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Preface

Before embarking on the Farm Business School (FBS) programme it is 
important for policy makers and programme managers responsible for 
the delivery of extension and rural advisory services to be sensitized 
on the concept and made aware of the length, duration and resources 
that will be required to implement the programme successfully. 

Given the time constraints on senior management, a short one-day or 
half-day session should suffice. The orientation outlines the concept 
of the farm business school, the approach to learning and the way 
the training programme can be designed, organized, implemented and 
conducted.

The programme addresses: What is an FBS? What is the FBS approach?  
How a FBS is organized and more specifically covers the following 
topics: 

•	 Introduction to the business school.
•	 What is a farm business school?
•	 Who should establish a school?
•	 The approach to earning.
•	 Preparation for a school.
•	 The implementation of a farm business school.

This orientation is a vital stage in a process.  It enables the decision-
makers to determine the best way to design the FBS first as a pilot 
project and then scaled-up and institutionalized as part of a national 
extension programme. The orientation sets the scope, pace and focus 
of the programme – all critical aspects needing to be clarified at the 
start of the FBS to ensure it is well-planned and resourced to achieve 
its key objective of strengthening the capacity of small-scale farmers 
by helping them acquire the knowledge and skills needed to engage in 
profitable farming.
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1. Background

Welcome the participants to the orientation and, using the information 
set out below, give a brief introduction to the farm business school. 

PowerPoint Series 1

(Initiate the introduction with Slide 0)

The Food and Agriculture Organization of the United Nations (FAO)  
has been working in various parts of the world to develop programmes 
to help farmers cope with and, preferably, benefit from the changes 
taking place internationally in farming. Many farmers want to increase 
income by taking advantage of market opportunities, but often do not 
have the knowledge needed to compete in this new environment. Farm 
business management skills and knowledge are needed to effectively 
respond to present day farming challenges. Farm management advice 
helps farmers to make the right choice between crop enterprises 
according to individual levels of financial, labour and land endowments 
and at their level of risk adversity. 
 
In response to these changes FAO has developed a number of specialized 
training manuals in market-oriented farm business management. One 
of them is a set of training programmes for extension workers to 
help increase their farm management skills so they, in turn, can assist 
farmers. Training is built around the concept of a Farm Business School 
(FBS) where farmers work together to learn about, and try out, business 
management ideas that will improve the way their farm businesses work. 

Farm business school (FBS)

A unique opportunity to engage farmers in
 developing capacity for running profitable 

market-oriented farm businesses

A brief orientation

0
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(Slide 1)

The training programme has been crafted as a manual that extension 
workers can use to engage farmers in learning about farm business 
management. The aim is to build farmer capacity in entrepreneurial 
and management skills using a ‘learning-by-doing’ approach.

The FBS concept operates at village level. It enables farmers to learn 
and improve their knowledge, change their attitudes and enhance 
their skills toward improved farm profitability – while working on 
their own farms. Extension officers and selected farmers are trained 
as facilitators. They organize seasonal training programmes, where 
farmers work in small groups at their own agreed time and duration. 

The materials for the farm business school are specially designed to work 
with limited resources. Participants need to be basically literate and 
numerate, but they need not have had any significant formal education. 
The manuals provide step-by-step guidelines that take the facilitator 
and the farmers through the basics of farm business management 
– following the production patterns of their own particular farms. 

Key points to cover

1.	 Changes in the world of farming.
2.	What is a farm business school?
3.	The FBS approach to learning.
4.	The FBS curriculum.
5.	Who should establish an FBS?
6.	How is a FBS system set up 

and maintained?
1
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2. Exploring the changes facing extension

For this segment it is suggested that you refer to the diagram showing 
‘The range of work of a farm business management extension worker’ 
(Slide 17). You may want to print a copy to distribute to the participants.

PowerPoint Series 2

(Initiate this segment with Slide 0)

The narratives following have been prepared 
to accompany the slide presentation.

(Slide 1)
In response to the increasing globalization of national and international  
agricultural systems, extension services in many countries will need to 
be adapted to ensure that the farmers in their respective countries are 
able to cope with and hopefully benefit from the forces of globalization. 
This is particularly important in developing countries because small- and 
medium-scale agriculture are negatively affected by globalization as it 
advances. In many countries we are seeing extension services shrinking 
due to budgetary constraints and to lack of clarity about their role. 

(Slide 2)
Part of globalization has been that international corporations have   
begun to be major players in developing and disseminating agricultural        
technologies into developing countries – a role that was traditionally 	
played by Public Sector (Government) Extension Services. 

Changing roles and functions
for extension

An introduction

0
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(Slide 3)
Another part of globalization is that food production is no longer 
exclusively a national priority – food production and food security 
are  international issues. So it is vital that the small-scale farmers in       
developing countries are not swept aside by this reality, but become       
positioned to participate in it and benefit from it. 

(Slide 4)
There is increasing volatility in the supply of basic foods; sometimes 
there is a surplus and sometimes a shortfall. Farmers in so-called 
developed countries have orientated themselves towards profit-making 
whether their crops go to food or are converted to other products 
such as ethanol. In the face of all this, farmers in many countries have 
moved away from their traditional production structures. Some have 
opted for 	higher value crops and products; some have supplemented 
their production with off-farm work or even abandoned farming 
entirely. 

(Slide 5)
In effect, farmers have begun to see the value of market-orientated     
farming, but often lack the skills and networks needed to engage 
effectively. 

(Slide 6)
Similarly, extension services, with their traditional approaches and 	
national food security framework, are also often ill equipped to support 
farmers in meeting these challenges. 

(Slide 7)
Extension services have to evolve and adapt along a number of lines if  
they are to help farmers to keep pace with the worldwide changes and 
to benefit from them. These include the following: 

(Slide 8)
Helping farmers to organize or reorganize at the individual farm level 
and collectively to capitalize on efficiencies for input supply, production 
and marketing and value adding. 
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(Slide 9)
Shift focus from production extension to farm management extension 
focused on profitability. 

