGAs, and understand the cost and pricing of products/services.

Flip chart paper; coloured pens; participants’ tables from Session 1, Exercise 2 of this module; three
sets of materials for the game ‘Let’s bake a cheesecake’; double-sided Scotch tape or Prestik.

2 hours

Two members from each family, 10 families in total.

Exercise 1 Drafting a plan and budget for your IGA 1 hour
Exercise 2 Let's bake a cheesecake! 1 hour
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To allow participants to learn how to draft a business plan for their IGAs.

Group work and discussion.

Flip chart paper, coloured pens, participants’tables from Session 1, Exercise 2 of this module.

1. Explain that part of setting up IGAs means being organised and planning. This exercise is going to
allow participants to do just that by using information collected during the market assessments.

2. Divide participants according to their common IGA teams. If the teams are too big, break them
into three groups of at least 4-6 people. Give them some flip chart paper and coloured pens.

3. Explain that when setting up an IGA, several components need to be considered. This activity will
teach teams the steps they need to take when they develop a plan for their own IGA, whether it is
to produce milk products such as cheese or vegetables such as cucumbers. These principles work
in the same way regardless of what the IGA is.

Part 1: Product characteristics

a. Explain that common IGA teams have already chosen the product to sell as part of their IGAs. Now
they must look at the product specifically. Explain that a product such as a cake can be made from
expensive, special ingredients and sold for a high price, or be made and sold cheaply. It can be a
fancy wedding cake or an everyday cake we eat when we have visitors. The quality influences the
cost of making the cake, the number of customers and the sale price.

b. Askparticipants to discuss these pointsin their small groups and then write'Product characteristics’
on their flip chart paper. Ask them to make notes on the quality they want their product to be, who
the customer is likely to be, and the size and weight (or other aspects) of the product.

¢. Now ask them to think about the packaging that they would like to use. Do they want to sell their
product in plastic boxes or use other kinds of packaging?

d. Ask participants to write down the price of packaging that they determined during their
market assessments.

Part 2: Human resources

a. Now explain to participants that it is important to think about the kinds of people they should
work with to run their IGAs. They started discussing this in Session 1, Exercise 2, but as they have
learned a great deal more about IGAs since then, they need to revisit their ideas to see if they need
to add to them or change them.

b. Ask participants to go back to their groups, refer to their tables from Session 1, Exercise 2, and take
another sheet of flip chart paper and pens.

c. Ask the groups to discuss and list what kinds of people are needed to work for their IGA, what
role or roles they will be playing, how much time each role will take daily or weekly, and how the
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roles will contribute to the overall success of the IGA. Allow the different groups to present their
discussion, comparing the presentations of similar IGAs in order to capture any important points
that groups may have missed.

d. Afterwards, participants should discuss the following: Does everyone agree about the roles
needed? If not, why not? Are there enough people who have enough available time to fill
these roles?

Part 3: Equipment needed

a. Firstly, ask participants to think about the tools/equipment that they will need for their own
IGA and write them on the left-hand side of a flip chart paper. Remind groups to draw from the
information they collected during the market assessment.

b. Ask:Is there other equipment that they may have missed during the market assessment? Is there
any equipment that they already have at home or could easily borrow?

c. Now ask them to list everything that they need, even if some of these are assets that the families
already own.

d. Then ask the groups to extract from their market assessment the costs of the equipment and tools
that they need to buy and write them on the right-hand side of the flip chart paper opposite each
corresponding tool/piece of equipment.

e. Afterwards, ask the group to price the tools/equipment they already own. This will show what will
be contributed by the family and what will be contributed by the project.

Part 4: Raw materials

a. Now explain that the next step is for participants to consider the raw materials that are needed to
produce their products.

b. Firstly, ask participants to divide a new flip chart paper into three columns. In their groups, ask
participants to identify what raw materials they need in order to produce their product. Depending
on the type of product chosen, participants need to consider the specific ingredients/materials
that are required. If they are producing cucumbers, what raw materials are needed to grow the
best ones? Ask them to list these on the flip chart paper.

¢. Secondly, ask participants to write down details of the ingredients, like quantity and price (e.g. 450
grams of butter =4.5TJS or 1 egg = 0.7 TJS), opposite each corresponding ingredient. Participants
should use the information they obtained from the suppliers during the market assessment.

d. Then ask the groups to think about the number of products they need to produce for one day,
one week or one season. Explain that this depends on the type of IGA. In the growing cucumbers
example, a greenhouse might be required and so it needs to be calculated what is required for
the greenhouse to operate (amount spent on seeds, fertilisers, etc. versus approximate harvest
reaped). Ask them to take notes.

e. After ask participants to agree if their product will be made and sold every day or once a week,
or is it something that may only be sold at certain times of the year? If it is agricultural produce,
do you need raw materials all year round, or are they a seasonal or a one-off investment? Ask
participants to take notes on the flip chart paper.

Facilitator’s/business assistant’s notes:
It may not be easy for participants to come up with the quantities of raw materials. You might have to
make suggestions. Go around each group and help them to decide on reasonable quantities.
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f.  For IGAs that are regularly making products, ask the group to think about how many times they
will purchase these raw materials in one day/week/month. Knowing in advance how much of
each ingredient is needed for one day’s/week’s/month’s production will help in the planning and
budgeting of the business. Ask the small groups to take notes on their flip chart paper (below the
table). Remind them that it is usually cheaper to buy a larger quantity than a smaller quantity.

g. Askthem to include the associated transportation costs or in some cases electricity costs.

4. Explain to participants that we will stop here today in order to play a quick game, and we will need
the flip chart paper with the list of raw materials for the next session.

5. Bring everyone together and ask each smaller group to present their work to everyone.

« Askall participants: What did you learn when deciding on equipment? Was all the equipment
listed necessary or was some just nice to have? Could you start with less equipment and buy more
once you become more successful?

« lIsall the equipment needed every day or is some of the equipment only needed occasionally
(or seasonally)?

- If only occasionally, could equipment be shared?

« What did you learn about costs of the equipment?

«  Arethere any very large, high-cost items that could be shared?

« What did you learn while listing the raw materials needed to produce the products?

+  How did you come up with the quantities required?

6. Now explain to groups that they have done a good job and they now have information on their
product and its characteristics, and the required human resources, equipment and raw materials.

7. Askthe families to take with them the flip chart paper showing the product characteristics, human
resources, equipment (with division between project and family contribution), list of raw materials
and other costs (remind them it should include details of ingredients like quantity and its price).

8. Ask families to revise their work at home considering all the comments and suggestions they
received during the presentation today.

9. Inform families that we are going to visit each of them and check their homework progress during
the week.

10. Explain to the groups that we are going to practise calculating the product’s cost. But before filling
in the remaining columns on the flip chart paper, we will play a game centred on calculating the
cost of a product.
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To allow participants to learn how to calculate the cost of a product/service and how to

determine its pricing.

Group work and discussion.

Double-sided Scotch tape or Prestik, three sets of templates and materials for the game
‘Let’s bake a cheesecake!.

This exercise requires considerable preparation and it is important to have all the materials
prepared before starting. Materials can be re-used every time this session is facilitated if they
are printed on good paper or card. The materials required are listed below. The ingredients list is
available in Appendix 3; the other materials are available to download at:
www.international-alert.org/zindagii-shoista.

1. Three copies (one for each team) of ‘Let’s bake a cheesecake - Template’'should be printed large
enough to be visible if hung on a wall (A3 or larger). Items 4-8 should be printed at the same size.
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2. Three copies (one for each
team) of the ‘What’s needed
for the cheesecake and costs’
t abI e ( App en d iX 3) Sh oul d b e Let us imagine that we are group of economic experts. The bakery that produces cheesecakes hired us to help

them to calculate the cost of a cheesecake and set its price. The bakery has provided us with all the necessary
information: ingredients and their costs, as well as lowest and highest prices of cheesecakes in the market.

Appendices

Appendix 3: Let's bake a cheesecake game — What's needed for the cheesecake and costs

printed.

Biscuits

(800 grams = 8TJS) 300 grams
Butter

(180 grams =4 TJS) 150 grams
Eggs .
(1=08TJS)

Chakka (yoghurt)

(1kg=8TJS) 800 grams
Kaimok (cream)

(200 grams = 4TJS) 200 grams
Sugar

(1kg=8TJS) 150 grams
o 1 sachet
(1 sachet =0.5TJS)

Cinnamon

(1 sachet=0.5TJS) 1 sachet
Jam )
(1jar=10TJS) 0.5 jar
Electricity ot

(1 k/watt = 0.30TJS)

Transportation cost

(1 day = 20 cheesecakes = 10 TJS) 1 cheesecake

Plastic dish 1
(1=05TJS)
Total cost:
Lowest price in the market: 40TJS
Highest price in the market: 60TJS
OUR PRICE:
ZINDAGIISHOISTALIVING WITH DIGNITY WORKSHOP MANUAL [111

3. Three sets (one for each team)
of 12 bags (real bags should
be purchased at the market),
each named with one of the
elements needed to bake the
cheesecake, as pictured.
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4. Three copies (one for each team) of the ‘Cheesecake’ cards sheet should be printed on thick paper
with a glossy finish, and cut into squares, as below. Print the sheet on the same size paper you are

using to print the ‘Let’s bake a cheesecake - Template’ (see page 65).

5. Six copies (two for each team) of the ‘Expressions’ cards sheet should be printed on thick paper
with a glossy finish, and cut into squares, as below. Print the sheet on the same size paper you are
using to print the‘Let’s bake a cheesecake - Template’ (see page 65).
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6. Three copies (one for each team) of the ‘Correct answers’ cards sheet should be printed on thick

7.

paper with a glossy finish, and cut into squares, as below. Print the sheet on the same size paper

you are using to print the ‘Let’s bake a cheesecake — Template’ (see page 65).

il i
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1 ]! |
:
. . | !

