no amount of chain enhancement will improve a product that is
defective in the first place,

awareness enhances commitment to improve quality along the
chain

Insights on Incentives and Markets

Economic incentives — major determinants of production and value
adding decisions in the supply chain

Knowledge of the market & its requirements enhances opportunities
for greater economic incentives

An oversupply due to poorly planned production is a sure ticket to
negative ROI

Perishable product cannot withstand sudden market shift if markets
were erroneously identified

To be able to stay in the market in time for the peak points, it has to
survive industries’ low points.

Insights on Institutions and Governance

22

The key to success - effective management more than the level
of sophistication of the marketing systems: enhancement of
organizational management and operational efficiencies
Capitalizing on existing chains rather than building new ones, more
effective in the long run.



» (Capitalize on competency-enhancing linkages that enable groups to
acquire the competencies of their partners while learning the ropes
of the venture

» Taking into account farmer aspirations in improving agricultural
chains, enhances chances of sustained efficiency.

IV. TOWARDS STRENGTHENED POSITIONS IN THE CHAIN

Understanding agricultural chains and processes is an important step,
if one is to develop plans and strategies to strengthen position and
perform better in the chain. This could be done either by vertical or
horizontal integration. Vertical integration involves assuming more roles
or added value in the chain, while horizontal integration entails expanded
participation in chain decision processes (i.e standard quality setting,
coordination, etc.).

Enhancing Position and Integration in the Chain

VERTICAL INTEGRATION HORIZONTAL INTEGRATION
(assuming other roles and position (participation in coordination
in the chain) & management of the chain)

Observer Active participant

| Integration of post farm activities »

Specialization in farm production

23



Most of the times, smallholder producers are unable to do the
strengthening process by themselves. Also, there are cases that the
organizations assisting them usually do not know where to start. The
position strengthening process may be done through helping smallholder
producers to either a)improve on their current roles and value adding
activities In the chain and/or assume more roles and value added in the
chain, within the limits of their resources and capacities and b) enhance
their participation In the coordination and management of the chain
particularly in decision processes and through undertaking innovations
geared towards chain enhancements.

How to Help Small Producers be Integrated in the Chain

In terms of activities In terms of coordination & management
e Toimprove on his * To participate in the decision
current segment as process
chain participant * In setting norms and standards

* To add more activities Through innovation
and move to other chain
segments (if within their
capacities)

24



Likewise, institutions assisting organizations may aid the process of
chain integration of their assisted producer groups by helping them
build social and/or financial capital, enhance their capacities to run
their own affairs and sustain good governance as well as contribute in
providing an enabled environment for SACD. It will be to the benefit, not
only of the small producers and the rest of the chain actors as well, if
this position strengthening process may be done in a multistakeholder
process. Leaving the small producers to remain weak and unable to
contribute to the chain will affect the sustainability of the chain and
consequently each other participants. As the saying goes, the strength
of the chain is determined by each weakest link.
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CRAFTING A MARKETING VISION

Marketing Vision. A Vision Statement is an aspiration for
the future. It is an internal principle formulated to guide
Stakeholders to know what they stand for and identify
areas where they will have greater relevance and impact.
As a future aspiration, it will direct the stakeholders to what they want
to accomplish. Marketing vision statement provides the foundation

of all marketing activities and translates it into mission, goals, and
objectives.

The goal of crafting a marketing vision (CMV) is to be able to direct
activities of a given organization towards a desired direction. The idea
is to enable ones organization to enhance formulation of its strategies
and activities in support of it vision, one that is clearly understood and
owned by its members. Organizations are into marketing activities

for varying reasons, there are those who are in it out of choice while
some may be out of need and others where forced Into it for lack of
choice. Whatever the reason, any organization to survive its chosen
field or arena has to have a vision, more so in as complicated and
dynamic as agricultural marketing, Module 3 is composed of different
components and activities that will enhance organizational assessment
and performance through crafting a vision.