(Slide 10)
Shift extension services to actively support market-orientated 
farming including appropriate training/retraining, structuring, and 
extension delivery policy. 

(Slide 11)
Shift focus from increasing staple foods to higher value products. 

(Slide 12)
Adopt a learning framework for extension that builds the capacity 
of the farmer to manage increasingly complex farm management 
opportunities and challenges. 

(Slide 13)
The farm business school process, with the ‘FBS Handbook’ and the 
‘Training exercises’ manual can contribute to this evolution of extension 
services by providing a practical guide to facilitate the positioning of 
extension workers and extension services to where they can provide 
support to farmers who are entering or expanding into market-
orientated farming. 

(Slide 14)
We will now review the role of the extension worker in farm business 	
management. Explain the following: 

In order for smaller-scale farmers to participate in and 
benefit from the demands and opportunities presented by 
the globalization processes, they will need relevant farm 
management information and advice. They will need information 
on what to produce and sell, how to sell it, where to sell it and 
to whom, and what inputs to buy and from whom. In short, they 
will need advice on production and market opportunities. 
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(Slide 15)
Explain that they will also need assistance in building farm management 
knowledge and skills. They need to be competitive. All this calls for 
better farm management skills. They need to become better decision-
makers. They need to be better at competing in this new environment. 

(Slide 16)
Explain that a farm business management extension worker is well 
suited to meet this growing need among farmers. The range of work of 
a farm business management extension worker is far broader than that 
of a traditional extension worker. The diagram on the following slide 
outlines this range. If you have taken our earlier suggestion to print 
a copy for participants this will help to personalize your presentation. 

(Slide 17)
Speak to the points in the diagram ‘The range of work of a farm 
business management extension worker’. 

(Slide 18)
State again that a farm business management extension worker is well 
suited to meet this growing need among farmers.  
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3. Introduction to the farm business school

Continue with the narrative and slide presentation.

PowerPoint Series 3

(Initiate this segment with Slide 0)

(Slide 1)
The Farm Business School (FBS) is a new idea. The purpose is to work 
with farmers to help them build knowledge and skills to make their 
farms more profitable. They will do this by learning about business. 
And they will do this where they live. This programme takes the school 
to the farmers. 

(Slide 2)
The aim of the FBS is to develop capacity and skills in farm business 
management among smallholder farmers and support the transition 
towards market-oriented farming. The concept of the farm business 
school was inspired by Farmer Field Schools (FFS) a concept developed 
by FAO and which is now being used effectively in Asia, Africa and 
Latin America.  

(Slide 3)
The FBS is a ‘curriculum-based’ approach to extension that aims at  
developing the entrepreneurial skills and competencies of farmers. 
As an extension approach, the FBS aims at strengthening farmers’ 
knowledge and skills through ‘learning-by-doing’.  

What is a farm business school?

0
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(Slide 4)
The objective of the FBS is to help farmers learn how to make their 	
farming enterprises and overall farm operations profitable and able to 
respond to market demands.

(Slide 5)
It enables farmers to learn and improve their knowledge, change their 
attitudes and enhance their skills needed for farm commercialization 
– while working on their own farms. 

(Slide 6)
The FBS is based on four fundamental principles:

i) Facilitation and ‘not’ teaching. Farmers learn by working together 
in meetings. They are largely responsible for their own learning. The 
farm business management extension worker is the facilitator and is 
there to ensure the smooth running of the FBS and ensure that all 
materials and activities are covered. 

ii) Learning-by–doing. Learning is conducted through discussion, 
practice and reflection with an emphasis given to practical aspects of 
instruction that can be applied on farmers’ own farms. 

iii) Interactive and responsive. The course consists of a series 
of structured exercises prepared largely as reference materials. 
However, it is expected to be used flexibly and in response to the 
demand of the participants.  

iv) Season-long approach. The programme is designed so that it can 
extend over an entire season so that learning is synchronized with 
different stages in the production cycle, with the length differing 
according to the farm enterprises selected. It can also be taught in 
other formats such as short courses and concentrated training courses.  

(Slide 7)
The FBS process is guided by a set of training materials prepared for 
facilitators and farmers. There is also an organizational component 
where farmers are formed into small groups to build collectively their
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capacity to produce for the market and respond to market demands 
with the aim of generating profits. 

(Slide 8)
Extension workers serving as facilitators are supported by back-up 
teams of specialists to coach and mentor them in assisting farmers to 
manage their farms as a business.  

(Slide 9)
The farm business school takes participants through a series of 
practical applications in which they learn about farm business 
management concepts, tools and practices, based on their local 
knowledge and skills. The focus of the approach is to build on 
what farmers and extension workers know and to add value to this 
knowledge. 

(Slide 10)
When the programme is offered on a seasonal basis, participants 
apply what they have learned in the FBS meetings to their farming 
businesses and bring what they have learned back to the school to 
share and compare results. 

(Slide 11)
The FBS aims at setting up schools at community level, where farmers 
can work in small groups at their own pace and at an agreed time 
and duration. The process is facilitated by an extension worker. The 
approach has the flexibility to fit into current farming operations and 
follows local necessities and needs.  

(Slide 12)
The farm business school has six main characteristics:  

•	 It focuses on content by providing practical exercises to facilitate 
learning of specific knowledge and skills – exercises can be organized 
into unique learning programmes;  

•	 It is based on experiential learning;  
•	 It involves facilitated farmer learning – led by a trained extension 

worker.
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(Slide 13)
The farm business school has six main characteristics:  

•	 It is designed around selected farm enterprise that can be 
produced locally; 

•	 It covers the production cycle – from planning to marketing;
•	 Learning is linked to real farm settings to reinforce learning and 

to deliver more immediate impact. 

(Slide 14)
The FBS is a:

•	 Programme of learning designed to help small holder farmers in 
producing for the market making their farms work profitably. 

(Slide 15)
The FBS is a:

•	 Venue that brings farmers together to carry out collective and 
collaborative action to address business and marketing problems 
and opportunities. 

•	 Forum for sharing knowledge between farmers through discussion, 
practical exercises and self-study.

