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1.0  Introduction  

Civil Society Network on Climate Change (CISONECC) exists to facilitate 

collaboration and provide policy positions to relevant stakeholders including 

government and policy makers on Climate Change management and Disaster Risk 

Management in the country. With funding from the New Partnership for African 

Development (NEPAD), CISONECC is implementing a project called Gender 

Climate Change Agriculture Support Program (GCCASP) in Rumphi District in 

Ntchenachena and Chiweta Extension Planning Areas.  

 

Under the GCCASP, CISONECC seeks to enhance the capacity of rural women 

farming households and other vulnerable communities in resilience building by 

ensuring that they have access to livelihoods productive resources, knowledge 

and services. Specifically, the project aims at building the capacity of women 

farmers in evidence-based advocacy, and promote the adoption of climate smart 

agriculture approaches to improve household food and nutritional security and to 

empower women in agribusiness.      

 

The NEPAD-CISONECC GCCASP listed Training of Trainers on Farmer Market 

School as one of the project activities to be conducted. CISONECC organized this 

at Illala Crest Lodge in Mzuzu from 14th to 15th March 2019. The training targeted 

Women Lead farmers, Extension Workers and representatives of rural women 

farmers clubs in Chiweta and Ntchenachena EPAs.  

 

The concept of Farmer Market School (FMS) advances farmer-led research on 

agricultural value chains. It advocates for farmers becoming market researchers in 

their own right by initiating and conducting meetings with other value chain 

players and making production decisions based on market knowledge/market 

research. 

Smallholder farmers’ growing engagement with the market is a key precondition 

for increased income to farmer household and for agriculture based economic 

growth. But most often, smallholder farmers remain at the fringes of the market. 

They are not included in the value chains for their commodities as conscious 

actors, but they are perceived as merely an economic factor. Typically, farmers do 
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not know much more about the value chains than the first link they meet – the 

middlemen- who buy farmers produce at low prices. 

But, to be engaged with the market requires much more than just removing the 

middleman, actually not necessarily a good idea, because the middleman has a 

function in the value chain by bringing goods from A to B, without which the chain 

would not function. The farmers therefore need market skills, must be market 

ready, before they can maneuver and benefit from what the market offers. These 

skills can be learned, and with those skills the farmer can start treating farming as 

a business.  

 

This training therefore aimed at equipping rural women farmers and extension 

officers in Ntchenachena and Chiweta EPAs with knowledge of diverse business 

theories and practical approaches that farmers can use in establishing market 

linkages and becoming benefitting players in the value chain. 

2.0 Objectives of the Training 
The main objective of the training was to make rural women farmers and other 

relevant stakeholders fully understand and eventually be able to train others on 

the concept of farmer market school (FMS). Specifically, the training aimed at; 

i. Training participants on the principles of Farmer Market School and how 

to apply the approach in the implementation of their farming activities;   

ii. Equipping the participants with skills that will enable them implement 

Farmer Market School; and 

iii. Building a promising alliance between rural smallholder women 

farmers, communities’ and market service providers. 

 

3.0 Training Proceedings 

3.1 Opening Remarks 

The training was started on 14th March 2019. Mr Kondwani Mubisa from 

CISONECC moderated proceedings on the first day. The session started with a 
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prayer by a volunteer before the moderator went on to welcome the participants 

to the training. The session proceeded with self-introductions before it was time 

for opening remarks.  

 

Taking his turn, CISONECC’s Project Officer Mr Collins Mittochi welcomed 

participants on the first day of the training and gave a brief introduction on the 

objectives of the GCCASP project and the Training of Trainers workshop in 

particular. He further urged the participant to take the training seriously and 

participate freely through commenting, experience sharing and posing questions 

where they feel they needed more information. He further stated that participants 

were free to use either English, Chewa or Tumbuka languages depending on their 

choice and ability. This was a deliberate attempt to eliminate language barriers for 

effective participation during the course of the training.  

 

Mr. Lumbani Msiska, District Agriculture Development Officer (DADO) for 

Rumphi District called on participants to feel free and be attentive to the 

proceedings of the training. He thanked NEPAD through CISONECC for coming 

in to assist farmers especially women farmers in resilience building against 

ravaging impacts of climate change. Mr. Msiska further lamented his office’s lack 

of capacity to reach out to all farmers in Rumphi and commended CISONECC’s 

idea of organising such a training arguing that it comes as a relief to his office and 

government in general especially in the areas of extension service delivery.  The 

DADO said that it is in the interest of the Government of Malawi to promote 

Agriculture beyond achieving food and nutrition security by putting particular 

focus on agriculture as business. He commended CISONECC for arranging a 

training of trainer’s workshop on Farmer Market Schools arguing that such 

knowledge put farmers at a position where they are able to understand their 

markets better and therefore sell their produce at more reward prices. The DADO 

also thanked NEPAD through CISONECC for targeting women farmers for the 

training and went on to urge the women to practice the knowledge and share it 

with other fellow farmers in the communities to assist in delivering extension 

services. Lastly, the DADO asked all participants especially women farmers from 

Rumphi to exercise caution and to take care of themselves throughout the training 

period and to commit themselves to the objectives of the training. 
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Mrs Chimwemwe Kussein, Principal Gender Development Officer from Ministry 

of Gender, Children, Disability and Social Welfare (MoGCDSW) reiterated 

Governments’ commitment to addressing the gender gap in Malawi. She cited the 

development of the National Gender policy as a clear testimony of Governments 

commitment to empowering women and girls in all sectors of development 

including agriculture. She urged the women farmers to seize the opportunity to 

learn more on how they can identify and create markets and how they can join the 

value chain through value addition to their respective commodities. She 

concluded by thanking NEPAD through CISONECC for the gesture that seek to 

complement governments efforts of empowering women and building their 

capacity to contribute to efforts of improving livelihoods at household and 

community level. 

 

CISONECC’s National Coordinator, Julius Ng’oma, thanked Ministries of Gender 

and Agriculture including Rumphi District Council for their constant support 

towards achieving the objectives of the project. He also thanked COWFA, 

representatives of women farmers, and the media for showing up each time they 

are invited to activities under the project. He finalized by urging participants to 

take the training seriously and asked them to share the knowledge with other 

farmers in their communities. The Coordinator went on to declare the training 

officially opened. 

   

3.2 Climate Setting   

The training facilitator, Mr. Gibson Malambo also welcomed the participants to 

the training and shared his expectations from the participants. He stressed the 

need for the participants to participate freely and actively for him to be able to 

achieve the objectives of the training. He demanded attention, interaction and 

discipline throughout the training course. To help him achieve this, he proposed 

that the house should agree on some rules to guide participants conduct 

throughout the training. 
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3.3 Setting of learning norms/Ground rules 

Participants suggested the following as rules to be followed during the training: 

one speaker at a time; punctuality; all mobile phones be put on silent; there shall 

be no unnecessary movements that can disrupt normal proceedings of the 

training; all participants should respect the views of others; where there is need 

for more clarity, participants are encouraged to ask questions freely; participants 

are free to share their knowledge or experiences on any sub-topic covered in one 

of the three languages accepted during the training. 

