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          FOREWORD

Kenya Agricultural and Livestock Research Organization (KALRO) is one of the key partners 
in the Kenya Cereals Enhancement Programme - Climate Resilient Agricultural Livelihoods 
Window (KCEP-CRAL) Programme funded by the European Union (EU) and implemented 
by the International Fund for Agricultural Development (IFAD). KALRO participation in 
this programme is based on proven experience and expertise in agricultural research. Within 
the programme, KALRO handles the research component, conducting on station and on 
farm trials, develops farmer recommendations together with training materials for extension 
staff and service providers and conducts the training. The implementation of KCEP-CRAL 
is in thirteen (13) counties namely Nakuru, Nandi, Trans Nzoia, Kakamega, Bungoma, Kitui, 
Tharaka-Nithi, Embu, Machakos, Makueni, Taita Taveta, Kwale and Kilifi. 

KCEP-CRAL focuses on the three leading rain-fed cereals (maize, sorghum and millet) and 
associated pulses (beans, green grams, cowpeas and pigeon peas). The programme’s overall 
objective is to contribute to the reduction of rural poverty and food insecurity of smallholder 
farmers. 

Through this manual, the programme will provide a comprehensive guide to extension 
officers, service providers and lead farmers on how to successfully produce cereals and pulses 
in Kenya. The manual is a useful training and reference material for extension officers and 
other stakeholders seeking to enhance the capacity of farmers, increase commercialization 
for food security and promote gender inclusion and participation along the commodity value 
chains. 

Initial lessons learnt in this project indicate that enhancing the capacity of the extension staff 
and service providers has improved uptake of new technologies for dry land farming. It has 
opened up more land for farming through use of conservation agriculture in areas that hitherto 
were not under agriculture. Besides easing the pressure on previously arable land, farmers in 
the project areas have been trained to use alternative disease and pest management regimes 
using Integrated Disease and Pest Management and Push pull technologies for persistent 
pests of economic importance. 

On behalf of KALRO, I am grateful to the European Union for supporting this project 
through the IFAD and KCEP-CRAL of the Ministry of Agriculture, Livestock, Fisheries 
and Cooperatives (MoALF&C). I also appreciate the excellent coordination of the whole 
process by the KCEP-CRAL Secretariat led by Dr Anthony O. Esilaba, MoALF&C and 
other partners, scientists in participating centres, Knowledge, Information and Outreach Unit 
team and secretarial staff. It is my hope and desire that in using this manual, the expectations 
of all stakeholders will be met. 

Eliud K. Kireger, (PhD, OGW) 
DIRECTOR GENERAL, KALRO
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Costs Expenses incurred in the production-marketing chain, for instance, 
cost of seeds, fertilizers, pesticides, labour, packaging and transport

Enterprise One or more easily identifiable parts of a business under common 
ownership or control, for which there are specific potential returns

Farm profit Revenue minus total variable costs incurred in carrying out on-farm 
enterprises

Fixed costs Costs that are incurred but do not vary irrespective of the level 
of production, for instance, farm rent, insurances, repairs and 
maintenance of farm equipment and buildings, permanent labour 
wages, interest on loan

Gross Margin This is total output (revenue) per unit area of production minus total 
variable costs

Gross Output This is the total value of a farming enterprise

Income This is money obtained after selling a farm produce

Labour Costs Refer to the total labour costs for family or hired labour used in all 
activities of an enterprise

Production Costs Refers to financial and non-financial expenditures incurred in a 
farming business

Variable Costs Costs that vary with the level of production, for instance, costs of 
inputs, wages, packaging materials and labour for farming activities

        BUSINESS TERMINOLOGIES
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1 INTRODUCTION

1.1 Overview
Most smallholder farmers in Kenya are subsistence oriented and mainly strive to produce 
food for their households only. These farmers, however, play a great role in contributing 
to food and nutrition security and generating income for their household needs. There is 
therefore great need to empower farmers’ increased participation in embracing farming as a 
business. A business is viewed as a commercial activity, which operates with the intention of 
making a profit, through the provision of services or commodities to meet needs and wants 
of customers. This requires changing the mind-set of most farmers from producing only for 
subsistence use to becoming commercially oriented.

1.2 Farming Enterprise
Farming for the market is a business. It is a business in that farmers use land, labour, and 
capital to produce goods to be sold. Such farming is done with the hope and expectation of 
profit as in all other businesses. Farmers usually seek to use as little of the scarce elements 
of production as possible to produce most of the goods that are needed and or wanted - as 
dictated by price in the market. Successful farmers keep careful accounts and plan their 
investments of time and capital so as to maximize their income. Farming is in no sense more 
of a charitable undertaking than is operating a service station or providing hundreds of other 
goods or services. This is not to deny that there are public benefits from farming, but these 
do not appear to differ from those that attend to hundreds of other enterprises. Thus, it is 
important to emphasize that farming is a business.

To say that farming is a business is in no sense to downgrade its importance or to adversely 
criticize it. However, this does not suggest that because farmers are businessmen, they are 
not entitled to a full measure of sympathy and understanding for the risks that they take and 
the benefit they provide to their customers. Farming is certainly a risky business, dependent 
as it is upon the elements of production, domestic prices, and changes in foreign markets. 
Moreover, to suggest that farmers deserve better understanding and appreciation of the 
factors of production should not be taken to mean that government should intervene either 
on their behalf or restrict them. Since farming is a business, the existing evidence suggests 
that not only is government intervention often harmful to consumers (that is, all of us) but 
also to those engaged in the particular businesses aimed at by the intervention. Undoubtedly, 
some farmers have benefited from some farm programmes. 

Furthermore, to succeed in farming business just like any other business, several crucial 
principles should be applied. These are: 

i) Have a passion for farming - Only passion can take the entrepreneur far into any 
business including farming. Without having the passion, one cannot last in farming. 
Passion is the energy that will drive the entrepreneur to success no matter the difficulties 
that may arise. Passion is what brings the entrepreneur back to farming even after losing 
chickens to Newcastle disease or even when predators massacre the whole flock of 
chickens/other livestock.
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ii) Commitment to continuous learning – To last long in farming one needs wisdom, 
knowledge and understanding. It is easy to learn these days with so many useful free 
seminars all over the place. The entrepreneur can never learn enough in improving 
farming business.

iii) Readiness to tackle problems as they come - No matter how good one may be, 
problems will still occur on the farm. The difference is that great farmers usually turn 
their problems to opportunities for growth and more profits. For instance, egg prices 
will go down while feed prices go up - a situation that only the brokers benefit. Tough 
times never last but tough people do!

iv) Application of sound business principles – the entrepreneur must know that farming 
is a business in order to succeed in it. Success in farming should therefore be grounded 
in sound business principles. Thus, the entrepreneur should and must understand the 
market dynamics, obey the laws of demand and supply, practise market timing.

v) Being a marketer – There is no point of having products which the entrepreneur 
cannot turn into money. Farmers in Kenya today must be sound marketers if they want 
to succeed. The middle men are “blood suckers” and only a wise farmer can outwit 
them! Farmers should therefore use digital platforms or mass media to source market 
information and sell their produce directly to their customers. As such, they need to 
understand the market very well to be able to take their products to the end user.

