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Background
Recently the Malawi Agroforestry Extension Project (MAFE) has

undertaken to identify opportunities for the development of commercially viable
agroforestry-based small and medium sized enterprises in Malawi. Building upon
investigations of the commercial potential of agroforestry-related plant products,
MAFE seeks to promote the sustainable utilization of these products by assisting
the development of such enterprises.

As a part of this assistance MAFE proposed a pilot training program in
good business practices, particularly in business planning and marketing to
Malawian entrepreneurs and small business owners engaged in businesses,
which utilize agroforestry-related products. This pilot training took place in
Lilongwe, Malawi, April 9 to April 18, 2002. This is a report of this training activity.

Scope of Work
In collaboration with John Pratt, MAFE Marketing Specialist, and

Emmanuel Mlaka, Executive Director of the Enterprise Development and training
Agency (EDETA), I was assigned to design and conduct a practical training for a
group of owners of small and medium sized businesses and entrepreneurs
selected by Mr. Pratt and Mr. Mlaka. In doing so I completed the following scope
of work:

1. A plan was developed for a training program, which emphasized
information and skills essential for the development and
management of small, and medium scale businesses in the
Malawian context. Peter Wyeth, of International Programs at
Washington State University, Mr. Pratt, and Mr. Mlaka, reviewed
this plan. Integrating the suggestions of the reviewers, a final
program design was developed. Included in this program were
the following topics:

a. Market assessment and business planning;

b. Researching markets for products of the business and
determination of potential customer wants and sales
forecasting;

c. Identification of competition and developing strategy to meet the
competition;

d. Determining sources of raw materials in terms of cost, quality,
and reliability of supply was covered in general principles, but
not in specific detail to each participant's business;

e. Estimating costs of production and expected profits;

f. Estimating capital costs and cash flows;

g. Estimating the need for outside funds and determining where to
obtain them.
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2. I traveled to Malawi, conducted the training in collaboration with
Mr. Mlaka, and consulted with Mr. Pratt and Mr. Mlaka in
assessing this training program and possible future training
needs.

3. I submit this report in completion of the assigned Scope of Work.

Method
The workshop was planned and conducted in close collaboration with Mr.

Mlaka. In addition Mr. Mlaka served as interpreter in the very best sense of the
word. He played a aitical role in ensuring that the participants understood the
concepts presented. His understanding of the participants as well as his
professional background and experience, combined to enhance the effectiveness
of the training. The presentation of the workshop was a true collaboration.

The workshop was conduded in MAFE's Resource Center, in Lilongwe.
All of the participants but one traveled from outside Lilongwe to attend the
workshop and were lodged at a guesthouse in Lilongwe for the duration of the
program.

Workshop adivities were designed with edult learners in mind, and took
into account the various levels of business experience, education, age and
capabilities of the participants. Adivitias included ladures, workbook exercises,
small group assignments, participant presentations, discussion, and short field
exercises. In the latter participants tested concepts as applied to businesses
located within walking distance of the training room.

The workshop was scheduled for eight days plus one day for field trip. The
first four days of classroom adivity, Tuesday through Friday, were followed by a
daylong field trip to visit the business of one of the participants, Mrs. Fern
Sadyalunda, and Paragon Ceramics, a well-established pottery run by Mr.
Christopher Stevens in Dedza. The field trip was a significant learning
opportunity. Both Mrs. Sadyalunda and Mr. Stevens provided in depth
descriptions and detailed commentary diredly related to the topics covered in the
classroom, they provided examples specific to conditions of business in Malawi.
and answered participant questions. Four more days of training were conducted,
Monday through Thursday, in the second week. A copy of the PowerPoint outline
used to gUide the course is found in the Appendices. This copy shows the order
in which topics were covered.

In addition, Mr. Pratt presented information on the moringo nut oil market
on Friday afternoon of the first week, and Mr. Jaffrey Kumwende, Head of
Commercial Lending for the Malawi Rural Finance Company, made a
presentation on sources of financing and the loan application process on
Wednesday afternoon in the second week.

In total the 44 hours of classroom activities and the 8-hour field trip
provided participants with an opportunity to get essential information for the
preparation of a business plan and for improving the management of their
business. This number of contact hours exceeds that in a standard university



semester. Students were also given homework assignments on two occasions.
Through workbook exercises the participants actually completed significant
portions of a draft business plan. A copy of the workbook outline, "Introduction to
Market Planning: is found in the Appendices.

Participants
Following is a list of the participants.

Name Affiliation

J. Chiluwe EDETA
D. Vinkhumbo EDETA
A. Bonomali TOP-BlantYre
A. Chisasula TOP-Dedza
R. Chisemohere NABW-Mehinii
B. Mwawa TOP-Salima
A. Chil<Wawa TOP-5alima
M. Botha TOP-Rumphi
F. Sadvalunda NABW-Lilonawe
S. Zimba WSM Baobab-juice factorv
A. Tebulo WSM Baobab-iuice factorY
T. Kunsamala TOP-Manaochi
I. Memvere Private farmer
L. Chubinaa COMPASS
L. Makooa ICRAF
A. Luka ICRAF
Z. Jere MAFE
H. Phombeva MAFE
J. Pratt MAFE

The representatives from MAFE attended sessions on an occasional
basis, but participated actively in the discussions. They contributed examples
and offered valuable observations and explanations. All of the other participants
with the exception of Mrs. Sadyalunda and Mr. Memyere attended 100% of the
program activities. Mrs. Sadyalunda and Mr. Memyere missed one day each.
The level of attendance and the attentiveness of the participants is testimony to
their interest in the material presented. This workshop represented a significant
investment of time on the part of the participants, as most are engaged in a
number of business activities.

The participants represented a number of different organizations and had
experience in a wide variety of businesses. In addition to interest and experience
in production of nut and seed oils, participants had business experience in tailor
shops, second-hand clothing, hardware, maize milling, juice production,
vegetable and fruit processing, handicrafts, drying and selling fish, grocery,
tobacco trading, paprika processing, poultry and bee products.
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There was a wide range of experience and capability among the
participants, but a high level of effort and participation by all. The educational
level of the participants was on average relatively low, and some basic concepts
such as ratios, percentages, and graphs, required extra explanation. The
participants willingly asked for additional explanation when they needed it. It was
essential to use interpretation into Chichewa, as the level of English was also
relatively low for most of the participants. In fact, at least one of the participants
needed additional interpretation, because her native language is not Chichewa.
The patience and enthusiasm of the participants, maintained throughout,
contributed to the success of the program.

Assessment
Continuous assessment of the effectiveness of daily activities was

conducted based upon the comments and contributions of the participants.
Whenever it became clear that concepts needed additional explanation or time,
the program was adjusted immediately. At. the and of each day Mr. Miska and I
consulted to identify any problems that might be apparent. Each day's plan was
adjusted to accommodate the previous day's assessment.

An end of course written assessment was also conducted on the final day
of the training. These surveys, along with an English translation of the questions
are found in the Appendices. The surveys reveal an exceptionally high level of
participant satisfaction with both the content, conditions, and methods of this
training program. All participants but one of 17 rated the facilitation and methods
"Very Good," the top rating. The one exception gave us a "Good" rating, but
explained that the training was excellent in the general quality question, and
indicated that he or she had hope for more technical production training. All of
the participants, without exception, indicated that the specific content of the
course was valuable and appropriate. The participants indicated that they felt that
their objectives had been met by the course. Open-ended questions also
indicated a positive evaluation for the training experience. This is a remarkable
level of positive consensus for a workshop of this type.

A couple of participants did suggest the need for more technical
production-oriented training in the future. Several others also suggested that
follow up training on the topics of the course would be very useful. Mr. Miska,
speaking for EDETA, indicated at the end of the training that EDETA would help
participants who had questions or wanted additional help. A true assessment of
the long-term effectiveness of this training will require some sort of follow up with
participants after they have had time to digest the material and attempt to apply it
to their specific business objectives.

As always with workshops of this type, participants had a significant
opportunity for networking and leaming from their colleagues during the training.
Course activities were designed to foster a collegial atmosphere and the level of
confidence and active participation indicated that this was to a large part
achieved. However, there was also an unexpected negative undercurrent, as
some of the members of TOP allowed emotions from outside of class disputes to



carry over. While these disputes were not openly expressed in class activity, they
perhaps led to reluctance on the part of some participants to be more active in
their contribution to the overall group.

The training facility was adequate, but would not be appropriate for a
group larger than ours. Even for our group a more flexible arrangement of the
furniture and a bit more room to move around for group activity would have
added to comfort and convenience for the participants, and enlarged the type of
activities we could have used.

Support services provided by MAFE staff for the workshop were excellent.
Arranging the field trip, inviting Mr. Kumwende, making copies, and providing the
projector and other training materials were handled in a very timely and effective
manner. Lunches and refreshments for breaks were fine. My very great thanks to
Mr. Pratt and his associates for making all the arrangements and bringing off the
workshop very efficiently and effectively.

Recommendations
Because of the high level of participant satisfaction with the content and

methods of the course, I would recommend that such business training activities
be continued as part of MAFE's program for encouraging and supporting
business development for agroforestry enterprises. The program of this training
should be repeated for other groups of participants as such groups are identified.

In addition to this comprehensive program on business planning, shorter
courses could be offered on the constituent topics of this course. For example
participants expressed an interest in learning more about accounting reports and
how they can help in a business, there was also a suggestion regarding
identifying and evaluating opportunities for new businesses. Training on quality
control and production management would be useful, and further specific
elaboration of sourcing raw materials would be useful.

In order to fully assess the impact of this training, and to reinforce it, follow
up activities are essential. Follow up could take the form of an additional shorter
workshop for participants in several months time, to see what and how they have
implemented the concepts of the workshop. Individual consulting could be done
for those participants with the greatest likelihood of application of the skills and
tools presented in this workshop. It was clear that the participants were very
eager to learn, and the majority of them acquired the rudiments of some
fundamental principles of business management. However, implementation of
the principles will require adaptation to the particular needs of each business.
Without follow up it is unlikely that participants will be able to fully benefit from
what they have learned.

While there are a number of organizations providing business training in
Malawi, the demand appears to be very high. MAFE has a very specific target
audience for such training and bringing together individuals for training relevant
to their specific needs should lead to good results with provision of some
guidance and follow up in the implementation stage.

7



Timetable

Date Activity

April 6-7, 2002 Travel to Malawi

April 8 Arrival lilongwe, Organization of
Workshop with Mr. Pratt and Mr. Mlaka

April 9-12 Training sessions at MAFE Resource
Center

April 13 Field trip to maize mill outside Lilongwe
and pottery in Dedza to see examples
of course concepts

April 14 Assessment of first week's activities
and planning and preparation for
second week

April 15-18 Training sessions at MAFE Rescuce
Center. End of course assessment with
Mr. Mlaka

April 19 Wrap up with Mr. Pratt and write report

April 20 Explore business environment of
Malawi

April 21-22 Travel from Malawi to Pullman

Appendices

Appendix 1 Introduction to Market Planning



Introduction to Market Planning

Market planning is part of the business planning process. The Market Plan is
part of the business plan. What is a Business Plan? It is a document through
which the decision to commit resources is made. It is the map by which the
business owner guides the firm through the marketplace to financial success and
personal fulfillment. The business plan summarizes the analysis that was done
to justify the launching and continuing operation of a business. It is a "selling
document." Through the plan, you are selling yourself, the company, and your
vision to investors and others.

The development of the business plan is a bUilding process. Each piece of data,
every hour of analysis, each decision committed to writing, builds step-by-step to
a completed picture. It is the business owner's most important document. A
well-developed business plan is a sign of a sophisticated businessman. It
provides a systematic, realistic way to evaluate chances for success, and a
method for determining and evaluating risks. It is a series of tools, a game plan
for successfully managing, a comparison tool for matching results against goals,
and it is the primary tool for attracting money.

The business plan may vary from 10-50 pages or more in length. A summary
plan, about 10 pages long, is becoming increasingly popular, works well in the
early stages of a startup, and can be used to whet the appetite of potential
officers and investors. A standard business plan runs about 40 pages. It is of
most value When you are looking for a substantial investment or a strategic
partner. Review the business plan. It is a useful annual exercise to help the
management team of a quickly growing company to keep focused and on top of
the changes going on within the business. The key to a good business plan is a
clear definition of the business, evidence of management and marketing
capabilities, and an attractive financial arrangement.