(Slide 16)
The FBS is not:

•	 Not intended to teach farmers how to produce certain crops or 
manage livestock. It is assumed that they will already have this 
knowledge or can acquire it through other sources. 

•	 Not a set of lectures. Exchanges of information and knowledge 
are facilitated through the meetings/sessions, with observations, 
dialogues, and discussions.
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4. Who should establish a farm business school?

Continue with the narrative and slide presentation.

 PowerPoint Series 4

(Initiate this segment with Slide 0)

(Slide 1)
There are no restrictions on or requirements governing who should 
establish a farm business school.

(Slide 2)
A farm business school can be started by any number of people or 
agencies including public sector extension services, NGOs, commodity 
groups with advisory services, farmers associations and cooperatives, 
and colleges and universities. 

(Slide 3)
Whoever establishes an FBS will need to be able to provide the 
necessary back-up teams of specialists to coach and mentor the 
trainers.

(Slide 4)
A farm business school is not a once-off training event; it should be 
part of an extended strategy to build farm business capacity among 
farmers. 

Who should establish 
a farm business school?

A farm business school
can be started by any number 

of people or agencies

0
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(Slide 5)
Whoever establishes an FBS will need to have the capacity to meet 
the standards set by the approach to learning used by the process. 

(Slide 6)
They will also need to be able to carry out the following tasks:

•	 Create awareness and identify and select potential participants.
•	 Design and organize a number of farm level training programmes 

among interested farmers. (Training programmes will each be held 
at a specific location and will run for a whole season.)

•	 Recruit and train farmers as FBS facilitators to help you with 
subsequent rounds of farmer training.

(Slide 7)
They will also need to be able to carry out the following tasks:

•	 Mentor farmer groups and give them back-up support                  
as and when needed.

•	 Keep in touch with other FBS facilitators to collectively identify 
opportunities for further training as well as reflect on lessons 
learned and areas of improvement for the next FBS rollout. 

Turn off or cover the projector

In closing Session 1 explain that it will be important
for the host organization to make an objective assessment

of its capacity to set up and maintain an FBS system.
Ask if there are any questions. Discuss.



Session 2
THE TRAINING PROGRAMME 

AND CURRICULAE
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5. The approach to learning

Continue the narrative and the slide presentation.

PowerPoint Series 5

(Initiate this segment with Slide 0)

(Slide 1)
The learning process of the farm business school follows the  
Participatory Mutual Training and Learning Approach (PMTLA). 

(Slide 2)
The PMTLA is a group process that facilitates training and learning  	
among adults. The participants ‘learn-by-doing’ and through sharing 
their knowledge and experiences.

(Slide 3)
The process involves the participation of people with common interest 
and purpose. There are no instructors or teachers; only facilitators. 
The participants mainly learn from each other. 

(Slide 4)
Learning moves from the known to the unknown, from the easy to the 	
difficult and from the simple to complex. It is guided by a curriculum 
that facilitates learning. 
 

Approach to learning

A group process that facilitates 
‘learning-by-doing’

0
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(Slide 5)
The training and learning is organized and structured. The FBS requires 
a facilitator and structured exercises to guide and support the group 	
training and learning process. 

(Slide 6)
Through the process, the participants generate new practical 
knowledge 	and ideas. They learn what to do, how to do it, the cost 
involved, the potential problems to be confronted and the benefits it 
will bring. 

(Slide 7)
The PMTLA approach enables the participants to learn from each 
other. 

(Slide 8)
The approach is based on three principles:

 
•	 Reflection and sharing;
•	 Generating new knowledge;
•	 Motivating innovation and creativity. 

(Slide 9)
Reflection and sharing. The participants in the training reflect on the 	
topic, share experience, knowledge and understanding on the subject. 
It begins with what the participants know. 

(Slide 10)
Generating new knowledge. Here new knowledge is created based on 
existing capacity plus new concepts derived from the FBS 

(Slide 11)
Motivating innovation and creativity. The new knowledge and 
insights helps the participants to innovate, to develop new ideas 
from old ones and to create completely new ideas from the insights 
gained. 
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(Slide 12)
The FBS is different from conventional farm management approaches, 
which are methods/tool based and dependent on the availability of 
data. 

(Slide 13)
The approach of the farm business school is ‘entrepreneurial’. It relies 
on simpler decision support tools, checklists and strategic questions. 
It is based on the real experiences of the participants on their own 
farms. 

(Slide 14)
Discussion, practical exercises and self-study enable farmer 
participants to share ideas, offer advice, experiment and formulate 
opinions on whether a practice will work on their farm and for their 
farm. 
 

(Slide 15)
The learning generated is consolidated and reinforced through action 	
that is, through implementing what they have learned on their own 
farms. 

(Slide 16)
Discuss the learning cycle. 

(Slide 17)
This brings-up the following considerations:

•	 Rather than solving business problems for farmers, farmers develop 
the knowledge and skills necessary to dig into the problems they 
face – to understand them and their causes. 

(Slide 18)
This brings-up the following considerations:

•	 The programme actively works to reduce the tendency to create 
dependency on external sources of expertise and where such 
resources are needed, to be able to engage with them wisely and 
confidently. 
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(Slide 19)
This brings-up the following considerations:

•	 To strengthen learning, the programme and the way it is facilitated 
includes simple exploratory exercises that are relevant to the 
participants’ own farms and with which the group can readily engage 
in an action orientated way. 

(Slide 20)
This brings-up the following considerations:

•	 Knowledge and skills are not learned in an abstract way. The 
programme fosters the use of knowledge and skills gained to make 
farm-specific business management decisions instead of adopting 
generic answers and recommendations developed remotely by 
‘specialists’ not directly affected by the outcomes of the decisions 
made.  

(Slide 21)
This brings-up the following considerations:

•	 The programme recognizes that decision-making processes in a 
farm business – even a small-scale farm business – are complex and 
require an iterative approach to make. 