Biscuits § § Butter § Eggs Chakka (yoghurt)
8TJS /800 grams* 3 3 4TJS /180 grams* 3 4% 8TJS /1,000 grams*
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|
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| Jam Electricity Transportation Plastic dish
1jar/2=5TJS 6 k/watt* 10TJS / 20 cheesecakes 1=05TS

0.3TJS=1.80TJS

=0.5TJS

Three copies (one for each team) of the ‘Incorrect answers 1’ cards sheet should be printed on

thick paper with a glossy finish, and cut into squares, as below. Print the sheet on the same size

paper you are using to print the ‘Let’s bake a cheesecake - Template’ (see page 65).

K I 2 3 I I 4
: Biscuits Butter Eggs Chakka (yoghurt)
8TJS /800 grams* 4TJS /180 grams* 4* 8TJS /1,000 grams*
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5 I 6 7 I I 8
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150grams =1TJS
3 | |
' 9 10 P n 112
|
Jam Electricity § Transportation § Plastic dish
1jar/2=4TJS 6 k/watt* § 10TJS / 20 cheesecakes § 1=0.05TJS
03TJS=8TJS § =5TJS §
3 3
| |
3 |

68 |

ZINDAGII SHOISTALIVING WITH DIGNITY WORKSHOP MANUAL



8. Three copies (one for each team) of the ‘Incorrect answers 2’ cards sheet should be printed on
thick paper with a glossy finish, and cut into squares, as below. Print the sheet on the same size
paper you are using to print theLet’s bake a cheesecake — Template’ (see page 65).

1 Iz 3 I 4
Biscuits Butter Eggs Chakka (yoghurt)
8TJS /800 grams* 4TJS /180 grams* 6* 8TJS/1gram*
300grams =1.50TJS 150 grams = 1.30TJS 08TJS=28TJS 800 grams =5TJS
5 6 7 L
Kaimok (cream) Sugar Vanilla Cinnamon
100 grams =2 TJS 8TJS/ 10 grams* 2 sachets = 0.05TJS 2sachets=1TJS

15grams=12TJS

: i i
9 {10 1 P12
: 3 |
< s
i . . .
Jam | Electricity Transportation | Plastic dish
2jars/2=1TIs § 5 k/watt* 10TJS/1 cheesecake | 2=1Ts5
! 0.3TS=150TJS =10TJs |
| |
| |
| |

9. Prepare the materials as follows:

«  Using double-sided Scotch tape or small pieces of Prestik, stick the ‘Correct answers’ cards on top
of the‘Cheesecake’ cards in order of the ingredients (e.g. the ‘Biscuits’ card should be on top of the
first ‘Cheesecake’ card, the ‘Butter’ card should be on top of the second ‘Cheesecake’ card, and so
on) so that the images of the cheesecake are not visible. Prepare three sets like this.

«  Using double-sided Scotch tape or small pieces of Prestik, stick the ‘Incorrect answers 1’ cards on
top of the first set of ‘Expression’ cards in order of the ingredients (e.g. the ‘Biscuits’ card should be
on top of the first ‘Expression’ card, the ‘Butter’ card should be on top of the second ‘Expression’
card, and so on) so that the images of the expressions are not visible. Prepare three sets like this.

«  Using double-sided Scotch tape or small pieces of Prestik, stick the ‘Incorrect answers 2’ cards on
top of the second set of ‘Expression’ cards in order of the ingredients (e.g. the ‘Biscuits’ card should
be on top of the first‘Expression’ card, the ‘Butter’ card should be on top of the second ‘Expression’
card, and so on) so that the images of the expressions are not visible. Prepare three sets like this.

«  Then, for each team, put a set of all cards with the same ingredients in the corresponding bag, e.g.
three‘Biscuits’ cards should be put in the bag‘Biscuits, three ‘Butter’ cards should be putin the bag
‘Butter; and so on. Each team should end up with three sets of cheesecake elements.

Directions:

1. Explain to participants that we are going to play a game that uses the example of baking a
cheesecake. We need to work in small groups that were formed earlier. Distribute to each group
one’Let’s bake a cheesecake’template and 12 bags with the cheesecake elements inside.
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2. Explain that we are going to imagine that each team is a group of economic experts. The bakery
that produces cheesecakes hired us to help them calculate the cost of a cheesecake and set its
price. The bakery provided us with all the necessary information: ingredients and their costs, as
well as the lowest and highest prices of cheesecakes in the market.

3. Mention that we are not only going to be calculating the cost of ingredients, but will also ‘bake’
the cheesecake.

4. Explain to participants that the ‘Let’s bake a cheesecake’ template is a table of 12 boxes. Each
represents an element that we need to bake a cheesecake.

5. The elements are listed in the'What's needed for the cheesecake and costs'table. In the first column is
the name of each element and its price. In the second column is the quantity required of each element
needed to bake the cheesecake. Explain that we will fill out the third column together at the end.

6. Explain that each team has all 12 elements needed to bake a cheesecake, which are inside the
bags distributed earlier. Each bag actually contains three cards of the same element but each with
a different calculation of its cost, with ONLY ONE being correct. The aim of the game is to check
each calculation and select the right card.

7. Ask each team to stick their ‘Let’s bake a cheesecake’ template on the wall. Each time they agree
on the element with the correct calculation, ask them to stick it on the template according to the
order of the elements. This order is clearly outlined on the ‘What’s needed for the cheesecake and
costs'table (e.g. Biscuits’is first, ‘Butter’is second, and so on).

8. Give each team about 20 minutes to complete the exercise. At the end, all teams should have all
12 elements on the ‘Let’s bake a cheesecake’ template. Remind them again: element 1 should be
in box 1, element 2 in box 2, and so on.

9. Goaroundand check whether everyone understands what to do and provide support if necessary.

10. When teams have completed the exercise, ask them to add up the costs of each element to
determine the cost of the whole cheesecake.

11. Ask participants to set a price for the cheesecake that they believe is fair. Remind them that in the
‘What's needed for the cheesecake and costs’ table, the lowest and highest prices of cheesecakes
in the market are provided. Ask them to take this information into consideration.

12. When teams are ready, ask one member of each team to come up to their‘Let’s bake a cheesecake’
template on the wall. Then ask them to unstick the first layer of each card.

13. If the team chose the right cards, they will get a full picture of the cheesecake:
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14. If some answers are incorrect and ‘Expression’ cards are revealed instead of ‘Cheesecake’ cards,

explain that it is the participants’first experience of calculating the cost of a product. They should

not be worried. Explain that we will look at all three cheesecakes and then you will explain how

the calculation should have been done.

15. Then thoroughly go through each element explaining how to do the correct calculation using the

table below. Start with the first element and go through each of the other elements, making sure

everyone understands.

16. Let people ask questions.

Name of ingredients and prices

Biscuits
(800 grams = 8TJS)

Butter
(180 grams =4TJS)

Eggs
(1=0.8TJS)

Chakka (yoghurt)
(1 kg =8TJS)

Kaimok (cream)
(200 grams =4TJS)

Sugar
(1kg=8TJS)

Vanilla
(1 sachet=0.5TJS)

Cinnamon
(1 sachet=0.5TJS)

Jam
(1jar=10TJS)

Electricity
(1 k/watt = 0.30TJS)

Transportation cost
(1 day = 20 cheesecakes = 10 TJS)

Plastic dish
(1=0.5TJS)

Amount we need

300 grams

150 grams

800 grams

200 grams

150 grams

1 sachet

1 sachet

0.5 jar

6 k/watt

1 cheesecake

Total cost:
Lowest price in the market:

Highest price in the market:

OUR PRICE:

Cost

3TJS
(8 TJS /800 grams* 300 grams)

3.33TJS
(4TJS /180 grams* 150 grams)

3.20TJS
(4*0.8TJS)

6.40TJS
(8TJS/ 1,000 grams* 800 grams)

4TJS

1.20TJS
(8TJS /1,000 grams* 150 grams)

0.50TJS

0.50TJS

5TJS
(10TJS/2)

1.80TJS
(6 k/watt * 0.30 TJS)

0.50TJS
(10TJS/ 20 cheesecakes)

0.50TJS

29.93TJS
40TJS

60TJS

17. Explain that now that we know how to calculate costs and quantities, we are going to calculate the

cost of our actual product the next time we meet.

18. Thank participants for their participation and contribution.
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Facilitator’s/business assistant’s notes:

«  Together with families prepare the schedule of the home visits.

- Explain that the visits will focus on looking deeply into the product and its characteristics, and the
required human resources, equipment and raw materials in order to find any gaps and ways to
overcome them.

«  During the house visits, provide a critical assessment and take notes using the table in Appendix
4: Feasibility of IGAs.

«  Conduct two visits per family.

«  Inform families that before your visit, they should have completed the first draft of their work.

« In the first visit, go through all the components (product and its characteristics, and the required
human resources, equipment and raw materials) and provide advice on how to improve each
point. Take notes of all the suggested changes in order to go through them during the next visit.

« Inthe second visit, go through the comments that you made previously and check if the families
addressed them.

«  Appendix 4 will help you check if the IGA:

- is technically feasible; and
— is feasible within the estimated cost.
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Session 5: Costing and pricing

Purpose:The purpose of this session is to provide participants with the practical skills they need to have regarding
the cost and pricing of a product/service.

Materials: Flip chart paper, coloured pens, participants’ tables from Session 4, Exercise 1 (list of raw materials).

Time: 2 hours 15 minutes

Participants: Two members from each family, 10 families in total.

Contents:
Exercise 1 Costing and pricing 2 hours
Exercise 2 Taking control 15 minutes
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Exercise 1: Costing and pricing m

Aim: To allow participants to learn how to calculate the costing and pricing of a product or service for
their IGAs.

E Description: Group work and discussion.
ﬁ Materials: Flip chart paper, coloured pens, participants’ tables from Session 4, Exercise 1 (list of raw
materials).