Module Objectives

The general objective of the module is to guide the participants in
the formulation of a marketing program in support of sustainable
agricultural chain development. It is to ensure that the marketing
program contributes to the overall organizational vision and are
comprised of projects and activities leading to the same program
objective. At the end of the module the participants will be able to:

1. Assess the current activities of the different stakeholders and have
knowledge on how well they contribute to organizational goals;

2. Analyze the external and internal situations of the stakeholder’s
organization in relation to agricultural chain by using SWOT
Analysis and/or Laddering Approach;

3. ldentify areas of intervention to pursue on the basis of SWOT, and

4. Design and develop a marketing vision and mission.

The module is comprised of three components

l.  Reflection on Marketing Activities
Il. Crafting a Marketing Vision/Mission
Ill. ldentifying Value Added

The components are designed in a progressive learning manner to
enable participants experience step-by-step process of CMV.



The progressive learning process is a combination of lecture-
discussion, small-groups sharing of experiences and insights, and
small-groups brainstorming activities.

LEVELING OF EXPECTATIONS AMONG PARTICIPANTS AND
FACILITATOR(S)

Before the start of the first session, leveling of expectations among the
participants should be undertaken to provide a clearer understanding
of what the module wants to achieve at the end of the sessions.

In addition, these will start the expected dynamics among the
participants throughout Module 3.

In Module 3, leveling of expectations can be done through meta cards,
participants are requested to write their individual expectations from
the module given the objectives of the module. The participants can
use or answer the following guide questions:

« What do | expect from this Module?
» What do | wish to learn from this Module?
» What do | expect at the end of the Module?

The answers of the participants are then collected and those cards
with the same or related concerns are clustered together. At the blank
wall of the session hall, the meta cards are organized and pasted



accordingly to serve as reminders in meeting the desired output/
outcome of the entire module.

COMPONENT 1

Reflection on Marketing Activities

In Component 1, the participants review the previous concepts learned
in the previous modules and this includes identification of marketing
concerns and needs, assessment and reflection of current market
situation, and review their marketing and agricultural chain.

Materials Needed

Cartolina, pentel pens or colored pens, rulers, Sample Matrix
Handouts, Output from Previous Modules (Handouts), Meta Cards (3
colors — representing 3 priority positions: most important, moderately
important, lease important)

Session Duration: 1 Day (8 Hrs)



ACTIVITY 1: IDENTIFICATION OF MARKETING CONCERNS (ISSUES)
AND NEEDS

1. Same grouping as the previous module on agricultural chain.
2. Provide each group of the materials specified including the sample

matrix handout for this activity.

1a. Marketing Issues and Concerns Matrix

Recommendation(s
Area Issues & Concerns ¢ mm n. )/
Mitigation(s)
1b. Marketing Needs Matrix
Recommendation(s) /

A Needs Identified
e eeds 1dentr Mitigation (s)




3. The meta cards are arranged from the most important to the least
important of the issues/concerns and needs;

4. Finalize the activity and have a representative from each group to
report on their outputs.

The resource person acts as critic on the presentation
and synthesize the outputs of the participants through
adiscussion.

ACTIVITY 2: CURRENT MARKET SITUATION REVIEW AND
REFLECTION

1. Using the same groupings, the participants will take hold of their
previous agricultural chain output for review and reflection. The
group will answer and discuss the following guide questions:

Where are we now? What are we currently doing?
* Continue doing as they are

» Continue doing in a better manner

» Should discontinue doing

What are we currently not doing but should consider doing? (entirely
new or revival of the old)



Where we want to be? To continue doing:
« Same activities the same way
e Same activities in a better way

To start doing:
* New activities

* 0ld activities (discontinued)

2. Provide each group the materials/document specified and the
sample matrix handout for this activity.

1c. Activities Inventory Matrix

Activities Currently Doing

Should Continue Doing Should Discontinue Doing

Activities Not Being Done, But Should Consider Doing




3. Finalize the activity and have a representative from each group to
present and discuss the outputs.

The resource person again acts as critic on the
presentation and synthesizes the outputs of the
participants through discussion.

Based on the results of the reflection, the stakeholders have a clearer
view of their current organization. Through the activity/exercise the
Stakeholders gain additional insights on how the chain fits in the over
arching goal. Issues and concerns on the chain are more defined and
the stakeholders have the opportunity to assess again how to adaress
these different issues and concerns.

Reflection
Current Activities and Gained Insights of Agricultural Chain
How to address current issues and concerns?
How will the chain fit in the overarching goal?

NEXT STEP?