(Slide 22)
This brings-up the following considerations: 

•	 Sharing learning with other farmers after completing the programme 
is encouraged as a means of developing, extending and adapting 
the acquired knowledge and skills among neighbouring farmers and 
farming communities

(Slide 23)
This brings-up the following considerations:

•	 To foster continuous learning, the programme will initiate the 
establishment of networks that the farmers will maintain and extend 
to facilitate reflexive learning about particular farm business 
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problems and opportunities and ways to address them, through 
personal observation, meaningful conversation and participation in 
real-world  ‘learning-by-doing’ exercises. 

(Slide 24)
This brings-up the following considerations:

•	 Participating farmers will be expected and encouraged to draw on their 
own experience and observations, to learn, to assist learning by other  
farmers and to make real decisions relevant to their own businesses. 

(Slide 25)
The approach facilitates the following learning 

outcomes among the participants:

•	 Heightened awareness, knowledge and skills on various aspects of 
farm business management;

•	 Sharpened inter-personal and communication skills;
•	 Critical thinking about the knowledge and skills acquired and their 

application in a farm business. 

(Slide 26)
The approach facilitates the following learning 

outcomes among the participants:

•	 A change in attitude and behaviour supporting positive action and 
continuous reflection-driven learning;

•	 Better performance and increased productivity;
•	 A stronger team focus and improved capacity for group 

cooperation and collaboration among colleagues and stakeholders 
in the value chain. 

(Slide 27)
It also helps to strengthen generic skills, especially:

•	 Observation skills;
•	 Social and behavioural skills;
•	 Communication skills;
•	 Analytical skills;  
•	 Decision-making skills. 
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(Slide 28)
To be fully successful:

•	 The approach must be adapted and linked to the actual farming 
activities of the participants. Any theoretical learning is immediately 
reinforced by application and practice. 

(Slide 29)
To be fully successful:

•	 The participants must be committed to walking the path of 
transformation and change leading to profit- and market-orientated 
farming.

(Slide 30)
The FBS has three critical outcomes: 

 
•	 Farmers will make decisions about their farm businesses that 

are based on their own experiences, observations and analyses to 
increasingly improve the sustainability of their farms; and will be 
able to continue making such decisions post-training. 

(Slide 31)
The FBS has three critical outcomes:  

•	 It is expected that farmers will pass on the knowledge and skills 
they have learned to others. 

(Slide 32)
The FBS has three critical outcomes: 

 
•	 Some of the participating farmers may become facilitators 

themselves. The more promising farmers graduating from the FBS 
can be trained to serve as trainers for other farmer groups. 

Turn off or cover the projector.
Ask if there are any questions. Encourage discussion.
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6. The training programme

Before holding this segment, the facilitator should make a summary 
 of each of the five main parts of the training programme 

(See Section 1, Item 1.6 in the FBS Handbook). 

(Note to the facilitator: There are no slides for this segment.
PowerPoint Series 6 is to be used only in the Seven-day programme.)

This segment is based on a review of the entire farm business 
school training programme. Each participant should have a copy of 
the ‘FBS Handbook’ and the ‘Training exercises’ manual. Walk the 
participants through the ‘Contents’ of the handbook to familiarize 
them with the scope of the programme and with the FBS process. 
When you reach the five main parts in Section 1, Item 1.6, be 
sure to emphasize that the entire programme is based on this 
structure.

1.	 Ask the participants to turn to the handbook and read through the 
‘Contents’. Discuss the headings with them section-by-section so 
they become familiar with the general outline of the programme. 
Answer any questions they may have. 

 
 Present the 5-part summary that you prepared earlier

2.	Again direct the attention of the participants to Item 1.6 of 
the handbook where it is recommended that the farm business 
school training programme be divided into the following five 
parts:

	 Part 1 - Preparing the FBS;
		  Part 2 - Preparing to farm as a business;
			   Part 3 - Planning the farm business,
				    Part 4 - Implementing a farm business plan;
					     Part 5 - Reflection and evaluation. 

3.	Begin by discussing the first part. Answer any questions.  
 
4.	Continue part-by-part until finished. 
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5.	Ask the participants to turn to Part 5, ‘Reflection and evaluation’. 
Discuss the two assessments that are suggested: One on the 
business plan and the other on the school and its lessons. 

6.	Now take the participants through the 28 themes listed in the 
‘Training exercises’ manual. This is to give them an idea of the scope 
of the topics covered exercise-by-exercise. Discuss briefly some 
of the representative individual exercises. 

7.	Have the participants open their handbooks to ‘Additional materials: 
Tools and resources’ in Section 3 which covers ‘Enterprise budgets’ 
in detail and also ‘More about markets and farm management 
records’. Note that the ‘Training exercises’ manual provides four 
(4) exercises on ‘Enterprise budgets’ including ‘Profitability, Break-
even price, Break-even yield, and Partial budgeting’.

8.	Briefly go through the these topics to give the participants an idea 
of the range of issues covered. 

Ask if there are any questions.
Encourage discussion.





Session 3
ESTABLISHING, IMPLEMENTING,

MONITORING, EVALUATING
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7. Establishing a farm business school

Resume the narrative and the slide presentation.

 PowerPoint Series 7

(Initiate this segment with Slide 0)

(Slide 1)
Farm business school models:

•	 There are four contexts in which an FBS is likely to be set up. The 
host agency needs to determine which is the most relevant model 
and then uniquely plan the FBS. 

 
(Slide 2)

Scenario 1. Participating farmers have not previously been set up as a 	
group and have no knowledge of which enterprise(s) to work on. 
 

(Slide 3)
Scenario 2. Participating farmers have not been set up as a group but 	
members know which enterprise(s) to focus attention on. 

(Slide 4)
Scenario 3. Participating farmers have already been set up as a group 	
but have no knowledge of which enterprise (s) to work on. 

Establishing 
a farm business school

0
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(Slide 5)
Scenario 4. Participating farmers have previously been set up as a 
group and have already chosen an enterprise(s). 

(Slide 6)
In all four cases there are two situations: 

•	 The participating farmers have basic farm business management skills; 
•	 The participating farmers have no previous business/farm 

business management exposure. 

(Slide 7)
Developing a farm business school process:

•	 After orientation and training, the FBS facilitator will want to get 
started as quickly as possible. 