Directions:

1. Greet participants and thank them for coming. Also congratulate them on all the work they've
been doing at home, and for a job well done.

2. Explain to the participants that today’s exercise will focus on costing and pricing their own
products using what we learned in the last session.

3. Now ask participants to take their flip chart paper showing the list of raw materials with their
required quantities and prices.

4. Give them some flip chart paper and pens so they can start their calculations. Go around and
check if they need your support.

5. When the teams are finished, ask them write down the lowest and highest prices they found for
their particular product when they conducted the market assessment.

6. Now give them time to think and set a price for their product. Ask them also to prepare an
explanation for why they chose this price.

7. Remindthem thatin the last session they also thought about the number of products they needed
to produce for one day, one week or one season.

8. Now ask them to stop and remind them about the game from the last session: calculating the cost
and setting the price for a cheesecake. As we know the cost of the cheesecake was 29.93 TJS and
let’s say we set the price at 40 TJS, which is equal to the lowest price of a cheesecake found in
the market.

9. Now, let’s calculate the monthly expenditures and income using this example. We know that the
bakery plans to produce and sell 20 cheesecakes per day and the bakery works 20 days per month.

10. Now explain the monthly expenditures, which are:

29.93 TJS (cost of a cheesecake) * 20 cheesecakes per day = 598.60 TJS - expenditure per day
598.60 TJS * 20 working days = 11,972 TJS - monthly expenditure

11. Now explain the monthly income, which is:

40 TJS (price of a cheesecake) * 20 cheesecakes per day = 800 TJS - sales per day
800 TJS * 20 working days = 16,000 TJS — monthly sales

16,000 TJS (monthly sales) - 11,972 TJS (monthly expenditures) = 4,028 TJS monthly income
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12. In the case of the bakery example, there are no other expenditures so we can consider the above
as net income, but let’s imagine that a family-led bakery spent 1,200 TJS for house repairs, 200
TJS for the purchase of food for the household and 150 TJS for education of the children. Ask
participants: Will the net income still be the same?

13. Listen to the participants’ answers, then summarise that the net income will not be reduced as
the above are household expenses. We can use our income by investing it back into our IGA,
generating savings, spending on household expenses, etc.

14. Spend more time, if needed, so that participants understand the concept completely. When you
are sure that they can do it themselves, ask them to do the same for their IGA product/service.

15. Go around and observe the teams work and provide support if needed.

16. When they have finished, ask them to present their work. Discuss each presentation, checking in
detail the calculations and pointing out anything missed or forgotten.

17. Finally, ask participants what they learned and what they think about the work done so far.

18. Ask families to complete anything outstanding as homework.

Facilitator’s/business assistant’s notes:

«  Together with families prepare the schedule of the home visits.

«  Explain to them that the visits will focus on looking deeply at the costing and pricing of a product
for their IGA as well as calculating the approximate income.

«  During the home visits, provide a critical assessment and take notes using the table in Appendix
4: Feasibility of IGAs.

«  Conduct two visits per family.

« Inform families that before your visit, they should have completed the first draft of the costing
and pricing of their product/service and calculation of their income.

« In the first visit, go through the costing and pricing and provide advice on how to improve each
point. Take notes of all the suggested changes.

« In the second visit, go through the comments that you made previously and check if the families
addressed them.

«  Appendix 4 will help you check if the IGA:
- will be profitable.
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Exercise 2: Taking control m

Aim: To explore ways of taking control or feeling in control.
Description: A game looking at how we can use our own power in groups and social situations.

Directions:

1. Ask participants to lie on the ground or sit on a chair.

2. Tell them to imagine that they are feeling completely useless, with no resources, no confidence
and no control. However, this will not last long. When an opportunity to start an IGA comes along,
then a good idea and then resources, they will slowly rise up and start to feel better. Explain that
as you talk them through each step of this positive change, they will start to move little by little
until they are feeling strong and happier.

3. Explain that there are up to 10 steps to go through to gain courage and enthusiasm, which you
will soon read to them. They will move up a sliding scale from 1 (feeling completely useless, no
control) to 10 (confident and totally in control). Everyone walks around the training area, slowly
changing as they move up their scale. When everyone has reached their 10, they can stop.

4. Start by reinforcing participants’ feelings of helplessness as they lie on the floor/sit on a chair.
Change your tone and be more encouraging as participants begin to move from lying down to
sitting upright to standing up:

«  “You have lots of debt and it has been a long time since you earned a decent income.”

«  “Afriend brings an advert about the possibility of developing a small-scale IGA and get a grant,
and there is still time to apply. You prepare your idea in order to apply. The idea you developed fits
your skills and talents, and it is something that you know you would like to do.”

«  “The following week you receive a letter acknowledging receipt of your application.”

«  “Afew days later you are invited to an interview and you are on the shortlist of the best IGA ideas.”

«  "“Even though you are very excited you are also nervous, but this does not overcome you in the
interview. You leave feeling you have done well.

«  “Afew days pass. You receive a call offering you the grant to start your IGA. You feel ecstatic: this
is the best news ever!”

«  "But there is a challenge: you are requested to give your own contribution, and you don’t have
money or assets for that. Your partner or a relative can lend you the money and you can implement
your idea. You are all smiles and nerves — very excited.”

«  "“The following day is your first day attending a business session. You arrive on time, meet your
adviser, are introduced to your fellow participants and are told what you will be doing to produce
a good product.”

«  “The business adviser gives you an assignment on the first day, and you are so worried you are
going to fail the test. You do your best, and the adviser is pleased and so are you. The other
participants are also welcoming and have been good to you. You leave feeling it's not bad for a
first day.”

«  “Itis month-end and your first income is in your pocket. It is such a relief — you will pay off your
debt now, or at least begin to, and you will not be asking other people for money and will have
some of the things you need. As time goes on, you begin to settle in nicely at your IGA and things
are also going well at home. Life is good now.”
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You could ask a few participants to demonstrate their movement from 1 to 5, others from 10 to 5
and a third group from 5 to 10.

5. Now ask participants to reflect on the exercise.

«  How often do they they do this in everyday life? What do they feel as they move up or down
the scale?

«  How can we apply this to our daily lives? How can we take control of our situations and our need
for change in our lives?

6. In closing, explain that when change happens, it is not always straightforward. It occurs in stages.
We need to be patient and observant, listen to our intuition and feelings, and try to find the best
possible way of dealing with our challenges without setting ourselves more challenges.
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Session 6: Planning and budgeting IGAs game

Purpose: The purpose of this session is to engage participants in a practical exercise through which they will
learn how to manage an IGA, do bookkeeping and work in a team.

Materials: Game accessories (as stipulated in Appendix 5), materials (Appendices 6-16), A4 paper.

Time: 2 hours

Participants: Two members from each family, 10 families in total.

Contents:
Exercise 1 Running a hat making business — a game* 2 hours

4 Produced by the International Labour Organization and reproduced with permission under Creative Commons (CC-BY-SA).

80
| ZINDAGII SHOISTALIVING WITH DIGNITY WORKSHOP MANUAL



Exercise 1: Running a hat making business — a game m

Aim: To allow participants to understand how IGAs work in real life; how money comes in and goes
out; and why budgeting and planning are important in order not to create a deficit.

Moderator: Apart from the facilitators, business assistants play the roles of the bank, Parvina, Sitora and
Firuz. If you do not have four moderators, one business assistant may need to play two roles. Actually a
business assistant can manage to play the roles of all four characters.

ﬁ Materials: Game accessories (as stipulated in Appendix 5), materials (Appendices 6-16), around 100
pieces of paper (4 pieces of A4), extra A4 paper.

Directions:

1. Welcome everyone to the new session. Thank everyone for coming. Enquire about the latecomers
and/or non-attenders.

2. Review the last session. Ask the participants to recall what was learned. Remind them of anything
they have forgotten.

3. Explain what will be discussed in this session. Explain that we are now going to play a game in
order to understand more about how an IGA works and demonstrate what participants need to
develop a business plan and budget for an IGA.

4. Divide the participants into three teams and allocate each a colour: yellow, blue and pink. These
teams do not need to be organised according to common IGA networks.

5.  Explain thatin this game, each team will act as a hat making business. Explain that the game is not
a competition between the teams, but is a learning exercise.

6. All members in each group should have a role, such as the hat maker, bookkeeper, administrator,
etc. —itis up to the team to divide the tasks among themselves.

7. Explain that the game will simulate a period of running a business for one month. Stick all the
accessories of the game on the wall (for reference, see Appendix 5) and explain each accessory:

« ‘Location’ - ask groups to imagine this is the town where they live and from where the hat making
business will be run. In the middle there is a bank, where participants must receive a loan and keep
their savings. On the left is Sitora’s shop, which is the intermediary to sell hats in the market. On
the right is Parvina’s shop, which is the supplier of raw materials for hat production (Appendix 6).

«  The‘Business cycle’ chart will be used to track the participants’activities in the game (Appendix 7).
Explain that you will stick the sticker “Today’ (Appendix 8) on this chart to show which day is today.

8. Explain the following guidelines of the game:

«  An hourglass timer will be used to time the duration of each ‘day’ in the game, which will force
participants to make quicker decisions about their activities: around 3-5 minutes should be
allocated for each activity.

«  The facilitator can fine teams if they do not follow the time frame (20-30 TJS).

«  The game starts on a Thursday, which is the first day of the month.

«  Teams will receive ‘Unexpected life situation’ cards (Appendix 9) and they will need to address
these situations while at the same time running their hat making business. Participants will not
know what life situation they will face, such as getting ill, or how it will affect their business, but
they need to try to stay prepared and make sure that they make the right decisions. One aspect of
the ‘Unexpected life situations’is that teams may have to borrow money from the business.
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A member of the team will throw the dice and the ensuing number will determine how the debt
(money borrowed from the business) will be returned according to the option that is indicated
on the ‘Credit wheel - will they pay?’ template (Appendix 10). This activity aims to show the
consequences of lending money to family members and relatives in order to demonstrate that

sometimes you may lose part of your money or never recover it.