 

3.4  Assigning of responsibilities 

The house further shared responsibilities to make sure that time was well 

managed and that there was a deliberate protocol to be followed whenever 

participants wanted to channel concerns relating to the training. A time-keeper 

was also chosen to help the facilitator manage the time according to the program. 

A social welfare representative was also selected among the participants to report 

welfare issues which included: catering of meals and refreshments; sicknesses; and 

other logistical concerns e.g. allowances.   

 

4.0 Modules delivered (Day One) 

4.1 Participants experiences regarding market access by smallholder farmers 

Participants were asked to brainstorm experiences regarding market access by 

smallholder farmers in their communities. A number of issues came out during 

the brainstorming. Some of them include; 

 

 Lack of adequate and functional established markets for farmers to sell their 

produce. 

Farmer lamented lack of readily available and established market for their 

commodities. This results into exploitation of smallholder farmers by vendors 

who buy agricultural commodities from farmers at very low prices. This is 

happening because farmers engage in production of agricultural commodities 

without identifying the market where they have to sell their produce. As a 
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result, farmers sell their produce to the available vendors at giveaway prices to 

solve their immediate household needs.  

 Lack of farmers’ understanding of the everchanging market needs. 

The discussion also identified lack of market research by farmers to understand 

the type of commodities that are in high demand on the market. This lack of 

understanding of the market needs results into production of commodities that 

do not appeal on the market and farmers tend to make losses. Market research 

is very important as it informs farmers decision on the type of commodities to 

focus on in order for farmers to realize better returns from their effort. 

 

 Lack of capacity by smallholder farmers to satisfy market demand 

Participants also suggested that smallholder farmers lack capacity to supply to 

big markets. As such, smallholder farmers miss out on the opportunity to sell 

their commodities at reasonable prices and the big markets are left for 

middlemen who supply these big markets by buy commodities from frustrated 

rural farmers at very low prices 

 

 Lack of smallholder farmers’ capacity to meet quality demands of bigger 

markets 

Participants also observed that some of the available markets demand some 

level of quality of produce that most smallholder farmers find difficult to 

achieve as most of them are engaged in non-intensive approaches to agriculture 

production. 

 Inconsistent market policies on some agricultural commodities 

Participants also identified the problem of inconsistent market policies from the 

side of government as one of the factors that affect smallholder farmers access 

to profitable markets. Farmers cited the issue of occasional bans on crops like 

maize as something that hampers their access to market. 

 

 4.2 Introduction to Farmer Field Schools (FFS) 

Having discussed smallholder farmers experiences in market access, Mr Gibson 

Malambo, the training facilitator, took participants through the first module of the 

training. The module was about the concept of Farmers Field School (FFS). He 
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defined FFS as an innovative, participatory and interactive learning approach that 

emphasizes problem solving and discovery-based learning in various agriculture 

practices. He said the approach aims to build farmers’ capacity to analyse their 

production systems, identify problems, test possible solutions, and eventually 

encourage the participants to adopt the practices most suitable to their farming 

systems. Mr Malambo also added that FFS approach can provide an opportunity 

for farmers to practice and test/evaluate sustainable land use technologies, and 

introduce new technologies through comparing their conventional technologies 

developed with their own tradition and culture. 

He also highlighted that the approach is usually a time bound activity (generally 

one agricultural production cycle or a year), involving a group (commonly 20-30) 

of farmers. It is facilitated by extension staff or – increasingly – by farmer 

facilitators (FFs). The method emphasizes group observation, discussion, analysis, 

presentation, and collective decision making and actions. The facilitator further 

introduced the participants to the basic component of FFS - setting up of a 

Participatory Comparative Experiment (PCE), commonly referred to as 

Participatory Technology Development (PTD)- whereby the farmers put the FFS 

concept into practice. He said a PCE can be developed using subjects of 

agriculture, livestock, forestry, agroforestry, livelihoods and others.  

The facilitator further stressed that presentation of PCE findings by participants is 

a key activity in the FFS’s learning process as it encourages participants to present 

their findings, experiences and knowledge in front of other FFS members while 

defending their opinions on findings and decisions made. Such process builds self-

confidence, particularly for women, poor household members, or minority group 

members.  

Another key outcome of FFS as indicated by the facilitator is that of leadership 

development. An FFS must have an appointed group of leaders composed of a 

Chairperson, Deputy Chairperson, Secretary, and Treasurer. In addition, the FFS 

membership is divided into four to five sub groups and each sub group has a 

leader. Through managing the FFS group and sub groups, these appointed leaders 

as well as the rest of the members build up skills of group management and 

leadership.  

Mr Gibson Malaembo further indicated that FFS encourages cohesiveness among 

members, develops team work and that many FFS groups continue after the FFS 

learning cycle is completed for self-motivated study of other subjects, 
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development of collective marketing of agricultural produce, and to establish 

cooperatives. 

In reaction to this presentation, one participant observed that the approach is good 

as it advances farmer-led technologies other than scientific ones which most of the 

times assume universality and do not work in other areas.  

Another participant, a rural woman farmer, suggested that the approach is very 

feasible and can be adopted by their respective clubs which already have existing 

leadership structures. However, she expressed concern over lack of adequate 

extension personnel to help facilitate such schools.  She however suggested the 

need to provide special training to selected lead farmers who can subsequently 

assume the facilitation roles in their various FFS. 

 

4.2.1 Principles of Farmer Field Schools 

After introducing the concept of  FFS, the facilitator went on to cover the principles 

of FFS.  He indicated that  FFS has the following principles: it is based on 

facilitation not teaching; the field is considered the learning place; emphasizes 

hands-on and discovery-based learning; Looks at a farmer as an expert; believes 

in equity and not hierarchy; it is based on integrated and learner-defined 

curriculum; advances the concept of comparative experiments; promotes agro-

ecosystem analysis; considers special topics; promotes team building and social 

animation and advocates for participatory monitoring and evaluation.  

In response, participants observed that team building is an essential component of 

the FFS approach as it is the only way farmers can be able to solve challenges that 

most smallholder farmers face.  

However, the participants expressed concern that it takes reasonable effort and 

some high level of organisation to build a working team especially for rural 

women farmers who usually have diverse individual and households needs and 

demands.  Responding to the concern, COWFA President, Mrs Ellen Matupi 

acknowledged challenges in team building among women farmers but was quick 

to encourage the women that any functional group, club or association is a product 

of forgone individual needs and expectations. She urged women cooperate if they 

are to achieve much bigger goals.  
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4.2.2 Benefits of Farmer Field School to farmers 

Going forward with the presentations, Mr Gibson Malambo shared some of the 

benefits of FFS approach to farmers. He indicated that FFS has the following 

benefits; 

  It does not rely mainly on information and techniques brought by extension 

agents and transferred to farmers. Instead, the approach aims to encourage 

farmers’ systematic observation and informed decision making based on 

discovery-based learning so that new knowledge and practices are 

generated by the farmers themselves. This process stimulates ownership of 

the learning process and ensures local adaptation. Under the FFS approach, 

the main role of extension workers  is to enhance farmers’ skills in practicing 

new ideas, discovering their own solutions, and developing coping 

strategies to deal with ever changing situations.  

 Technologies practiced under FFS usually are site specific and suitable to 

the farmers who use them because the FFS participants themselves set up 

learning sites and put technologies into practice. As a result, adoption rates 

are usually high among FFS members.  