vi) Re-investing farming profits - Cash flow and profits are important elements of any 
business. Business success is not about how much money one makes. It is rather, how 
much money one keeps and reinvests back into the farming business. Entrepreneurs 
should be encouraged to avoid get-rich-quick schemes.

vii) Healthcare - Farmers should constantly monitor their health and not internalize the 
pains and struggles associated with farming. They should avoid stress and depression. 
Life is important despite the problems that abound in any farming venture – it is said 
“Health is wealth”!

viii) Enjoy what one does - Learn to enjoy the whole process. Take it as an adventure. 
Any business that cannot be taken as an adventure will ultimately burden the owner. 
Entrepreneurs should be happy and optimistic to take profits and losses with heads held 
high

1.3 The Importance of Farming as a Business

Farming as a business helps farmers to get the best out of their farms and their resources. 
Applying business methods such as record keeping, benefit–cost analysis, marketing skills, 
group management skills, gender considerations and good communication skills can greatly 
improve the efficiency of farming. 
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In order to understand the farming business, farm goals should be clearly defined. This calls 
for individual farmers/entrepreneur to know:

i. What to produce? (Specific enterprises)

ii. How to produce it? (Technological issues)
• Is it possible to produce it on your land?

• What resources and inputs are needed and where to get them?

• What labour do you need?

• What is the best market for the product?

iii. For whom to produce?
• For which market?

iv. When to produce?
• What price can the product get in the market?

• Is it profitable?

• Do you have enough capital?

• What are the risks and what to do about them?

v. How much to produce?
• Where is the business going? 

• What needs to be done?  

When everyone who is involved in the farming activities (family members, extension 
workers, development agencies) understands the goals, they will work better together 
towards achieving them. Valuable information is collected through record keeping and used 
to make better decisions affecting the farm. Communication about the business is improved. 
An organized farming business is more likely to attract capital from private investors, venture 
capital funds, lenders, banks, trust companies among others. 
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2 FARM BUSINESS PLANNING

It is important for a farmer to understand what a business plan is, why the farmer needs it 
and how it is prepared. Farming as a business is not business as usual. Farming as a business 
calls for entrepreneurship. Entrepreneurship is about looking at things differently and seeing 
what others cannot see. If farmers keep on doing what they have been doing, they keep 
getting the same results. The importance of business planning is reflected in the proverb, “he 
who fails to plan, plans to fail”. Business planning should therefore never be overlooked. 
Indeed, if one does not know where he/she wants to go he/she will go anywhere. Starting a 
business and successfully running it is a journey. It requires business planning. This process 
equips an entrepreneur’s mind with tools necessary to handle problems that may arise. Most 
businesses fail because they were not properly planned. 

2.1 Principles of Planning

2.1.1 Definition of planning 
Planning is preparing a sequence of action steps that will assist the farmer to achieve specific 
goals. It is a map that shows where one wants to go and how to get there. 

2.1.2 Importance of a business plan 
To be an entrepreneur, there is need for a comprehensive and a creative business plan. This 
is because:

• The process of putting a business plan together enables the entrepreneur to look at the 
business in an objective and critical manner.

• The business plan helps the entrepreneur to concretize ideas as it serves as a road map for 
the business success and growth.

• It serves as an operational tool to define the business’s present status and future 
possibilities.   

• It is a strong communication tool for the business.
• It defines the purpose, competition, management and personnel.
• The process of constructing a business plan can be a strong reality check because it 

provides the basis for financing a business proposal.
• Planning helps the farmer to determine the resources needed in order to achieve his/her 

objective.
• It helps the farmer to identify future problems that his/ she will encounter during plan 

implementation. 
• It helps the farmer to make the best use of his/ her resources. Unstructured actions cost 

more because he/ she moves forth and back.
• It helps the farmer to measure his/ her own successes/achievements in handling a task 

that he/ she set out to do within a particular period of time.
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2.1.3 Steps in Planning
i) Set a goal, that is, determine where you want to go. The goal must be SMART.

ii) List the objectives to be achieved.

iii) List the activities to be undertaken under each objective.

iv) For each activity specify the person responsible and the time frame needed.

v) Next indicate the resources needed to undertake each activity in broad terms. e.g. an 
activity may require the hiring of labour, purchase of seedlings etc.

vi) State specific periods during which the plan implementation may be reviewed.

2.1.4 Format of a Farm Business Plan 
A normal business plan includes a standard set of specific elements that include:

i)  Executive Summary 
The executive summary is a very important section of a business plan because it provides a 
concise overview of the entire plan. It tells one where a business is at present and where the 
entrepreneur plans to take it. The executive summary is the first section of the business plan 
that readers see. It will either arrest their attention, retain their interest and make them yearn 
for more and keep reading or make them lose interest in the whole document. It is the section 
that tells the reader why the entrepreneur believes the business idea will be successful. It 
should be enthusiastic, complete and concise and professionally explain the fundamentals of 
the proposed business. This section is normally written last after preparing the other sections 
of the entire business plan.

ii)  Business Description 
This shows the legal establishment of the business such as self-help group, history, start-
up date, etc. The farmer should write a descriptive analysis of their business in detail. This 
section gives the background information about the business, existing or yet to be established. 
It should include information about the nature and purpose of your agribusiness. Talk about 
the agribusiness sponsors/owners, business name, vision and mission statements, business 
location and address, form of business ownership, type of business, products/service(s), 
justification of the opportunity, industry, the business goals and entry and growth strategy.

iii)  Marketing Plan
This shows the market (market analysis), customer needs, their location, and how to reach 
them. The market plan is highly critical because it provides the basis for the organizational, 
operational and financial plans. Secondary sources of data for preparing a marketing 
plan include published information from trade journals, newspapers, magazines, industry 
associations, government agencies and online sources. One can get more market information 
through primary research which involves direct data collection from focus-group interviews 
to learn more about consumer preferences.
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NB: The entrepreneur will need to conduct a market survey and an in-depth analysis of the 
intended market. This will enable clear description of the market opportunities and challenges 
and then develop marketing strategies and tactics required to exploit the market opportunities. 
Sources of any market data used should be noted and facts presented convincingly.

iv)  Operational Plan
An operational plan is part of the strategic plan of the business. It sets out the work to be 
carried out and the workflow from initial input to end results, including all the resources 
that will be needed. It also sets out how risks will be dealt with and how the achievements 
of the plan will be sustained. In addition, it should also include who is on the management 
team, the salary and benefits package, the training and promotion, the legal requirements and 
supportive advisors and services. Key components of an operational plan include:

• Clear objectives.

• Activities to be delivered.

• Quality standards.

• Key targets and key performance indicators.

• Risk management plan.

• Staffing and resource (including budget) requirements.

• Implementation timetables.

• A process for monitoring progress.

NB: An organization structure is the arrangement of jobs and groups of jobs within an 
organization. This arrangement relates to both reporting and operational relationships of 
relatively permanent positions. The entrepreneurs should create an organization chart to 
lay out the structure of his/her business. He/she should also provide a narrative description 
showing the management hierarchy and the people responsible for key functions, including 
position descriptions for key employees. (This is important especially if there are 10 or more 
employees. To a potential investor or employer, this is very important).

v)  Financial Plan
All business plans, whether one is just starting a business or building a plan for an existing 
business, should include the following:

• Profit and loss statement.