Facilitator’s/business assistant’s notes:

Start using the ‘Unexpected life situation’ cards during the third week of the time frame of
the game.

« Identify groups that make any wrong decisions and give them another‘Unexpected life situation’
card to demonstrate how they might suffer the consequences of their previous decision.

«  Stress to the teams that they must read their problems out loud in order for the other teams to
learn from their mistakes.

9. Explain to participants that we will use money as in real life. Give each team a loan of 160 TJS.
Explain that this loan is for a period of 30 days and it is due back to the bank on the 29th of the
month. The condition of the loan is that the team will have to pay back the 160 TJS with 40 TJS
interest — that is, they have to pay back a total of 200 TJS.

«  The banker will be one of the facilitators/business assistants.

Each team has a deposit account in the bank. They can deposit and withdraw money at any time.
The bank does not give any interest on money, but guarantees its safekeeping.

10. Allocate each team its own space. Explain that this is their hat making workshop. The rent is 100
TJS per month, which is due on the 27th of the month. Participants must also remember that they
will need to pay the loan of 200 TJS back to the bank.

11. Now explain to participants how to make the hats (Appendix 11). Stick the instructions on the
wall, along with the other accessories. Give teams the raw materials — white paper (1/4 pieces of
A4 paper) and paper clips, five sets for each team — and instructions for making hats. Demonstrate
how to make one hat:

- take one piece of paper and cut it to 145mm x 50mm;
bend the longer ends 2cm in;

«  join the two short ends by placing one end on top of the other end; and
secure the top of the hat with a paper clip.

12. Give each team a ruler so that they can measure out 2cm where to bend the paper.

13. Before participants begin, they need to make sure that they know the kind of quality they want
to produce (product characteristics), who is going to make the hats (human resources), and
they need to have the right equipment (scissors and ruler) and the right raw materials (paper and
clips). Once they are done making the hats, they will need to look at the hats’ quality and price
them accordingly for selling.

14. Now introduce Sitora who is the intermediary between the hat makers and the customers.
Explain that Sitora is the shop owner where the hats will be sold. You will play the role of Sitora.

15. Explain that Sitora is ready to buy the hats for 80 TJS each. The teams must make good-quality hats
because if Sitora finds that the quality is low, she will ask for a reduced price or refuse to buy them.
The quantity of the hats to be sold is not limited but the quality should be high, otherwise this can
decrease the value of the hats. Explain that Sitora will use a ruler to check if the measurements of
the hats are correct.
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16. Have the teams bring you their hats and check how they look and if the bottoms bend for 2cm.

17. Then introduce Parvina (also a business assistant) who produces the raw materials needed. Each
set of materials (one piece of paper and one clip) is sold at 40 TJS. This is what the hat makers will
need to pay for each hat. The hat makers need to be careful because if they purchase too much
material, Parvina will take it back but only for 20 TJS (so they will lose 20 TJS).

18. Explain that each team should plan and budget the purchase of raw materials and other business
expenses (B), household expenditures (E) and savings (S) using the ‘Money allocation’ card (Appendix
12). The cards should be printed in three colours (yellow, blue and pink), one for each team.

19. Explain that the hat makers need to consider the following when budgeting:
Each team (apart from conducting business activities) is required to buy products at ‘Firuz’s
supermarket’ (Appendix 13).

«  Each food product (regardless of the price) is a necessity, but expires after one week; other
products are ‘luxury items’ such as TVs, sofas, glasses, etc.

«  The amount of household expenditure is not fixed so each team can decide how much to plan
and budget for.

20. Explain that you will also play the role of Firuz.

Facilitator’s/business assistant’s notes:

You must ensure that teams purchase both necessities and luxury items. If they do not purchase luxury
items (in order to save money), give them an ‘Unexpected life situation’ card, which will force them to
buy other things at the supermarket.

21. Explain the rules of the game to participants and stick them up on the wall (Appendix 14).
THE RULES OF THE GAME

Monday
Purchase the raw materials from Parvina at a cost of 40 TJS for each hat.

Tuesday
Make the hats. Play the ‘Unexpected life situation’ cards. If a card requires the lending of money, the
team will roll the dice to see which option they get on the ‘Credit wheel - will they pay?’

Wednesday
Sell the hats to Sitora. Sitora will pay 80 TJS for each well-made hat, or less (or nothing) if the quality is bad.

Thursday
Receive money from Sitora and other people who borrowed from you (in case this was one of your
‘Unexpected life situation’ cards).

Friday
Plan the activities for the following week.

Saturday
Purchase food and non-food items from Firuz's supermarket.

Sunday
Rest day
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22. Now distribute to the teams:

‘Money allocation’ cards (Appendix 12): Each card has three pockets labelled ‘B’ (for business-
related expenditure and materials), 'E’ (for household expenditures) and ‘S’ (for savings, for example,
cash saved for household expenditures). Teams can use these pockets to allocate how they will
spend their money.

« A hard copy of the ‘Business cycle’ chart (Appendix 7): Teams can use this as the main tool to plan
the amounts of raw materials they are going to purchase and the amount of hats they are going
to sell.

«  ‘What we bought’cards (Appendix 15): To remind participants what they bought. Ask them to use

product stickers from the supermarket as receipts and stick them on the card. The cards should
also be in three colours (yellow, blue and pink), one for each team.
‘Money’ (Appendix 16) (starting with 160 TJS), which participants will use for their business
operations during the game. There are different banknotes with different values. Participants
should treat this as actual money and manage it carefully. Explain to the teams that it is not safe
to keep money in the box (that means at home) and that it is better to put it in the bank. If teams
do not put money in the bank, either take some money from their boxes (recording your actions)
or give teams an ‘Unexpected life situation’ card, e.g. it may inform them that they lost money
because they were robbed.

23. Now start the game. As was mentioned, the game starts on the 1st of the month, which is a
Thursday - the day the teams receive a bank loan. Then, move the ‘Today’ sticker (Appendix 8) to
the next day (Friday). Announce the day’s activity according to the rules and use an hourglass to
represent the day’s duration. Following the rules and instructions above, conduct the game for
participants to play, moving the ‘Today’ sticker from day to day until the last day of the month
is reached.

24. At the end of the game, each team will calculate their final income. Distribute five sheets of A4
paper to each team and explain:

«  On the first paper, teams should write all the money they received during the game (all the hat
sales, etc.).

«  On the second paper, they should write all the expenditures they had (e.g. purchases from the
supermarket or purchase of raw materials or the money they lent that will never be returned if
they received that option on the ‘Credit wheel, interest to the bank, etc.). It is also important that
they divide their business and household expenditures.

«  On the third paper, they should write all their debts (e.g. the 160 TJS loan from the bank).

«  On the forth paper, they should write all the loans they have given out.

On the fifth paper, they should add up their income using the previous four papers. They should
remember the calculation from the previous session: Income = Sales — Business expenditures,
Savings = Income - household expenditures).

Participants also need to indicate the dates when all money came in and went out from their
business.

25. Explain that it is important for participants to write down the days they should return or receive
money because if they do not remind the moderator about receiving back a loan on an indicated
day, the moderator will skip it. How to record this is up to the teams so they should do it in
the most convenient way for them.

26. When they have finished calculating their income, involve participants in a discussion about what
they learned from the game and how they played it. Ask each team the following questions and
take notes:
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a) Sales:

«  How many hats did you sell and how much income did you make?
«  What decisions were made and what were their consequences?

«  Which team earned more and why?

Conclusion: Low productivity results in low sales and a low income.

b) Money distribution:

«  Was money used correctly for business and household expenditures?

« Is this how you would manage money in real life?

«  How much did you spend at the supermarket? What did you buy? What happened to the teams
that did not buy enough products?

Conclusion: Household expenditure should be covered by the money that the family has before

starting the business and not with the income coming from the business.

c) Records (bookkeeping):

- Did you record each step (expenditure/sales/loans/etc.)?

«  How can these records help to explain/calculate the results of your activities?

Conclusion: Recording their activities can help participants to understand the current state of their
business and analyse the results of transactions and payments in order to take necessary measures. It
is important to plan.

d) Unexpected life situations:

+  How did you approach and face problems?

- Did you lend money to relatives? Did you get it back?

«  Ifyou had difficulties, did you ask for help from another team? If not, why not?

Conclusion: If participants do not have savings, then significant issues may arise, as shown by the
‘Unexpected life situation’ cards. Cooperating with others means that participants can receive the help
they need and are not alone. Reducing the amount of money participants lend and increasing their
savings can help to achieve a successful business.

e) Additional questions:

«  What characteristics should entrepreneurs have?

«  Why is itimportant to separate family activities from business activities?
«  What must be done before you start a business?

«  Why is itimportant to have a business plan?

27. Reiterate to participants that this exercise has helped them to gain knowledge/experience about
different activities required to run an IGA and how everyday family life can affect it.
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Session 7: Finalising IGA plans

Purpose: The purpose of this session is to get common IGA teams to revise and finalise their business plans
and budgets.

Materials: Flip chart paper, pens, participants’ IGA plans and budgets, box, mirror.

Time: 1 hour 45 minutes

Participants: Two members from each family, 10 families in total.

Contents:
Exercise 1 How to improve your IGA plan 1 hour 30 minutes
Exercise 2 The magic box 15 minutes
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1 hour 30 minutes

To give participants an opportunity to present their business plans and budget; to assess
participants’ business plans and budgets, and adjust them where necessary.

Conducting a SWOT analysis, followed by a group discussion.

Flip chart paper, pens, business plans and budgets prepared as homework with the
facilitators/business assistants.

1. Explain to participants that they need to present their business plans and budgets to other IGA
groups. This will provide common IGA teams with an opportunity to revise and assess their
business plans and budgets.

2. Explain that participants are going to conduct a strengths, weaknesses, opportunities and threats
(SWOT) analysis of the IGAs.