What function does the business plan serve? The business plan is a written
summary of a proposed venture, its operationallfinancial details, and an
explanation of the managers' skills and abilities. Because the business plan
reflects its creators, because it is the 'game plan for success,' because it is the
document for investors, it is vitally important that the businessman write the­
business plan him/herself. Every plan serves two primary functions.
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First and most important, the business plan guides company operations by
charting the finn's Mure course and devising a strategy for getting there. It
provides a number of tools to this end:

• a mission statement.
• the consequential goals and objectives.

• a strategy for achieving success.
• budgets and financial forecasts for accomplishing the mission.
• a description of the target market(s) to be served in accomplishing the

mission.

• a series of specific action plans that put 'feef to the mission's
accomplishment

The second primary function is to attrad lenders and investors. Cash and cash
flow are the names of the game for the small business owner. Sometimes,
particularly in the startup stage, the entrepreneur needs a tool to "sell" the
business to potential investors. Thafs the business plan. It is a reflectjon of its
creators. It concretely demonstrates how seriously the entrepreneur has thought
about the business.

What we will do. In this workshop we will discuss and begin preparing a
business plan. Using this infonnation, each participant will develop a Business
Profile and a Marketing Plan.

The Business Profile is a summary of your business plan. It will present your
company to potential customers and show them why they should do business
with you. When you have developed a good business profile, we will help you
promote your business by distributing the business profiles to potential
customers.

The Marketing Plan is part of the Standard Business Plan and describes how
you will reach and satisfy your customers. You will use the marketing plan to
decide which potential customers to contad and how to effectively market your
company and its products to your target market



STRATEGIC BUSINESS PLAN FORMAT

I. The Nature of the Business
A. Description of the business
B. Industry characteristics
C. Competition
D. Distinctive Competencies

II. Mission Statement
A. Products line or services provided
B. Philosophy of the business

III. Posture and Goals
A. Strategic Posture
B. Company Goals

1. Horizon Goals
2. Near-Term Goals

IV. Marketing
A. Target market
B. Product-line strategy
C. Pricing strategy
D. Distribution strategy
E. Service strategy
F. Promotion strategy

V. Operations Plan
A. Operations

VI. Financial Plan
A. Finance

1/
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A few final thoughts before starting:

1. There's no one right way to write a business plan. This outline corresponds to
general business practice.

• Add or delete elements, as it seems appropriate to your specific
circumstances.

• Be careful to have substantive reasons for varying the format, as each
element presented has been carefully considered against common business
practice.

2. While a number of questions are presented for your consideration, keep the
plan concise and focused.

• Many of the questions require very brief answers.

• Some questions are business specific, service or manufacturing, and
therefore will not be relevant.

• Some you will choose not to answer because they are not important or
relevant to your purpose and business.

3. Be creative in the presentation of the plan, but realize that creativity is not an
end in itself. If a plan lacks substance or contains factual errors, all the glitz
and glamour in the world won't make it sell.

4. Capture your company's personality and energy in your writing.

5. Remember, this is a working document Every championship team enters
competition with a game plan. Generally that game plan is followed but
modified as the dynamics of the game dictate.

• Plan, work the plan, and modify the plan as circumstances dictate.
• Don't abandon the plan either through neglect or making such radical

revisions that your strategic focus is abandoned.
• If significant, radical changes, i.e.. changing the sbategic direction of the

company, are necessary, revisit the whole plan.

References:
Dupree, J.V. A Business Plan for the Small Business, Prentice-Hall, 1996

Fry, F.l. and C. R. Stoner, Strategic Plannino, Upstart, 1995.



SECTION I- NATURE OF THE BUSINESS

Description of the Business

1. Briefly describe the background and operation of your company and highlight
significant financial and operational events.

• What significant successes or failures have you had?

• Concentrate on the successful accomplishment of past objectives but be
honest about the risk.

.'



Industry Characteristics

1. Give a brief history of the industry. Note any special events, govemmental
action, or economic changes that have altered the industry in the last ten
years.

• Provide industry data such as market size, growth trends, and competitive
strength of major firms in the industry.

• Address the importance of strategic issues such as: ease of entry and exit.
ability to achieve economics of scale, cyclical nature of the economy, sales
cycle, or seasonality, and trends regarding the use of technology.

• What are the current conditions in the industry and how does the Mure look?



Competition

1, What are the key "success factors" for your business and why are they key?

• Have your competitors been successful due to any of these?

• How does your product fit these success factors?

It
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Distinctive Competencies

1. How does your business or product create value for others?
• What do you offer the customer that no one else does?

2. What is the basis of your competitive advantage?

• What do you do best?
• What do you do better than your competitors?
• What are the potential applications of your product?



SECTION II· MISSION STATEMENT

1. Why does your company exist? You serve customers, and make a profit, of
course, but why else?

• What action word best describes what you do?
• What words best describe how vou do business?



Philosophy of the Business

1. \/\/hat is it that you want to accomplish? When will this be done?
• Quantify goals where possible and appropriate, i.e., amount of revenue,

number of employees, or size of market share, for example.

2. \/\/hat are the guiding principles or values for your company?
• \/\/hat is your responsibility to customers and to your investors?

I~
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SECTION III • Posture and Goals

Strategic Posture

1. What are your general business goals?
• These should spell out what the company plans to accomplish in broad terms.

2. What are-your specific business objectives?
• Areas to consider:

• market-market share or market position.

• product-quality, service, innovation.
• company-employee morale, management development, company

culturelimage.

• social-iob creation, environment.

.'



SECTION IV - MARKETING

Target Market

1. What market research have you conducted? What do you know about your
customer?

• Does the research show a growing or shrinking market?
• Does the research show a profitable market for your business, product?

2. Describe the overall market.

• location and size. in number of customers and sales dollars, growth rate. and
trends.

• Provide a table of projected industry sales in this market.

• Project your market share. best case, worse case. most likely case.

IYear 1997 Year 1998 Year 1999 Year 2000 I
Revenues
Best Case

~ ..
Revenues
Most Likely Case

Revenues
Worse Case
Percent Growth I

Projected
I

Market Share
I

I

,
,



3. Who are the potential buyers for your products?

• Describe the customer according to any of the following or any combination:
demographies, psychographies, sociological, geographies.

• Does your product lend itself to repeat purchases? How will you keep the customer
coming back?

• Are customer needs changing, if so, how?

• What are their expectations regarding your product?

• What will be the most effective media to reach these customers?

4. How many potential customers are there?

• What percentage can your realistically capture?

• This is critically important to justification of the financial forecasts what will follow.

• How will the product be distributed to this target market?

• Are there different segments within this target market?

2(



5. Why do your customers buy?

• What is their primary purchase criterion: price. quality, availability, convenience. or?
• Are there price tiers in the target market?

• What features do they seek?

• What benefits do they want?
• Do they have a preference as to how and where they buy? How strong is it? How

will you change it?

6. What are the potential annual purchases?

• How do the customers decide to bUy?

• How often do they buy?

• What is the buying cycle?
• Is there a seasonality to your market?
• Is demand tied to any other Droduct, i.e., comDUter disks to comDUter sales?

22..-



7. What do they buy?

• Price-How much will changes in price affect your customers' purchases? Important
to know in advance.

• Quality-Will they pay more for better quality?

• Image-Is brand name important?

• How do they use the product?

• Are customers brand loyal?

8. What competitors are selling to this target market?

• Name the comDetitors and list their market share,

.'



9. Sales forecast.

• VIIhat is the nature of the sales cycle: long or short, simple or complex?

• Provide in chart form your sales forecasts for the current year, next year, for a total of
five years out.

• VIIhat is the average sale?

• What are the incentives for sales people?

• Forecast projections in terms of best case, worse case, most likely case.

• Proiect sales in terms of units, revenues-gross and net.

10. Sales Forecast Table.

IYear 1999 Year 2000 Year 2001 I
Best Case
Dollars
Units

Most Likely Case
Dollars
Units

I

Worse Case
Dollars
Units



Product-line Strategy

1. How might the economy effect sales of your product?

• What is the economic forecast for your geographic area for the next year, next five
vears?

2. How might govemment programs, policies, or legislation effect your industry,
business or product?

• Any pending legislation?

• ChanQes in Qovemment proorams?

"



3. How might technological factors effect your produd sales?

• Economies of scale.

• Overcoming or changing competitive advantage.

4. What sociaVcultural factors might impad your sales?

• Changing demographics of market segments.



5. How will you build your competitive advantage?

• Customer focus.

• Devotion to quality.

• Attention to convenience.

• Concentration on innovation.

• Dedication to customer service.

• EmDhasis on sDeed.

Pricing Strategy

1. What is your pricing strategy?

• Low cost or premium pricing?

• How price sensitive is the market?

• Why that strategy?

-/
2-
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2. How is pricing detennined?

• Costs plus.

• RO/.
• Competitive parity.

3. What are your margins?



Distribution

1. How will you distribute your product?

• Company distributors.

• Agents or brokers

• Manufacturer reoresentatives.

2. Transportlltion

• Costs.
• Means-eompany vehicles, rail, truck, etc.

..



Service Strategy

1. What will be your customer service/product service policies?

Promotion

1. How important is promotion to your products?

• How will you measure its effectiveness?



2. What type of advertising?

• National verses regional/local.

• Print or electronic.

3. What promotions will be used?

• Trade shows.

• Direct Marketing.

• Public Relations.

~(



4. BUdget.

• What percentage of sales will your spend on promotion?

• What budgeting method will you use? Why?

5. Advertising plan.

• What media will you use? Why?

• How will you use public relations in your promotion plan?

• Scheduling Plans.



6. Sales plan.

• Will you use sales people?

• How will your sales force approach the customer?

• How will they be paid?

SECTION V· OPERATIONS

1. What is your production process?

• Do you produce, or is the product produced for you?

• What are your production requirements in terms of :

• Labor.

• Equipment.

• Facilities.

• Materials.

• Transportation/shipping.

• Consider offering a flow chart.

..



2. How will production levels be determined?

• Explain your production forecasting.

3. What is your inventory control philosophy?

• What is your safety stock policy?



4_ What is your quality control process?

5. Will olanfexoansions be Dlanned, financed?

-------------------
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6. New product development.

• What is your company philosophy; is R&D essential, a non-issues?

• What patents, copyrights, or trademarks do you hold?

• What are your new product plans?

• Are there any government regulatory issues for new products. existing products?

7. Who are your major suppliers?

• What are their terms?

• What oercentaae of their business do your orders represent?



SECTION VI - FINANCE

1, Capital-related risks-potential cash flow problems. notes coming due. etc,?
Contingency plans?

"



Appendix 2 Powerpoint Outline of the Course
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o FlexIble production - tellor1ng
• Technology - -..pute..
o Cost control- restluront
o Cspltel - elrplsne menUfeclUrtng

't1;~~_1 _

I V,m. ", . ,P"'n~

o Remember your ruder
o identify the key success tecto.. In your Industry
o Tell how your -..peny hes t..... tecto..

\'1'i:;'i\'~~-...---

RID, TteMcliogy, SytIIItmaO........iN'"
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• VlslonIMls.lon
• More on Addlllll Velue
• Introduction to Merkellllll
• FIeIcI SIUdy

~1',1lS!!lttVrN"..12:rr(

-<-'-"-

"n~ •

• VIsion stamsnt IsIIs ths reader _ your
cornpllny wtll _InIlls future.

Elwn.....:
1. Our compllny wtll -..Ills _ lsllor .hop

In our Nglon end provide e,,_ IIv11lll1or ell of
ourfsmlly.

2. Our compllny wtD produce ths hlg_ quality
nut 011. end -..en Importsnt .uppller of
oils In our Nglon. \...."",>1,""srm

IIUIij\~r(_"'_b_

...
• Mission .tstsmsnt lslls _ you do to sc:hlsvs

your vision end rellscts your Importsnt veluss.
• lI.hould identity Ills cornpllny, whlll you do,

your lsrget customers, end your val.....

Exsmpls: Our compllny I. e famlly_
busl••• which provlda custom tallorlng
urvlca,to man end women, In our Nglon. We
_In lsklllll care of our ....pIo_. end
-1IlI customer _.. \\il<llJl!M.!'iSllm!

VtP-'MillIiY"_l__..*«

WritA Your

• Remember your read.,

• DI".. .~~, ,V..I....

• "Velue addad" ........

• Write e VI.lon S_loryour compsny.

• Writs e MI••lon__lor your compllny.