 The FFS approach also promotes transfer of knowledge to neighbours since 

learning results are based on farmers’ experiences applicable to their 

neighbours. 

 FFS is not about transferring and teaching knowledge and techniques, as it 

is the case in conventional extension. The FFS approach empowers farmers 

in various aspects through confidence building and decision-making 

exercises. Unlike in other extension approaches, farmers in the FFS 

approach are facilitated to take a lead in learning sessions under a 

participatory manner. Every FFS session allocates time for presentation of 

field observations followed by group discussion. In addition, participants in 

FFS are divided into sub groups and discussions among sub group members 

are encouraged. These exercises involving tangible field results usually 

provide a foundation for participants to “own” the learning process, build 

their confidence and personal skills, and thus become empowered in their 

farming activities and collaborating with other farmers in finding solutions.  
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 Farmer Field School also recognises the risk for subsistence farmers to 

switch from their conventional land use practices to new ones based only 

on information or short training sessions provided by extension workers. 

The approach understands that farmers simply cannot afford crop failures 

when trying out new systems. It therefore provides farmers with the 

opportunity to try out new practices on a group farm where risks are 

minimal, and potential losses would be shared by group members. Learning 

sites are usually very small in size; sufficient only to test and compare new 

technologies and farmers’ own conventional farmers’ practices.  

 FFS does not promote new methods in isolation from regular farmer 

practices; rather it provides an opportunity for the participants to test and 

compare alternatives in a relatively risk-free environment with measurable 

figures for discussion and debate among participating farmers. FFS is 

therefore a less risky approach for subsistence farmers compared to most 

conventional extension methods. 

 The approach also recognises that farmers have a wealth of knowledge, 

which is usually based on their experience. It is also true that they are 

sometimes based on misconceptions. Wrong ideas or false deep-rooted 

impressions cannot be easily swept aside through short term training or 

field visits.  

 FFS provides an analytical structure and season long regular interactions 

with the field, facilitators, and other FFS members, which enables 

participants to learn first-hand the benefits of testing new technologies in 

PCE and to understand the behaviour of introduced crops. The FFS 

experience can as well assist them to recognize misunderstandings and 

avoid errors in farming practices or beliefs. 

However, the facilitator informed the participants that FFS has some limitations. 

One major limitations is that it perpetrates a tendency of some FFS 

trainers/teachers to be directive instead of facilitative. This may impede the 

mutual learning process.  
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The other big limitation is that it focuses more on farm-level technology and 

productivity than on farmer economy. This is where the Farmer Business school 

comes in. 

As a matter of contribution, Mr Kondwani Ngwira, AEDC for Ntchenachena EPA 

emphasize the need to intensify utilization of farmer knowledge as it provides the 

best basis in addressing local agricultural issues e.g. crop diseases. He cited an 

example of some farmers who discovered local solutions of dealing with Army 

Worms using indigenous knowledge after failing to deal with the worms using 

synthetic chemicals. 

 

4.3 Introduction to Farmer Business School (FBS) 

The facilitator also touched on Farmer Business School FBS as another area worth 

covering. He acknowledged a shift in paradigm from one that focuses on increased 

agriculture productivity for food security to that which advances agriculture 

productivity for both food security and economic gains. This shift in paradigm 

gave birth to  a new approach called the Farmer Business School.  

Mr Malambo further indicated that the FBS concept builds on experiential learning 

and targets a mind-set change of farmers to recognise themselves as entrepreneurs 

and investors. Therefore, the desire to increase income by taking advantage of 

market opportunities requires farmers to become better decision-makers and 

better at competing in this new environment.  The emphasis on the market and the 

need of farmers to be competitive, calls for better farm management skills.  

The facilitator also stressed that Farm business management skills and knowledge 

is recognized as important for farmers to effectively respond to present day 

farming challenges. FBS therefore builds the skills and capacities of farmers 

through a process of practice and learning. It also aims to help farmers learn how 

to make their farming enterprises and overall farm operations profitable and able 

to respond to market demands. Furthermore, the school 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. A unique 

characteristic of the farm business school is that learning takes place at farm level 

through schools set up in the individual communities. Learning about business 

occurs in the farmers’ own local environment where they work in small groups at 

their own pace. The FBS programme therefore takes the school to the farmers. 
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Another fact about the FBS is that it uses a learning-by- doing approach which 

provides the farmers with a structured experience in which they can learn the 

theory and practice of farming as a business, implement that learning and then 

evaluate the progress of their farms and of their own farm business management 

skills. According to the facilitator, this iterative process is intended to reinforce 

learning so that by the end of one cycle of the FBS, the farmers are on a clear 

pathway to commanding the progress of their farm businesses. 

Additionally, Mr Malambo indicated that farm business school uses an 

experiential learning framework. It focuses on content by providing practical 

exercises to facilitate learning of specific knowledge and skills. It involves 

facilitated farmer learning led by a trained facilitator. It is designed around a 

selected farm enterprise that can be produced locally. It covers the production 

cycle from planning to marketing. Learning under this approach is linked to real 

farm settings to reinforce learning and to deliver more immediate impact. 

The facilitator concluded by stating that FBS learning process closely adheres to 

what is called the Participatory Mutual Training and Learning Approach 

(PMTLA). 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. The process involves the participation of people with 

common interest and purpose. There are no instructors or teachers, but only 

facilitators. The participants mainly learn from each other. 

Reacting to the presentation, one participant commented that it appears to her that 

the concept of Farmer Business School and Farmer Field Schools are to some extent 

similar in that they both regard a farmer as a critical element in the two 

approaches. She further indicated that both approaches encourage participatory 

and learning but only appears to differ on the focus as FFS focuses on harnessing 

farmer-led farm level innovations while FBS focuses on the business dimensions 

of farming. A participant suggested that for farmers to be able to deliver under the 

FBS approach, they will require basic business management knowledge to be able 

to take part in the decision-making processes to tactically increase income from 

their commodities. In response to the concern, Mr Wakisa Kalima, AEDC for 

Chiweta EPA said that issues of basic business management knowledge are 

already consider in the approach by virtue of involving extension workers. 

However, he proposed that if need be, an arrangement can be made for FBS 
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members to undergo a training on basic business management skills to enhance 

effectiveness 

4.4 Introduction to Farmer Market School (FMS) 

Having covered FFS and FBS, the facilitator introduced another new approach to 

agriculture called the Farmer Market School (FMS). FMS is an innovative approach 

that considers the two related farmer-oriented school models, the Farmer Field 

School (FFS) and Farmer Business School (FBS) and the same time.  

In his presentation, Mr Malambo indicated that the farmer market school focuses 

on the whole value chain unlike the FFS that focuses on production technologies 

(practical innovativeness of farmers in production models); and the FBS that 

focuses on economic and gross margins tenets on a farm.   

He defined FMS as a farmer-led research on agricultural value chains where 

farmers become market researchers on their own right by initiating and 

conducting meetings with other value chain players. Farmers make production 

decisions based on market knowledge/market research. Under this approach, 

farmers are equipped with knowledge of diverse business theories.  