I




COMPONENT 2

Crafting a Marketing Vision (CMV)

Component 2 assesses the environment of the stakeholder’s
organization both the internal and external environments that have
direct or indirect relations and impacts/effects on the agricultural
chain. Under this component, the participants gain additional
knowledge in undertaking situational analysis by conducting SWOT
Analysis and Laddering Approach Analysis. Utilizing the detailed and
exhaustive SWOT Analysis and Laddering Approach the participants
develop and formulate their marketing vision/mission to serve as
their definitive guide in their marketing program. The participants are
expected to work on the outputs of the previous session and the basis
in deriving the expected outputs of this component.

Materials Needed

Cartolina, pentel pens or colored pens, rulers, Sample Matrix
Handouts, Output from Previous Modules (Handouts), Meta Cards (3
colors — representing 3 priority positions: most important, moderately
important, lease important)

Session Duration: 1 Day (8 Hrs)



ACTIVITY 1: DEVELOPING A SWOT ANALYSIS (SWOT — STRENGTHS,
WEAKNESSES, THREATS AND OPPORTUNITIES)

1. Same grouping of participants in agriculture chain module.
2. Provide each group the materials specified and the sample matrix

handout for this activity.

2a. SWOT Analysis Matrix

Strengths Weaknesses

INTERNAL

Opportunities Threats

EXTERNAL

« In SWOT Analysis, the participants assess the organization
where they belong in terms of roles, mandates, and scope of
influence in relation to the agricultural chain for enhancement.
Evaluation of the internal environment is done through assessment
of the organization’s strengths and weaknesses as it relates to
agricultural chain. After assessment of the internal environmental
conditions the participants evaluate the external environment
where the chain operates in consideration of their organization in

10



order to identify the opportunities present in the environment and
the threats created by the environment.

As a guide, questions pertaining to SWOT are used by the
participants as indicated below:

Strengths

What does the organization do well?

Is the organization strong in its market?

Does the organization have a strong sense of purpose and the
culture to support the purpose? Weaknesses?

What does the organization do poorly?

What problems could be avoided?

Does the organization have serious financial setbacks?

Weaknesses

What does the organization do poorly?
What problems could be avoided?
Does the organization have serious financial setbacks?

Opportunities

Are industry trends moving upward?

Do new markets exist for the commaodity’s products/ services?
Are there new technologies that the organization can apply?
Threats?

What are competitors doing well?

What obstacles does the chain face?

il



Are there troubling changes in the chain’s business environment
(technologies, political, laws and regulations)?

Threats

12

What are competitors doing well?

What obstacles does the chain face?

Are there troubling changes in the chain’s business environment
(technologies, political, laws and regulations)?

The participants rank all the factors they have identified from the

highest degree of importance to the least degree of importance

using the color-coded meta cards.

The group analyzes their resulting SWOT Analysis Matrix by cross-

matching the factors they have identified and/or using these guide

questions for analysis:

- What strengths should we maintain, build and leverage on?

- Among the opportunities, which one should we prioritize and
which one should we optimize?

- Along the weaknesses we established, which one should we
give remedy and which one should we stop doing?

- How can we counteract the presence of these threats?

Finalize the output, and the assigned reporter from each group
presents the results of the SWOT Analysis Matrix.



ACTIVITY 2: DEVELOPING A LADDERING APPROACH ANALYSIS
1. Same groupings as the agriculture supply chain module.
2. Provide each group the materials specified and the sample matrix

handout for this activity as follows:

2b. Sample Laddering Approach Analysis Matrix

Area of Issues /

Why 1 Why2 Wh
Concern Constraints y y y3

13



Finalize results, assign a reporter from your group and
present the results of your Laddering Approach Analysis
to all the participants.

Reflection
Current Activities and Gained Insights of Agricultural Chain
How to address current issues and concerns?
How will the chain fit in the overarching goal?

SWOT Analysis / Laddering Approach
Reassessment of activities to pursue;
Matching capabilities and resources to
arrive to a decision to pursue

I

The SWOT Analysis and Laddering Approach is a useful
tool in reassessing the activities of the organizations,
thereby defining the decision areas to pursue as an
enhancement activity of their agricultural chain.