• fncreulllll lhe value of e product 10 Ills
customer

• Velue mesn. lhe customer wtll plIy more

• Producer plIrtlclplltss In Ihe velue cheln to
recelve addlllonel monsy

'1~W'_!'loot _
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• 1denIIfY ....
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• JIlIn far ... flJIJn
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_Itt •
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• -tylng .........1II cull'n..........
••IIls.

_oAioI__

• Marbt ......rch ........... IIIIDnI.....
•_yaur_
·Whaldoyau_tD~

• How can yau gallntonna11on?
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• Supply _ DIJnaJIII
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I V,,,,r PI.n

• FIlIId Ex_ RevIew
• What I. Markellng?
• A Personal Example
• Mr. Pratt on Markel Information

1AIh... ;e

• lei_tying and IIIlNIllng cu.tomer_. and
wants.

T'~_c..._.._

-
• GallIer Information about~rmarket
• What do~ want to know?
• How can~ lIel Information?

\'11~---_...-

• Remember~rNader
• Markel rcIIl. foundation 01 your ptan
• AnI I"' customers?
• How many?
• Do lheyneed ~r product or ..Mes.?

\"ll!.C"'~gusav. "!"l_"'_b_

ll"'n.. ;n

•seament markats
·ldenUlytargel customer
• Develop marketing .lrategy
• Develop marketing plan

-
• Common need.
• Sulllclent number
• WIth resourcss
• Can be reached

w~
"''''JiIrl<_to-.



w ........ ·
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....rapIIy
.IIIC:OOM
• LIfII style••
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......phy
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• BuyIng pre CII'
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o Review Flelcl Trip
o SeleclIlIlI T.IlI- M.rkets
o WIuII customers buy
o Whslis quality?
o M.rketlllll stretegy

o~_s

o Sutllclent number
• WIth resources
o Can be reschecI

,V"'..r

~~f'r''4Of\i<-,, _

o Segment markets
°lclentlfy "'Ill_ customer

. 0 DeVlllop marketlllll sll'lllllllY
o Develop marketlllll p1.n

\~IJ.tf~rrgiS~
ytP'ol\'2ie'ii'!l_:_ ....,,~

Ie.." -

o Remember your read...

o Describe your "'llIei customer
o WIuII .... your customer's _s?
o Haw many such customers?

o Haw will you reach I"""?

\"Oii.'~gUN :Y-.--..-

o Why do they buy your product?
o Price, quality, .v.llabillty, convenience?
o WIuII feetu.... do Ihey seek?

o Haw do the customers declcle to buy?
o Whsn do they buy?

o WIuII do they buy?
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• How do~__qllllly1
·Apll ....w:e
• E:xpIIIteIICa
·'.111I0Il....
·Sta......

• TIlInI ""....
• Gar,.........

~-....-.- --

Competition - WhlIt Is Your Matbt

....• 8InIlegy Is posIIIuillng va-......- ....
MrIICIl

·To .....--.._va-_p "IS
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-
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-
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• Marketing Plan
·F_AcUvlty
• Financial Plan
•sa... Forec:astlng

• Price
• Quality

Th..

~~~w.UUNlVI.-"iV
_~IIiN·_._

• I Pl'lint l'lf ViAw

• Who Is my_r?
• What don he want?

.• What Is my compatltlon doing?

!'ItAn.. in

·8eg_markats
• lei_IV lalli- customer
• Develop markallng stral8gy
• DeYalop markallng plan

Th.. ~nllrP'. nf

___....b_

,~~~~-,-_..-

• PIaca (locaUon or dIstribution)
• Product (or HrvIca,
• Price
• PromoUon (advartlslng and ,,'.s,

\lw.\.~:t;~
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-~.,..., .......



• A ptaduct Is---.......
• PlodUct Includes:

-PKUgIng
• UWIIlI
- 8ervIctI
• Guarantee
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• Restauranl
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• Whe..... your Ia'lle! CUS«ll"."?
• TraIIlc volume

• SellIng
• Altracllve
·C.....
• Display

• N..r similar buslna...

~ioltf· .

• Visit the woodcarvtng merke!
• Who Is their Ia'lle! customer?
• Why ... they Iocsled wh... they .re?

...
~; )

• Prldng strlllegy
• H_ price s.nsltlve Is your msrlceC?
• H_ do you determine your prices?
• Why Is proftllmportant?

• The concepl of me'llin

• What the competlllon's prices?

• W""t your costs?

• What Is your obJ_VlI?
• Mulm1zlI ..I.?
• Mutmlze pronts?
• ConVlIy muNll••bout quality?
• Other?

\....il~\'~~_:-.---
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• FInlI_ ""'7
.co.tI
•s-. Foi de••••
• Cash Flow Praj, ~11 'i

...,.... ,........
-"11"".117 btDsurvIft
....1aW?·_,.....b P ......................,
.......1·WII,....."".k II,.............h.......
• 11' ra.-.1

~------

IDI...

• ANIIysIs ofeo.ta
·1lINct 1"......1­
·1nd_lFlDdI_
'~ANIIysIs

• CMh IIow AnalysIs
.~-

• AccountIng ....,....

• HIsfol1QI AclvaoI co.tI
• ProJ. c'ed Costs

• Auumpllons _ lie ...
• Auumpllons _ lie _ on .......7 Ii n

_..-_--

·Ilhctco.tI~ co.tIl
• co.tI whIcII dlNclIy _ .......... pnllIuct or-• co.tI whIcII-r .... _ or pnllIuct or-'1nd1Ncl co.tIlfInd eo.tal
• co.tI or.......... bUsln F
• co.tI whIcIIst.ya. _ no ......_a....
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·How_do__... _ ...__

... 1ndlNcf co.tI1

• How_....... _ ... _ ..............,.,
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T .... ......... . ,....-
• FI....nclal Plan
• Costs

• 811... FClftICUtI"lI
• Cuh Flow ProjecllonS

• Remamber your .......,
• WIll your business generate enough to survive
-grow?

• WIll your busl_ geneI'IIle enough to repay
lenders?

• WIll your busl_ generate enough to give
Inv_rs a return?

-......-.-

_. _......
• Analysis of Costs

• DlNet (Variable) costs
• IndlNet (Fix"') costs

• S....keven Analysis
• Cub now Analysis

• Projecllng _

• Accounting Statements

r.n.+ I

• DlNet Costs (Variable Costs)
• Costs which directlycontflbula to product or

service
• Costs which vary WIth .... of product or

service
• InclINet Costs (F_ Costs)

• Costs of bsI"l1ln busIness
• Costs which stay the same no metter whet the.....

\'\k$f!I!'f.;m.Ef.:",W...·····~4···~¥l.ll'\c1\'_ry_1_-_-

• Historical Actual Costs

• Project... Costs
• Assumptions must be cIllar
• Assumptions must be ba_ on Information

---_.-

• How much do we heve to ...1to cover DlNet
and IndlNet Costs?

Then we can project

• How much Orne will It take to start meld"ll
money?

~
-~_.-
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Prlce per UnIt-1IINct c:o.b ......... per Unit

Mol'llln per Unl' Prlce .... URI· ........ RIIIo

• How qulcldy .... _ ..enougII unIIa ..our
JlIOIediod .,-1

• E1Ietylhlllll _ _ our IIrI It _.,-wII
a'" us. proIIteq lD .... n....... fIII_
tIIMs our margin.
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-.(.._--

Fy npIa: too -110·"
2lIlIlIlIO • .22
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Breakeven Example

Unit Price 900
Direct Cost I 700
Margin 200
Margin Ratio 0.22
Fixed Costs 10,000

Breakeven Sales 45,000
Breakeven Units 50
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• Historical .-nIs
• Amount
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01000 preglUlnl women
o .....u.. orour promoCIon prog"" WIt un

convince 200 to drink a.obabJuice once a_k
o 200 x4 .. aoo boltIes or a.obabJuice par month
o aoo x K30 .. K2400 par month

~W'-'......_.-

o Mulmlze c.osh ..Ies
o eradlt policy
o CoIlec1lon sysgm

o Minimize c.osh payments
o Suppliers offer eradlt
o Partial payment

~~~'ml;
Vf.N\1Z:TY
-<.... - ..-

o CUh flow pro/- when you will get c.osh and
when you will need ush

----,,-

ell"i" .

o llel.snce Sheet
o Assets - LJebftllies .. Net worth

o Income S_1Il
o RllVtlllue - Expan_ .. ProIIt

\,.w.~_:_---

... _..
Pi....

o Know your target marketl
o Advertising
• Discount
o DIrect Sales

• Personnel
o Equipment
o Production process
o Schedule or AcllVOI. - Whet will you do IIrst?

2
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o s.cJrg_of~ and ~.-r-na1
°Training 1l"llI-
0Quallly_

~
-~_.-
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CASH FLOW EXAMPLE
Month 1 Month 2 Month 3 Month 4 Month 5 Month 6Starting cash 35000 7000 -45500 -47000 -22500 10000Flow In

Cash Sales 10500 35000 42000 49000 35000Credit Sales Collected
Assume 50% of outstanding 7000 8000 9000 14000Other including Loans 35000
Total Cash In 35000 10500 42000 50000 58000 49000
Total Cash Available
(starting cash + cash In) 70000 17500 -3500 3000 35500 59000
Flow Out
Raw Materials 35000 35000 18000 0 0 0Labor 10500 10500 8000 4000 4000 4000Rent 3500 3500 3500 3500 3500 3500Loan Payment 4000 4000 4000Owner 14000 14000 14000 14000 14000 14000Total Cash Out 63000 63000 43500 25500 25500 25500
End of Month
I(Flow In minus Flow Out) 7000 -45500 -47000 -22500 10000 33500

~

~

'. r:. I.'"



CASH FLOW EXAMPLE «
,-"..-..~

----

-_.--_..-_...-...... _.,-...... I ------

:.:~:.. ,--=::=.. :j._._-- -~_ .. ,,-
_ ~-_ .._,.-~.--.••.•--.---- ·f· _ I

.. - ....__._\---..._--....-_...._..- .-.-.
___ -_,_.__".,.__"_,._._.....__ ~ __,. _ ,.. __,._---1<*. .__._" .•.•...

Cash Flow Worksheet ... .. .. . __4~ ••__..

(Enter il'!le~~r!~.ID .0 .•• __~.~ •• -=-: ~ ....__-1-__• ...... .... j.
Starting cash
Flow In
---'--:-- .. '-"'-''''

g~:~tSl~~:~-gQH~~~~==~:~· --t- -t-_..~-J~~_..=j--- .. _-··-~t" ....··:-
Other Cash ~eceived

Total Cash In. I I I
I·· I I j I I · I - .Total Cash Available
~(startlng ca~1!+ cash In) I I I 1 1 •._ ... ··...__

I I ------ ....--......
' .._".- I I .. !Flow Out

Raw Ma!~rials I I I I ILabor
Rent
Loan
Transport
Advertising

~~e~ricitY I~'" ~ ~'-- E t I----.:~----·...SuePlies ..... =r=.-----=l ~--- r-Taxes

Total C~sh Out Ln-.--L--~-=t-.-'-=1==:1
End of Month

.IfFlow In minus Flow Out)

. - j --~----l

-----_.... _----
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Appendix 3 Participant Feedback forms



WORKSHOP EVALUATION FORM

USAID I MAFE PROJECT I WSU
BUSINESS PLANNINGWORKSHOP EVALlJATlON FORM

99
- 189 APRIL 2002

Please respond to each question as honestly and o~ectively as you can. Your evaluation
will be important in improving and restructuring future programmes for the benefit of
other participants.

Note: It is not necessary to write your name on this form unless you so choose.

......•......•..........•........•......•...........•..••.•.....••••....•••••.....•••.......................

1.0 How wen were the objectives ofthis workshop met?

1.1 To be able to write a business plan for my own business

o Met

o Partially met

o Notmet

1.2 To share information and knowledge with other workshop participants....,
U Met

o Partially met

o Notmet

2.0 Indicate how important you reel the following sessions were to you

Most Important Not very
Important Important

Marketing 0 0 0
Pricing

n n IIu U U

Margin 0 0 0
Break-even analysis

n n Cu...., ...., ....,
Cash-flow forecast U U U

Please make comments or suggestion below about how specific sessions could be
improved.

-~~~L- L--....l i .. i....:,;t. c~ ~ (<......c'--

....~-ILa..n ,_",--~.