3. Group participants according to their common IGAs and give them some flip chart paper and pens.

Now explain that teams are going to identify the strengths and weaknesses of their respective

IGAs based on the information they collected during the market assessment.

Then ask the teams to identify the opportunities and threats.

Give groups 20 minutes to work on the SWOT analysis, checking on their progress.

Mention that if the threats are too great, then it may signal that that IGA is not worth establishing.

® N oW

Now ask each group to discuss the below questions, giving them about 10 minutes to do so:

What can be done to minimise the weaknesses of the IGA?

«  How can the strengths and opportunities be built upon to maximise the potential of the IGA?

«  How can the threats be overcome?

9. Go around the groups and provide necessary support.

10. Now ask the groups to present their work and discuss each group’s business plan with the whole
group.

11. During the big group discussion:

«  assess each presentation and see if there is anything missing;

« assist the groups where possible by asking additional questions;

«  give groups time to fill out any missing information; and

« make suggestions of how to address some of the challenges you have noted in their analyses.

12. Now, give participants 10 minutes to make changes to their IGA plans and budgets using what
they uncovered in this exercise. Go around and provide the necessary support.

13. Ask groups to present and discuss with everyone what changes were made.

14. Thank participants for their contribution and hard work.
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Facilitator’s/business assistant’s notes:

Give more time to facilitate a discussion on the following:

«  What can be done to reduce the threats and what can be done to minimise the weaknesses?
«  How can the strengths and opportunities be built upon to maximise the potential of the IGA?

These discussions might make the groups want to take a step back, e.g. do a more thorough market
analysis and see how it influences their plans. You should also mention that if the threats are too great,
then it might make running that particular IGA not worthwhile. If the group needs to work further on
their business plan and budget, tell them to finish it as part of their homework. During the next family
visit, you need to check and revise the relevant IGA plans.
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To help participants build their self-esteem.

A game.

Box, mirror.

1. Construct a‘magic box’: a box with a mirror placed inside to reflect the face of anyone who looks
into it.
Begin by asking:“Who do you think is the most special person in the whole world?”
After allowing the participants to respond, you may continue: “Well, | have a magic box with me,
and you can look inside and discover who the most special person in the world is”

4. Give each participant a chance to look into the box. Ask: “Who do you see?” Then say: “Isn’t she
amazing?”Wait for the participant to respond and then give the box to another participant.

5. Some participants may have to be coaxed because they may not believe what they will see.

6. Aftereveryone has had a turn looking into the mirror box, ask participants the following questions:

+  How did you feel looking at yourself in the mirror?

«  How did it feel being given a compliment?

«  Were you surprised with the feedback you got?

« Do you realise that you are indeed special?

«  What made you realise that you are special?

- Do you have any doubts? What made you doubtful?

7. Explain that the box is valuable to us because it allows us to see ourselves and that we are indeed
special. We each have unique gifts and we are alive. Considering the events going on in the world,
we are indeed blessed.

90
| ZINDAGII SHOISTALIVING WITH DIGNITY WORKSHOP MANUAL






Session 8: Bookkeeping and marketing

Purpose: The purpose of this session is to provide participants with additional and useful tips for starting their

IGAs and to verify the degree to which participants are prepared.

Materials: Flip charts, flip chart paper, A4 paper, pens or pencils, coloured paper, scissors, coloured markers

or crayons, glue or sticky tape, 60 small stones, marker for writing on flip chart (if desired), Appendices 17-18,

Appendix 19 (only for business assistants).

Time: 2 hours

Contents:
Exercise 1
Exercise 2
Exercise 3
Exercise 4
Exercise 5

The importance of record keeping
The fundamentals of bookkeeping
Marketing your IGA

Working together

A qift from the heart

15 minutes
35 minutes
30 minutes
20 minutes
20 minutes
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Exercise 1: The importance of record keeping m

Aim: To get participants to appreciate and learn about the importance of record keeping when

running a business.

E Description: Participants learn about the importance of record keeping by experiencing whether it is

possible to remember all the information provided.

ﬁ Materials: A4 paper, pencils or pens.

Directions:
1.

Explain that part of maintaining a good business practice is keeping track of the activities that are
conducted while running the business. The process of recording activities is important in order to
understand what is going well and what is not going well in a business.

Divide participants into pairs (not necessarily family members; see what participants prefer) and
give each one a blank A4 paper and a pen or pencil. Explain that these pairs will assume the roles
of either family members or a married couple.

Ask one person in each pair to go outside while the other remains in the room.

Now ask the participant who is in the room to write down at least 15 tasks that they would like
their partner who is waiting outside to do. The list might include things like:

Go to the market and buy raw materials

Collect money from customers

Give back loan to the bank

Ask the neighbour to give back 50 TJS

Change the curtains

Pay the electricity bill

Wash the children’s clothes

Bake cakes for Farzona’s wedding

Fetch children from kindergarten

Mend the back door

Cut back the trees in the garden

Ask the participants waiting outside to come back into the room. Ask the partner who remained
in the room to read out the list of tasks that they want their partner to do.

Afterwards, ask the partner who had been given the tasks to recall all of them and say them out
loud. The other partner should tick off how many are remembered.

Bring participants back into the bigger group and discuss the following:

How many tasks did the partners remember? What was the average number?

Is it realistic to expect partners to remember all the tasks they were given?

What is the best way to make sure that they can remember all the tasks? Explain to participants
the importance of recording their tasks. If the partners who were given the tasks had been given
paper and a pen, they would have been able to record and recall the tasks more easily.

Explain that in terms of running a business, this exercise highlights the importance of recording
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all activities related to running IGAs, including all financial transactions. These include purchases
of raw materials, transport, electricity and other costs incurred from running the business. This
process is called bookkeeping. The facilitator will provide a template for bookkeeping (Appendix
17) and participants can use this when actively running their business.

9. Conclude by saying that forming an IGA is complicated and involves the management of your
daily income and expenditure, as well as dealing with people who lent you money. You cannot
remember all these details so it is important to keep records. Bookkeeping can be used to evaluate
your current situation, calculate your income and plan for the future.
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Session 8

Exercise 2: The fundamentals of bookkeeping m

Aim: To familiarise participants with bookkeeping and to teach them how to use bookkeeping tools.
Description: Group work in which participants try out bookkeeping.

Materials: A4 paper, flip chart paper, pencils or pens, bookkeeping template (Appendix 17),
bookkeeping exercise answers (Appendix 18).

Directions:

1. Remind participants about the hat making game and ask what they remember about bookkeeping
from it.

2. Explain that it is important to take notes as we cannot remember everything.

Tell participants thatitis helpful to use one book for bookkeeping, separated into sections for sales,
expenditures, debts and loans. Beautiful writing is not important - it is important to understand
what is written. The below are important to take note of:

- Data (ask participants why this is important, e.g. to analyse on which days of the week/in which
season we have better sales; in debt - to be aware about our responsibility to the debtor; in case
of a loan we gave - to know when we should ask the person to return our money).

« Amount (ask participants why this is important, e.g. to know how much we sold per day/month
or how much we lent).

«  Description (ask participants why this is important, e.g. to know what we sold and through it
analyse the product most in demand or to know whom we lent the money to).

4. Ask participants to divide themselves into four groups. Give each group A4 paper, one flip chart
paper, and a pencil or pen.The A4 paper is to be used for writing drafts and all the final data should
be recorded on the flip chart paper.

5. Remind participants about the bakery that hired us to help them with costing and pricing in
Session 4, Exercise 2. Let us imagine that each group is a group of economic experts and the
bakery wants to hire us again to help with their bookkeeping.

6. Distribute to each group a list of the bakery’s daily operations:

« 01.03.2017: 20 cheesecakes are sold (800 TJS)

« 02.03.2017: 20 cheesecakes are sold (800 TJS)

« 03.03.2017: purchased products for 2,000 TJS but paid only 1,500 TJS

« 03.03.2017: 20 cheesecakes are sold (800 TJS)

«  04.03.2017: four cheesecakes are sold but money not yet paid (160 TJS)

« 05.03.2017: paid for purchase on 03.03.2017 (200 TJS)

« 06.03.2017: 15 cheesecakes are sold (600 TJS)

« 06.03.2017: purchased food for home (150 TJS)

« 07.03.2017: purchased products for 1,200 TJS but paid only 1,000 TJS

« 08.03.2017: 20 cheesecakes are sold (800 TJS)

«  08.03.2017: received money for the four cheesecakes sold on 04.03.2017 (160 TJS)
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09.03.2017: paid for purchase on 03.03.2017 (300 TJS)

+ 10.03.2017: lent money to a friend (500 TJS)
11.03.2017: received loan from bank (10,000 TJS) to return by 30.03.2017 with interest (10,600 TJS)

7. Ask teams to prepare all the necessary notes for the bakery, add up its income up until 11.03.2017
and show the bakery its current financial situation.

8. Goaround and support the teams if necessary.

9. Ask groups to present their work and explain the decisions they made. In case of an error, correct
it and explain the reason. (For the correct answers, see Appendix 18.)

10. Thank participants for their presentations. Conclude by saying that bookkeeping is a tool used not
only to remember the operations of the IGA, but also to calculate income and better manage the
IGA. It allows us to analyse the situation easily and plan effectively.
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Exercise 3: Marketing your IGA m

Aim: To allow participants to gain some experience in marketing and promoting products.

E Description: Participants use creativity to market their products.

[A Materials: Flip charts, flip chart paper, 60 small stones, coloured paper, coloured markers or crayons,
scissors, glue or sticky tape, Appendix 19 (for business assistants).

1.

10.

11.

Directions:

Explain that in this exercise participants will go through the process of marketing and promoting
their products. This may be in a market place or shop, but even a business that rents out chairs for
a wedding or one that grows cucumbers needs to promote itself.

Divide participants into four groups. Three groups will act as the business owners and the fourth
group will play the role of the customers (make sure there are at least six people in this group).
Ask the group of customers to wait outside.