• Cash flow statement.

• Balance sheet.

• Sales forecast.
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• Personnel plan.

• Some business ratios and/or a break-even analysis.

• Forecasted financial statement to give some predictions on how the business will fare 
financially over a given time span.

vi)  Regulatory and Legal Requirements
There are certain Government regulations that must be observed or legal requirements that 
must be met before an entrepreneur starts operating the business.

vii)  Appendices
These provide additional and or reference materials.

2.2 Farm Business Budgeting
Budgeting is a method of analyzing plans for the use of agricultural resources at the 
command of the decision maker. A budget is a forecast of a business entity’s costs and 
income for a particular period of time, normally based on a cycle. The entity may be an 
individual, a business, a group or a government. A cycle is the time from putting in the effort 
until reward is earned. For a business, the cycle is from the time of buying inputs to the time 
of selling the product or produce for cash and it differs from business to business. For the 
farmer, the cycle is described in terms of season. A budget may be prepared for one season 
or more depending on the goal.

2.2.1 Types of Budgets
There are two major types/categories of farm budgeting. 

i. Total/whole farm/complete budgeting

ii. Partial budgeting 

a. Whole farm budget: This combines all the enterprises and resources of the farm to 
provide an overall picture of the expected net returns for the period.

b. Gross Margin/ Enterprise budget: It estimates costs and returns expected on each 
enterprise and for comparisons.

c. Partial Budget: This is a planning tool adopted to analyse relatively small changes 
in the whole farm by looking at only income and expense items that will change 
and not total values.

d. Cash flow budget: It forecast the movement of money into (cash inflows) and out 
(cash outflows) of the farming business over a given period of time.

There are techniques for budgeting which include Gross Margin Analysis (GMA), Enterprise 
Budget (EB) among others.
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A farm budget has the following parts:
• Physical input and output coefficients - these show the physical relationships of 

transforming farm resources into outputs (for example, 100 kg of soya bean seed/ha 
yielding 3 mt/ha of output).

• Financial relationships - these show the monetary value of inputs and outputs. Financial 
relationships allow specification of costs of production and income from production.

2.2.2 Steps in Preparation of a Farm Business Budget
Several steps are involved in preparing a farm business plan as outlined hereafter:

STEP 1: Defining a production programme - Livestock and or Cropping.

STEP 2: Estimating and specifying the input requirements- Estimate the input requirements 
for each operation and the cost of inputs.

STEP 3: Estimating the cost of production- Estimate the all the production processes 
anticipated e.g. for maize- Land preparation, planting, weeding, harvesting and marketing.

STEP 4: Estimating the Quantity and Value of output- Estimate the anticipated quantity and 
value of output based on the average yields and prices.

STEP 5: Comparing the costs and returns to determine the Net returns. Compare the 
anticipated costs and the returns to determine the net returns.

2.2.3 Farm Business Budget Costs and Revenues

The entrepreneur needs to clearly understand the following:

i.  Preparing the Budget (Cost of Inputs and Labour)
The farmer will use the planning done to prepare the budget (cost) estimates and will need to 
express the column on cost of inputs and hired/ family labour in terms of money.

ii.  Planned total costs of activities
This refers to the total costs of all activities under the plan. It is the amount needed to 
implement the entire plan. One is advised to be liberal when estimating costs because of 
inflation.

iii.  Planned gross revenue from sales
For a business, an estimate of what will be sold under the plan is important. In our plan since 
we have an estimate of the quantity of harvest we can safely estimate how much we will 
make from sales. It is advisable to be conservative when making estimate on revenue.

iv.  Planned Variable Cost
This is expressed in terms of the total planned cost of inputs, plus total planned cost of hired 
labour plus total planned cost of family labour.
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v.  Planned Gross Margin
This is the planned total gross revenue minus the total planned variable cost.

vi.  Profit/Loss of the Plan
The difference between the total gross revenue and the total planned variable cost will show 
the viability or otherwise of the plan. If the farmer will incur a loss, he/ she should carefully 
look at the gross margin again before investing any money.

2.2.4 Uses of Farm Budgets
Budgets are normally used for the following purposes.  These are to:

• Decide what to produce, how much to produce, and the resources needed.

• Itemize the financial aspects of the farming business.

• List the inputs and production practices required by an enterprise.

• Evaluate the performance of different farm enterprises.

• Estimate benefits and costs of changes in production practices.

• Provide the basis for a total farm plan.

• Show the capacity of the farming business to carry risk.

• Support applications for credit (show the ability of the business to pay debt).

• Inform all interested parties of the costs incurred in producing an agricultural product.

2.2.5 Farm Budgeting and Analysis
Budgeting is any attempt to estimate the future on outcome of a plan in quantitative terms. 
Budgeting is needed for all progressive, to estimate whether a proposed change is justified 
by the chance of raising profit. A farmer budget is a detailed physical and financial plan for 
the operation of a farm for a certain period. Start by listing all the activities to be undertaken 
by enterprise and blocks, then quantify the inputs and attach prices on them. This should be 
disaggregated by enterprises.

2.2.6 Gross Margin (GM)
Gross margin is gross return after all variable costs have been accounted for, which means it 
is the return on variable costs only, and does not include fixed costs. This requires sequential 
analysis of various activities, so that all input requirements and costs incurred are determined. 
It requires complete farm records of various activities involved in the production of each 
enterprise (Table 1).

Gross Margin is the difference between the Gross Farm Income (GI) and the Total Variable 
Costs (TVC) that is GM = GI – TVC. GM is also defined as Gross Return (GR)-Total 
Variable Cost (TVC).
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Table 1: An example of Gross Margin for maize (KES)

Variable Costs Per Acre Total Cost

Cost land preparation 1 3,000

Cost land preparation 2 2,500

Cost hiring land 5,000

Cost of maize seed per acre @1 bag/acre 1,500

Cost of Urea/CAN fertilizer per acre @ 50kg bag 2,400

Cost of DAP fertilizer per acre 3,750

Cost of stalk borer pesticide 1,000

Labour cost of tractor furrowing per acre 1,500

Labour cost of maize planting and DAP application 900

Labour cost of 1st. nitrogen fertilizer application per acre 600

Labour cost of herbicide application per acre 400

Labour cost for general weeding II per acre 1,200

Labour cost for maize thinning/de-suckering per acre 500

Cost of herbicide 2,000

Labour cost for stalk borer pesticide per acre 0

Labour cost for maize stocking per acre 1,000

Labour cost for maize harvesting per acre 1,200

Labour cost for maize threshing per acre 1,000

Labour cost for maize winnowing per acre person/day 750

Labour cost for maize drying per acre @ 1person/day for 5 days 2,250

Cost of gunny bags 1,000

Cost of transportation 2,400

Cost of guarding 0

Price per bag 3,000

No. of bags produced in an acre 15

Maize grain revenue per acre 3,000 x 15=45,000

Total VC 35,850

GM/Acre 9,150

2.2.8 Enterprise budget
An enterprise budget provides an estimate of potential revenue, expenses, and profit for a 
single enterprise (Table 2).
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Table 2: Enterprise Budget (KES)

Item Value per acre

Revenue  

250 kg @ 5.50 per kg 110,000

Variable Costs  

Seed 6,400

Fertilizer 7,640

Chemicals 7,820

Machinery expense 2,812

Custom Spray 640

Harvesting and Hauling 40,000

Labour 25,600

Interest @ 10% for 12 months 9,091

Total variable cost 95,458

Revenue above variable cost 14,542

Fixed Costs  

Machinery depreciation, interest, taxes, and insurance 4,960

Land charge 8,000

Total fixed costs 12,960

Total costs 108,418

Estimated Profit (return to management) 1,582

2.2.9 Break-Even Analysis Budgets
An economic enterprise budget includes information on opportunity costs of labor, capital, 
land and perhaps management. The profit (or loss) is what remains after covering all 
expenses, including opportunity costs.  A projected economic profit of zero means labor, 
land, and capital are earning exactly their opportunity costs.