: ~ ; ., . ( --• • r----z.....'~. £ (. cI '~'-'"lk ...,t* ., ~ ..... ) t

•



3.0 What will vou remember most about this workshop?
~_ S~~,,, /Jvo",'/z,_.J..........,. ,I' ,

.., • • l..
,'-"r"'~ f~~, "'" ([-, ~ I ~Lt. ......... ·

{ .......)~.r!, ~. 1--------1'" ~f t4~..._.
/. /A_ .-ry ~'-" :~'""? /:; .. - ~ ;....

4.0
c ""'~ '1 ~ -v-' {'-' ,1-

Please suggest subjects you think should have been added to this workshop
-4-c'1-'Tv C{..·~ .... >,--p-/"'---, ,-.:-...

~ "..~ ~4.L ~.":"""Ii..~- .. ri'" ,,-. A....... ~\ I ..~
,-,\-- ~,.. e"1'S ('"\R J...-.. -

i ~ ..L '_"_.: .... ;.. ,-?L ,-<.---:. ....

5.0 List subjects you think should not have been included in this workshop

k. 6.0

~.

List, in order 6£ UiijJullwlce;-tfte ilIUm unVCil tant copies jn this ""\VilTksbop

(:'1 ..:.l, -'-h eJl ~ cr :. c.. <j">-.~.d"-t
A d'Y>

X 7.0 ~~iIl'[lptYrmn~!'icS:1rH~-warksl:lOp-

1".0 Facilitation

Clarity ofpresentation was 0 Very good

7, C Training methodology was 0 Very good
t. C ftc t;o .......C'-;!..·.....h....:- .' ";'~'

~ I C' Quality of training overall was0 Excellent

0 Good 0 Can be
Improved

0 Good 0 Can be
Improved

0 Adequate 0 Can be
Improved

.......,
l.,. c,..";' ,"'Vi ,-Ii"""" C..
(?y.~ n-ft4r_ ...(> • r .

J i,1 ....,... r-~-"'" ~.-....-L

/l." ,~4/,.Jk.- ~'l..-.. ('.c-(c.LW . ~. '<

Fc'~c,(,+"""\

'-..,.. f'-v-yv-

Please write below any additional comments about the workshop
. ",'"vI -v,"',---, -f'......1~

, f'~ D ~l.rIL, I "-11'-> 7" }."l!-),

t'~

. ri.~ +v. """"" '_ .I.J.......,~

-" L-.......-v14, -C,r,~ ....~ ,
.-

k'J!. J C



MOMWE KOZI YAYENDELA KUCHOKERA PA 9 MPAKA PA 18
APRIL 2002

Cbonde yankhani mafunso ali mmusiwa mwacbilungamo. hi zititbandiza kuti
masogolo muno tikadzakbala ndi mapbuDziro ena ngati awa zintbu zidzayende
bwino.

Mukboza kusalemba dzina lanu pokhapokha ngati mukufuna kutero.

1.0 Kocli cholinga cbamapbuDziro cbakwaniritsidwa bwanji pa magawo awa!

1.1 Opbunzira athe II'Jlemba mapulani a biDnezi yawo.
~---- -- .. ,r .

a. fCbakwaniritsidwa -J
'- -

b. Cbakwaniritsidwa pang'ono

Co Sichidakwaniritsidwe

1.2 Opbunzira atbe kugawana nzem pazomwe iwo amachita pa bizinezi zawo.

L Cbakwaniritsidwa '---"' .,

b. Cbakwaniritsidwa pang'ono

Co Sicbidakwaniritsidwe

2.0 Kocli mitu yamapbunziro iri m'munsiyi iii yofunika bwanji kwa
inu?

Wofunika Wofunika Wosafunika
Kw_biri / kweai-kwali

a) Kupeza rna kasitomala (marketing) :'1-" ,

b) Kaikidwe ka mitengo (pricing) n· r
---.:

c) Masamu opezera rnagini (margin) " ,'--.t' ~

d) M_u opeura Break-even [J , ,
L

Q -
e) Kalembedwe ka KasbiOo (casbOow) ,

Cbonde lembani maganizo anu m'musimu momwe mitu tapbunzirayi
tingaiphunzitsin mopitirira momwe taphunzitsira.

.." a F +€' I i ~ \0"" .~C"'..... 'I"l.C-'i.. J \.
'-=.,;.> ~-_,.::... ~"""' -a.-,' ~ ,~ , r"\Ci.. \ ,-

'--'

/
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Kodi chimene simudzachiiwala pa maphunzirowa ndi chiyani? . .
.<.. ":'~:..~. 1.C-I. \~lCt i'c.l~'C'~i:: n'\~G~~ \.~ l""Y!(...h.......s.;,.i)l?S{
~ \~-r\ '"- L - ','1- ",e.. ~ r-.-.~nu p,,"\~n~\" -tSCf b ..... ..-:.l'~~1 I~.""\'JC~ nt:«::t..f-,. ....

Cho~d';'fem6rrni mi"@}amiph~;Zi'to~n"a"o~~'in~ktdakO~\: akad;.khalapo
pa koziyi.

C r",S.",

3.0

4.0

5.0 Lembani maphunziro omwe sanafunika kuti akhalepo pakozi
yathuyi. :)

DilS c. ~--' '·LDo..! ~ c h..-.n , k " \~

6.0 Kaphunzitsidwe

Zimanveka bwino kwambiri ~imamveka ~ Sizimamveka

7.0 Njira yakaphunzitsidwe

InaJi yabwino kwambiri g/'Inali yabwino 0 Siinali bwino LJ

8.0 Kodi malo ogona anali bwanji?
,

b-u' n~ I

Nanga malo ophunzirira anali bwanji? -= t::d,C,,- L, C

"t:':"">"-;'-\...~...... _~~ C>I-'~I:.'. ~c~~ .=-,~

9.0

10.0 Nanga maphunziro onse ayenda bwanji?

a. Ayenda bwino kwambiri ..~

b. Ayenda bwino

c. Pafunika kusintha magawo ena. Longosolani

I\-a_ll~ C",,~~,,~IC,p \:....u'S~,-thQ ~o...\-1-~

ll.O Chonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera
pokhundzana ndi momwe maphunzirowa ayendera.

;.":) I -;:. i ' ,.....l....-.:=. \. U -t-eJ-++-,ctc.. c "") c',·
t'-.'\C,J)\...-u... "'l.._~ -e'·l'" "n c" Ie:::, '-'-" ·-no J" f' ~e~' ~ \ IL-.,S

~

T'"", I ~C>~" (:)~~ 1 C\ t-..c\ I"'-R", , l-c" f1'\(c Ie. c. 'L<.YDc<"Su

.-- ,
U C) Ie:-:- I

-. '. ,
i'=-\+---:J,::> \.-, ""N r'('I. \

r. '-r

~;::.tJ-A.' Co< "0 Fe- Ill!

I--l~j <\_+,C pC..\J\d..l \<. ,.., - "';:)

~ 0< ,-n~lc..Joulu Ie..;~

~ 0<;;·11., r ..(\.- rnlc:.. \U~·..



MOMWE KOZI YAYENDELA KUCHOKERA PA 9 MPAKA PA]8
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Choode yaokhaoi mafuoso ali mmusiwa mwachiluogamo. Izi zitithaodiza kuti
mtsogolo muoo tikadzakhala odi maphuDziro ena ogali awa zinlhu zidzayende
bwino.

Mukhoza kusalemba dzioa Iaou pokhapokha ogali mukufuoa kutero.

1.0 Kodi cbolinga c:hamapbuDziro cbakwaoiritsidwa bwaaji pa aaagawo awa?

1.1 Ophuozira athe kulemba mapulaoi a bizinezi yawo.

@ Chakwaoiritsidwa

b. Chakwaoiritsidwa paog'000

Co Sicbidakwaoiritsidwe

1.2 Ophunzira athe kugawaoa ozeru pazomwe iwo amacbita pa bizinezi zawo.

C3- Cbakwaoiritsidwa

b. Chakwaoiritsidwa pang'ooo

c. Sicbidakwaniritsidwe

2.0 Kodi mitu yamapbuoziro iri m'muosiyi iii yofuoika bwanji kwa
iou?

Wofuoika
Kwaaabiri

a) Kupaa ma kasitomala (marketing) ii2I
b) Kaikidwe ka mileogo (pricing) iil
c) Masamu opezera magini (margin) UY
d) Masamu opezera Break-even ~

e) Kalembedwe ka KubiOo (casbOow) Ii}

Wofuoika Wosafuaika
kweai-kweai

Cboode 1embaoi magaoizo anu m'musimu momwe mito tapbuazirayi
tingaipbuazitsire mopilirira momwe tapbuozitsira.

..
r;('..c~ l.lrh ()Z,O



3.0

4.0

5.0

6.0

Kodi chimene simudzachiiwala pa maphunziro\fa ndi chiyanil. c.. \"'-' \ Q '"

C"",-, Q.-(""\e... s \'"' 0'0-vQc...", • ",,"0 ,"" "'~, "6 '-z.,' r("'\ - \

Chonde lembani mitu yamaphunziro ena omwe mukadakonda akadakhalapo
pa koziyi. . ' • \ cl .
\I'.()f'\-"\uL.:,\r:, 00SC-- C\=-,\1 IKo Gf'c)'\~O(\'l...Ir.u

Lembani maphunziro omwe sanafunika kuti akhalepo pakozi
yathuyi., '. . ) () \ i p~. {\ Cl\~c\ .
¥\.~~"L'T~ t:lli="~ e-f....-A\¥...-e ~_S;c....pO~ -, ;.>.-C.-.Q nell or-un,\:..

-~ " ,..., ~S"-' V\£Q1 =y- C) ,,'-.l ~ ~
'" Q ~ --.l '.../' \ a ,--" L "- no. c.. .

ft'.} 'i3' -u , "'-"--- '
Kaphunzitsidwe

Zimanveka bwino kwambiri [J' Zimamveka 0

7.0 Njirayakaphunzitsidwe ~~"-()\\ '00'P"""nc

Sizimamveka

Inali yabwino kwambiri Ii6 Inali yabwino 0 Sii"ali bwino U

8.0 Kodi malo ogona anali bwanji?

\\\cl.Q.., mo.\a t>~?(\O onCl '\\:.""';n C: ~WC1tt1b\ ,;

9.0 Nanga malo opbunzirira anali bwanji? •
\ ~ . \ QflO\'\ CI'c,'(\/ ,n t'\ld. t. tf1~\C tlf'\lul\0" S' a

...

10.0 Nanga maphunziro onse ayenda bW\lnji?
""CI ~"u \\'L- \' t> a~Q.....l'I..a~'& Ayenda bwino kwambiri

b. Ayenda bwino

c. Pafunika kusintha magawo ena. Longosolani

11.0 Chonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera
pokhundzana ndi momwe mapbunzirowa ayendera.

~Q\"U '0'\0

\::: """'" Cl f1I 'b. : \:

I
'=V-( \" D \ ' I ',!=,yV a fY' btl
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MOMWE KOZI YAYENDELA KUCHOKERA PA 9 MPAKA PA 18
APRIL 2002

Chonde yankhani mafunso ali mmusiwa mwachilungamo. hi zitithandiza kuti
mtsogolo muno tikadzakhala ndi maphunziro ena ngali awa ziathu zidzayeade
bwino.

Mukhoza kunlemba dzina lanu pokbapokha ngali mukufu.a ku.ero.

1.0 Kodi choliDga c:bamaphunziro c:bakwaniritsidwa bwanji pa magawo awa!

1.1 Ophunzin athe kulemba mapulani a bizinezi yawo.

(5' Chakwaniritsidwa

b. Chakwaniritsidwa pang'ono

c:. Sichidakwaniritsidwe

1.2 Ophunzin athe kugawana nzeru pazomwe iwo amachira pa bizinezi zawo.

@ Chakwaniritsidwa

b. Chakwaniritsidwa pang'ono

c:. Sic:hidakwaniritsidwe

2.0 Kodi mitu yamaphunziro iri m'munsiyi iii yofunika bwanji kwa
inu?

Wofunika Wofunika Wosafunilu.
Kw_biri kwmi-llweai

[g 0
~

a) Kupeza ma kuitomala (marketing)
~ -

<.......,;

[g 0
,..,

b) Kaikidwe ka milengo (pric:ing) : "

~

c:) Masamu opezen magini (margin) l'i ,

d) Manmu opezen Break-even ~ 0 n
'-'

e) KaIembedwe ka KashiOo (c:ashflow) io. C n

t. .I
l



3.0 Kodi chimene simudzachiiwala pa maphunzirowa ndi chiyani?

4.0 Chonde lembani mitu yamaphunziro ena omwe mukadakonda akadakhalapo
pa koziyi.

5.0 Lembani maphunziro omwe sanafunika kuti akhalepo pakozi
yathuyi.

6.0 Kaphunzitsidwe

Zimanveka bwino kwambiri 0 Zimamveka 0 Sizimamveka ,

7.0 Njira yakaphunzitsidwe

Inali yabwino kwambiri g Inali yabwino 0 Siinali bwino U

8.0 Kodi malo ogona anali bwanji?

9.0 Nanga malo ophunzirira anali bwanji?

10.0 Nanga maphunziro onse ayenda bwanji?

@ Ayenda bwino kwambiri

b. Ayenda bwino

c. Pafunika kusintha magawo ena. Longosolani

1l.0 Chonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera
pokhundzana ndi momwe maphunzirowa ayendera.