The facilitator also mentioned that FMS is the only practical approach of 

integrating smallholder farmers into value chains by self-establishing market 

linkages. It empowers and enable smallholder farmers become active players in 

their respective value chains than mere producers and he went on to recommend 

the model for the Gender Climate Change Agriculture Support Programme as it 

does not only aim at enhancing farm-level innovation and productivity, but it  also 

has a resilience building  aspect through empowering farmers to become players 

in the value chain through devising ways that can make their commodities more 

appealing, competitive and acceptable on the market hence fetching more income. 

4.4.1 Principles of Farmer Market Schools 

On the Principles of FMS model, the facilitator highlighted that the model is based 

on the following principals:  

 Application of adult learning principles (learning by doing) 

 Group learning (share experiences and discoveries) 

 Learning by discovering (conducting market research) 

 Complete value chain explorations 
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 Facilitated by purposely-trained facilitators and that farmers contribute 

towards market visits/trips (FMS is self-propelled). The general basis for an 

FMS is that farmers should produce more to make money. 

As a matter of commenting on the principles of FMS, Mrs Chimwemwe Kussein, 

Principal Gender Development Officer emphasized the need to adopt this 

approach as it encapsulates both the FFS and the FBS principles. She stressed the 

need to step up efforts of making farmers become critical players in the value chain 

in order improve returns from their commodities. She further lamented that 

women farmers usually have weak bargaining powers for their produce because 

they are usually caught up in a scenario where they have to solve immediate 

household needs. This in her view, compel them to sell their commodities to 

vendors at giveaway price. FMS through learning by doing in groups therefore is 

an ideal approach to bail out women from this tricky situation  

 

4.4.2 Facilitation of Farmer Market School 

According to the facilitator, the ideal group size for an FMS is 20 to 25 persons. 

The FMS members would ideally be part of an existing farmer group or farmer 

club for instance Mahomero, Khowe, Vyasintha or Mphizi women clubs from both 

Ntchenachena and Rumphi Extension planning area. It could also be a farmer 

interest group or farmer association e.g. Njati Farmers Association in 

Ntchenachena.  

He also indicated that it may not be all members of a group who take part in the 

FMS, it could be 5 selected members of a farmer interest group of total 100 

members. In that case the FMS member will take their learning and information 

about market opportunities to their group. If e.g. a buyer offers a good deal for a 

certain quantity of Mathuthu Sweet Potato variety, this information can be shared 

in the wider group as a business opportunity.  

Farmer associations with e.g. more than 1,000 members can benefit by selecting 

e.g. its market committee to undergo the training. In that case a general 

information meeting with all members present would be a precondition, he said. 

During meetings, a place may be required for around 20 participants, who then 

become the Farmer Market School.  The trainer also stressed that the group 

members should be made aware that apart from time spent in meetings and at 

trips, the participation also includes visits to trade and urban centres, which cost 
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money that the group has to raise by itself as the only thing free is the 

trainer/facilitator and the training materials.  

The facilitator further advised that when forming the FMS, it is important that the  

opportunity of joining or becoming a member of a Farmer Market School should 

be announced in the district in collaboration with the District Agricultural 

Development Office. It would be a good idea to hold some information meetings, 

where the FMS is explained in more detail so that interested members know what 

to expect beforehand as this will avoid possible frustrations in future. 

According to the facilitator, in a way of promoting active community participation 

in the Farmer Market School (FMS) activities, the community mobilization process 

follows the following steps; 

 District Executive Committee (DEC) Brief to enlighten the DEC members of 

the FMS concept 

 Selecting a community (targeting farmers with the zeal to learn and active 

in farming). 

 Preliminary meeting with community leaders to explain how the FMS 

concept is implemented and to enlist their support in mobilizing community 

participation. 

 Sensitization of community members of the FMS concept. 

 Identifying FMS participants who are willing to commit their time and 

money in implementing the FMS since there is no external financial injection 

into the FMS implementation for sustainability sake. 

 A session on introduction to the learning process and leadership and lastly,  

 Selection of leadership committee to coordinate the learning activities and 

liaise with relevant stakeholders. 

Commenting on the facilitation of the FMS, the Mr Kondwani Ngwira took the 

opportunity to thank the Rumphi DEC for showing interest in adopting 

developmental   initiatives and indicated that he is sure that the administrative 

structure of Rumphi District through the support of the DADO who was present 

during the training would be willing and ready to play their role in initiating the 

FMSs. 
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4.4.3 FMS Leadership 

Still under the FMS concept, the facilitator Mr. Gibson Malambo also covers 

something on FMS leadership. He indicated that the FMS leadership must be 

democratically voted into positions by their members. Therefore, members must 

fully understand the qualities and responsibilities of the different leadership 

positions they aspire to undertake before a voting exercise is done. He also 

indicated that members should nominate 2-3 members for each position after 

which voting should be conducted in private for the preferred candidate to avoid 

conflict. Votes should be counted and announced immediately. Below are some of 

the recommended qualities of the leaders of FMS 

 

Table 1: Qualities and Responsibilities of the FMS Chair Person 

QUALITIES RESPONSIBILITIES 

 Dynamic and 

visionary  

 Respected 

 Trustworthy 

 Fair and capable of 

being neutral 

 Strong personality, 

but not autocratic 

 Tactful 

 Listens to others and 

takes their opinions 

into account 

 Patient 

 Organized 

 Punctual 

 At ease speaking in 

front of others 

 Capable of 

summarizing the 

 To attend all FMS trainings 

 To be the official spokesperson of the FMS 

group in terms of giving reports on the 

activities of the group.  

 Represent the FMS group to outside 

stakeholders. 

 Chair FMS meetings.  

 Call the FMS class meetings to order, announce 

the agenda and lead discussions 

 To ensure that the meetings follow proper 

procedure (especially with respect to financial 

management) and that the Constitution is 

followed and respected 

 Lead planning of FMS activities in relation to 

market visits. 

 Works closely with chairpersons from the 

farmer groups to check if FMS information is 

being shared with the farmer groups  



22 
 

 
Table 2: Qualities and Responsibilities of the FMS Class Secretary 
 

 
 
Table 3: Qualities and Responsibilities of the FMS Class Treasurer 
 

views of many 

people 

 When needed, provides a brief history of the 

FMS class, farmer groups represented and its 

performance 

 To facilitate discussion of issues raised by the 

FMS class and ensures that everyone’s views 

are listened to 

 Facilitate solutions to conflicts amongst the 

participants  

QUALITIES RESPONSIBILITIES 

 Literate, numerate and 

capable of writing.  

 Able to maintain and 

keep FMS records, 

reports 

 Trustworthy 

 Reliable 

 Intelligent 

 Punctual always on 

time 

 Willing to put in 

additional time 

 Document FMS training proceedings, 

minutes of meetings held and information 

collected from market visits.  

 Read minutes at all meetings  

 Keeps registers of FMS class and farmer 

groups represented by the FMS class 

 Carry out duties as assigned by the general 

committee including but not limited to the 

following. 

 Preparing the agenda in collaboration with 

the chair person. 

 Chairs meeting in the absence of chairman 

QUALITIES RESPONSIBILITIES 

 Numerate with some 

financial literacy 

 Trustworthy and 

with a strong 

 Receives and records financial contributions 

received from the farmer groups.  