Cost of Production

Break-Even Analysis

The data in an enterprise budget can be used to do a break-even analysis. Break-even yield 
and break-even prices can be computed.

Cost of production = Total cost/yield
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Break-Even Yield

Break-Even Price for wheat

2.2.10 Risk Management in Farm Business
Due to the dependence of agriculture on physical and market conditions that are uncertain, 
farm business operators need to be risk conscious in order to avoid devastating losses.  
However, uncertainty refers to a state where the true outcome of events is unknown and there 
is a possibility of more than one outcome ranging from favourable to adverse. Risk refers to 
the possibility of incurring a loss due to uncertain outcomes.

Risk Management Measures at Farm Level

This can be carried out as presented in the Table 3.

Table 3: Risk Management

Area Measures

Production/ Output Training to improve production practices
Planning production in advance
Adopting appropriate business practices in farming
Diversification of Enterprises (Crops/Livestock)
Adoption of appropriate technologies
Proper timing of production
Staying up to date with disaster warnings
Engaging in contract farming
Collaboration with other farmers in acquiring funds and inputs

Market/ Income Starting the Marketing process early prior to planting
Planned Marketing
Collaborations with other farmers in marketing
Value addition
Bulk selling of produce
Contract farming/ committed buyers prior to production
Training in marketing skills
Proper timing of marketing of products

Break-even yield = Total cost/output price

Break-even price = Total cost/output yield
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Income Distribution Planning raising of finances/ expenditures
Financial management training
Commitment to repayment of debts
Commitment to re-investing in the farm business

Source: Farming as a Family Business- Training Manual, Developed with funding from the USAID, August 2012

2.3 Farm Accounting

Commercial farming involves many transactions and book-keeping. Books of accounts 
are records of business transactions. Accounting systems should be designed to provide 
information efficiently and quickly at least cost as well as capable of offering protection to 
the business by exposing theft or fraud. 

It is important to record and keep all the source documents. The documents should be 
recorded in journals and processed through ledger books to generate financial statements 
(Balance sheet and Income statement).

It involves identifying all source documents for accounting purposes (e.g. receipts, payment 
vouchers, bank slips, invoices, etc.) These should be entered chronologically (journalising) 
into a record book (Journal). From the journal entries records are summarized in ledger. 
From the ledger, a trial balance is constructed and subsequently financial statements are 
generated.

2.3.1 Cash Flow Statement
The cash flow projection estimates the flow of revenue into the farm business and the flow 
of expenditures out of the business. These flows are important because they indicate when 
cash surpluses or deficiencies will occur. 

An example of a cash flow statement is presented in Table 4. 

Table 4: Cash Flow Statement

Inflows 

Date Sale of product Qty Unit price Amount Remarks
1.11/2015 Maize 500 36 18,000 sold at farm gate
20/122016 maize grain 200 40 8,000 sold at farm gate
11/01/2016 maize grain 100 42 42,00 gave Makueni school for 

school fees of daughter
15/01/2016 Bean 600 60 36,000 sold to Otieno
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Outflows

Date Purchase Qty Unit price Amount Remarks

1.11/2015 Seed maize 2 1800 3,600 bought from KSC
20/122016 Bean seed 5 180 900 bought from KSC
11/01/2016 Fertilizer DAP 3 2000 6,000 Bought from NCPB
15/01/2016 Fertilizer CAN 2 2500 5,000 Bought from NCPB

2.3.2 Types of Farm Accounts
Some farm accounts that could be kept on the farm are described below. 

a)  Balance Sheet 

It is also called the net worth statement. It shows the value of farm assets that would remain 
if the farm business is liquidated. It is the total asset minus total liability (Table 5). It is 
divided into: 

• Assets: Anything of value owned by the farm business. It comprises of current (or 
liquid), working and fixed assets. 

• Liability: It refers to legitimate claims that can be made against the business. It is 
classified into current, intermediate and long-term liabilities.

• Net worth: It reflects the absolute equity or the amount by which assets in the business 
exceed its outstanding liabilities. 

Table 5: Balance sheet (KES)

Assets Amount Liabilities Amount 

Cash  Creditors  
Debtors  Loan  
Stocks  Dividends  
Machinery  Taxes owed  
Less:    
Prepaid expenses    
Total assets    
Total liabilities    

b)  Income Statement 
It is the difference between the gross receipt and total cost of production (Table 6). It is also 
referred to as the surplus resulting from business operations, which could be withdrawn 
without reducing the future scale of the business. 
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Table 6: Income statement

Income  Qty  Price Total amount

Household (HH) Sales   
Home consumption   
Other Total Income

Total (Y)

Expenses
Inputs and materials:
Seed
Fertiliser
Pesticide
Field operations
Land preparation
Ploughing
Planting
Weeding
Harvesting
Total Costs (X)

Gross margin (Y-X)

2.4 Farm Records and Record Keeping

Record keeping involves gathering valuable data or information on the happenings of a 
particular undertaking, with the view of processing it in the future (for example, analysing 
sales and costs and calculating profits). Similarly, such information is collected in a farm. 
Though record keeping is vital in agricultural production, many farmers do not keep records. 

It therefore is a challenge for these farmers to establish how much they expended and how 
much returns were derived from the various enterprises. Lack of well documented farm 
records, makes it problematic for farmers to establish whether their businesses are making 
profit or losses. Farm records gives an account of the various activities carried out on the 
farm on a regular basis. A record is a written proof of what happened. The activities include 
farm purchases, utilisation of farm inputs, and consumption records.

Farm records include crops cultivated, livestock kept, varieties planted, breeds reared, 
management activities carried out, quantity harvested among others. It may also include 
minutes of a meeting, a report on the number of group members who worked in a KCEP 
project group or what is anticipated to happen. For a group, keeping records of money 
coming in and going out of a group-project prevents misuse of the money and avoids mistrust 
amongst group members. 
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Record keeping is therefore an important activity that is necessary for operating farm 
enterprises effectively.