(Slide 8)
There are four basic stages in the FBS process:

•	 Creating interest and receptivity. Where potential participants are 
identified.

•	 Preparations. Where the details of the specific (e.g. venue, materials, 
logistics) FBS are settled.

•	 Implementing. Where the FBS is run with a specific group of 
farmers.

•	 Post-Implementation. Where the facilitator follows up with the 
farmers and assists them in applying what they have learned. 

(Slide 9)
Resource requirements for running the FBS are few.

•	 White board and markers or chalk board and chalk;
•	 Large sheets of paper;
•	 Masking tape;
•	 Marking pens;
•	 Pencils;
•	 Loose lined and unlined paper. 
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(Slide 10)
Resource requirements:

•	 Each participant will need copies of parts of ‘The handbook’ or the  
‘Training exercises’ manual. Each facilitator will need to decide 
which parts of the each will be needed to be copied. 

(Slide 11)
Resource requirements:

•	 It is best if the farmers themselves are involved and contribute to 
organizing their farm business school and in covering some of the 
meeting costs, such as food. 

(Slide 12)
Establishing an FBS

•	 Facilitators will need adequate back up, support and easy access to 
resources. 

(Slide 13)
Establishing an FBS

•	 Organizing agencies should consider a formal process of 
accompaniment that in effect ‘walks with facilitators’ as they build 
their capacity to run FBS programmes. 

(Slide 14)
Establishing an FBS

•	 Refresher courses and reflection meetings should be held at regular 
intervals (e.g. every 3-6 months) where experience from the field 
can be shared and the facilitators and organisers can learn together 
how to improve the FBS. 

Ask if there are any questions.
Encourage discussion.
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8. Implementing a farm business school

Continue with the narrative and the slide presentation.

PowerPoint Series 8

(Initiate this segment with Slide 0)

This session will briefly outline the process of implementing an FBS 
once it has been agreed to establish the programme in a country or 
region.

(Slide 1)
Implementing a FBS

Implementing a FBS involves 6 steps:  

1.	 Establish a Core Team of Trainers.
2.	Adapt the training materials.
3.	Identify, select and train facilitator. 

(Slide 2)
Implementing an FBS

4.	Design and organize the first round of farm-level training.
5.	Train farmers who have participated in the FBS as facilitators.
6.	Design and organize the second round of farm-level training. 

The six  steps in implementing
a farm business school

0
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(Slide 3)
Implementing an FBS

This is a diagram outlining the process for implementing an FBS. We 
will go through these briefly, one-by-one. 

(Slide 4)
1.	 Establish a Core Team of Trainers (CTT)

The first step in implementing an FBS is to establish a core team of 
trainers. To do this it is necessary to identify appropriate people to 
serve in this capacity. They can come from government, NGOs and the 
private sector. They should have previous experience in farm business 
management and experiential methods of farmer-to-farmer learning. 
And, they should ‘not need to be trained as trainers’. 

(Slide 5)
2.	Adapt the training materials

The CTT will need to review the training materials and adapt them to 
the local context.  They will need to consider levels of literacy and 
language requirements of the participating farmers. The materials 
will need to be adapted according to farmers’ literacy levels. Even if 
English is used, the materials should be reviewed. If necessary, they 
will need to translate materials into the local language or dialect. They 
will also need to decide on whether they should use number or symbol-
based calculations in the various exercises. 

(Slide 6)
3.	Identify, select and train facilitators

Once the CTT have been familiarized with the FBS materials and the 
materials have been adapted to local conditions, the next step is to 
identify, select and train FBS facilitators. To do this the organizers 
must first determine the method and process to be used to identify 
and select FBS facilitators to be trained by the core team. 

FBS facilitators could be drawn from the public sector extension 
service	 vice, NGOs, the private sector and lead farmers. 
Consideration should also be given to whether male or female 
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facilitators are needed. Beyond this, the FBS materials provide a list 
of qualities to look for in people to appoint as facilitator’s – key among 
these is the ability to work comfortably with farmers, to listen and to 
be able to adapt to circumstances on the ground.
 

(Slide 7)
3. Identify, select and train facilitators

After selecting potential facilitators, the next step is to train them 
in the FBS materials. Training is conducted using the actual materials 
of the programme itself (the same materials that will be used with the 
farmers). The training covers:
•	 The FBS concept;
•	 School organization;
•	 The content of the modules and sessions;
•	 Designing a training programme.  

(Slide 8)
4. Design and organize the first round of farm-level training

After completing their training, FBS Facilitators will design and 
organize a number of farm level training programmes among interested 
farmers as their first round of FBS training. To do this they will have 
to give careful consideration when selecting farmers so that they 
start with a group that is keen and able. 

(Slide 9)
4. Design and organize the first round of farm-level training

The primary outcome of the first round of FBS programmes is to train 
an initial cadre of farmers who are able to successfully implement the 
concepts and skills learned in the FBS on their own farms. And from 
these to identify farmers who can be trained as FBS facilitators. This is 
a key function to build training capacity for farmer-to-farmer training.

(Slide 10)
5. Train farmers who have participated in the FBS as facilitators

Once suitable farmers have been identified, they need to be trained 
as FBS facilitators. Training follows the FBS curriculum again, but 
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with an emphasis on facilitating learning among other farmers.  Having 
been through the process, the material will be familiar to them. 

(Slide 11)
6. Design and organize the second round of farm-level training
 
The last step in implementing the farm business school is to help the 
newly-trained FBS Facilitators set up school programmes in their 
areas. It is suggested that schools are started with ‘two facilitators‘ 
working together until they gain experience and build confidence. The 
CTT should mentor and accompany facilitators until they are fully 
competent and confident. The FBS system will need to provide back-
stopping support for technical and facilitation related issues that are 
likely to come up during the offering of FBS courses to farmers. It is 
recommended that refresher courses and reflection reviews are held 
at regular intervals so that ‘the facilitators’ can share experiences 
and problems and learn from one another. 