Ii\.&...:.L.: J e.. "'-~ 0...-
""1-"'-
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MOMWE KOZI YAYENDELA KUCHOKERA PA 9 MPAKA PA 18
APRIL 2002

Cbonde yankbani marunso ali mmusiwa mwacbilungamo. Izi zitithaadiza kuti
mtsogolo muao tiUdzakbala adi mapbuDziro eaa agati awa ziatbu zidzayeade
bwiao.

Mukboza kusalemba dziaa Iaau pokbapokba agali mukufuaa utero.

1.0 Kodi cboliaga cbamapbuDziro cbakwaairitsidwa bwaaji pa magawo awa!

1.1 Opbuazira athe kulemba mapulaai a biziaezi yawo.

a. Cbakwaairitsidwa

~~' Cbakwaniritsidwa paag'oao

Co Sicbidakwaairitsidwe

1.2 Ophuazira athe kugawaaa azeru pazomwe iwo amachita pa biziaezi zawo.

~' Chakwaairitsidwa

b. Chakwaniritsidwa pang'oao

Co Sicbidakwaairitsidwe

2.0 Kodi mitu yamapbunziro iri m'muasiyi iii yoruaiU bwaaji kwa
inu!

WofuaiU WoruaiU Wosafuailua
Kw_biri kwaai-kweai

a) Kupaa ma witomala (marketiag) trr'" -
b) Kaikidwe ka mitengo (pricing) ~ r

~

~ n J"""""'"
c) Masamu opezera magiai (margia) ItJ
d) Masamu opezera Brak-evea g r ,U ~

[:2 ~
~ .

e) Kalembedwe ka KashiOo (casbOow)
, !
LJ i......J

Chonde lembaai magaabo aau m'musimu momwe mitu tapbunzirayi
tiagaiphunzitsire mopitirira momwe taphunzitsira.

\-=-. c· ....~. c... '-., ...

\: \~ 0.. L 0> c .- .

l.:. ...... t· .

~ l,..... t' ~c- ........

\.,.,: .'--.:.- c.. b \._... \ r_~

b~.. '"-0 '-L ~. d.

- - .
-''-. ~.... -_ ... ~\



3.0 Kodi chimene simudzachiiwala pa maphunzirowa ndi chiyani?
Lu-""""'" ~~c"'- \ ~ ~~.. 'V>...c....... \?~-\.L>. '\-~. \:..~--", <.:'J 1''S.. ~

~"""'...).''?~' ......,:'..:' \'~'-"~c, S~-·'C\. \:::....:..r,e-.

4.0 Chonde lembani mitu yamaphunziro ena omwe mukadakonda akadakhalapo

pa. koziyi. \'-\.. '. u '(' '\..e> \--'c, ~ \",,,- \L 0 ""-c\ .\"'<.\ • kc. .Jt' ~ .
L '~~o
\-...\---~"'-"'"......"" \·'·~_\~eL.t:-c, '\;..: .,,_'-'-\\ ....~'c:;c. f C. ::;~ (.'10 • '-.'; c. \.c.... t.: 1,...'\, '< "'- .
(~ t..-. u..- l-t,,_p--.Io • .. ~- f.- ( ..l~ '7,

5.0 Lembani maphunziro omwe sanafunika kuti akhalcpo pakozi
yathuyi. CJ ('~"",: ",,,<\..0< t. ~;fv ,"\. ~ ~c.~

6.0 Kaphunzitsidwe

Zimanveka bwino kwambiri I1Y Zimamveka 'I SizimamvekaL ~

7.0 Njira yakaphunzitsidwe

Inali yabwino kwambiri r;a Inali yabwino 0 Siinali bwino 0

8.0 Kodi malo ogona anali bwanji?
'ct. ~,_ .....-, ~ " \-- , _. '\

_LX. ..... "'t:""'"-<._ ..) -..::- .. t \_ c:

9.0 Nanga malo ophunzirira anali bwanji?

~ \i\ ''\...Q \'\ ~~ '-.l..::. ,.\... c::

Ayenda bwino kwambiria.

10.0 Nanga maphunziro onse ayenda bwanji?

i,../

b. Ayenda bwino

c. Pafunika kusintha magawo ena. Longosolani

II.O Chonde lembani m'munsimu ngati mull ndi ndemanga yoonjezera
p!lkhundzana ndi momwe maphunzirowa ayendera.

.'

1J.



MOMWE KOZI YAYENDELA KUCHOKERA PA I) MPAKA PA 18
APRIL 2002

Cbonde yankbani mafunso ali mmusiwa mwacbilungamo. Izi zititbaadiza kuti
mtsogolo muno tikadzakbala ndi mapbunziro ena ngati awa zintbu zidzayende
bwino.

Mukboza kusalemba dzina lanu pokbapokba ngali mukufuua kutero.

1.0 Kodi cbolinga cbamapbUDZiro cbakwuiritlidwa bwauji pa magawo awa!

1.1 Opbunzint athe kulemba mapulani a bizinezi yawo.

a. Cbakwaniritlidwa

(i) Cbakwaniritsidwa pang'ono

Co Sicbid'kwaniritlidwe

1.2 Opbunzint athe kugawana nzeru pazomwe iwo amacbila pa bizinezi zawo.

CP Cbakwauiritlidwa

b. Cbakwaniritsidwa paug'ouo

•..~
Co Sicbidakwauiritlidwe

2.0 Kodi mitu yamapbunziro iri m'muusiyi iii yofuau bwanji kwa
inu?

Wofuuika Wofuuika Wosafunika
Kwambiri kweni-kweni

a) Kupeza ma kasitomala (marketing) g- Il'-' -
b) Kaikidwe ka mitengo (pricing) g 0 r

~

...... r :-"]c) Masamu opezera magini (margin) ~ -
d) Masamll opezera Break-even ~ 0 :.......:

e) KaIembedwe ka KasbiOo (casbOow) D 0 L

Cbonde lembani mapnizo anll m'musimu momwe mitll tapbunzirayi
tingaipbunzitlire mopitirira momwe taphunzitlira.

~o.u-~,~ . 00.~L.Q~U.?:.e.- '''CSt>

b I.-'-'J. ni: ~o.1V"lb, II.

lit, 1. Cl rn b-t r ,



3.0

4.0

Kodi chimene simudzachiiwala pa maphunzirowa ndi chiyani?

~ClI 1:' j"b.,...d--<-_"t.'" t:= b w¥ ·",E.5l:; pl,on

Chonde lembani mitu yamaphunziro ena omwe mukadakonda akadakhalapo

pa koziyi. La IX""'n'], d.~E' \<.-..,t::'t ,.." et J 0,>' e. :-cL. ~;do
'2...0<"" u...~ ,

5.0 Lembani maphunziro omwe sanafunika kuti akhalepo pakozi
yathuyi.

t<\a.~ku.n?:,. ,-c C'\ c;;.e e:ucCLL C-fc-L~

6.0 Kaphunzitsidwe

Zimanveka bwino kwambiri 12' Zimamveka 0

7.0 Njira yakaphunzitsidwe

Sizimamveka ~

Inali yabwino kwambiri ~ Inali yabwino 0 Siinali bwino '

,
8.0 Kodi malo ogona anali bwanji? lV\eu.c 0:1 Cl.rIo. q ~ b\.oW..l n C \.!-crne>

hUh"lba.L If- C I-, et t:.u.d.jQ. arY"l.a.c.k..~ 2 CCL.e..6'-U.C1.

9.0 Nanga malo ophunzirira anali bwanji?

10.0 Nanga maphunziro onse ayenda bwanji?

a. Ayenda bwino kwambiri ."...--

b. Ayeoda bwioo

c. Pafunika kusintha magawo e~a. Longosolani

11.0 Choode lembaoi m'munsimu ogati muli odi ndemaoga yoonjezera
pokhuodzaoa odi momwe mapbunzirowa ayendera.

t::u"- t'\.-G IL..P_\-q

rY"\\...l~~ l.\:-teln t"



MOMWE KOZI YAYENDELA KUCHOKERA PA I) MPAKA PA 18
APRIL 2002

Chonde y.nkhani m.funso ali mmusiw. mw.chilung.mo. hi zitith.ndiza kuti
mtsogolo muno tikadzakh.l. ndi m.phunziro en. ng.ti .w. zintbu zidzayende
bwino.

Mukhoza kus.lemb. dzin. Ianu pokb.pokh. ng.ti mukufun. kUlero.

1.0 Kodi cboling. cbamapbunziro c:bakw.niritsidw. bw.nji p. m.g.wo .....?

1.1 Opbunzin .tbe kulemb. m.pulani • bizinezi y.wo.

-ra:. Cbakwaniritsidw.! ,

b. Cb.kw.niriuidw. p.ng'ono

Co Sic:bidakw.niritsidwe

1.2 Opbunzira .tbe kug.w.n. nzeru pazomwe iwo am.cbita pa bizinezi zawo.

~ Cb.kw.niritsidw.

b. Cbakw.niritsidw. p.ng'ono

Co Sic:bidakw.niriUidwe

2.0 Kodi mitu y.m.pbunziro iri m'munsiyi iii yofunika bwanji kw.
inu?

Wofunika Wofunika Wosafunika
Kwambiri kweai-kweai

.) Kupeza m. kuitom.1a (m.rketing) j" . -!

b) Kaikidwe ka mitengo (pricing) j;1 r.
--' LJ

c) Masamu opezen m.gini (m.rgin) I"'!
,

-
i2l "d) Muamu opezen Bruk-even U

e) Kalentbedwe ka KasbiOo (c:asbOow) ivl " [Jw

Cbonde lembani m.g.nizo .nu m'musimu mGmwe mitu tapbunzinyi
tinpipbunzitsire mopitirin momwe tapbunzitsin.

Parl1, ...ri~ -tal'UJI.~-4/·'(Zq!
~

-taf/~~·1;';; ~)ln~!';!t
{{zIi~/ '- ~ l

" \ tY1?"

/1)



3.0

4.0

5.0

6.0

Kodj chimene simu~zachiiwala pa maphunzirowa ndi chiyani?
I •

«r:l(;Jr~(,e~;)? Lv:' ou~~u:..($5 ,0(,.'£<':
Chonde lembani mitu yamaphunziro ena omwe mukadakonda akadakhalapo
pa koziyi.

1,/, - I .,...... , I.or " a .... i", [..V1"I~,':., ,'7.~ WLt(~Cw~ ('7, /',.1--'_ ~ I:' I.- I" -.....- ~(.,- \' . \" .: \::,t",1-r] --ti<:~ ,.... /. , '-: '_ _.~ v"'-<- I q;j4ft 'Itu C( ,
Lembani mapIfunziro O'nrwe sanalunika kuti akhalepo pakGzi
yathuyi. A> I . J'..., (''r. a...Z,h.LA'''/~r, <-I}"" ~ ClncUi: r:-/li.(~" /1.'I ""-" !

Kaphunzitsidwe

Zimanveka bwino kwambiri ~ Zimamveka C

7.0 Njira yakaphunzitsidwe

Sizimamveka ~

Inali yabwino kwambiri lB' Inali y3bwino n Siinali bwino '_

8.0 Kodi malo ogona anali bwanji?

f.,,:.~·c_ '--t-'-'
Nanga malo ophunzirira anali bwanji?9.0

(I/..' rr· "?

-
.,

r..Z-i./ lti.·(.11,· t," ~-- t'; ·.,.-,6 I r~L" .

10.0 Nanga maphunziro onse ayenda bwanji?

e.: Ayenda bwino kwambiri

b. Ayenda bwino

c. Pafunika kusintha magawo ena. Longosolani

1l.0 Chonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera
pokhundzans ndi momwe maphunzirowa ayendera.