Records provide essential information which assists in: 
• Proper farm planning
• Credit sourcing
• Monitoring farm performance
• Provide basis for decision making

They also give an insight into: 
• Money spent
• Money received
• Money derived from produce sales
• Guide in making sound decisions in determining what to buy and sell
• Keeping records of buying and selling on credit, to ensure no losses are incurred
• Determine if a profit or a loss was made

2.4.1 Types of Farm records
The common types of farm records are: 

i)  Production Records
They are vital in determining performance of various enterprises within the farm. These 
records contribute to the economic assessment of the enterprise. It can help farmers make 
informed decisions on investments. For instance, the size of land to cultivate or the number 
of animals to keep.

ii)  Labour Records
These are vital records that show the amount and types of labour hired or employed to work 
on the farm. The records also contain the rate and wages paid. They enhance transparency 
on the farm.

iii)  Cash flow Records
They record all the cash flow into and out of the farm business each year. Well prepared 
records allow farmers to keep farm businesses on target and to identify periods of potential 
cash surplus or cash deficit. They act much like a budget that a farmer strives to follow. 

iv)  Home Consumption Records
These records indicate household intake. They contain the date, consumed items, quantity, 
unit price and total price. Many farmers do not usually cost the produce which they get from 
their own farms. However, this should not be the case. 
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v)  Profit and Loss Records
These are major records that indicate the economic performance of the farm. Most farmers 
tend to keep only this type of records. However, other records are important in order to 
come up with it. Profit and loss record is usually prepared at the end of every production 
period, usually at the end of the year to determine whether the business is making a profit or 
otherwise.

vi)  Fixed Asset Records
They indicate all the items present on the farm at a particular time. These include farm 
equipment, farm buildings and land. It also specifies their value and current state of the 
equipment. Fixed asset records are recommended to be taken at the beginning and end of a 
production year.

2.4.2 Practicing record keeping
Farmers and household leaders need to keep production and consumption records which 
include:
• List of all activities
• List of all the inputs
• Estimates of quantities

2.4.3 Design of Farm Records
When designing farm records, the following ought to be taken into consideration:

i.  The record keeping system should be simple. A complex one will have a high likelihood 
of errors.

ii. Maintain financial records that have the appropriate level of detail depending upon the 
complexity of your business. A more complex farm operation requires a more detailed 
system.

iii. Make sure that your records provide essential information on a timely basis.

An example of an enterprise record is presented in Tables 7 and 8.
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Table 7: Enterprise record

Name of farmer Location 

Enterprise record

Date Enterprise Acreage Yield Total 
output

Remarks

01/03/2016 Maize (H6213) 0.58 28 16.24 Some portion of 
maize eaten by 
livestock

01/03/2016 Bean (Nyayo) 0.58 10 5.8 Experienced 
Hailstorms

Maize Stover
Maize cobs 
(stones)

Table 8: Cash inflow for maize

 Sales Qty Price Total Remarks
Date Maize grain     

01/03/2016 Stovers     

01/03/2016 Bean haulms     

0 2/3/2016 Maize cobs/stones)     
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3 MARKETING 

3.1 Definition of a market
A market is a means through which the exchange of goods and services takes place as a 
result of buyers and sellers being in contact with one another, either directly or through 
mediating agents or institutions. It may be a physical place where buyers and sellers meet to 
exchange goods, services and other relevant information. In essence, a market refers to the 
set of all actual and potential buyers of product and services.  It can also be an online market 
under e-commerce.

3.2 Marketing
Marketing refers to the process through which the gap between the producers and consumers 
is bridged. In this definition, producers are separated by time and distance. It can also be 
defined as a process that involves finding out what the consumers want and then supplying 
them with the same at a profit.

A broader definition of marketing is a series of activities involved in making available 
services and information which influence the desired level of production, relative to the 
market requirements and the movement of products from the point of production to the point 
of consumption. This process involves collection, analysis and dissemination of the desired 
market data. Marketing goes even beyond the element of harvest; including transportation. 
Marketing means the performance of all business activities involved in the account of 
agriculture goods and services from the point of initial production until they are in the hands 
of ultimate consumers. Marketing links the producers with the consumers. Marketing is 
crucial for any business. It helps identify customers and their needs, and delivery of products 
and services to them at a profit. Good business performance is determined by the ability of 
a farm to sell a product or service at a competitive price. The activity begins at a point when 
the producers contemplate producing a sellable product. 

3.3 Commonly used Terms in marketing
• Need: means a state of felt deprivation of some basic satisfaction, e.g. one needs food, 

air, security.

• Want: This is a desire for a specific satisfaction of a need – one may need clothing but 
want a jean i.e. from general (need) to specific (want).

• Demand: It means “the “want” for a specific product backed by the ability and 
willingness to buy that product.

3.4 Marketing Functions

The process of marketing of agricultural produce such as cereals and legumes involves four 
main marketing functions. These are:
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i)  Transportation 
Transport and trade go side by side in which case one reinforces and strengthens the other. 
Transportation is a very important factor at every stage of marketing. Agricultural commodities 
must be transported from their initial point of production through the marketing channel to 
the final consumer. Likewise, farm inputs must be transported from the factory to the place 
of need i.e. to the producers. Transport in Agriculture Marketing plays the following roles: 

• It widens the market by bridging the gap between producers and consumers located in 
different areas.

• Without transport, markets would be localized in certain areas. Exchange of goods 
between regions and countries would be impossible in the absence of this function.

• It narrows price difference over space – distance between producing areas.

• Transportation of goods from areas of production to scarcity areas help to check prices in 
scarcity areas and price fall in surplus areas. These therefore reduce spatial differences 
in prices.

• It creates employment by providing employment in road construction, loading and 
unloading and for drivers and owners of mode of transport.

• Specialized farming is possible i.e. specialization in production of a commodity is 
possible in areas most suited for such commodities and they can be exchanged for other 
goods produced elsewhere at a cheaper price.

• Transformation of the economy – is possible to transform the economy from subsistence 
to commercial stage i.e. raw materials from rural areas can stimulate industrial growth 
and manufactured goods can reach the rural areas.

• It must be noted that though transportation factor is important, it adds upto 50% of total 
marketing costs.

• The efficiency of the transport depends on the speed and the care with which products 
are moved from one place to another.

ii)  Grading and Standardization 
Grading means the sorting of unlike lots of the produce into different lots according to quantity 
specification. Standardization therefore means determination of standards of different 
commodities. Agricultural commodities are graded according to certain characteristics such 
as weight, size, appearance, texture, moisture content, length, taste etc.

These characteristics are termed as grade standards. Grading therefore is carried out 
according to the laid down standards. As such grading follows standardization. Grading is 
therefore a sub- function of standardization.  
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Types of Grading

i)  Fixed grading is sorting of commodities according to standard or characteristics which 
are fixed and do not change with time.

ii)  Variable grading means the grading standards which may change over time i.e. the 
standard change every year depending on the quality of produce that year (e.g. for agricultural 
products).

iii)  Storage 
Storage is an important marketing function which involves holding and preserving goods 
from the time they are produced until the time they are consumed. Agricultural produce 
may require storage as a result of surplus arising in the time of plenty and is carried over to 
the season of scarcity by the storage function.  Storage of agricultural produce is necessary 
because of the following function(iv).

iv)  Processing Function
The Processing function is defined as a deliberate activity which changes the form of a good. 
Processing function converts farm products into a more useful form. Very few farm products 
e.g. milk, eggs, fruits & vegetables can be consumed directly in the form in which they are 
obtained from the producer, hence the function of storage (iii. above).
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4 CROSS CUTTING ISSUES

4.1 Group Dynamics
A group is a collection of individuals who have regular contact and frequent interaction, 
and who work together to achieve a common goal or goals. A farmer group is a collection 
of farmers with a common objective or problem to solve, which is often associated with the 
production and marketing of agricultural products. The gender composition of the group is 
important, both for the internal workings of the group (group dynamics), and for achieving 
the goals of the group. A group should strive for equal participation in decision-making 
structures and processes, equal opportunities and equal access to information.