Ask if there are any questions.
Encourage discussion.
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9. Monitoring and evaluating the farm business school

In this segment, refer to the table ‘Level of competence in market- 
oriented farming’ at the end of Section 1, and read Item 1.12, in the 
handbook (a copy of the table is shown on the following pages). Before 
the meeting, decide if you are going to make copies of the table for 
the participants or have them refer to it in the handbook. 

1.	 Give the participants a moment or two to review the table that they 
have been provided (a copy in hand or the handbook itself). 

2.	Explain that the key indicator for monitoring and evaluating the 
progress of the farm business school is the competence of the 
farmers. This is meant to be tracked along seven (7) key indicators 
in the table. 

3.	Walk the participants through the table showing how farmers are 
meant to advance along the pathway. 

Ask if there are any questions.
Encourage discussion.



34                                                 Session 3 - One-day 
LE

VE
L 

O
F 

CO
M

PE
TE

N
CE

 I
N
 M

A
RK

ET
-O

RI
EN

TE
D
 F

A
RM

IN
G

Le
ve

l 
of

 m
ar

ke
t

or
ie
nt

at
io
n

Pr
od

uc
es

 
fo

r 
ho

m
e 

co
ns

um
pt

io
n

Pr
od

uc
es

 p
ri
m
ar

ily
 

fo
r 

ho
m
e 

co
ns

um
pt

io
n 

wi
th

 
so

m
e 

sa
le
s 

at
 

m
ar

ke
ts

Pr
od

uc
es

 f
or

 t
he

 
m
ar

ke
t 

an
d 

ho
m
e 

co
ns

um
pt

io
n

Fa
rm

s 
ex

cl
us

iv
el
y 

fo
r 

m
ar

ke
t,

 
bu

t 
st

ill
 v

er
y 

in
ex

pe
ri
en

ce
d

Ex
pe

ri
en

ce
d 

fa
rm

in
g 

ex
cl
us

iv
el
y 

fo
r 

th
e 

m
ar

ke
t

In
di
ca

to
r

Le
ve

l 
of

 
Co

m
m
er

ci
al
is
at

io
n 

(f
ar

m
in
g 

sy
st

em
, 
ar

ea
 

cu
lt
iv
at

ed
, 
m
ar

ke
t 

or
ie
nt

at
io
n)

•	
Tr

ad
it

io
na

l 
la

nd
 u

se
•	

N
o 

un
de

rs
ta

nd
in

g 
of

 m
ar

ke
ti

ng
 

an
d 

it
s 

im
pl

ic
at

io
ns

•	
A

wa
re

 o
f 

ca
sh

 c
ro

p 
op

po
rt

un
it

ie
s

•	
U

nd
er

st
an

di
ng

 
of

 h
ow

 t
he

 
m

ar
ke

t 
wo

rk
s

•	
A

wa
re

 t
ha

t 
it

 is
 

po
ss

ib
le

 t
o 

se
ll,

 
bu

t 
m

ar
ke

t 
is

 
no

t 
pr

io
ri

ty
•	

Fa
rm

 is
 n

ot
 a

 
bu

si
ne

ss

•	
Ch

an
gi

ng
 f

ar
m

in
g 

sy
st

em
 t

ow
ar

ds
 

m
ar

ke
t

•	
Co

ns
id

er
s 

m
ar

ke
t 

fir
st

, b
ut

 
st

ill
 b

al
an

ce
s 

de
ci

si
on

s 
wi

th
 h

om
e 

co
ns

um
pt

io
n 

ne
ed

s
•	

Be
gi

nn
in

g 
to

 
se

e 
fa

rm
 a

s 
a 

bu
si

ne
ss

•	
Fa

rm
 

do
m

in
at

ed
 b

y 
ca

sh
 c

ro
ps

 a
nd

 
liv

es
to

ck
 f

or
 

th
e 

m
ar

ke
t

•	
Sp

ec
ifi

c 
m

ar
ke

t 
id

en
ti

fie
d 

be
fo

re
 p

la
nt

in
g.

•	
Ta

ke
s 

ad
va

nt
ag

e 
of

 
se

as
on

al
 p

ri
ce

 
va

ri
at

io
ns

•	
Fa

rm
 is

 a
 

bu
si

ne
ss

•	
O

pt
im

al
 

cr
op

pi
ng

 
pa

tt
er

n
•	

Fo
rw

ar
d 

se
lli

ng
 

co
nt

ra
ct

s
•	

A
ll 

de
ci

si
on

s 
m

ad
e 

ex
cl

us
iv

el
y 

on
 t

he
 b

as
is

 
of

 t
he

 f
ar

m
 

as
 a

 b
us

in
es

s

Pr
od

uc
ti
on

 
te

ch
no

lo
gy

•	
Tr

ad
it

io
na

l 
pr

ac
ti

ce
s

•	
N

o 
wo

rk
in

g 
kn

ow
le

dg
e 

of
 

al
te

rn
at

iv
e 

pr
od

uc
ti

on
 

sy
st

em
s

•	
Ba

si
c 

un
de

rs
ta

nd
in

g 
of

 t
he

 
ec

on
om

ic
s 

of
 d

if
fe

re
nt

 
pr

od
uc

ti
on

 
te

ch
no

lo
gi

es
 

an
d 

fa
rm

 
en

te
rp

ri
se

s 
bu

t 
no

t 
ap

pl
ie

d

•	
A

pp
lie

s 
on

 a
 

sm
al

l s
ca

le
 o

r 
on

 
an

 e
xp

er
im

en
ta

l 
ba

si
s,

 s
om

e 
pr

od
uc

ti
on

 
te

ch
no

lo
gi

es
 

ba
se

d 
on

 
ec

on
om

ic
 

ad
va

nt
ag

es

•	
A

pp
lie

s 
on

 a
 

la
rg

er
 s

ca
le

 
pr

od
uc

ti
on

 
te

ch
no

lo
gi

es
 

ch
os

en
 b

as
ed

 
on

 k
no

wn
 

ec
on

om
ic

 
ad

va
nt

ag
es

•	
A

pp
lie

s 
on

 
wh

ol
e 

fa
rm

 
pr

od
uc

ti
on

 
te

ch
no

lo
gi

es
 

ch
os

en
 

ex
cl

us
iv

el
y 

on
 k

no
wn

 
ec

on
om

ic
 

ad
va

nt
ag

es
.