'7-,~ ~:i.__-
/
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MOMWE KOZI YAYENDELA KUCHOKERA PA 9 MPAKA PA 18
APRIL 2002

Choode yaokhaoi mafuoso ali mmusiwa mwac:hiluogamo. Izi zitilhaodiu kUli
mtsogolo muno Iiluldzakhab odi maphuoziro eoa ogali awa zinlbu zidzayeode
bwino.

Mukhou kunlemba dzina Ianu pokhapokU ogali mukufuu kutero.

1.0 Kodi c:holinga c:u~phuoziro wkwaniritsidwa bwanji ,. magawo awa!

1.1 Ophuozil'll athe kulemba mapuboi a bizioezi yawo.

~,. Chuwaniritsidwa

b. Chuwaoiritsidwa paog'000

c:. Sic:hidakwaDiritsidwe

1.2 Ophuozil'll athe kugawaoa nzeru puomwe iwo ~ac:hib ,. biziDezi DWO.

e- ChuwaDiritsidwa

b. CUkwaoiritsidwa pang'oDo

c:. Sic:hidUwaniritsidwe

2.0 Kodi milu yamaphuoziro iri m'muasiyi iii yofunilul bwanji kwa
iou?

Wo(uoilul
Kwambiri

a) Kupeza ma kasilomala (marketiog) q
b) Kaikidwe ka miteogo (pric:ing) 1--1

c:) Masamu opeul'll magini (margin) r,/

d) Manmu opeul'll Break-eveD d
,--,

e) Kalembedwe ka KashiOo (c:ashOow) l>C

Wo(uoika

I I
~

Won(unika
kwmHweai

Choode IembaDi magaoizo aou m'musimu momwe milu taphuozil'llyi
tingaiphuozitsire mopilirira momwe taphuozitsira.

~L ~_lot; i :.."'\:r<..:



3.0 Kodi cbimene simudzacbiiwala pa mapbunzirowa ndi cbiyani?

L~,-(\'"'-r.··c.- <;'_",<'l\ <.c, '-',.)C,'-c,. \-'oel.~ ,,,-C\.sh,-rl.c

Cbonde lembani mitu yamaphunziro ena omwe mukadakonda akadakhalapo
pa koziyi.

D..l, c. f'Uf\..; \<'·l \ C\ •

5.0 Lembani maphunziro omwe sanafunika kuti akhalepo pakozi
yathuyi. 'f)' . • L.. .

,,("LIC \:he ,-,,-X,J\:K c~ rY'C<",LQi kc,

4.0

6.0 Kaphunzitsidwe

Zimanveka bwino kwambiri 5:a 0 -~

Zimamveka Sizimamveka ' IU

7.0 Njira yakaphunzitsidwe

Inali yabwino kwambiri B Inali yabwino 0 Siinali bwino n'--'

8.0 Kodi malo ogona anali bwanji?

9.0 Nanga malo ophunzirira anali bwanji?

10.0 Nanga maphunziro onse nyenda bwanji?

a. Ayenda bwino kwambiri

b. Ayenda bwino

c. Pafunika kusintha magawo ena. Longosolani

1l.0 Chonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera
pokhundzana ndi momwe maphunzirowa ayendera.

fie!.",. IV \ f:/, "'8"

'v'I....o-..:<,-,> '''''Vl.--,,: Lv

"2..\..tv, <:',\-e-



MOMWE KOZI YAYENDELA KUCHOKERA PA 9 MPAKA PA 18
APRIL 2002

Chonde yankhani mafunso ali mmusiwa mwachilungamo. hi zilitlwadiza kuli
mtsogolo muno likadzakhala ndi maphunziro ena ngati awa ziathu zidzayende
hwiao.

Mukhoza kUlalemba dziaa lanu pokhapokha Dgali Dlukufuna kutero.

1.0 Kodi choliDga chamaphunziro chakwaniritlidwa bwanji pa magawo awa!

1.1 OphuDzira athe kulemha mapulani a biziaezi yawo.

~ ChakwaDiritsidwa

b. Chakwaniritsidwa paDg'oDo

c:. SidaidakwaDiritsidwe

1.2 OphuDzira athe kugawaDa nzeru pammwe iwo amac:hita pa biziBezi zawo.

@ ChakwaDiritsidwa

b. Chakwaniritsidwa pilllg'ODO

c:. Sic:hidakwaniritsidwe

2.0 Kodi mito yamaphUDziro iri m'munsiyi ill yOfUDika bwanji kwa
inu?

WofUDika WOfuDika WoufUDika
Kwambiri kweai-kweni

a) Kupeza ma kuilomala (marketing) 0' ~ iC"'
di) Kaikidwe ka mitengo (pricing) iH· 0 0

Ltr ~ rc) Masamu opezera magiDi (margia) U

d) MasamD opezera Break-even 9 0 0
e) Kalembedwe ka Kashiflo (c:ashflow) B 0 0

ChODde lembani maganizo anD m'musimD momwe mitD tapkDDzirayi
tingaipbUDzitsire mopitirira DlODlwe taphDDzitsira.

j,'la ,'lYIenejl 'j.'nd:Gla h....,.'n t::3
c



3.0

4.0

5.0

6.0

Kodi chimene simudzachiiwala pa maphunzirowa ndi chiyani?

, .?c. <; f I I'"!u ......, e./e n Cf a n ala ia rV1 c<. ;z. <:> c- h t:> S'o-
flo' de> no .. 0 a " d
nL/, 2.-..,.'0 ,-",,=s,· (<-CSoh.-.,C.-"')
Chonde lembam mllu yamapbunziro ena omwe mukadakonda akadakhalapo
Pa koziyi. 1"1<,', ;zou S = "

~Ij tt=' ~4 &I '
~z:c ;: 2: ~,- ., Ql I . ! ~l'bvp.no , ......

SI~IY'l'\Clt'-'Yl'l<:.F "7 ~ ' (" ,
... ~~'-''"(.':ft'~rq, ."'.~ ...,Iu-:c. '-\ofi"..n:,,-,,, K.a1:f '"[u'l'lb

Lembani maphunziro omwe sanafunika kuti akhalepo pakozi
yathuyi.

"Z--=I"'LS€ "Z.-L{'u..L\. L C.fc.......n; ILei

Kapbunzitsidwe
vi

Zimanveka bwino kwambiri tJ Zimamveka ~ Sizimamveka 0

7.0 Njira yakapbunzitsidwe

Inali yabwino kwambiri IiY Inali yabwino [1r' Siinali bwino 0

8.0 Kodi malo ogona anali bwanji?
o.n O "I b..u " no

9.0 Nanga malo opbunzirira anali bwanji?

ano Ii h w.-, n e;
. ,

I~ ....... alvth(/I

10.0 Nanga mapbunziro onse ayenda bwanji?
c9 '1 e lie'" e a-: FI 0-

~) Ayenda bwino kwambiri

b. Ayenda bwino

c. Pafunika kusintha magawo ena. Longosolani

11.0 Chonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera
pokhundzana ndi momwe mapbunzirowa ayendera.

tt\C4'k-....\.K\~"C C\.,-,"'v...dc. b-u..;~--c

~\..L=b..t~.~\"I.f. \~'--'T'\\,,-1" \
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MOMWE KOZI YAYENDELA KUCHOKERA PA 9 MPAKA PA 18
APRIL 2002

Chonde yankhui mafulISo ali mmlUiwa mwachilungamo. hi zitithandiza uti
mtsogolo muno twdzakhab ndi maphunziro ena ngali awa zinthu zidzayende
bwino.

Mukhoza ktualemba dzina IaDU pokhapokha ngali mulwfuDa kutero.

1.0 Kodi chaliDp chamaphanziro chakwuiritsidwa bwuji pa magAwo awa1

1.1 OphuDZira athe kulemha mapulaui a biziDezi yawo.

b. ChakwaDiritsidwa pang'ODO

Co Sichidakwuiritsidwe

1.2 OphuDzira athe kugawaDa DUn puomwe iwo amachita pa biziDezi zawo.

@ ChakwaDiritsidwa

b. ChakwaDiritsidwa pug'ODO

Co Sichid-kwaniritsidwe

2.0 Kodi mitu yamaphuDZiro iri m'munsiyi iii yOfuDW bwuji kwa
inu?

WOfDDib Wofuuw WoufuDika
Kwambiri kwelli-kweai

~ 0
~

a) Kupaa ma kasitom;1a (markeliDg) L

b) Kaikidwe ka mitengo (PriciDg) ~ 0 0
~

n ,...,
c) Masamu opezera magini (marpa) u U

d) MasamD opezera Brak-eveu ~ 0 U
e) Kalembedwe ka KuhiOo (cashOow) ~ U [J

CIIoDde Iembui magauizo aDU m'mlUimD momwe mm. taphuDzirayi
tiDgaiphuDZitsire Dlopitirira DlODlwe taphUDzitsira.

MRP Ht.t i'i2UZoO <...U P.

iC:.om R "iT Hn WI '10 r> HU.NCI T~I c...t:? l'Y\j IU

SHec,

s-:-n -;-t:- m6HT.

lYt.o "\ ti P.. p'I n Ii gR
s.R.;-n~ ve -;-S t:'~ G .

.:..
I'l l

II~i '-0 'm L:

\YlwR:i prill N21,S R
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3.0

4.0

5.0

Kodi chimene simudzachiiwala pa maphunzirowa ndi chiyani? •
"'u.,::"t.ll-l11< 0 \<"WRC~ 1<u9 ..£rnI3GLI'/ K.A.L.1 \(0li~"'·.. .. l't. - ~) M.tl.R~'~(kOLH(i(/( A Y1'1U ~iC:lKd2l 'j1::H'i'Gl:l' IYlFl/!..L j ...<.t" I:>j BRGRI(<2U<'='/-Chonde lembani mitu yamaphunziro ena omwe mukadakonda akadal{fialilpo ' .
pa koziyi.

Lembani mapbunziro omwe sanafunika kuti akhalepo pakozi
yatbuyi.

6.0 Kapbunzitsidwe

Zlmanveka bwino kwambiri ~ Zimamveka 0 Sizimamveka L.;

7.0 Njira yakaphunzitsidwe

Inali yabwino kwambiri ~ Inali yabwino 0 Siinali bwino 0

8.0 Kodi malo ogona anali bwanji?

I'Y,-r.w He..tHZ: lflO
~.( i'&<:kuk!q

9.0 Nanga malo ophunzirira anali bwanji?
m \1.L-O !-t Q, l-L.\ l H (I I"-.LU R. rn i1. ( R i

10.0 Nanga mapbunziro onse ayenda bwanji?

@ Ayenda bwino kwambiri

b. Ayenda bwino

c:. Pafunika kusintba magawo ena. Longosolani

B.O Cbonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera
pokbundzana ndi momwe maphunzirowa ayendera.

"R.<-~t::HwlQ nu.)u-io 1<.u.)R m~(R.'
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MOMWE KOZl YAYENDELA KUCHOKERA PA 9 MPAKA PA 18
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CbODde yaDkhaDi ma(uDso ali mmusiwa mwaebiluDgamo. Izi zitithandiza kuti
mtsogolo mUDO tikadzakbala Ddi mapbuaziro eaa Dgati awa ziDthu zidzayeade
bwino.

Mukboza kusalemba dziDa laD" pokhapokba Dgati mnku(una kutero.

1.0 Kodi ebolinga chamapbuaziro daakwuiritsidwa bwa.ji pa mapwo awa!

1.1 OpbuDZira athe kulemba mapulani a biziDezi yawo.

a. ChakwaDiritsidwa ,/

"

a.

"

b. CbakwaDiritsidwa paDg'ODO

Co SicbidalnwaDiritsidwe

1.2 OpbuDZira atbe kugawaDa nzeru puomwe iwo amaebila pa bizinezi %aWo.

ChakwaDiritsidwa 1//

b. Cbakwaniritsidwa pang'ODO

Co SichidakwaDiritsidwe

2.0 Kodi mitu yamapbUDZiro iri m'munsiyi iii YO(UDU bwanji ba
inu?

WO(UDU
Kwambiri

a) Kupeza ma kasitomala (marketiDg) 10
b) Kaikidwe ka miteago (pricing) ~

c) Masamu opezera magini (margin) ik!
d) Masamu opezera Break-evea 10'
e) Kalembedwe ka Kubiflo (casbOow) [iJ

WOfUDU

[J

o..,
u
n
LJ

o

WosafUDU
bmi-kweai

.., .
~

~

U

o
CbODde lembani mqanizo anu m'musimu mODlwe mitu tapbUDZirayi
tiDgaipbUDZitsire mopitirira mODlwe tapbullZitsira.