ACTIVITY 3: CRAFTING A MARKETING VISION (CMV)

1. Same grouping as the agriculture supply chain module.
2. Provide each group of materials specified:

14



To aid the participants in formulating vision/mission
statements, they are to be provided with basic definition
of terms:

Vision

- aspiration for the future and suppose to inspire by seeking the best,
the most or the greatest outcome. It is what the stakeholders’ can

do that will identify enhancing areas of responsibilities with greater
relevance and impacts to the agricultural chain.

Mission

- a tangible translation of the vision and specifies what the
organization/stakeholders stands for and the direction where it is
headed.

» The participants assess all their outputs focusing on the different
issues and concerns being raised in the brainstorming activities
and group discussions.

» Using the outputs of each group the participants, at this point,
identify the different objectives and goals of their agricultural
chain. Compare these goals with the results of your session
outputs.

» Taking everything in consideration the group can develop
their marketing vision that will encompass all their operations.



Marketing vision provides basis for overcoming any obstacles and
serves as guide in reaching their goals and objectives.

Along with the vision, the marketing mission is developed;
mission defines what your organizational undertaking is to enable
realization of objectives and goals.

Participants are encouraged to do some consultations to the
resource person(s) in crafting of vision/mission. This gives the
participants a third person’s point of view on the concreteness of
the vision.

It will be worthwhile to present the marketing vision/mission in a
diagram to clearly relay individual group’s output. See illustration
on next page.

AREAS OF
GOAL :> INTERVENTION

16
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3. Finalize results, assign a reporter from your group and present the
results of your marketing vision and mission.

COMPONENT 3

Identifying Value Added
Component 3 will integrate all the outputs from the previous sessions:

» Additional insights gained from agricultural chain;

* Issues and concerns from the agricultural chain;
 Different activities identified or areas to pursue; and
A definitive marketing vision.

Value adding activities are identified by the stakeholders to realize
the enhancement opportunities of the agricultural chain. Within

the different stakeholders, they look in the potential contribution

they can commit based on their own capacity to do the identified
enhancement activity and within the mandates of the institution, they
are representing.

17



ACTIVITY 1. GROUP THE PARTICIPANTS ACCORDING TO
INSTITUTIONS THEY REPRESENT.

The different stakeholders are requested to review their institutional
roles and objectives.

The stakeholders review the identified chain enhancement activities
and prioritize these activities in accordance to the needs and its
importance to the chain.

Stakeholders’ roles and the different chain enhancement activities are
matched and identification of chain enhancement activities are done
with utmost consideration on its alignment to the formulated marketing
vision.

-Chain Enhancement Activities
-Different Areas to Pursue

-Identified Value
-Adding Activities

Role of Stakeholders

18



Based on the figure above, the desired outcome of this component
is the identification of value adding activities as a result of the
matching of organizations’ roles and the activities formulated for the
enhancement of the chain in this module.

The summary matrix below can be used as a format example of value
adding activities.

3a. Summary Matrix: Identifying Value Adding Activities

Value Adding Activities
Enhancement

Issues & L Activities _
Activities , Responsible ,
Concerns Which Can Commitment
Needed Stakeholders
Be Done

19



In this last component of Module 3, the facilitator(s)
solicits the commitment pleages on the basis of
stakeholder capacities and potentials to address
identified chain enhancement priorities. The commitment
pledges are translated into the schedule of activities (including
monitoring activities) with accompanying roles of each stakeholder.

“Market Vision: Farmers have access to and participating in fair
markets...”

“Mission: To empower farmers through facilitating and supporting
role...”

“Goal: Farmers in the upland and marginal areas actively integrated
into AC that lead to improved sustainable livelihood”

“Focus of Intervention: Help farmers to be better off and make the
supply chain as efficient as possible”

20
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Facilitator’s Guide

The Facilitator’s Guide provides procedural steps on how to effectively
carry out the different component of PACA. This particular guide is

on situational analysis which affords the chance to look at an issue or
concern within the context of the situation one is in and the peripheral
issues around it. Detailed guided on conducting the components
which comprised (village mapping, product mapping and basic
understanding of the chain) are provided in the guide.

|. Situational Analysis
A. Village Mapping

1. Formation of Groups
1a. Basis of grouping
- ldentify number of villages in the area
- Compare total number of participants vs. the number of
village. Are there enough members to comprise a group
from each village?
1b. Instructions
- Assemble as a group
- Ask the group to assign a representative to get activity
materials from the management group

2. Village Mapping Exercise
2a. Instructions
- The group will ask the residents of the village what they
want visitors to know about the village by drawing a
map of the village (resources, crops, services & service
providers, institutions/ organizations, etc).