 35
LE

VE
L 

O
F 

CO
M

PE
TE

N
CE

 I
N
 M

A
RK

ET
-O

RI
EN

TE
D
 F

A
RM

IN
G

Le
ve

l 
of

 m
ar

ke
t

or
ie
nt

at
io
n

Pr
od

uc
es

 
fo

r 
ho

m
e 

co
ns

um
pt

io
n

Pr
od

uc
es

 p
ri
m
ar

ily
 

fo
r 

ho
m
e 

co
ns

um
pt

io
n 

wi
th

 
so

m
e 

sa
le
s 

at
 

m
ar

ke
ts

Pr
od

uc
es

 f
or

 t
he

 
m
ar

ke
t 

an
d 

ho
m
e 

co
ns

um
pt

io
n

Fa
rm

s 
ex

cl
us

iv
el
y 

fo
r 

m
ar

ke
t,

 
bu

t 
st

ill
 v

er
y 

in
ex

pe
ri
en

ce
d

Ex
pe

ri
en

ce
d 

fa
rm

in
g 

ex
cl
us

iv
el
y 

fo
r 

th
e 

m
ar

ke
t

In
di
ca

to
r

Va
lu
e 

ad
di
ti
on

/ 
le
ve

l 
of

 p
ro

ce
ss

in
g

•	
Tr

ad
it

io
na

l 
pr

oc
es

si
ng

 
ai

m
ed

 a
t 

pr
es

er
va

ti
on

 

•	
A

wa
re

 o
f 

va
lu

e 
ad

di
ng

 
op

po
rt

un
it

ie
s 

fr
om

 p
ro

ce
ss

in
g 

bu
t 

co
nt

in
ue

s 
to

 f
oc

us
 o

n 
pr

es
er

va
ti

on

•	
U

ti
lis

in
g 

pr
oc

es
si

ng
 

op
po

rt
un

it
ie

s 
pr

ov
id

ed
 b

y 
th

ir
d 

pa
rt

ie
s

•	
O

wn
s 

sm
al

l-
sc

al
e 

pr
oc

es
si

ng
 

eq
ui

pm
en

t

•	
O

wn
s 

la
rg

e 
sc

al
e 

pr
oc

es
si

ng
 

eq
ui

pm
en

t
•	

H
as

 b
uy

in
g 

co
nt

ra
ct

s 
wi

th
 

pr
oc

es
so

rs

Bu
si
ne

ss
 p

ra
ct

ic
es

 
(r
ec

or
d 

ke
ep

in
g,

 
gr

os
s 

m
ar

gi
n,

 
ph

ys
ic
al
 &

 
fin

an
ci
al
 p

la
nn

in
g 

et
c.

)