MAp k.lA- IlL-z-.-:. y 0 ~e_ IlL-e.., Jto.. V' \'"..A \1\ 2. \..l CU......>"'-

'"Z. eJ 'vi. S ~ -Z-\.. V\..~ b1.-0 l,...V\. 0



3.0 Kodi chimene simudzachiiwala pa maphunzirowa ndi chiyani?

4.0 Chonde lembani mitu yamaphunziro ena omwe mukadakonda akadakhalapo
~~~ . Gp. -- l ,-ov,C,c\..e K..O'-'I-f9"'-?'-

Kv-lJC2-cc\.v....-f' ,CtY;t:,j . v o..L.' .( .. Je~.
"- J VlA "'- 'P 'vL vt. VI.. 2. .....\ c C"J VI. ~ e cx"v<- c:r--vUA..- C<

5.0 Lembani maphunziro omwe sanafunika kuti akhalepo pakozi
y~h~L b t

P. 6\'0 }.,.~ () lA <;, e \,I\- cL: (j.... W L,..VL 6

6.0 Kaphunzitsidwe

Zimanveka bwino kwambiri u::;r Zimamveka 0

7.0 Njira yakaphuDzitsidwe

~

Sizimamveka U

Inali yabwino kwambiri IlJ- Inali yabwino 0 Siinali bwino 0

8.0 Kodi malo ogona anali bwanji?

J\\.cJ-.,o 0 CO OI/LeA ~VI...()...L cJ, w ~O eSo lM.a..Lk<L

9.0 Nanga malo ophunzirira anali bwanji?

tv\. c;.....\..C 0 ~ klA vi. z..~~ "1 0-.

e S 0- V\A IA,..-\...... k 0...

10.0 Nanga maphunziro onse ayenda bwanji?

a. Ayenda bwino kwambiri V
b. Ayenda bwino

c. Pafunika kusintha magawo ena. Longosolani

Pc0v~be ¥'V-SL.LA-tIACL VVLOCJo,lAJ C elA...Ci.

11.0 Chonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera
pokhundzana ndi momwe maphunzirowa ayendera.

. ~, ,
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Choode yankhaoi mafuoso ali mmusiwa mwachiluogamo. Izi zititlla.diza katimtsogolo maoo tikadzakhala odi maphaDiro eoa Dgati awa ziotllu zidzayeade
bwiDo.

Mukhoza kusalemba dziDa laoa pokhapoldaa opti ..ukafuu kutero.

1.0 Kodi choliDp chamapllaoziro chakwaniritsidwa bwa.ji pa macawo awa!

1.1 Ophunzint atlle kulemba mapalani a bizioezi yawo.

.. Chakwaniritsidwa

b. Chakwaniritsidwa paog'oDo 0

c. Siclridabaniritsidwe

I.:.! Ophunzint atlle kugawana uzeru pazomwe iwo amachila pa biziaezi AWo.

.. Chakwaoiritsidwa~ P\

b. Chakwaoiritsidwa pa.g'ooo

c. Sichidakwaoiritsidwe

2.0 Kodi mita yamaphuuziro iri m'maosiyi iii yofuaika bwaoji ba
iou!

Wofuoika
Kwambiri

a) Kupaa ma kuitomala (marketiog) ~
b) Kaikidwe ka miteogo (priciDg) @

Mc) Masama opezera map (margin) L..,
d) Masama opezera Brak-eveo B
e) Kalembedwe ka KuhiOo (cashflow) 8

Wofaoika

o
o
o
o
u

Woufuika
bai-kweai

o
o
o
o
o

CIIo.de IembaDi magaaizo ana m'moiDla DlODlwe mita taphuzirayi
tillpiplluuzitsire mopitirira mo..we tapllaDzitsira.

, ,'- - \--...._, '- ~,--, '~ ..::: "
,C



'.
3.0 Kodi chimene simudzachiiwala pa maphunzirowa ndi chiyani?

4.0 Chonde lembani mitu yamapbunziro ena omwe mukadakonda akadakbalapo
pa koziyi.

5.0 Lembani mapbunziro omwe sanafunika kuti akbalepo pakozi
yatbuyi.

6.0 Kapbunzitsidwc

Zimanveka bwino kwambiri ~ Zimamveka 0 Sizimamveka 0
7.0 Njira yakapbunzitsidwe ~ .............. c.... l... 'J- "0- .. 'v' ~

Inali yabwinn kwambiri ~ Inali yabwino 0 Siinali bwino 0

8.0 Kodi malo ogona anali bwanji?
V"V-,e..:...-Lc L..J 0 -q..c. <..,~ ~ (~ :.............. q ~ ~6 ~ .~ ,'-' (:.,; c..... \..

U

..
9.0 Nanga malo opbunzirira anali bwanji?

~'\ "n,-",- -l.c G \{;' \-,. -., '\'J'~ I.e

10.0 Nanga mapbunziro onse ayenda bwanji?

a. Ayenda bwino kwambiri v

Co

11.0

b. Ayenda bwino

Pafunika kusintba magawo ena. Longosolani \. "
, , ' ,\c t'..s:' """', \" Q..'- d .., '- r '='\""o~e, "'-_'-1:> ......... ~~ '\."._~ .. "'.... ~ C. \,C ~""""t '\. - .. , , ....J •

'-.-....."-. ....... cc K 'r?c.l}·-~s ..,.:.\u ~~b'''''''_s.:C' ~_,--<h,,*"J t--...L~ •.t:..';?: ..-.....::...:...\~r.<::,.~~: . \. ....~u.. "-' .~ u ~- '«.cCbonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera' u..,
pokbundzana ndi momwe mapbunzirowa ayendera.
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Cbonde yankhani mafuDJo ali mmusiwa mwachilungamo. hi zititbandiza kuti
mtsogolo muno tikadzakbala ndi mapbunziro ena ngati awa zinthu zidzayende
bwino.

Mukboza kusalemba dzina lanu poIdIapokba npti mukufu.. utero.

1.0 Kodi cholinp chamapbllllZiro cbakwaniritsidwa bwanji pa ....wo awa!

1.1 Opbunzira athe kulemba mapulani a biziDezi yawOo

a. Cbakwaniritsidwa 0

b. Cbakwaniritsidwa pang'ono

Co SicbidabaniriUidwe

1.2 Opbunzira athe kugawana ozena pazomwe iwo amacbita IN' biziBezi zawOo

a. Cbakwaniritsidwa 0

b. Cbakwaniritsidwa pang'ono

Co Sicbidakwaniritsidwe

2.0 Kodi mitu yamapbunziro iri m'muDJiyi iii yofunika bwanji ba
inu!

Wofunika Wofunika Wosafunika
Kwambiri kweni-kweai

a) Kupaa ma kuitomala (marketing) [!] 0 n
'-'

b) Kaikidwe ka mitengo (pricing) ~ 0 n
~ n ~

c) Masamu opezera magini (margin)
,

d) Masamu opezera Break-even 0 0 0
e) Kalembedwe ka KasbiOo (casbOow) @I 0 0

Cbonde Iembani maganizo anu m'musimu momwe mitu tapbllllZirayi
tingaipbunzitsin mopitirira momwe tapbunzitsira.



3.0

4.0

5.0

6.0

Kodi cbimene simudzac;biiwala pa mapbunzirowa ndi cbiyani? '\ '~~'(0..-.".:._;/'" •
'~J-Q.- ~'-->~~ ~n--L j' . . ' "1,J--'---",-L,_ l '
'"' () y-\~~~ c

Cbonde lembani mitu yamapbunziro ena omwe mukadakonda akadakbalapo
pa koziyi.

Lembani mapbunziro omwe sanafunika kuti akbalepo pakozi
yatbuyi. ~~ e--~

Kapbunzitsidwe

Zimanveka bwino kwambiri [i1 Zimamveka 0

7.0 Njira yakaphunzitsidwe

Sizimamvel;. 0

Inali yabwino kwambiri B Inali yabwino 0 Siinali bwino LJ

8.0 Kodi malo ogona anali bwanji?

A-t~

9.0 Nanga malo Ophullzirira linali bwanji?
~

10.0 Nanga mapbunziro onse ayenda bwanji?

a. Ayenda bwino kwambiri t./

b. Ayenda bwino

c. Pafunika kusintha magawo ena. Longosolani

B.O Chonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera
pokbundzana ndi momwe maphunzirowa ayendera.

~.~~~~~k"~
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Cbonde yankhani mafunso ali mmusiwa mwachilungamo. hi zititbandiza kuti
mtsogoJo muno tikadzakbala ndi maphuaziro ena ngati awa zinthu zidzayeade
hm~ .

Mukboza kusaiemba dzina lanu p;lkbapokba ngati mukuf.... utero.

1.0 Kodi choliDga chamlpbuaziro cbakwaairibidwa bwaaji pa aagawo awa!

1.1 Opbunzira athe kuJemba mapulani a bizinezi yaw~

@ Cbakwaniritsidwa

b. Cbakwaniritsidwa pang'ono

Co Slcbidaoaairitsidwe

1.2 Opbunzira athe kugawana nzeru pazomwe iwo amachita pa bizinezi zawo.

CY Cbakwauiritsidwa

b. Cbakwaniritsidwa pang'ono

Co Sicbidakwaairitsidwe

2.0 Kodi mitu yamapbunziro iri m'munsiyi iii yofunikl bwanji oa
iDU?

Wofunikl Wofunikl
Kwambiri

a) Kupeza ma kuitomala (marketing) VI 0
b) Kaikidwe ka mitengo (pricmg) iZJ 0
c) Masamu opezera magmi (margin) iZ! 0
d) Muamu opezen Break-evea 0 0
e) Kalembedwe ka Kubiflo (cubOow) 0 0

Wosafuika
kwelli-kweai

n
'-'

o
o
o
o

Cbonde lembani mapDizo anu m'muaimu momwe mitu taphlUlZinyi
tmgaipbunzitsire mopitirin Dlomwe tapbunzitsin.



3.0 Kodi chimene simudzachiiwala pa maphunzirowa ndi chiyani?

\<:'c- 0 " <:A~ b e, 1",~ Co- \:, '-' -:" V\ e -=- S \J \ "", ~~

4.0 Chonde lembani mitu yamaphunziro ena omwe mukadakonda akadakhalapo
pa koziyi.f\ M ~"" ~--Z 'M "C\c~~~a."'':-<'l"('' '''-u \-i Mq~ ~~, '.

"'" \_ - \" _~ \<: .. -1 \ \e. ,( ...... _-" ,'-'" ~I- e ct·, e,~ t':,\\e-<, n.:; "'"""
~0 ~;'"~ \"'\.,........ "V-"' "--- '\.....V\ '_1 ~ ~'-'--" . \- ..'
r", ~ n; "3 I ~-<m ~ 6'c.. c ''\.« ~~ n~

5.0 Lembani maphunziro omwe sanafunika kuti akbalepo pakozi
yathuyi.

6.0 Kaphunzitsidwe

Zimanveka bwino kwambiri 0 Zimamveka!2f

7.0 Njira yakapbunzitsidwe

nSizimamveka '-'

Inali yabwino kwambiri o Inali yabwino 0 Siinali bwino 0

8.0 Kodi malo ogona anali bwanji? .
s~· I.ou....c'''-Ul

9.0 Nanga malo ophunzirira anali bwanji?
" _,. \_ 'f-~o\ .......b i f\
,.,.q~'J--\ 'J U...: \ n CI

10.0 Nanga mapbunziro oose ayenda bwanji?

a. Ayenda bwino kwambiri

b. Ayenda bwino

1l.0

c. Pafunika kusintha magawo ena. Longosolani
~. 0: fuw. e/>(\ ~_'~~q k 0. "'(r,,>.v..:--e ~ "-9<-

M..o--~ 0-; "~'" 9', \-\ \ e ~d~ 1'--'. 'Q, S ~ 0 "" "6A ... 1\.-\ ~TC .::t 11 C\ b ....~
l\~~\."''''' .. \-""":>,, \IYlC> '

Chonde lembani m'munsimu ngati muli ndi ndemanga yoolljezera
pokhundzana ndi momwe maphunzirowa ayendera.
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Cbonde yankhani mafunso ali mmusiwa mwacbilungamo. hi zititbandiza kuti
mtsogolo muno tikadzakbala Deli mapbunziro eoa Dgati awa ziDtbu zidzayeode
bwiDO.