 Maintains proper financial records of the 

FMS group transactions 
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Commenting on the leadership of FMS, one participant pointed out that most 

farmer groups usually collapse because of lack of effective leadership. She urged 

extension workers to facilitate and support the identification and development of 

vibrant leadership in farmer clubs   

 

4.5 Market, Price and payment terms  

Participants were tasked to brainstorm the definition of the words “market” and 

“price”. Sticky notes were distributed to the participants to contribute their own 

understanding of the two words. A variety of definitions were provided and the 

sticky notes were put on a flip chart for plenary discussions. The following were 

some of the common definitions given by participants; 

 A place where we sell goods 

 A place where the seller meets the buyer and exchange money with 

commodities at an agreed price 

 A place where forces of demand and supply interact 

 A place where goods can be sold or bought 

During the plenary, it was observed that most definitions described a market as a 

“place”. However, through the facilitator indicated that a market can be an 

individual, an institution or organization that is ready and willing to buy a specific 

commodity at an agreed price. He further added that a market does not only 

character (likely to 

resist temptation) 

 From a family with a 

good reputation 

 Lives in a secure 

house 

 Reliable and 

responsible 

 Presents financial reports to FMS group 

members and farmer groups at prescribed 

times.  

 Keeps Association records and money safely 

at home in the cash box. N.B – Keys for cash 

box shall be kept by selected members of the 

FMS class. 

 Signatory to the release of money for FMS 

activities in partnership with Secretary and 

Chairperson 
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involve the buying and selling of goods, but it also involves buying or selling of 

services at a price.  

Most participants defined “price” as a monetary value attached to a commodity 

placed on the market. 

The session further discussed factors that influence prices and modes of payment 

for commodity/services on a market. The following factors that affect prices were 

mentioned; 

 seasonal fluctuations 

 quantity of goods or service 

 quality of commodities or service 

 packaging. 

 Government market policies 

Participants also discussed different ways through which a producer/farmer can 

be paid. These included; cash, cheques, mobile banking and bank transfers  

 

5.0 Training Proceedings (Day Two) 

5.1 Opening Remarks  

Day two of the training started at exactly 8:00am. Mr Collins Mittochi moderated 

proceedings on this day. The session started with a prayer by a volunteer. The 

moderator called upon Mr Julius Ng’oma to make a few remarks before 

proceeding with the training. 

In his remarks, Julius Ng’oma welcome all participants to the second day of the 

training and reminded them to continue participating actively throughout the 

remaining training time. 
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5.2 Recap of Day one 

The facilitator started the proceedings of the training with a  recap of the modules 

delivered the previous day. At the throwing of a ball, participants were requested 

to narrate what they learnt on the first day. Farmers were able to explain the 

concepts of Farmer Field School, Farmer Business School and Farmer Market 

School and create examples using their clubs. The following are some of the 

lessons learnt by participants on the first day; 

 There is need to conduct market research before engaging in the production 

of agricultural commodities for commercial purposes. Most of the 

smallholder farmers start engaging in the production of crops without 

establishing markets 

 It is important for farmers to work in clubs/associations/groups in order 

for them to effectively lobby for better prices. Groups allow farmers access 

inputs, share losses and profits and improves per capita production 

capacities of smallholder farmers 

 FFSs are important in advancing farmer-led farm-level technologies. 

Recognizes farmers as experts with better knowledge of their farming 

systems. 

 FFSs encourage learning in the field not in a class setting. Practical 

knowledge is fundamental for increased productivity 

 A market can be a place, an individual, institution or organisation  

 

5.3 Market Research 

Since Farmers Field Schools consider both FFS and FBS, the training also 

considered including Market research as a topic worth covering. This concept is 

advanced by the Farmer Business School approach. Market research is a process 

where farmers are directly engaged in gathering information about the market 

they wish to operate in or in which they are already operating in order to come up 

with a sound marketing strategy. To know more about the market, farmers need 

to conduct a market research. This concept discourages farmers from working 
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under assumptions e.g. farmers should not just think that when they take broilers 

to a retail shop or any other place people will buy them. Rather, farmers were 

advised to: talk to the potential buyers; listen to the needs of the market; deploy 

market intelligence and check on their orders 

The training also identified lack of continuity as one of the major weaknesses of 

small-scale business or smallholder farmers. With this weakness, smallholder 

farmers find it difficult to penetrate into the major markets as the supply is erratic. 

Therefore, farmers were encouraged to make sure that their supply is or should be 

continuous in order to suit the needs and demands of the buyer/customer. The 

concept of market research was also emphasized during the training because it 

helps the producer, in this context, the smallholder farmers to sell more of their 

commodities while meeting the consumer expectations in time, at affordable 

prices and in the right quantity and quality. 

 

5.4 Justification for market research 

A number of justifications for market research were presented by participants. 

Some of them include;  

 Helps understand what customers think about the existing product 

 Helps to understand what customers really want and so look for unfulfilled 

needs 

 Gives leeway to try out new products 

 Helps in assessing the future for a particular product or product group and 

to enable marketing plans to be made. 

 Assist in analyzing trends in shopping habits and attitudes 

 Ascertains the less obvious and direct reasons why consumers buy products 

in order to understand better the market situation. 

For a successful market research, the trainer advised farmers to consider the 

following areas during market research; 

 understand product or service that is required on the market 

 scrutinize the nature of potential customers 

 assess potential competitors 
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 evaluate the location where the products are required 

 understand the pricing and conduct sales forecasting/projections 

 

5.5 The principle of value addition and collective marketing 

5.5.1 Value Addition 

Participants were also introduced to new concepts of value addition and collective 

marketing. These are regarded as critical concepts in Farmer Business School. 

Value addition was defined as the process of changing or transforming 

(physical/chemical) a product to a more valuable state. Farmers were tasked to 

suggest some of the examples of value addition they know. Packaging and grading 

were some of the common value addition practices that the farmers were familiar 

with. The facilitator together with the trainees attempted to define and brainstorm 

the importance of packaging and grading and their implication on pricing. 

 
At the end, the facilitator explained that grading is generally done according to 

qualities such as size, degree of ripeness, and even color. Trainers were also told 

that the importance is that it reduces handling losses during transportation and 

improves quality thereby fetching higher price. However, trainees were advised 

to always note that grading ought to be responsive to market demand. 

 

5.5.2 Collective Marketing in FMS 

The training proceeded with a presentation on collective marketing. Apart from 

value addition, Mr Gibson Malambo advised farmers to adopt the collective 

market principle since getting better prices for commodities is the major concern 

of farmers. Collective marketing provides an ideal option to addressing issues of 

low prices as lamented by most smallholder farmers. In collective marketing, 

farmers pool up farm produce in a bid to build on their bargaining power to get 

better prices. The concept was highly recommended during the training as it has 

the potential to build unity, cooperation and psychological similarity among the 

farmers. It also has sundry economic and social advantages like increased returns 

for producers and benefit to consumers and serves as viable remedy to check the 

exploitive forces of the middlemen. This marketing approach is also an answer to 
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woes of farmers especially those who are into the production of perishable 

commodities like vegetables and milk. 

Under this system the main idea is to send the produce to places where it is in high 

demand and thus fetch higher gains. The facilitator also indicated that the benefit 

of this system is that one farmer can do the transaction for the group with a single 

means of transport thus saving time and resources of others. On the other end, the 

consumers somewhat benefit  as the profit margin that was taken by middle men, 

wholesalers and retailers at several points are abolished and the farmers may even 

sell the consumers at lower prices than the market. 