- Ask the residents to describe the situation (current situation,
problems and potentials) in the village

2b. Processing

- Give basic introduction of the concept on situational
analysis

- Compare the similarity/differences of one village from the
other villages

- State the reason(s) for the similarities/differences (why
commodities different, why some chain actors are present
or absent, etc)

2c. Explanation
Give the objectives of the situational analysis exercise as follows:
- tomake villagers be conscious of what their villages have
in terms of resources, basic services etc. and
- tointroduce basic analysis in terms of identifying
similarities and differences and possible reasons for such
- 1o enhance basic understanding of one’s situation, how
different they are and out of the reasons identified be able
to understand situational issues and what would it take to
do some improvements

LEARNING POINTS

1. For the Participants
- Renewed familiarity of their village/area and the situation
they are in
- Skills on observing and describing situations: what to
focus on, skills on relating with the group



- Basic comparative analysis (cause and effects) starting
with familiar grounds: their own situation

- Expression of one’s view and understanding of situation
through various media form (discussion, drawing)

2. For the Facilitator
- Get to understand the area and the issues confronting the
participants
- Have an initial assessment of the participants’ basic
analytical skills and capacities (input to appropriate
handling of succeeding activities

EMPHASIS

As introductory to the next activity, put emphasis on the different
crops produced in each village.

B. Product Mapping

1a. Product Identification
a. Instruction
- From the village mapping you have enumerated the
different products of your village
* list down all these products and the attributes (product
forms) of the product and the issues about developing
the product as a major commodity of your village
2. Product Selection
a. Instruction
- Select which one you wish to analyze and understand
more



*  Develop a product selection process of product
attributes/ criteria (volume, potential, tech, etc.)

*  Develop a ranking process by putting value on the
attributes (highest value to highest attribute criteria
you prefer)

* Apply the ranking process to the products and select
the product with the highest value or rank

b. Processing

- What criteria did you use and why (allow for discussion on
similarity and differences in criteria used)

- How did market information, technology level, production
know how affected the criteria development, ranking and
selection process?

- What are the opportunities and challenges of the
commaodity of choise over other commaodity options

LEARNING POINTS

- Product awareness (forms, potentials & issues)

- Basic assessment and prioritization
* Translating preferences into attributes and characteristics
* Criteria setting & selection
*  Development of assessment process through ranking and

assignment of values to identified criteria

- Introduction of a systematic group decision process (evaluating
options and making choices)

- Basic rationalization of choices with consideration of
production and marketing systems



EMPHASIS

Put emphasis on the product selected as introductory to next activity
of drawing the chain of the chosen commodity.

|I. Understanding the Chain

A.

1.

Drawing the Commaodity Chain

Formation of Groups
1a. Group the participants by sector - farmer, traders, processors,
NGO, government, financial sector, and academe

Instructions

2a. Draw the chain of your selected commaodity as you understand
how the commodity chosen reach the market from the
producers to the consumers

2b. Present the output in the plenary

Conceptual and Experiential Inputs on Agricultural Chains

Conceptual Input

1a. Discuss basic marketing and key elements of agricultural
chains by comparing commonalities and differences in terms
of product flow, chain actors, and value-adding activities.

2b. Introduce the concept of agricultural chain and the key
elements of value chain (managed system, managing system
or coordination, and chain interface)



LEARNING POINT

- Assessment of commaodity and chain issues are enhanced by good
concept grounding

- Importance of product and information flow as keys in
understanding chain decisions

2. Market Visit
2a. Instructions

- Groups are assigned to interview chain actors within a
given chain (in cases where multiple commodities) or a
particular group of chain actors (when a single commaodity
is involved).

- Before going to the market the participants are provided
with guidelines on what information to gather (key
elements of agricultural chain, product and information
flow, information on prices, volume and quality of
products)

- Take note of tips on time management and manner of
asking questions using key words

- Capture the coordination of the chain relationship

Gain as much information as you can

2b. Activity Processing
- Information gathered
* Information may be obtained from different sources,
however, sometimes information vary by source, so
there is a need to validate



*  What are the common information gathered (ex:
prices and quality and how important are they in
helping farmers meet market requirements

* What are the questions participants have still after the
activity and who could provide answers to them

LEARNING POINTS

Basic appreciation of:
- rapid market appraisal
- information gathering through surveys
- first hand experience on collecting data

EMPHASIS

Information makes one understand more agricultural chain and leads
one to a better analysis of situation and improved decisions.