The social process through which people interact and behave in a group environment is 
called group dynamics. Group dynamics involves the influence of personality, power and 
behaviour on the group process. It is about the relationship between individuals conducive 
to achieving the group’s goals.  The structure and size of the group is an asset in pursuing 
both the task and maintenance functions of the group. Effective group performance depends 
to a large extent on the size and composition of the group. A group may consist of as few as 
two (2) people or as many as 300 or 400. In order to be effective, group size should be kept 
to a minimum without jeopardizing workload and goal achievement. There are two types of 
groups i.e. formal and informal. The formal groups are structured to pursue a specific task 
while the informal groups are those that emerge naturally in response to organizational or 
member interests.

Table 9(a):  Merits and Demerits of Groups

Merits of groups Demerits of groups

• Increase diversity of views

• More information and skills

• Increase acceptance of solutions

• Build interaction and communication

• Improved efficiency of resource utilization

• Increase participation in development process

• Time consuming

• Domination by few

• Ambiguous responsibility

• Can brood jealousy

• Pressures to conform

• Can lose focus

4.1.1 Benefits of working as a group
Working as a group has several benefits to the farmer (Table 9(a)). Such benefits include:

i) Groups of farmers can access services such as advisory services, technology, credit, 
markets and information, which individual farmers, particularly the disadvantaged 
(poor, women and youth), may not be able to.
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ii) Collective production, marketing and purchase of inputs can offer economies of scale 
and therefore reduce costs to farmers.

iii) Farmer groups provide a forum to share experiences and learn from one another.

iv) Group pressure enhances or stimulates adoption of knowledge and change to improved 
practices.

v) Increases farmers’ opportunities for participation in development programmes.

vi) Promotes inter-personal relationships and linkage to more relevant institutions.

vii) Gives farmers a ‘voice’, which they may use to influence policy.

viii) Attract external support and easy access to loans (group guarantors).

ix) Successful project activities due to commitment from each member.

x) Inspiration for future groups (role models). 

Group Values and Norms 

Norms and values are necessary parts of each and every society, group or organisation. They 
are the necessary pillars for social/group survival.

Values are broad ideas held by individuals or groups about what is desirable, proper, correct, 
good or bad that most members of a group or society share. Values define social preferences, 
specify societal group choice and provide a vision for future action. Values differ from group 
to group (society to society). An individual’s values are derived from the specific culture of 
which that individual happens to be a member.

Norms on the other hand are generally known as correct or proper forms of behaviour. They 
are specific prescriptions of how an individual ought to behave to be consistent with values 
of the group or society. Norms can be seen as reflections of values. They can be understood 
as unwritten rules and regulations that groups live by. They are means through which values 
are expressed in behaviour.

Importance of norms and values

Norms are important because they govern behaviour of individuals and help in interaction 
that takes place between them. They add some amount of regularity and inevitability to our 
behaviour. They act as guide to our behaviour. They help to mend our ways and regulate our 
daily life.

Values are important too because they provide stability in a group; bring legitimacy to 
the rules that govern specific activities and bring about some kind of adjustment between 
different sets of rules.



24

Group Formation Process
Like a living thing, a group has a life span. Groups undergo five main stages. It is important 
to understand the various stages for ease of management of the groups. The five stages 
include: Forming stage, storming stage, norming stage, performing stage and adjourning 
(Table 9(b)). The stages may overlap however the earlier a group reaches performing stage 
the better. 

Table 9(b):  Group formation process

Forming Stage Storming Stage Norming Stage Performing Stage Adjourning

• Individuals come 
together and get to 
know each other, 

• Dependent on 
direction

• Members are 
polite

• Introduction 
and sharing of 
information

• Stereotyping 
individuals 
based on first 
impressions

• Conversations 
are about safe 
acceptable topics

• Individual 
confidence 
may lead to 
conflict

• Personal 
agenda setting

• Success at this 
stage leads 
to a more 
focused group 
relationship

• Can inhibit 
progression 
and even lead 
to failure

• Behavioural 
standards 
and norms 
among group 
members 
established

• Getting 
used to each 
other and 
developing 
trust 

• Successful 
completion 
of the other 
stages leads 
to significant 
progress

• Members work 
towards a 
common goal on 
a highly efficient 
and cooperative 
basis

• Individuals 
leave the 
group or 
the group 
dissolves on 
completion 
of objective

• Time for 
reflection 
and re-
orientation

Personality Types in a Group
People’s knowledge of personality types enable them to be aware of their strengths and 
weaknesses, and in others, and this determines leadership styles within a group.  A leader 
should understand the different personality within their groups and how to deal with them. 
Personality is defined by a combination of various key factors measured by a continuum of 
personality factors. These include: 

Confidence - The degree to which a person responds to stress. 

Extraversion - The degree to which a person can tolerate sensory stimulation from people 
and situations.

Conforming - The degree to which we are open to new experiences/new ways of doing 
things (originality factor).
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Tough mindedness - Degree to which we defer to others opinion.

Detail-consciousness - degree to which we push toward goals at work.

Group Leadership
Leadership is the art of motivating other people towards achieving a common goal. Group 
leadership involves facilitating the achievement of group goals and objectives, and motivating 
members to pursue group goals. A good leader should be able to create an environment of 
trust, open communication, creative thinking with cohesive team members.

Qualities of a good leader

A good leader should exhibit a number of qualities that include:

• Being gender sensitive.

• Acts with self-confidence, avoids anger and takes decisions on a rational, and informed 
basis.

• Admits his or her weaknesses.

• Willing to delegate responsibility.

• Has a good understanding of human behavior (group dynamics).

• Motivates others toward the attainment of the organizational goals.

• Has personal motivation, that is, the enthusiasm to complete a task.

• Has good communication skills.

Conflict resolution in a group

Conflict is when people have different views, opinions, objectives and wants. Conflicts 
are not bad but depend on how they are managed. For a leader to be effective in conflict 
resolution he/she must enjoy the trust of both parties involved in the conflict (Table 10).

Handling conflicts revolves around one’s desire to satisfy his/her own needs (assertiveness) 
and the willingness to satisfy another party’s needs (cooperation). The best position 
depends on the situation at hand. There are five main steps needed in conflict management 
- acknowledgement of existence of a conflict, forming the right attitude, analysis of the 
different opinions and taking action. The approaches to taking action when handling a 
conflict are: avoiding, competing, compromising, accommodating and collaborating. The 
choice of the approach varies with the situation at hand. 
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Table 10: Conflict handling approaches