Now distribute to the groups of business owners the following materials: coloured paper, scissors,
a flip chart and flip chart paper, coloured markers or crayons, and glue or sticky tape.

Now give each team 20 small stones. Ask them to imagine that these stones are products, e.g.
small biscuits. Explain that their job is to use the materials you have given them to package the
biscuits. They need to make sure that the packaging will attract customers. The aim of the game
is to sell as many biscuits as possible. Remember to tell the teams that customers have a limited
amount of money.

Each team should come up with the following:

name of biscuits;

price (not more than 5 TJS per kg/package/box, etc.);

packaging; and

advertising, such as a billboard or a banner (designed on the flip chart) with text/pictures/whatever
else to attract the customers.

The groups of business owners are not allowed to speak to each other or look at each other’s work.
When they finish, they should display their items on their tables. The price of their biscuits should
be clearly indicated. Then they should leave the room.

Now go to the place where the group of customers is waiting and give each customer 5 TJS. Explain
to them that they need to visit all the tables on which the same products, all of identical quality,
are being sold. The customers will not know which table belongs to which team and they need to
purchase as many of the products as they can with their money from the tables. They should take
a product/products and leave money on the table/tables.

They must explain what attracted them to buy the product from a particular table and write their
reasons on a flip chart that is positioned at the front of the room (divide this into two columns
beforehand, with one column for the biscuit’s name and the other for the customer’s comments).
At the end, count how many products each team sold and ask them:
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«  What influenced people to buy their particular product even if the quality was the same as the
other teams’ products?

«  What else can they do to attract customers? (The business assistant should list these suggestions
on the flip chart, e.g. offer discounts and promotions, beautiful packaging, advertisement, etc.).

12. Explain that there are other activities that are necessary to consider beyond the production of the
IGA product. Explain that marketing and promoting the product are important: products must be
visible in the market.

13. Ask participants if they have any questions and ask if they have already thought about ways to
make their IGA product visible on the market (use Appendix 19 if necessary).

14. Conclude by saying that marketing and promoting products is key to the success of an IGA.
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Exercise 4: Working together m

©
7

Aim: To develop the framework for how a common IGA network will work.

Description: Brainstorming.

Materials: Flip chart, flip chart paper, paper (in small pieces), pens, marker (if desired).

Instructions for business assistants: Explain that this exercise is useful for all participants. It is
beneficial for participants who are going to start IGAs within a common network and also for other

participants so they can gain the proper knowledge in case they decide to join a network in the future.

Directions:
1.

Explain that in order for the IGAs to be established properly, participants need to devise ways of
working together in their networks.

Explain that we are now going to draft rules that the IGA network members must follow in order
to work together well. All expectations will be expressed openly and an agreement will be
reached.

Working individually, ask participants to think about three things that are important to have for
members of networks to work together successfully and write these on the flip chart under the
title ‘Networking rules..

Then ask participants to think of three things that are absolutely necessary for the operation of a
network. Give each three pieces of paper to write these on and pens.

Stick their papers on the flip chart. After all the pieces of paper have been pasted on the flip chart,
involve all participants in a discussion to analyse the points. Explain that the aim of the exercise is
to build a collection of shared rules that will form the body of the agreement between members
of a networking group. Some rules or keywords may have been written on more than one piece
of paper so just discuss these once.

Business assistant’s notes:

If participants have not mentioned the following issues, which are important for an agreement, add

them in:

Representation: Who is each family represented by?

Decision-making: How are decisions made (by an elected board/by all members together and
how often do they gather)?

The contribution of each family

Hierarchy: Is the structure clear and is there a common leader?

Information: How is information going to be communicated between members?

Mutual support: Is it clear who to refer to if the need arises?

Monitoring and evaluation of activities: looking for new distribution channels, suppliers, traders, etc.
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6. When the rules are established, explain to participants that each network needs a leader who will
provide the necessary guidance for the group. Each network should choose a leader that they
think is experienced, wise and can bring a group together to reach a common goal.

7.  When each group has chosen a leader, ask them to brainstorm what responsibilities the leader will
have and write them down on a flip chart paper.

8. Explain that we now have the draft for the framework of how a common IGA network will work.
Explain that it is possible to change something in the network, but it is important that everyone
agrees on all points.

9. Bytheend of the session, all possible networks must agree on a framework and choose their leader.
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Exercise 5: A gift from the heart m

Aim: To build relations among group members through positive interactions and to increase self-

esteem through the receipt of thoughtful gifts from others.

Description: A game.

Materials: Paper, pens, coloured markers or crayons.

Directions:
1.

Each family member chooses an imaginary gift to give to the second family member. Give each
participant some paper, a pen and coloured markers or crayons to drawn or describe the gift on
the piece of paper. The gifts should be thought out so they are suited to the recipient.

The gifts may be deep and thoughtful; for example, “courage to face life's difficulties” for someone
who has shared many personal problems with the group. Or the gifts may simply be something
the receiver would enjoy such as “favourite dish” for someone who enjoys eating.

Once everyone has completed drawing/describing their gifts, ask one person at a time to give out
his/her gift to the other family member. When giving the gifts, ask participants to explain what the
gift is and why she or he chose to give that particular gift to the recipient.

Involve the group in a discussion. Ask participants:

How did you decide what gifts to give?

What did you think about the gifts you received?

Do you think there was a good match between the people and the gifts they received?

Conclude by saying that giving and receiving gifts is often a very special and magical event. The
giver expresses his/her caring for the receiver by selecting something he or she feels would be
appreciated. The receiver gets a token of affection and love. This activity is about letting others
know that you understand and value them, and learning how others see you through the
exchange of a thoughtful gift.
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Appendix 2: Organisation’s expectations for participation in the Zindagii Shoista enabling EE
through IGA workshop

Using a participatory approach, target families — with advice from business assistants (BAs) and considering the
result of the market assessment — will choose the economic activity that can be developed and established in the
future by the family members themselves, individually or in a network of families with common interests.

The role of the BAs at this stage is to explain to family members the importance of involving all members in the
income generating activity (IGA) and the different roles that each participant can play in the production chain of the
venture. The BAs will help to build the participants’economic skills regarding IGA development and management,
according to the strategy chosen by the project. This involves:

1. Notdistributing grants in cash, but as inputs (raw materials, machinery, tools, etc.) in order to effectively spread
the grants’amount and avoid inappropriate or uncontrolled use of grants by target families.

2. Providing technical and economic knowledge and assistance so that target families will be able to overcome
a lack of knowledge in terms of proper and productive techniques and economic management, and thus
become capable of running the IGAs by themselves after the project comes to an end. This will create a
concrete and long-lasting tool to improve people’s income.

3. Involving target families through a cost-sharing approach, which sees them providing their own symbolic
contribution (working labour, local construction materials, etc.) to start and implement their IGA in order to
reinforce their engagement with the new activity and their sense of ownership.

4. Promoting the idea of networking in groups of common interest within the same economic sector in order to
avoid overlapping and competition between IGAs in the same village and, at the same time, to take advantage
of the benefits of joining together to access the market.

5. Putting in contact target families with existing and available organisations that can provide useful services to
access work/skills and loans. These can include: microfinance organisations, international and national non-
governmental organisations, self-help groups, employment centres and other government structures and
institutions identified during the market mapping.

The whole phase of identification, elaboration and development of ideas for possible IGAs will be monitored and
supported by the business adviser’s economic empowerment expert, who will review her/him in terms of the
market environment and provide guidance to ensure the IGA will be able to access the market. She/he will also
outline a proper list of materials to be provided as inputs to target families.

The sub-grant distribution process is the following:

1. Families will choose possible IGAs that they want to implement according to the requests/needs of the local
market (which will be determined by conducting a market assessment) and their capacities and skills (probed
during the first sessions of the 'Household Focus' module).

2. Facilitators/BAs will support families/networks of families to evaluate these ideas through a strengths,
weaknesses, opportunities and threats (SWOT) analysis, to identify the appropriate IGAs to be developed
based on their feasibility, time needed for implementation, sustainability and profitability.

3. Business plans will be developed by all target families with the help of the BAs, not only according to indicators
of essential economic achievement (sustainability and profitability), but also taking into deep consideration
the following elements:
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« Active role and involvement of young women in the operative structure of the family IGA is a prerequisite;

«  Each targeted district has its own potential productions and markets related to both food and non-food
processing. The typology of processing to be promoted within the family enterprise will be decided depending
on the results of the market assessment and cross-referenced with the specific interests and present economic
profile of families;

«  Productions that are better oriented to market, that add value to raw production or extend its consumption
period, that capitalise on local traditions and competences, and promote a real quality increase will be
prioritised;

«  Co-financing from the group itself or by its community;

«  Family’s readiness to take responsibility for participation in the project until the end; and

- Environmentally friendly products or typical products of the target villages.

Business advisers will lastly assess and approve the business plans, launching the procurement procedures for any
necessary resources to be provided to target families.

During the phase of IGA establishment, in parallel with economic assistance, basic technical support will also be
provided in relation to each type of IGA (agriproducts, dairy products, sewing, bakery, livestock, etc.).

The business adviser together with the economic empowerment expert will supervise all the steps of each IGA’s
creation through field visits and close contact with facilitators and BAs.

Two events will be organised during the third year of project implementation in the target districts (one event
in each district), in concurrence with the International Women'’s Empowerment Day in October. The beneficiary
families themselves will be the central part of these events, as they will organise a small exhibition of the products
produced or services provided as part of their IGAs. Through this process and media coverage, positive family role
models will thus be promoted.
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Appendices

Appendix 3: Let’s bake a cheesecake game — What's needed for the cheesecake and costs

Let us imagine that we are group of economic experts. The bakery that produces cheesecakes hired us to help
them to calculate the cost of a cheesecake and set its price. The bakery has provided us with all the necessary
information: ingredients and their costs, as well as lowest and highest prices of cheesecakes in the market.