Mukboza kusalemba dziDa IaDU pokbapokba aptl makufuna kutenl.

1.0 Kodi cboliDga cbamaphunziro cbakwaDiritsidwa bwanji pa magawo awa?

1.1 OpbuDzira athe kalemba mapulaDi a biziDezi yawo.

a. CbakwaDiritsidwa 0
b. Chakwaniritsidwa paDg'ono

c:. SicbidakwaDiritsidlle

1.2 Ophunzira athe kugawaDa nzen puomwe iwo amacbita pa biziDezi uwo.

.. ChakwaDiritsidwa 0

b. Chakwaniritsidwa pang'ono

c:. SicbidakwaDiritsidwe

2.0 Kodi mitu yamapbuDziro iri m'munsiyi iii yofuau bwanji kwa
inu!

...,
U

o

Woulan"
kweai-kweai

n
L

r
~

iJ

nw

o
o
o
o

WOfUDUWofunu
K"ambiri

8
o
o
g
o

a) Kupeza ma kasitomala (marketing)

b) Kaikidwe ka mitengo (pricing)

c) Manmu opezera magini (margin)

d) Masama opezera Brak-eveD

e) Kalembedwe ka KashlOo (c:uhDow)

Choade lembani maganizo aaa m'musimu momwe mitu tapbuazirayi
tingaiphuazitsire mopitirira mom"e taphuDzitsira.
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3.0 Kodi chimene simudzachiiwala pa maphunzirowa ndi chiyani? . f / r
ci\-i.,.~1IA-L ~d:0,tk ""~~' !ctl.!~ ~dvt:':(·b.-...J..' /.M-l-C.c

4.0 Chonde lemhani mitu yamaphunziro ena omwe mukadakonda akadakhalapo
pa koziyi. !oJ 6JO-i. Uv.&~ ~" a.....u:.. 'Vt£ oJJ:4-k.a-l(~.~·,I'~r .- r '
(2d~ ......~~~ 1/)4 ,04 ·?vt.4A~t':1e~ '>Lo{ ..

5.0 Lembani maphunziro omwe sanafunika kuti akhalepo pakozi
yathuyi. Ow5.c:. ~' 'tl/~'~;"{ce.

6.0 Kaphunzitsidwe I I
{£a.-d {C4;P1J "tvto

Zimanveka bwino kwambiri g Zimamveka 0 Sizimamveka n
7.0 Njira yakaphunzitsidwe

Inali yabwino kwambiri g Inali yabwino 0 Siinali bwino 0

8.0 Kodi malo ogona anali bwanji?_ t I

M.a.lv ~"'V\.C; w.,... Q.4

9.0 Nanga malo ophunzirira anali bwanji? i
tf.a£o c-rr;~2 ~~V< ~eU: \ ~'~D

10.0 Nanga maphunziro onse ayenda bwanji?

a. Ayenda bwino kwambiri V
b. Ayenda hwino

Co Pafunika kusintha magawo ena. Longosolani

11.0 Chonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera
pokhundzana ndi momwe maphunzirowa ayendera.

fJ~cU-vvfjC; ..~ ~-t' ~~~~~ CiAj~JA
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ChoDde yaDkhmi maraDIO ali mmasiwa mwachiiaDgamo. Izi zitithaadiza kati
mtsogolo mODO tikadzakhala Deli maphaDZiro eaa Dpti awa ziDthu zidzayeade
bwiDo.

Mukhoza kDSalemba dziDa ImD poIdIapokba Dpti mukDftuIa katero.

1.0 Kodi choliDga chalDapbDDZiro dlakwaairitsiclwa bwuji pa JUgawo awa?

l.l OpbUDZira athe kulemba mapului a biziDezi yawo.

GJ Cbakwutiritsichra

b. Cbakwuiritsidwa pug'ODO

Co Sic:bidakwaairi1sidwe

1.2 OphDDZira athe kapw... DZerD pazomwe iwo amadaita pa bizicezi zawo.

L Cbakwutiritsichra

@ Cbakwuiritsidwa pug'ODO

" Co Sic:bidakwaairitsichre

2.0 Kodi mita yamapbDDZiro iri m'mUDIiyi iii yofUDika bwuji twa
iDa!

Wofaaika
Kwambiri

a) KDpaa ma kasitomala (marketiDg) !..Y

b) Kaikidwe ka miteDgo (priciDg) Gl-- -
c) Malama opezera magiDi (margiD) i..r--
d) Masama opezera Break-evea GV
e) Kalembedwe ka KasbiDo (cubfJow) Q--

WofaDlka

nw
-.
U

o i "'-'

CboDde Iembui m.p.izo aDD m'muima momwe mila tapbllllZinyi
tiDpiplu..zitsire _pitirira _etapbaazitsin.



3.0 Kodi cbimene simudzacbiiwala pa mapbunzirowa ndi cbiyani?
_ N'lq l"''') i1.o q r-.rn\0;:, 5 'r<O,-,"-l.:; a l u C:>.:A z.c. fU~:J

4.0 Cbonde lembani mitu yamapbunziro ena omwe mukadakonda akadakbalapo
pa koziyi.

5.0 Lembani mapbunziro omwe sanafunika kuti akbalepo pakozi
yatbuyi.

tm.~ "'\At.. oh\"",

6.0 Kapbunzitsidwe

Zimanveka bwino kwambiri~ Zimamveka [J

7.0 Njira yakapbunzitsidwe

~

Sizimamveka ' ;

Inali yabwino kwambiri GY' Inali yabwino 0 Siinali bwino 0

8.0 Kodi malo ogona anali bwanji?

~\; k,ovinc

...
9.0 Nanga malo opbunzirira anali bwanji?

1'I'v',lo 01'~~(\L>'n\ «i\Ll\' C'~\ ""'-1-, 'L.... LL.i~'v...Jt; C."'~te-"\C\<\ n1<t""h1do lY\.N.I~k

ll\~

10.0 Nanga mapbunziro onse ayenda bwanji?

,.......
~ Ayenda bwino kwambiri

b. Ayenda bwino

Co Pafunika kusintba magawo ena. Longosolani

11.0 Cbonde lembani m'munsimu ngati moo ndi ndemanga yoonjezera
pokbundzana ndi momwe mapbunzirowa ayendera.

"" L O"i. L' q'~,,\;I"'\\,YI.\.ll1u ""WCA ~""".\.q 10"",Y\" \t.:-:«mlo,,'-; lYl<l.ll...tlI.•·,.\ •..., r~"-M.\) .•-
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MOMWE KOZI YAYENDELA KUCHOKERA PA 9 MPAKA PA 18
APRIL 2002

Choode yaokhaoi mafunso ali mmusiwa mwachilungamo. hi zitithaodiza kuti
mtsogolo muno tikadzakhala odi maphuoziro eaa ogati awa zinthu ziduyeade
bwiuo.

Mukhoza kusalemba dzioa lanu pokhapokha opti mukufuoa kulero.

1.0 Kodi choliap ehamaphuoziro ebakwuiritsidwa bwaoji pa maga"o a"a?

1.1 Ophuozil'llathe kulemba mapului a bizioezi yawo.

a. Chakwauiritsidwa

® Chakwmiritsid"a pang'ouo e
Co Sichidakwaniritsid"e

1.2 Ophuozil'llathe kugawaoa ozeru puomwe iwo amachita pa biziIIezi u"o.

~ Chakwaoiritsidwa

b. Chakwaniritsidwa paog'ono

Co Sichidak"aoiritsidwe

2.0 Kodi mitu yamaphuoziro iri m'muasiyi ill yofuoika bwanji k"a
inu?

Wofuoika Wofunika W.....uoika
K"ambiri kweai-kweai

a) Kupeu ma kuitomala (marketing) 0- 0 0
b) Kaikidwe ka mitengo (prieiug) 0 .... 0 n

Ov- ~ 0e) Masamu opezel'll magini (margiu) U

d) Muamu opezel'll Break-eveo 0 .... 0 0
e) Kalembed"e ka Kuhiflo (cuhOow) Dv- 0 0

Choade lembani magaaizo anu m'musimu mom"e mita "phuozil'llyi
tiugaiphuozitsire mopitiril'll mom"e ..phuozitai....

PbLiL.' .... O b""'-l' ,.., C



3.0 Kodi chimene simudzachiiwala pa maphunzirowa ndi chiyani?

4.0 Chonde lembani mitu yamaphunziro ena omwe mukadakonda akadakhalapo
pa koziyi.

5.0 Lembani maphunziro omwe sanafunika kuti akhalepo pakozi
yathuyi.

6.0 Kapbunzitsidwe

Zimanveka bwino kwambiri [9- Zimamveka 0

7.0 Njira yakaphunzitsidwe

Sizimamveka 0

Inali yabwino kwambiri ~ Inali yabwino 0 Siinali bwino 0

8.0 Kodi malo ogona anali bwanji?

h"'lCllc ogono ~o 'lC"ll, Cl. b..-!;nc

9.0 Nanga malo ophunzirira anali bwanji?

.ma to 0 f:huflLJ rI r e. C1 flo t I "" II r"1O I.(""-'<'i"'"' ':J, r \

10.0 Nanga maphunziro onse ayenda bwanji?
fT"loPl,urlL;rt) vrF-R. Ci'jpndc; 1::Ji.-l,no·

a. Ayenda bwino kwambiri I--

b. Ayenda bwino

Co Pafunika kusintha magawo ena. Longosolani

11.0 Chonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera
pokhundzana ndi momwe maphunzirowa ayendera.

a~ r"lE' V-l.C",
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MOMWE KOZI YAYENDELA KUCHOKERA PA 9 MPAKA PA 18
APRIL 2002

Chonde yankhani mafunso ali mmusiwa mwachilungamo. hi zitithandiza kuti
mtaogolo muno tikadzakhala ndi maphunziro ena ngati awa zinthu zidzayende
bwino. .

Mukhoza kosakmba dziDa lanu pokhapokha ngati mukufuna kuttro.

1.0 Kodi cholinga chamaphunziro c:hakwaniritsidwa Inranji pa magawo awa!

1.1 Ophunzira athe kulemba mapulani a bizintzi yawo.

'8. Chakwaniritaidwa

b. Chakwaniritsidwa pang'ono

Co Sidtidakwauiritsidwe

1.2 Ophunzira athe kugawana nzeru pazomwe iwo amachita pa bizintzi zawo.

ao Chakwaniritsidwa

b. Chakwaniritsidwa pang'ono

Co Sic:hidabaniritsidwe

2.0 Kodi mito yamaphunziro iri m'muosiyi iii yofunika bwanji ba
iDu?

Wofunika Wofunika Wosafunika
Kwambiri kweai-kweai

a) Kupeza ma kasitomala (marketing) 0 0 0
b) Kaikidwe ka mitengo (priciDg) E! 0 n

LJ

c) Masamu opezera magiDi (margin) Jl U nw '-'

1;1 0 ~

d) Masamu opezera Bruk-even U

[J 0
~

e) Kalembedwe ka Kashiflo (cashOnw) U

Chonde lembani maganizo anu m'musimu momwe mito taphllllZirayi
tingaiphunzitsire mopitirira 1D0mwe taphunzitsira.



3.0 Kodi cbimene simudzacbiiwala pa mapbunzirowa ndi cbiyani?

~".-,""c -

Cbonde lembani mitu yamapbunziro ena omwe mukadakonda akadakbalapo
pa koziyi.

\ '

4.0

5.0 Lembani mapbunziro omwe sanafunika kuti akbalepo pakozi
yatbuyi.

6.0 Kapbunzitsidwe

. - \ ',,- \ c':=- ~:..

-j::.. ::"--

Zimanveka bwino kwambiri 0 Zimamveka D Sizimamveka [I

7.0 Njira yakapbuDzitsidwe

Inali yabwino kwambiri Inali yabwino D Siinali bwino D

8.0 Kodi malo ogona anali bwanji?
r .. ' ,

, -....:'. _.,- -c:;;--'-'.:."""\....~-c.:...

9.0 Nanga malo opbunzirira anali bwanji?

10.0 Nanga mapbunziro onse ayenda bwanji?

8. ' Ayenda bwino kwambiri

b. Ayenda bwino

c. Pafunika kusintba magawo ena. Longosolani

11.0 Cbonde lembani m'munsimu ngati muli ndi ndemanga yoonjezera
pokbundzana ndi momwe mapbunzirowa ayendera.

"