Strategy Key elements When Applicable Consequences of over-use

Avoiding • Neglects own 
concerns as well 
as those of other 
parties 

• Does not address 
the conflict 
issues 

• The stakes are low 

• An issue is trivial 

• No chance of getting 
what you want 

• Potential damage 
of confrontation is 
greater than benefits of 
resolution 

• More information needs 
to be gathered 

• Others can resolve 

• Decisions made by 
default 

• Unresolved issues 

• Self-doubt 

• Creative input lost 

• Lack of credibility 

• Anger and hostility in 
subsequent discussions 

Competing Insist of your 
opinion as the best

• Quick decisive action is 
needed 

• Important issue needing 
unpopular action 

• Issue vital to group 
welfare 

• Protection is needed

• Fear of admitting error 

• Reduced communication 

• Damaged relationships 

• Lack of commitment 
from others 

• More effort during 
implementation 

Compromising Each party 
sacrifices part of 
what they hold or 
opinion

• As back up when 
collaboration or 
competition fail 

•  For temporary 
settlement on complex 
issues 

• Short-lived solutions 

• No one is satisfied 

• Cynical climate – feeling 
of sell-out 
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Strategy Key elements When Applicable Consequences of over-use

Accommodating One party leaves 
their opinion and 
join the other 
people’s opinions

• You are wrong 

• You need a future 
favour 

• Competition will 
damage the cause 

• Subordinates need to 
learn/develop from our 
mistakes 

• The issue is more 
important to the other 
person than you 

• Decreased influence and 
respect 

• Laxity in discipline

• Frustration 

• Self-esteem is 
undermined 

• Best solution may be lost 

Collaborating All opinions taken 
on board

Concerns of both parties 
are important to be 
compromised

• Too much time spent on 
insignificant issues 

• Ineffective decisions 

Characteristics of a successful group

A successful farmer group should:

• Have a clear goal, objectives and action plan.

• Have a constitution, or a written record of its purpose and rules, which are observed by 
all members.

• Have good leaders, elected by the members.

• Have a name and a physical address.

• Keeps proper records for transparency.

• Group savings plan.

• Has an activity-monitoring plan.



28

Causes of group failure

• Unresolved conflicts/problems in the group.

• Mistrust among group members.

• Mismanagement of funds.

4.2 Gender Mainstreaming 

Gender is defined as a social relationship between men, women, boys and girls that is 
determined by society. The relations refer to a complex system through which women, men, 
girls and boys are socialized. These relations determine access to power and resources. 
In nearly all cases, the relationship is unequal in terms of labour, access to and control 
over resources, benefits and overall power relations. Thus, gender refers the socially given 
attributes, roles, activities and responsibilities connected to being male or female in any 
given society. The experience of being male or female differs from culture to culture; and 
even from community to community. Gender identity determines how we are perceived, 
and how we are expected to think and act as men and women. Because gender is socially 
constructed, it varies within and between cultures and also over time. Gender is different 
from our sex. Sex is the biological difference between male and female and is concerned 
with men’s and women’s bodies. Sexual differences are the same throughout the human race.

i)  Gender Issues
Gender issues are about the relationships between males and females on: their similarities 
and differences; their socialization, personality and behaviour; their changing aspirations, 
roles and status in industrial, urban societies as well as in developing nations; equality; 
equity; inequality; gender analysis; gender based violence; gender policies; wage and asset 
gaps; women in decision making and management; gender mainstreaming; women in 
development and empowerment; yes, gender issues are about all the concerns or needs of 
gender.

ii)  Asset (resources) ownership, access and control

• Access is the opportunity to make use of a resource

• Control is the power to decide how a resource is used, and who has access to it

◊ Women in many communities have access but no control.
◊ Resource allocation between men and women is often gendered - there are differences 

in access to resources and control over them.

iii)  Empowerment
• Empowerment is about people - both women and men - taking control over their lives: 

setting their own agendum, gaining skills, building self-confidence, solving problems and 
developing self-reliance.
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• No one can empower another: only the individual can empower herself or himself to 
make choices or to speak out.

• Institutions including international cooperation agencies can support processes that can 
nurture self-empowerment of individuals or groups.

iv)  Gender equality
• Gender equality means that women, men and youth have equal conditions for realizing 

their full human rights and for contributing to, and benefiting from, economic, social, 
cultural and political development.

• Gender equality is therefore the equal valuing by society of the similarities and the 
differences of men, women and youth, and the roles they play.

• It is based on women and men being full partners in their home, their community and 
their society.

v)  Gender equity
• Gender equity is the process of being fair to men,  women and youth.

• To ensure fairness, measures must often be put in place to compensate for the historical 
and social disadvantages that prevent women and men from operating on a level playing 
field.

• Equity is the means; equality is the result.

vi)  Gender Relations
• These are the social relations between men,  women and youth.

• They are simultaneous relations of co-operation, connection, mutual support and of 
conflict, separation and competition, of difference and inequality.

• They are concerned with how power is distributed between the sexes.

• They create and reproduce systemic differences in men’s and women’s positions in a 
given society. Gender relations define the way in which responsibilities and claims are 
allocated and the value given to each.

• They vary according to time and place, and between different groups of people, according 
to class, race, ethnicity, even disability.

vii)  Labour
• Most societies assign tasks, activities and responsibilities to their members (men, women, 

youth and children) according to their sex. In most societies, gender power relations are 
skewed in favour of men; thus, different values are ascribed to men’s tasks and women’s 
tasks. There is a categorization of labour into productive and reproductive work.
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• Productive work refers to production of goods and services for income or subsistence; 
and:
◊ It is recognized and valued as work by individuals and societies.
◊ It is most commonly included in national economic statistics.
◊ Both men and women perform productive work – but not all is valued or rewarded in 

the same way.
• Reproductive work refers to work done in the care and maintenance of the household and 

its members – cooking, washing, cleaning, nursing, bearing children and looking after 
them, building and maintaining shelter.  Thus:
◊ It is necessary, yet is rarely considered of the same value as productive work.
◊ It is normally unpaid and not considered in conventional economic statistics.
◊ It is mostly done by women.

viii)  Status and role
• The terms status and role seek to distinguish between the visible aspects of gender 

relations and the invisible power relations which determine these activities
◊ When women have low status in the community, the activities they perform tend to 

be less valued.
◊ Women’s low status is perpetuated through the low value placed on their activities.

ix)  Gender analysis
Gender analysis is the process of analysing information in order to ensure that development 
benefits and resources are effectively and equitably targeted to men, women and the youth 
and the aged to successfully anticipate and avoid any negative impacts development 
interventions may have on women or gender relations. Exploring and highlighting the 
relationships of women, men, youth, even children in society is done by asking:

• Who does what?

• Who has what?

• Who decides? How?

• Who gains?

• Who loses?

• Which men? 

• Which women?

◊ It also entails looking at how power relationships within the household interrelate 
with those at the international, state, market and community level.

◊ Putting issues of concern to men, women and youth on the main agenda of those 
institutions which shape people’s lives (the state, non-government organizations, 
projects etc.).
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◊ “A methodology” for collecting and processing information about gender issues.  It 
provides disaggregated data by sex, age groups and an understanding of the social 
construction of gender roles, and how labour is divided and valued.”

Gender analysis is conducted through a variety of tools and frameworks.

When do we undertake gender analysis?
Gender analysis should be undertaken at all stages of a programme/project cycle, including: 

• Identification of the project or activity;
• Planning or design of the activity;
• Implementation; and 
• Monitoring and evaluation

x)  Gender integrated approaches
These enhance productivity and income for families, and more equitable access to reliable 
infrastructure services contributing to poverty reduction, growth, positive impacts on health 
and empowerment. These approaches increase access to markets; access to education, skills 
training and economic opportunities, business and other information and reduce the time 
required for domestic tasks.