One participant admitted that the farmers really stand a chance to benefit a lot 

under the collective marketing system. She cited an example of the benefits she 

gets from being a member of  Njati Association as evidence of the importance of 

collective marketing. Under Njati association, farmers produce groundnuts as a 

group and later sell to ICRISAT at reasonable prices and under contract basis. This 

is something that can not be achieved individually. 

6.0 Mzuzu City Market Visit  

As a practical aspect of the training, trainees were tasked to conduct a value chain 

analysis for selected agricultural commodities within Mzuzu City main Market. 

The women farmers were divided in  groups depending on their clubs. Group 1 

was for Vyasintha club,  Group 2 was for Njati Association (a combination of 

Mahomero and Khowe clubs) and Group 3 was for Mphizi club. The three group 

were assigned  extension officers to guide them through the exercise. A set of 

questions were created to guide their research. The groups were told to prepare a 

presentation to share their experience and findings from their research. The table 

below summarizes the outcomes of the task. 

 

 VYASINTHA 
CLUB 

NJATI (MAHOMERO 
AND KHOWE 
CLUBS) 

MPHIZI CLUBS COMMENTS 
(PLENARY) 

 To conduct a value 
chain analysis for 
onion 

To conduct a value 
chain analysis for 
Maize 

Tasked to conduct a value 
chain analysis on Irish 
Potatoes 

 Improve 

diagrams 

T
A

S
K

S
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  Onion cultivated 

buy rural 

smallholder 

farmers 

 Middlemen buy 

the onion direct 

from the farms 

 Middlemen grade 

and package 

onion for supply 

to restaurants and 

hotels 

 Farmers sell 

onion direct to 

consumers at the 

market 

  

 Maize cultivated in 
Mzimba 

 Traders buy maize 
from farmers in the 
communities and 
transport it to 
Mzimba town 

 Traders from Mzuzu 
buy maize from 
Mzimba and 
transport it to 
Mzuzu 

 Traders add value to 
maize by shelling it 

 Maize is sold in 
shelled form using 
different measures 

 Shelled maize is 
milled into flour and 
is sold in different 
quantities and prices 

 Final consumers buy 
either shelled maize 
or flour for use 

 Irish cultivated by 
smallholder farmers in 
Jenda area. 

 Farmers grade and 
packages the Irish 
Potatoes and supply 
directly to Hotels and 
restaurants 

 Farmers sell ungraded 
Irish Potatoes to 
middlemen and chips 
sellers 

 Farmers sell graded and 
packaged Irish Potatoes 
to middlemen 

 Middlemen sell Irish 
potatoes directly to the 
consumer 

 Middlemen grade and 
package Irish Potatoes 
for supply to Hotels  

 Maize flour 
can be 
package in 
labelled packs 
an be sold at a 
higher value. 

 Irish can be 
processed and 
be packaged 
as crisps (dry 
chips) 
 

  transportation 
cost 

 Price 
fluctuations 

 Perishability of 
onions 

 Scarcity of dry 
onion 

 Transport expensive 

 Police demanding 
receipts of purchase 
when traders 
transport maize 

 Prices fluctuate 

 No one designated 
place to purchase 
maize  

 

 Delays in payment by 
hotels as supply is not 
on cash basis 

 Perishability of Irish 
Potatoes 

 Loss of quality of Irish 
Potato with time 

 Fluctuating prices 

 Market 
research and 
establishme
nt before 
production 

 Working in 
groups e.g. 
clubs 

 Processing 
commodities 
into long-
lasting 
products 

7.0 Work plan formulation  
After the market visit presentations, participants were divided according to the  

clubs they belong. The groups were assigned to formulate work plans on how they 

intend to extend the knowledge to fellow farmers in their communities. The 

developed work plans are available under the appendices section. 
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8.0 Training Observations 
The following observations were made throughout the training period; 

 There were high learning interest levels from participants. This was evident 

in the way the trainees engaged with the facilitator during the two-day 

training. Participants were able to ask question were there was need for 

clarifications. The participants were also able to share their individual and 

group experiences to aid the process of learning especially on the concepts 

of Farmer Field schools, Farmer Market Schools and Farmer Business 

School.  

 It was also observed that the material delivered during the training was 

new to most of the farmers and the farmers took particular interest in 

learning.  

 The content or material delivered also appeared to be relevant to the 

farmers as they kept linking their agriculture practices to the training 

concepts in order to assess its practicability at farmer groups level.  

 There was high level organisation among participants throughout the 

training especially in the area of abiding by the set rules and regulations. 

Members who were assigned special responsibilities during the training 

also delivered satisfactorily.  

 It was also observed that the participants expressed dissatisfaction with the 

time allotted to the training. Participants suggested that the training could 

have been done in at least 3-4 days and not 2 days considering the content 

of the material delivered. 

 It was also observed that a few participants proposed that tranees should 

not be served meals from the venue but rather be given the meal allowance 

for them to fetch their own meals. 

 There was general satisfaction from the side of the trainees on the 

performance of the trainer/facilitator, the relevance of the training material 

and the setting/conduciveness of the venue for training. 



31 
 

 The secretariat also observed that all the invited personalities from Ministry 

of Gender, Ministry of Agriculture, COWFA, Rumphi District Council 

officers and the Media were very supportive and contributed to the success 

of the training.  

9.0 Notable Training Challenges 
The training faced a few challenges worth noting. Notable among the challenges 

are; 

 Late arrival by the team from Chiweta EPA due to logistical issues. This 

somewhat delayed the commencement of the training on the first day. 

However, the team made it to the training 30 minutes late and the 

arrangement proceeded as per plan. 

 Logistical hitches faced during the market research visit to Mzuzu City 

Market. A visit of this nature to a bigger market like Mzuzu required 

getting proper consent from the city council authorities. This was done. 

However, the arrangement was made through telephone and it was 

difficult for the council authorities to trickle the information down to the 

lower market authorities to allow the farmers to proceed with their 

research. When the farmers got to the market, the market leaders had not 

received communication from the higher authorities in regard to the 

visiting team of farmers. This meant going back to the city authorities again 

for the team to get evidence of consent.  This disrupted the programme as 

much time was spent at the market than planned. 

 Language barriers. Most of the targeted participants speak and understand 

“Tumbuka” and “Chewa” languages better than English. With a trainer 

who barely spoke and understood Tumbuka, it was tricky for him to 

register and understand the input and feedback from some of the 

participants. However, where there was need for interpretation, other 

participants who were conversant with all the languages would come in to 

provide interpretations. This problem was further addressed through 

preparation of Chewa versions of the presentations on flip charts to 

consider those trainees that could not adequately understand English.   
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10.0 Workshop Evaluation 
Participants were asked to evaluate the workshop in a number of areas. A pre-

drafted evaluation form was distributed to the participants. CISONECC 

secretariat led the process by first of all orienting all participants on how to 

complete the evaluation form. The participants were advised to be open and 

honest in completing the form as results of the evaluation would guide the conduct 

of business during future trainings. The results of the evaluation can be accessed 

in the appendix section. 