•	
N

o 
bu

si
ne

ss
 

pr
ac

ti
ce

s 
co

nd
uc

te
d

•	
U

nd
er

st
an

di
ng

 
th

at
 f

ar
m

in
g 

ca
n 

be
 

co
nd

uc
te

d 
as

 a
 

bu
si

ne
ss

•	
Ke

ep
s 

so
m

e 
re

co
rd

s 
of

 
st

or
ed

 p
ro

du
ct

s

•	
U

nd
er

st
an

ds
 t

he
 

im
po

rt
an

ce
 o

f 
ke

ep
in

g 
re

co
rd

s 
•	

Ke
ep

s 
so

m
e 

in
co

m
e 

an
d 

ex
pe

nd
it

ur
e 

re
co

rd
s,

 b
ut

 t
he

 
pr

ac
ti

ce
 is

 w
ea

k

•	
Pr

ep
ar

es
 

co
m

pr
eh

en
si

ve
 

re
co

rd
s 

(in
cl

ud
in

g 
ph

ys
ic

al
 a

nd
 

fin
an

ci
al

 
pl

an
ni

ng
) b

ut
 

wi
th

 a
ss

is
ta

nc
e 

•	
Pr

ep
ar

es
 

co
m

pr
eh

en
si

ve
 

re
co

rd
s 

wi
th

ou
t 

as
si

st
an

ce

Ca
pi
ta

lis
at

io
n

•	
Lo

w,
 u

si
ng

 
in

fo
rm

al
 

le
nd

in
g 

so
ur

ce
s

•	
A

wa
re

 o
f 

th
e 

ne
ed

 f
or

 c
ap

it
al

 
to

 b
ec

om
e 

m
or

e 
co

m
m

er
ci

al
ly

 
vi

ab
le

, b
ut

 
co

nt
in

ue
s 

to
 

us
e 

in
fo

rm
al

 
so

ur
ce

s

•	
St

ar
te

d 
to

 
in

ve
st

 in
 t

he
 

fa
rm

 b
us

in
es

s 
fo

r 
co

m
m

er
ci

al
 

be
ne

fit
s 

bu
t 

on
 a

 
sm

al
l s

ca
le

•	
La

rg
er

 
co

m
m

er
ci

al
 

in
ve

st
m

en
ts

 
ha

ve
 b

ee
n 

m
ad

e 
fo

r 
pr

od
uc

ti
ve

 
pu

rp
os

es
 –

 
re

su
lt

in
g 

in
 

in
cr

ea
se

d 
we

al
th

•	
W

or
ki

ng
 t

o 
a 

lo
ng

er
 t

er
m

 
in

ve
st

m
en

t 
pl

an
 a

im
ed

 
at

 in
cr

ea
si

ng
 

fa
rm

 
pr

ofi
ta

bi
lit

y 
an

d 
ge

ne
ra

ti
ng

 
we

al
th



36                                                Session 3 - One-day 

LE
VE

L 
O
F 

CO
M

PE
TE

N
CE

 I
N
 M

A
RK

ET
-O

RI
EN

TE
D
 F

A
RM

IN
G

Le
ve

l 
of

 m
ar

ke
t

or
ie
nt

at
io
n

Pr
od

uc
es

 
fo

r 
ho

m
e 

co
ns

um
pt

io
n

Pr
od

uc
es

 p
ri
m
ar

ily
 

fo
r 

ho
m
e 

co
ns

um
pt

io
n 

wi
th

 
so

m
e 

sa
le
s 

at
 

m
ar

ke
ts

Pr
od

uc
es

 f
or

 t
he

 
m
ar

ke
t 

an
d 

ho
m
e 

co
ns

um
pt

io
n

Fa
rm

s 
ex

cl
us

iv
el
y 

fo
r 

m
ar

ke
t,

 
bu

t 
st

ill
 v

er
y 

in
ex

pe
ri
en

ce
d

Ex
pe

ri
en

ce
d 

fa
rm

in
g 

ex
cl
us

iv
el
y 

fo
r 

th
e 

m
ar

ke
t

In
di
ca

to
r

Pa
rt

ic
ip
at

io
n 

in
 f

ar
m
/r

ur
al
 

en
te

rp
ri
se

 g
ro

up
s

•	
M

in
im

al
 

pa
rt

ic
ip

at
io

n 
in

 e
nt

er
pr

is
e 

sp
ec

ifi
c 

gr
ou

ps
 t

o 
le

ar
n 

ab
ou

t 
ec

on
om

ic
 

op
po

rt
un

it
ie

s

•	
M

em
be

r 
of

 a
n 

in
te

re
st

 g
ro

up
 

an
d 

be
gi

nn
in

g 
to

 e
xp

er
im

en
t 

wi
th

 n
ew

 id
ea

s

•	
Su

st
ai

ne
d 

m
em

be
rs

hi
p 

fo
r 

at
 le

as
t 

on
e 

ye
ar

•	
Re

gu
la

rl
y 

ex
pe

ri
m

en
ts

 
wi

th
 n

ew
 id

ea
s 

on
 a

 s
m

al
l 

sc
al

e

•	
A

do
pt

in
g 

th
e 

le
ss

on
s 

th
at

 c
am

e 
ou

t 
of

 g
ro

up
 

m
em

be
rs

hi
p,

 
bu

t 
st

ill
 s

ee
ks

 
su

pp
or

t 
an

d 
gu

id
an

ce

•	
Ke

y 
m

em
be

r/
 

le
ad

er
 in

 
en

te
rp

ri
se

 
gr

ou
p

•	
D

ev
el

op
s 

an
d 

ad
ap

ts
 

th
e 

bu
si

ne
ss

 
en

te
rp

ri
se

 t
o 

m
ar

ke
t 

ch
an

ge
s

In
pu

t-
ou

tp
ut

 
lin

ka
ge

s

U
se

 o
f 

su
pp

or
t 

se
rv

ic
es

•	
N

o 
un

de
rs

ta
nd

in
g 

of
 in

pu
t-

ou
tp

ut
 

lin
ka

ge
s 

an
d 

su
pp

or
t 

se
rv

ic
es

•	
U

nd
er

st
an

ds
 

th
e 

im
po

rt
an

ce
 

of
 li

nk
ag

es
 

•	
Be

gi
ns

 
ex

pl
or

in
g 

po
ss

ib
ili

ti
es

 
m

os
tl

y 
wi

th
 

ex
te

rn
al

 
en

co
ur

ag
em

en
t

•	
M

em
be

r 
of

 
gr

ou
p(

s)
 t

ak
in

g 
ad

va
nt

ag
e 

of
 

lin
ka

ge
s

•	
H

as
 

es
ta

bl
is

he
d 

a 
fe

w 
im

po
rt

an
t 

lin
ka

ge
s 

(w
it

h 
su

pp
or

t)

•	
Pr

o-
ac

ti
ve

 
m

em
be

r 
of

 a
 

gr
ou

p(
s)

 t
ak

in
g 

ad
va

nt
ag

e 
of

 
lin

ka
ge

s

•	
Ca

pa
ci

ty
 t

o 
fo

rg
e 

lin
ka

ge
s 

wi
th

ou
t 

ex
te

rn
al

 
su

pp
or

t
•	

A
dv

is
es

 o
th

er
 

fa
rm

er
s 

on
 

po
te

nt
ia

l 
lin

ka
ge

s



Session 4
CLOSING THE ONE-DAY 

ORIENTATION PROGRAMME



38                                               Session 4 - One-day



 39

10. The final session

Bring the orientation to a close using the diagram
‘Farm business school programme implementation’.

Show Slide 3 
PowerPoint Series 8 

1.	 Thank the participants for the interest they have shown in the 
farm business school and for their attention during the ‘One-day 
orientation programme’. 

2.	Now that the orientation is about to be concluded it is likely that 
you as the facilitator would like to make a few closing comments. 
Perhaps you have found a table or diagram outside the programme 
that you would like to share with the participants.  

3.	Often the best way to get things started and to involve those present 
in a dialogue is to initiate a brief discussion on the programme. 

4.	Depending on the individual interest(s) of those who have taken 
part in the presentation you may ask if there are any matters that 
require clarification.

5.	Ask what are their impressions of the farm business school and the 
FBS process now that they have been fully briefed. 

6.	And most importantly how do they think they could implement the 
farm business school and process in the field to the benefit of those 
involved.

At the very end of the session
open the floor to the participants

to voice their opinions or make a final comment
if only to say goodbye to their fellow participants.
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For information on FAO’s activities
related to farm business management

please contact:

Research and Extension Unit
Natural Resources Management and Environment Department

Food and Agriculture Organization of the United Nations
Viale delle Terme di Caracalla

00153 Rome, Italy

Web site: http://www.fao.org/nr/nr-home/en/



Before embarking on the farm business school 
programme it is important for policy makers and 
programme managers responsible for the delivery of 
extension and rural advisory services to be sensitized 
on the concept and made aware of the length, duration 
and resources that will be required to implement the 
programme successfully. This orientation outlines the 
concept of the farm business school, the approach to 
learning and the way the training programme can be 
designed, organized and conducted.