Emphasize the need to know not only information flow but also
product flow in the agricultural chain.

What happens to the product at the various participant level, what
value do they add and what is the addition to the cost as well.

Relate this with the elements of an agricultural chain
- Participants
- Coordinating mechanism
- Relationships between and among participants (information
sharing, supplying goods, or deciding together)



C. Refining the drawing of the commodity chain

1. Instruction
On the basis of the new information you have gathered, try to
enhance the drawing of your chain.

2. Processing

- How has information changed your initial view of the
commodity chain?

- What other information are needed to help you better
understand the chain? What do you think are still lacking and
from whom can you get these information?

- Emphasize key elements of the chain (participants,
coordination and relationships)

- Important flows: product flow, information flow

LEARNING POINTS

How information:
- are basically generated and applied
- changes one’s view and understanding of agricultural chains

How to effectively come up with group decisions based on exchange
of perspectives?
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Multistakeholder Dialogue (MSD)
Facilitator’s Guide

The Facilitator’s Guide provides procedural steps on how to effectively
carry out the different component of PACA. This particular guide

is for the conduct of multi stakeholder dialogue of varying sectors
(groupings of chain actors according to roles in the chain) involve in

a given chain. MSD involves venue provision where chain actors and
stakeholders get to meet face to face, level off expectations, discuss
issues and concerns that will enhance chain sustainability, collectively
prioritize issues needing attention and consequently plan for action.

|. Understanding the chain and chain issues
A. Input from Chain participants and development sectors
1. Introduction

The objective of this activity is to enhance understanding of the chain
so that appropriate chain analysis and strategies may be adopted

for the collective benefits of It’s actors. Understanding is enhanced
by gathering as much Information as needed about the chain and its
processes. The usual starting point is the drawing of the agricultural
chain as seen by each sector of the chain.

2. Formation of Groups

The participants are grouped by sector farmers, middlemen/traders,
processors, government, NGOs).



3. Instructions

3a.

3b.

Go to your groups and prepare a presentation of your
sector’s role and usual activities in the chains, your value
added, systems of operation and the issues and concerns
confronting your sector.

You may now ask each other of clarifications in terms of your
roles and concerns

Draw the agricultural chain of your commaodity as seen by
your sector, identifying the chain actors, their roles and value
added to the chain as well as the resultant product forms at
each level.

Have the chains posted on the venue walls and have the
participants move around to see the different drawn chains.
Alternatively, the drawn chains may be presented, depending
upon time availability.

Allow time for discussion with each sector give the chance to
ask clarifications, argue and defend their views (making sure
that arguments are kept to issues and not personalities).

Processing

- What are the similarities and differences of the drawn chains?

- What could be the explanation for the differences?

- Which sector (s) have the least idea of how their chain l0oks,
which has the most?



LEARNING POINTS

- There could be as many varying perceptions of a given chain as
the number of sectors presented in the activity

- Perceptions vary depending upon the points where they are
coming from and the orientation they are exposed to

- Information or the lack of it, have bearing on the way one’s view
things,

- One’s understanding or view of the chain can either be changed or
reinforced by additional information gathered

4. Moderate Discussions
4a. The floor is now open for discussions. If you have any
clarifications or questions please raise them now.
4h. We have heard from this group, may we hear from the other
group (this is to bring into the discussion those sector not
participating in the discussion and likewise to moderate those
talking a lot.

5. Processing
oa. Take note of concerns raised and the responses with reference
to its validity or not.
ob. Remember these concerns when chain assessment is
discussed and consequent action planning process.



LEARNING POINTS

Commodity Updates
- Commodity issues and potentials
- On going initiatives from various sectors
- Policy and other factors affecting the enabling environment for
the commodity’s development

B. Leveling of Expectations

Individual expectations from each group of chain participants

1. Instructions
a. Each group (farmer, middlemen, NGOs, others) please write
what you think other groups should do to help enhance the
chain (refer to matrix)
b. Dialogue:

Sit down and discuss with one other sector at a time.
Move on to another sector after completing discussion
with another such that each sector gets to dialogue with
another sector on a “round robin” basis (i.e. farmer with
traders on first round, then with processors next round,
and so on)

Using the written expectations of each sector as reference.
Identify which expectations may or may not be met and
explain why for it to be understood by the other party
concerned.