Biscuits

(800 grams = 8 TJS) 300 grams
Butter

(180 grams = 4 TJS) 150 grams
Eggs .
(1=0.8TJS)

Chakka (yoghurt)

(1kg=8TJS) 800 grams
Kaimok (cream)

(200 grams = 4 TJS) 200 grams
Sugar

(1 kg=8TJS) 150 grams
Vanilla | enchet
(1 sachet =0.5TJS)

Cinnamon © achet
(1 sachet =0.5TJS)

Jam '
(1jar=10TJS) 0.5 jar
Electricity ¢ Kot

(1 k/watt = 0.30 TJS)

Transportation cost

(1 day = 20 cheesecakes = 10 TJS) 1 cheesecake

Plastic dish
(1=0.5TJS)

Total cost:

Lowest price in the market: 40TJS
Highest price in the market: 60TJS
OUR PRICE:
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Appendix 4: Feasibility of IGAs

You need to assess the feasibility of each family’s IGA and check:

- ifitis technically feasible (can the family or the project provide all the necessary skills and resources needed
to runit?);

- ifitis feasible within the estimated cost (are the contributions made by the family and the project enough to
implement it?); and

« if it will be profitable (will the family earn money from that activity and how much will each family member
make?).

Use the table below to assess each component of the IGA. Start assessing the IGA’s feasibility by considering the
product or service itself, asking questions about its technical feasibility and feasibility within the estimated cost. Go
through all five steps one by one. Use a blank version of the feasibility assessment template below and take notes
separately for each family’s IGA. Also take notes of your recommendations and suggestions that come out during
the assessment.

- Technically feasible Feasible within the estimated cost

Is the process of processing or producing the product simple and . Are the costs of raw materials and

realistic? other expenditures fair and allow for
Are raw materials (ingredients) available at the local markets or a good price that can make profit to
Product do other districts’ markets have to be visited? be set?

Does the quality of the product match its price?
Are the products attractive to customers (e.g. good packaging)?
Can the IGA produce the same quantity of products that it can sell?

Note: For a small family IGA, if the family
operates as one economic unit, the ‘salary’
will be the profit.

Human . Do family members have the skills to run the IGA?
resources . Do family members have the time to run the IGA?

Are the tools that the family and the project contribute enough
Tools to run an IGA?
Are they available at the market?

Can the cost of tools be covered by
the project and family contributions?

Expenditures Can the IGA pay for all necessary expenditures?

Are there customers who are ready to buy the product? . Can the IGA pay all the costs
Customers . Where and how can customers be reached? (transportation, rent, etc.) incurred for
the product to reach customers?

The answers to these questions can help you to critically review and establish if an IGA is feasible or not. This
assessment also determines if an IGA is profitable. It means that each family can conclude that the cost and price
of products, expenditures and volume of products that an IGA is going to sell will bring in income. If an IGA is not
feasible, explain to the families the risks involved in running this type of IGA.

112
| ZINDAGII SHOISTALIVING WITH DIGNITY WORKSHOP MANUAL



Appendix 5: Hat making business game — Accessories

MapAoXTH
nyppa pyan
Manqwance

MapaoxTu
Honyppa (50%)
Aap pysv
Manywaxte

The following is a set of accessories for the hat making business game:

1. ‘Location’ (Appendix 6) 10. Scissors x3
2. 'Money’ (Appendix 16) 11. Paper tape
3. Hourglass (3 or 5 minutes) 12. Markers
4. ‘Business cycle’chart (Appendix 7) 13. Dice
5. 'Money allocation’ cards x3 (or however many 14. Ruler x3
teams there are) (Appendix 12) 15. Pens
‘What we bought’ card x3 (Appendix 15) 16. Clips
7. 'Firuz's supermarket’template and stickers with 17. ‘Unexpected life situation’ cards (Appendix 9)
pictures of products and their price (Appendix 13) 18. ‘How to make the hats’ poster (Appendix 11)
8. 'Credit wheel — will they pay?’ (Appendix 10) 19. ‘The rules of the game’ poster (Appendix 14)
9. Reusable and removable adhesive 20. ‘Today’sticker (Appendix 8)
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KOunAxou 603

Aywanee

Bo nynu HakA xapuaanu awén xom as MNapsuHa 6a
Mabnafu 40 comoni.

Cewanbe

Taiiép kapaaHu Kynoxxo. Uctuchoga 6ypaann
Bapakaxou «Xoaucaxou HoraxoHum 3uHparin.

Yopwan6e
DypyxTaHm monu ucTexconwypna 6a marosaun MNapsuna.
MapsuHa 6apou Xap Ak kynoxu 6ocucat 80 comoH nyn
Meavxan, ammo 6apou monn cubati nact gowra nynu
Kkam & TamomaH nyn Hameauxag,

wnOZ—7

NanywanGe

A3 pyu cynopuium “ambapaku kapaguxum «OHx0 nynpo
MapAOXT MeKyHaHz» aman kapaa, rypyx 60s7 kapom
Mabnarpo napaoxT Hamosia, nairupi kyHepn.

HYymba
BaHakwarupum anonuaTxo Gapon xadram osiHAa.

LWan6e
Xapun kapaaHu maxcynotu XYPOKBOPVA Ba Faiipn
XYPOKBOpiA lap cynepmapkeTy ®upys

AkwaHGe
WUctupoxar

‘The rules of the game’ poster

‘Money allocation’ cards

LUAPTXOU COXTAHU KynoX*

Kanamu 1

Kanamy 2

‘How to make the hats’ poster

M o ui

0

M o uin
Xanmna. -

M o un
xapuoem

&

and | Xagrams |
Xagpran 1 | Xaprau2 | Xagrau3 | Xadr 5l

‘What we bought’ cards
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‘Firuz's supermarket’ template and stickers with pictures of products and their prices
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Appendix 6: Hat making business game - ‘Location’

You can return
the raw materials
but you will only
get back 20 TJS.
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Appendix 8: Hat making business game — Today’ stickers

ENG TAJIK
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Appendix 9: Hat making business game — ‘Unexpected life situation’ cards

FUNERAL

Unexpected Life

Situation Cards decided to donate money. Discuss how

1
1
1
1
1
1
1
1
One of your relatives has died. Your family !
much you will give. !

1

1

______________________________

FINANCIAL SUPPORT TO CLOSE

BROTHER WANTS TO BORROW RELATIVES

MONEY
One of your relatives has financial

1
1
! roblems. You should lend him/her 40 TJS.
TJS. Decide how much you will lend him. ! P
1
1
1
1
1
1

Throw the dice to determine when he will
pay you back.

He/she promised to return it on Thursday.
Throw the dice to determine when he/she

1
:
1
1
1
! Your brother asks you to lend him 100
|
1
1
! will pay you back.

FRIEND’S BIRTHDAY MONEY FOR SCHOOL
Please purchase a gift for your friend

o, money for an event at school. Decide how
from Firuz’s supermarket.

1
|
1
1
1
! Your children are asking you to donate
1
! much you will give.
1
1

FRIEND WANTS TO BORROW MONEY

ROBBERY

1

1

! Your friend asks you to lend him 80 TJS.
! Decide how much you will lend him. All the money that you had at home and
! Throw the dice to determine when he will not in the bank was stolen.
:
1
1
1

pay you back.

ZINDAGII SHOISTALIVING WITH DIGNITY WORKSHOP MANUAL | 119



NATURAL DISASTER

After a strong storm, you have to pay 30
TJS to repair your roof.

MOTHER’S DAY

from Firuz's supermarket.

BABY IS SICK

Your child’s immune system is weak. You
should purchase food for 70 TJS from
Firuz’s supermarket.

FURNITURE/HOME STUFF

Please purchase stuff for the house from
Firuz’s supermarket for 500 TJS.

1
1
! Please purchase a gift for your mother
1
1
1
1
1
1
1

ENTERTAINMENT/GUESTS
/ QUALITY
Last week you sold a product of poor

h h inks for 40 T. h
ave to purchase drinks for 40 TJ5 to host quality. Please pay 30 TJS to fix this.

1

1

1

1

1

1

1

1

! Your friend has come to visit you. You
:

! them.
1

1

1

1

CHARITY
RAIN

Your product became ruined due to rain.

donations. Pl decide h h
onations. Please decide how much you Please pay 40 TJS to fix it

1

|

1

1

1

! The charity foundation is asking for
|

! will give.
1

1
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INSURANCE

10 TJS for each piece.

TAXES

The tax department is asking you to pay
10 TJS for your last sales.

Appendices

1
1
1
1
1
1
:
1
: To insure your products, you have to pay
1
1
1
1
1
1
1

TREAT YOURSELF FOOD

week, please buy medicine for 20 TJS

because your child became sick.

| I
| |
| |
| |
| |
: :
1 |
! If less than 20 T. food | !
| You did a good job. Go and buy you spent less than 20 TJS on food last :
! something from Firuz’s supermarket. !
I |
| 1
: :
| 1

F
SCHOOL UNIFORM 00D

week, please buy medicine for 30 TJS

because your child became sick.

|
I
I
:
|
! Ifyou didn’t spend money on food last
pay 30 TJS. ;
|
|
|

I
I
1
1
1
1
:
I
Your child needs a new uniform. Please !
1
1
1
1
I
I
1

BROTHER’S/SISTER’S BIRTHDAY UNEXPECTED EXPENDITURE

dog bit you. You have to pay 30 TJS for

treatment.

1
1
1
1
1
l
1
! You were walking in the street and a
1
sister from Firuz’s supermarket. ;
1
1
1
1
1

I
I
|
:
Please purchase a gift for your brother/ ;
|
|
|
|
I
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BOOKS

School is starting. Please pay 40 TJS to
purchase books.

FOOD

Your relatives/friends come to visit you.
Please purchase 60 TJS worth of food from
Firuz's supermarket.
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Appendices

Appendix 10: Hat making business game - ‘Credit wheel — will they pay?’