 

11.0 Closing Remarks 
 

Mrs Chimwemwe Kussein expressed gratitude to CISONECC for the training and 

expressed satisfaction with the way the facilitator handled his work. She further 

thanked women for sparing their time to attend the training in the midst of the 

rainy seasons when people focus on attending to their gardens. She urged the 

participants to utilize the knowledge gained and also share with others back in 

their communities. Mrs Kussein also thanked NEPAD through CISONECC for 

preparing relevant material for the training arguing that the content will go a long 

way in addressing food, nutrition and economic challenges faced by women 

farmers if practiced. 

The Director of Planning and Development for Rumphi District also took the 

opportunity to extend his apologies for turning out late citing his office’s 

engagements with other partners. He reminded the women that the GCCASP 

project is a pilot project as such extension of the project is a function of their 

commitment and involvement in the project. He also urged women to emphasize 

working in groups for them to build their bargaining power and to be able to get 

support easily. He went on to thank the facilitator for a job well done and also 

thanked the participants for being a lively and participating audience. He 

concluded by thanking NEPAD through CISONECC for arranging the training. 

 

Julius Ng’oma, CISONECC Coordinator concluded by thanking Ministry of 

Gender, DPD and DADO for Rumphi district for showing up for the training 

despite their busy schedules. He also thanked CISONECC Secretariat for 



33 
 

coordinating and 33rganizing the training successfully. The Coordinator also 

encouraged the women to utilize the knowledge and act on the action plans they 

developed. He concluded by thanking the facilitator for a good job and advised 

the participants to follow up with the facilitator or CISONECC for further 

clarifications. He then declared the two-day training of trainers workshop 

officially closed.  

 

12.0  Conclusion 

The training was generally a success. Farmers demonstrated understanding of the 

concepts of FFS, FBS and FMS and their respective principles. Participants were 

able to suggest ways on how they can incorporate the approaches in the 

implementation of their various farming activities. Farmers also learnt and 

understood the skills required in the implementation of the FMS, FBS and FFS in 

their farmer clubs and communities and were able to contribute knowledge, ideas 

and experiences to consolidated on the understanding of the concepts.  

Moreover, farmers also understood and appreciated the need to work in alliance 

in order to address some of the common market challenges in a bid to fetch better 

prices for their commodities.  

 

13.0 Recommendations from the Training 
Basing on the issues observed during the training, the secretariat proposes the 

following  recommendations; 

 Trainings of this level should take 3-4 days. This is based on concerns from 

some of the participants who felt overwhelmed with the information and 

lamented lack of depth in the delivery of some of the critical modules listed 

for the training. Adding more days will avoid pressure to deliver from the 

side of the facilitator. It can also relieve farmers of the pressure to absorb too 

much content in a small period of time. This will consolidate on thorough 

understanding of the modules. 

 For the sake of avoiding chaos during trainings, the secretariat 

recommends that the issue of giving lunch allowances to participants 

instead of meals at the venues should not be considered for any changes.  
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14.0 Appendices  

14.1 List of Participants 

No NAME Se

x 

Designation Organization Phone No. Email Address 

1 Kondwani Mubisa M P.O. CISONECC 0884338990 kmubisa93@gmail.com 

2 Felix Nyirenda M Finance CISONECC 0999670444 felixnyirenda@gmail.com 

3 Andrew Chiumia M AEDO Agriculture 0991891295 chiumiaandy@gmail.com 

4 Robert Kanyimbo M AEDO Agriculture 0999327267  

5 Yananga Khonje F Lead Farmer Lead Farmer 0885643566  

6 Gibson Malambo M Facilitator Green 

Livelihoods 

0991768734 gibsonmalambo@gmail.com 

7 Lloyd Mbwana M Reporter Maravi Post 0884235871 Lloydmbwana.4@gmail.com 

8 Julius Ng’oma M Coordinator CISONECC 0888795957 julius@cisoneccmw.org 

9 Dennis Nliwasa M Journalist MBC 0888479379 denliwasa@gmail.com 

10 Blair Mhone M Journalist MBC 0997669025 blairkmhone@gmail.com 

11 Lumbani Msiska M DADO Rumphi Council 0999280624 Lumbani2003@gmail.com 

12 Isaac Mwaungulu M AEDO Agriculture 0999437890 chipwereisaac@gmail.com 

13 Magret Gondwe F Lead farmer Lead farmers 0999159506  

14 Littah Kumwenda F Chair lady Njati 0999659573  

15 Martin Msonda F Member Njati   

16 Linily Msowoya F Member Mahomero 0992585110  

17 Ellen Matupi F President COWFA 0992213240  

18 Chimwemwe G. 

Kussein 

F PGDO MoGCDSW 0992239940 chimwechirwa@yahoo.co.uk 

19 Sekani Msiska F AEDO Agriculture 0999450288  

20 Fleming Kalua F Lead farmer Chiweta   

21 Loyina Harawa F Member Njati   

22 Bernard Mhone F Journalist Times Group 0881987056  

23 Martha Chirambo F Journalist NPL 0998107748  

24 Wakisa Kalima M AEDC Agriculture 0994803539 kalimawakisa995@gmail.com 

25 Kondwani Ngwira M AEDC Agriculture 0991379671 kondwaningwira98@gmail.com 

26 Joshua Luhana M Gender Off. Gender 0999351305 luhanajoshua@gmail.com 

27 Agness Mshali F Member Njati 0888312713  

28 Sabella Msowoya F Member Mphizi   

29 Gomezga Msiska F Member Njati 0995684629  

30 Winnie Mgalama F Secretary Mahomero 0881545195  

31 Regina Mkandawire F Treasurer Mphizi 0883866632  

32 Alice Kalua F V. Secretary Vyasintha 0883719231  

33 Memory Nyasulu F Member Mphizi 0994679292  

14.2  Programme 
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DATE & 

TIME  

MODULE/ACTIVITY FACILITATOR 

DAY ONE: TUESDAY 17TH OCTOBER, 2017 

 

 

8:30-8:35 

(i) Registration CISONECC 

(ii) Opening prayer Volunteer  

(iii) Introductions Gibson 

8:35-8:40 Opening remarks CISONECC 

(Representative) 

8:40-8:50 Setting norms and climate setting/participants’ 

expectations 

Gibson 

8:50-9:00 Training workshop objectives Gibson 

 

 

9:00-9:30 

INTRODUCTION   

 

Gibson 

(i) Experience of participants with regards to 

working with smallholder farmers  

(ii) Brainstorming with participants with reference 

to their experience regarding market access by 

smallholder farmers 

 (iii) Challenges facing the smallholder farmers in 

accessing markets in Malawi (Discussion) 

 

 

 

9:30-10:30 

MODULE ONE: BACKGROUND TO FARMER 

MARKET SCHOOL 

 

Gibson 

 (i) The Farmer Field School (FFS) approach 

(ii) The Farmer Business School (FBS) approach 

10:30-10:50 HEALTH BREAK  

 

 

 

10:50-12:00 

MODULE TWO: INTRODUCING FARMER 

MARKET SCHOOL (FMS) APPROACH 

 

 

Gibson (i) What is the Farmer Market School (FMS) 

(ii) The key concepts in Farmer Market School 

(FMS) 
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(iii) The principles of Farmer Market School 

(FMS) approach 

(iv) Facilitation (Group Work) 