At the end of each dialogue session, each of you should
have a checklist of possible expectations from each party.



Give each sector:

* the opportunity to articulate what you expect from
each sector

*for the said sector to respond why or why not these
things are possible (can be in sub groups or one
group)

- Then after these clarifications, request the group to go
over the issues and delete those that have been identified
as non issues (misconceptions) and finalize the issues that
have jointly been identified as needing actions.

2. Processing

- Putting in writing, the expectations at the start reduces
the chance of one sector being unable to articulate their
expectations while at the same time enhancing documentation
for action planning later.

- Discussions of expectations and their possible realization or
not leads to a better understanding not only of each sector but
the reasons behind their move and decisions

- Understanding reduces suspicion and is the entry point for
building trust

LEARNING POINTS

1. For the Participants
- Chain actors, their roles, value added, behavior &decision
making process
- ldentifying gaps and opportunities
- How to listen to and understand others’ perspectives



- The importance of trust and how to start trusting
- Reaching consensus and setting agreement

2. For the Facilitators
- Understand varying perspectives and where each is coming
from (an input in handling action planning to follow)
- Extent of trust building activity needed

3. ForAll
- With a bit more knowledge of each sectors activities than what
they have during the first day, the participants are now more at
ease to discuss with each other (less criticisms arising)

EMPHASIS
Emphasize the importance to come to the MSD with an open mind.
Learning (not accusing each other) is the key.

Pre conceived ideas are usually due to incomplete information on/
view of situation.

Ensure that each sector has a chance to be heard.

C. Participatory identification of Areas for Chain enhancement

1. Instructions
1a. Review the chain (redraw if need be) and identify the gaps and
opportunities in the chain.
1b. Let us brainstorm on this (through writing in cards)
1c. Let us cluster the issues raised by grouping similar issues
together



1d. On the basis of the issues that have been identified what are
the actions you feel are necessary and who could do those
actions

LEARNING POINTS

1. Introduction to SWOT analysis

2. Steps in issue/problem analysis by clustering similar issues
together (that may need the same actions)

3. ldentification of action points, based on issues earlier arrived at
and in consideration of the gaps and opportunities in the chain

|I. Building Commitment

Identification of Potential Contribution (by sector)

- Each sector (farmer, traders / processors / exporters, government
and NGOs) giving their vision for the commaodity chain;

- What they can commit as a group in helping enhance the chain

1. Instruction
Given the expectations from you of the other sectors and

inconsideration of your capacities, what do you think you can
contribute as a sector.



2. Processing

The agreed upon checklist which shall be used as input in the
chain enhancement assessment process is the starting point of
ensuring that what comes out of the action plan at the end of MSD
are realistic and doable.

LEARNING POINT

The commitment is built upon the identified action points and the
capacities of each sector, this is to make pledges of commitments
that are doable and are addressing action points.

3. Action Planning

Instructions:

a. Based on commitment pledges and the action areas, what will
be the action plan geared towards participatory enhancement
of the chain (some action areas maybe without pledges, but
still they have to be considered in planning

b. The sectoral pledges are then translated into an action
plan complete with target dates and assigned groups and
individuals per group as contact points.

c. It will be ideal if a monitoring group will be assigned to assess
progress in accordance with the plan



LEARNING POINTS

1. Making use of identified issues in identifying points and
development of strategies to address them.

2. Prioritization of required action and matching of actions required
with groups who could address these concerns.

3. Learning to plan on the basis of what are doables and yet
addressing the identified required actions.

[ll. Activity Evaluation
Feedback from participants
The participants are asked:

1. What they learned from the MS dialogue?
2. How will it be useful?

a. intheir current activities

b. future plans

LEARNING POINTS
The responses could lead to identification of:

1. that component which generated greatest/least impact on the
participants, this reflects on the way the said topics correspond
to their current need and or the effectiveness/ weakness of the
approach used in the process

2. possible follow ups to enhance learning from the MSD activity
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