Credit wheel - will they pay?

100% of the
debt will be returned
on Thursday

50% of the debt
will be returned
at the end of the month

The debt will not
be returned

100% of the
debt will be returned
at the end of
the month

50% of the
debt will be returned
on Thursday

m Throw the dice again!
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Appendix 11: Hat making business game — ‘How to make the hats’ poster

Step 1

145mm

P N

v

— oz —pe——p
wuw g

Step 2

Step 3 Step 4
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S
Savings

Household expenditures

Hat making business game - ‘Money allocation’ card

Business expenses and raw materials

Appendix 12
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Appendix 13: Hat making business game - ‘Firuz's supermarket’ template

FIRUZ'S SUPERMARKET

Ice

Foo!

126
| ZINDAGII SHOISTA LIVING WITH DIGNITY WORKSHOP MANUAL



Appendices

Appendix 14: Hat making business game — The rules of the game’ poster

Monday
Purchase the raw materials from Parvina at a cost of 40 TJS for each hat.

Tuesday
Make the hats. Play the ‘Unexpected life situation’ cards. If a card requires the lending of money, the team will roll
the dice to see which option they will get on the ‘Credit wheel - will they pay?’

Wednesday
Sell the hats to Sitora. Sitora will pay 80 TJS for each well-made hat, or less (or nothing) if the quality is bad.

Thursday
Receive money from Sitora and other people who borrowed from you (in case this was one of your ‘Unexpected
life situation’ cards).

Friday
Plan the activities for the following week.

Saturday
Purchase food and non-food items from Firuz's supermarket.

Sunday
Rest day.

ZINDAGII SHOISTALIVING WITH DIGNITY WORKSHOP MANUAL | 127




Appendix 15: Hat making business game - ‘What we bought’ card

What we bought

Week 1 Week 2 Week 3 Week 4

Appendix 16: Hat making business game - ‘Money’

20 TS
20
L L
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Appendix 17: Revenue and expenditure book

Products

Date Product (kg, litre, pieces, etc.)
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Sales

Date Product (kg, litre, pieces, etc.) Revenue
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Expenditure

Date

Expenditure

Cost
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Remarks
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Appendices

Appendix 18: Bookkeeping exercise answers

Purpose Balance Credit
01/03/2017 20 cheesecakes are sold 800 800
02/03/2017 20 cheesecakes are sold 800 1,600

Purchase products for 2,000 TJS,

03/03/2017 but paid only 1,500TJS 1,500 100 Should pay 500 more
03/03/2017 20 cheesecakes are sold 800 900
4 cheesecakes are sold, but Should pay 300 more for
04/03/2017 didn’t get money yet (160 TJS) 900 purchase on 03/03/2017 160
05/03/2017 Return 200 TJS for purchase 200 700
06/03/2017 15 cheesecakes are sold 600 1,300
Purchase products for 1,200 TJS,
07/03/2017 but paid only 1,000TJS 1,000 300 Should pay 200 more
08/03/2017 = 20 cheesecakes are sold 800 1,100
Get money back for 4 The debt from
08/03/2017 cheesecakes (160 TJS) 160 1,260 04/03/2017 is closed
Return 300 TJS for purchase on The purchase on
09/03/2017 03/03/2017 300 960 03/03/2017 is closed
10/03/2017 Lend money to friend (500 TJS) 500 460

Get loan from bank (10,000 TJS).
11/03/2017 Should return by 30/03/2017 10,000 10,460 Should be paid 10,600
(10,600 TJS, including interest)

Income from sales by
11/03/2017

3,960
Expenses 3,000

Credit (should be paid) 10,800

Debt 500
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Appendix 19: Tips for visibility and marketing

Integrate these points about positioning, pricing, promotion and distribution into the discussion about marketing.

Positioning means targeting the right customer. There are different customers in the market. As was illustrated
during the market assessment, some customers are looking for the best price, some for the best quality and some
for something not currently available in the market.

To further discuss this, ask participants the following questions:

«  What can you offer that your competitors cannot?

«  What are your customers’ primary needs and wants?

+ Who are the customers you want to reach?

«  How are your competitors positioning themselves?

«  What can you do to differentiate yourself from your competitors? In other words, why should a customer
choose you instead of someone else?

After this analysis, participants are able to better outline who their customers are and therefore to better understand
where their product/service fits into the market.

Pricing means to set the price of the product/service. It is strictly related and driven by the result of the product’s/
service's positioning in the market. It is very important because the price not only provides information on the
value of a product/service to customers, but also its position in the relevant market.

Setting the price involves a few simple rules:

«  Costs should be covered, which means charging customers more than it costs to produce and deliver the
product/service.

«  Price needs to match with customers’ demands and expectations. If the price is too high, there may be no
customers. If the price is too low, people may undervalue the product/service.

The price can be established according to different factors:

«  One method is looking at costs and marking up the price from there. This method can be effective in situations
when covering initial costs is critical. In this case, it must be determined if the product’s proposed price fits with
the present prices in the market.

«  Another method is to look at the current landscape of competitors and then set the price based on what the
market is doing. The price could be set at the high end or low end of the market to establish the product’s
positioning. In this case, it must be determined if the product’s proposed price fits with the costs.

In any case, a cost calculation is essential.

Promotion relates to how the product/service is presented and how customers communicate with it. Think about

your product and what makes it different from your competitors, then communicate this to your customers. The

following needs to be taken into consideration:

«  Packaging: Check if it matches with your positioning and if it communicates the value of your product. Look
at what your competitors are doing.
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«  Advertising: Think about how you can get the information about your product/service out there and check
the success of your advertising.

«  Public relations: Contacting media and getting it to cover you and your product/service can be a great way
to reach customers.

Distribution is how customers will get the product. The different distribution channels are as follows:

«  Direct to customers: This is the simplest way. Regarding the profitability for this option, you must calculate the
cost of logistics (transport, rent of stand/shop, taxes, etc.), but you can also set a higher price.

o Direct to shops: This option means there are no costs for a stand/shop, but this involves setting a lower price.
Itis a good option when just initiating an IGA, as it allows access to the market.

o Through intermediaries: These people aggregate and collect products from different producers and sell
them. They can collect the products themselves so there are no logistical costs involved, but this means
applying an even lower price. This channel could also be useful for accessing the market at the beginning of
an IGA's life.

Regarding distribution, it is also necessary to think about the actual product: Are you producing a final product
(e.g. milk) or a product that someone else will make a different product from (e.g. milk to produce butter)?

Using more than one channel of distribution could also be an option - this is something to think about later down
the track as the IGA grows.

Appendices
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Appendix 20: Implementation of IGAs and follow-up

Below are instructions for facilitators and business assistants to support families with the implementation of their
IGAs and relevant follow-up.

1. As of Module 2, Session 3 of this workshop, each family will have checked the viability and feasibility of their
chosen IGA. The project team will thus have an idea of what needs to be provided. The role of the facilitators/
business assistants is to prepare a list of inputs and check their availability in the market and their prices. The
involvement of families in this process is important because families will directly engage with the new activity
and feel a sense of ownership. This will also give families the opportunity to build contacts with suppliers.
Facilitators/business assistants together with business advisers will provide support for each family’s IGA
marketing strategy. This includes packaging, identification of potential customers and markets, promotion
of the product in the market through advertising, and building relationships with suppliers, traders/
intermediaries and other networks.

2. Facilitators/business assistants should also check the contribution of each family to their own IGA to ensure
that the IGAs can be properly implemented.

3. Before the business advisers purchase the inputs, the facilitators/business assistants should facilitate the
signing of a contract between families and the project, which contains the list of inputs, their characteristics
and costs, contribution of the family, and the responsibilities of the family and the project. Business assistants
should also prepare a list of technical requirements that families need to have in order to run the IGA. With
the help of business advisers, families can look for locals who can provide this technical support (agronomists,
livestock specialists, etc.).

4. The bookkeeping tools outlined in Module 2, Session 8 are basic. In the case of a specific type of IGA, facilitators/
business assistants together with business advisers will develop special tools for bookkeeping and explain
them during the family visits.

5. The role of the facilitators/business assistants in the preparation phase and at the beginning of IGA
implementation is to support the families or network in building relationships with suppliers, intermediaries
and customers. Facilitators/business assistants should help families find at least three people in each category.
This does not mean that families or networks have to work with all of them, but they should have alternatives
in case one leaves the market or refuses to work. The role of facilitators/business assistants is to act as guides
as opposed to completely building the relationships. Giving the family or the network space will provide them
with a degree of freedom and build their independence, which in turn will guarantee the success of the IGA
after the project comes to an end.

6. Facilitators/business assistants will visit each family to give advice on targets for daily activities related to IGA
management and also the management of the household budget. The frequency of the visits can be reduced
or increased depending on the facilitator's/business assistant’s approach and the family’s needs.

7. Business assistants, with the support of facilitators, should put target families in contact with existing and
available organisations that can provide useful services to access work/skills and loans. These include:
microfinance organisations, international and national non-governmental organisations, self-help groups,
employment centres and other governmental structures and institutions identified during the market
assessment.

8. Facilitators/business assistants should assist the families that join networks with the preparation of a network
development plan, which should include information on the frequency of the network meetings, contacting
and building relationships with suppliers and buyers, promoting the product in the market, etc.
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9. For the network meetings, business assistants together with business advisers should prepare an agenda that
includes the following components: 1) team and trust building; 2) topics specific to the network; 3) sharing of
information and experience among members; and 4) future steps for the network.

10. Facilitators/business assistants should support families in everyday family and business activities: with the
strengthening of family relations, promoting products in the market, building relationship with customers, etc.

11. Facilitators/business assistants together with families should identify which technical assistance is needed to
build the necessary skills to run an IGA.

12. Facilitators/business assistants should report to the business advisers weekly regarding the implementation of
the project and keep business advisers informed in case any problems arise.
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