12:00-12:30 MODULE THREE: INTEGRATING FMS IN 

PROGRAM IMPLEMENTATION 

Gibson 

12:30-13:30 LUNCH BREAK  

 

 

13:30-15:00 

MODULE FOUR: FACILITATION OF FARMER 

MARKET SCHOOL (FMS) 

 

 

Gibson (i) BACKGROUND: The traditional 

mobilization process; FMS group identification 

(ii) Introduction to FMS learning process 

(Plenary) 

(iii) Business Theory One: Household economy 

and Seasonal calendar 

15:00-15:20 HEALTH BREAK  

 

15:20-16:30 

(i) Business Theory Two: Market, price and 

payment terms 

Gibson  

(i) Planning for a market visit (second day) and 

closing prayer by a volunteer 

Gibson 

DAY TWO: WEDNESDAY 18TH OCTOBER 2017 

 

8:30-9:00 

(i) Opening prayer  

Gibson  (ii) Recap for DAY ONE 

9:00-10:30 Business Theory Three: Choosing preferred market 

crops 

Gibson  

10:30-10:50 HEALTH BREAK  

10:50-12:30 Business Theory Four: Value chain mapping and 

Departure for market visit 

Gibson  

12:30-13:30 LUNCH BREAK  

13:30-14:30 Visiting value chain players (market visit) and Group 

presentations on the market visit 

 



37 
 

14:30-15:00 The principle of value addition and collective marketing 

among smallholder farmers in Malawi 

 

15:00-15:20 HEALTH BREAK  

15:20-16:20 Business Theory Five: Communication skills  

16:20-16:30 Workshop evaluation and Closing remarks Gibson  

END OF THE TWO-DAY FMS TRAINING WORKSHOP 
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14.3 Workshop Evaluation Form 
O

B
JE

C
T

IV
E

S
 

EVALUATION CRITERIA No 
A 

Little 

A Fair 

Amou

nt 

A 

Great 

Deal 

1.  Were the workshop objectives met?   5 18 

2.  Were your expectations met?   4 17 

Comments/Suggestions/Recommendations: 

C
O

N
T

E
N

T
 A

N
D

 S
P

E
A

K
E

R
S

 

3.  Were the topics covered useful/applicable in your 

work? 
 1 3 18 

4.  Were the topics covered consistent with the 

objectives? 
 1 3 17 

5.  Were the topics covered appropriate for intended 

audience? 
  3 15 

6.  Were the speakers knowledgeable in their content 

areas? 
   21 

7. Did the workshop provide opportunities for quality 

interaction among participants? 
  3 18 

8.  Which topic/aspect of the workshop did you find most interesting? Why? 

FMS (9); FBS (5); FFS (2); Value Addition and Market research (9) 

9.  Which topic/aspect of the workshop did you like least? Why? 

FMS (1); FBS (5); FFS (8); Value addition and market research (-)  

Comments/Suggestions/Recommendations: 

1. Allocate more time/days for the training. Too much content for 2 days.  3-4days could 

be ideal 

2. Support the groups in facilitating trainings for members in their respective areas 

3. FBS and FFS were covered in brief. 

4. Everything was okay, the facilitator was exceptionally good 

5. Value addition was a good component of the training for us 

6. The training was worth the time 

7. We have gained a lot of new knowledge from the training. 

 

F
A

C
IL

IT
IE

S
  

Please rate the following: Poor Fair Good 
Excell

ent 

Workshop programme  2 2 14 

Pace of workshop activities  2 7 10 

Quality of discussion  1 9 11 

Quality of facilitation  2 4 13 

Accommodation  - - - 

Layout and comfort of venue  3 4 12 
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Meals and Refreshments   5 14 

Logistical Arrangements   2 6 9 

Secretariat Support   3 15 

Overall Assessment of the Workshop  1 6 13 

How else may the conduct of the workshop be improved? 

1. Allocate enough time to the training (X6) 
2. Consider revising the allowance rates (X3) 
3. Nothing  

 

Basing on the results of the evaluation form, it can be concluded that the workshop 

was a success. Most participants felt that the objectives of the training and their 

expectations were met. The participants further ranked the material delivered 

during the training as relevant and that the facilitator did his job well. The results 

further indicate that the participants were fully engaged and they participated and 

interacted with each other throughout the training. It can also be deduced from 

the evaluation results that participants generally like all learning areas apart from 

the FFS which they thought was not covered in depth. The evaluation also indicate 

that participants generally liked the venue, the meals and the support they receive 

from secretariat.  

 

14.4 Action Plans 

VYASINTHA WOMEN FARMER GROUP  WORK PLAN 

ACTIVITY RESPONSIBLE 
PERSON 

WHEN 
WILL THIS 
BE DONE 

RESOURCES 
REQUIRED 

OPPORTUNITIES 

Reporting to 
VDC Chair 

Group 13/03/19 - Knowledge and 
Interest at VDC level 

Organizing 
training on 
what we have 
learnt 

Extension 
workers 
supported by 
trained members 

02/04/19 Flip charts 
Markers 
Refreshments 

Venues can easily be 
arranged 

Market 
Research 

Clubs 15/0419 Transport 
Food 

Farmers can mobilize 
funds to support this 
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MAHOMERO AND KHOWE WOMEN FARMER GROUPS WORK PLAN 

ACTIVITY RESPONSIBLE 
PERSON 

WHEN 
WILL THIS 
BE DONE 

RESOURCES 
REQUIRED 

OPPORTUNITIES 

Organizing 
training on 
what we have 
learnt 

Extension 
workers 
supported by 
trained members 

Third week of 
March 

Flip charts 
Markers 
Refreshments 

Extension Officers 
available and 
participated in the 
ToT. 

Market 
Research 

Clubs First week of 
April 

Transport 
 

Availability of 
markets 

 

MPHIZI WOMEN FARMER GROUP  WORK PLAN 

ACTIVITY RESPONSIBLE 
PERSON 

WHEN 
WILL THIS 
BE DONE 

RESOURCES 
REQUIRED 

OPPORTUNITIES 

Organizing 
training on 
what we have 
learnt 

Lead farmers and 
extension workers 

19/03/2019 
14:00hrs 

Flip charts 
Markers 
Refreshments 
Pens and writing 
pads 

Venues can easily be 
arranged 
Availability of 
Extension workers 
Knowledge 

Market 
Research 

Clubs 15/0419 Transport 
Food 

Farmers can mobilize 
funds to support this 

 

14.5 Photos   

 
Chimwemwe Kussein, Principal Gender Development Officer addressing  
participants during the training session 
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Rumphi DC Development Planning Director, Mr Frank Mkandawire giving his  
remarks during the training  

 

  
Julius N’goma, CISONECC Coordinator urging 
participants to  practice and extend the 
knowledge gained to other farmers in their 
communities. 

Participants developing an action plan in a 
group after the training. 
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Group members developing a value chain for 
irish potatoes after the market visit 

Participants engaging with a “shelled 
maize” seller at the Mzuzu market during 
market visit  

  
A group of participants working on 
understanding the value chain for onion at Mzuzu 
market.  

A group of participants working on 
understanding the value chain for Irish 
potatoes at Mzuzu market.  
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A group photo of the training participants on Farmer Field School at Illala in 
Mzuzu 

 
 

 