Resolving Gender Issues
This can be achieved through gender mainstreaming.  It is an organised strategy to bring a 
gender perspective to all aspects of an institution’s policy and activities, through building 
gender capacity and accountability. It is about reducing poverty, boosting economic growth 
and strengthening the staff. Mainstreaming includes gender-specific activities and affirmative 
action, whenever women, men and youth are in a particularly disadvantageous position. 
Gender-specific interventions can target women exclusively, men,  women and youth, or 
only men, to enable them to participate in and benefit equally from development efforts. 
Mainstreaming is not about adding a “woman’s component” or even a “gender equality 
component” into an existing activity. It goes beyond increasing women’s participation; it 
means bringing the experience, knowledge, and interests of women, men and youth to bear 
on the development agenda. Transforming by mainstreaming may require changes in goals, 
strategies, and actions so that women,  men and youth can influence, participate in, and 
benefit from development processes. The goal of mainstreaming gender equality is thus the 
transformation of unequal social and institutional structures into equal and just structures for 
men,  women and youth.

Guiding principles for gender mainstreaming strategy 
The principle purpose of a gender mainstreaming strategy for the KCEP-CRAL is to enable 
gender reponsiveness throughout the project implementation cycle from design, planning, 
implementation, monitoring and evaluation of the project outputs and outcomes. The 
following principles will contribute to the achievement of the project’s goals and objectives:
• Responsibility for mainstreaming gender is system-wide and rests at the highest levels 

within agencies.
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• Establishment of accountability mechanisms for monitoring progress.

• Initial diagnosis of gender differences and disparities, including carrying out gender 
analysis.

• Recognition that issues or problems are not neutral from a gender-equality perspective.

• Political will for mainstreaming.

• Allocation of adequate financial and human resources for translation of the concept into 
practice.

• Efforts should be made to broaden women’s equitable participation at all levels of 
decision-making.

• Mainstreaming should not replace the need for targeted, women-specific policies and 
programmes, and positive legislation; nor do away with the need for gender units or focal 
points.

Gender in the KCEP-CRAL value chains
Gender analysis allows the identification of critical issues and existing constraints facing 
specific target groups and enables the articulation of effective development strategies to 
overcome the identified limitations. 

KCEP-CRAL employs the value chain approach as the framework for delineation of the 
different roles and responsibilities of men, women and youth along the priority project value 
chains. In the selected agricultural value chains, men, women and youth perform various 
primary value chain functions, which include input supply, production, processing, storage, 
wholesale, retail and consumption. Secondary actors or auxiliary workers perform secondary 
service roles that support primary functions, such as transportation, brokerage and service 
processing. Men, women and youth can undertake activities at either the primary or at the 
secondary level of a value chain.

Those actors that perform similar functions along the value chain are regarded as occupying 
the same functional ‘node’. The identification of value chain nodes where men, women 
and youth have opportunity to cooperate becomes critical in efforts to breakdown existing 
gender disparities and gender biases along value chains that KCEP-CRAL is working with. 

Gender in monitoring and evaluation
Monitoring is defined as “the continuous assessment of project implementation in relation 
to agreed objectives and schedules and of the use of inputs, infrastructure, and services by 
project beneficiaries”

Evaluation is defined as “periodic assessment of the relevance, performance, efficiency, and 
impact (both expected and unexpected) of the project in relation to stated objectives.”

• Gender-sensitive monitoring and evaluation reveals the extent to which a project has 
addressed the different needs of men, women and youth, and has made an impact on their 
lives and overall social and economic well-being
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• It also improves project performance during implementation, allows for midterm 
corrections, and makes it possible to derive lessons for future projects.

• An effective gender-sensitive monitoring and evaluation system in rural development 
projects requires that key activities be undertaken at different points of the project cycle.

• Assess impact of gender integration in the overall project context.

• Assess impact of project interventions on men, women and youth.

• Derive and share lessons that can feed into the overall Rural Development goals and 
objectives. Did men, women and youth participate in the project? Did men, women and 
youth receive the benefits? 

• What were the preliminary indications about emerging outputs? How did they affect 
men, women and youth?

• Did the project produce the intended benefits for men, women and youth? How do the 
results compare to the targets? What factors account for variations in impact?

4.3 Communication Skills

Communication is the act of transferring information from one place to another. It is 
basically a two way process of reaching mutual understanding, in which participants not 
only exchange (encode-decode) information, news, ideas and feelings but also create and 
share meaning (Figure 1). 

 Figure 1: The Communication Process
Source: www.slideshare.net (Integrated marketing communications)

4.3.1 Communication Channels
The message can be passed through

• Face to face
• Letters
• Television or video documentaries
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• Telephone
• Prints - books, posters, brochures
• Digitally - SMS, WhatsApp

Effective communication combines a set of skills including
• Verbal communication
• Non-verbal communication
• Engaged listening
• Ability to receive feedback

Types of Messages
• Audio: Involves the use of sound and engages hearing senses
• Visual: Involves sight
• Audio-visual: Uses both the sense of sight and hearing

How to become an engaged listener:
• Focus fully on the speaker- body language, tone of voice and other non-verbal cues
• Avoid interrupting

Effective Communication
For an effective communication to exist, a two way process is usually engaged. The major 
issues of concern include:

• Eye contact can indicate engagement and lack of it can signal detachment
• Ask good questions- Utilize both your ears and eyes
• Avoid trying too hard to persuade others buy into your ideas
• Be on the lookout for nonverbal cues

Observe your body language:
• Tone - Use a low registry and evenness for an air of authority
• Pace - Allow people to digest information while emphasizing important points
• Crutch words - um, uh, may discredit the person
• Gestures: nail biting, pen cap nibbling, shows nervousness!!

General Communication Rules
• Nonverbal feedback: watch out for boredom or fatigue, it may be a sign to re-energize 

or end the communication

• Use simple language to fit your target group

• By seeing or doing, your audience has over 80% chance of remembering 
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• Combine activities requiring doing, talking and listening for faster understanding and 
remembering

• Visual aids can enhance persuasion, increase interest and aid retention

• Have an open mind: communication is not about your opinions but there should be a 
passion to help others meet their needs through understanding their concerns

• Finally be prepared: Know what you are talking about through developing a technical 
command over your subject matter

Importance of communication

• Useful in training of professionals and acquisition of:

• Cognitive skills

• Psychomotor - (Technical) skills

• Social - (Comm. skills)

• All professionals need more than specialized knowledge
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KCEP-CRAL Extension Manuals are well-written and up-to-date publications 
with basic information that Extension Officers and service providers need 
in each value chain. The comprehensive manuals cover all areas of the 
value chain. 

Available extension manuals cover basic cereals (maize, millet and 
sorghum), pulses (beans, cow peas, pigeon peas and green grams), soil 
Climate Smart Agriculture and Farming as a Business as listed:

1. Common Dry Bean Extension Manual

2. Cow Pea Extension Manual

3. Green Gram Extension Manual

4. Pigeon Pea Extension Manual

5. Maize Extension Manual

6. Millets Extension Manual

7. Sorghum Extension Manual

8. Soil and Fertility Management Extension Manual

9. Climate Smart Agriculture Extension Manual

10. Farm-Level Agricultural Resilience and Adaptation to Climate 
Change Extension Manual

11. Farming as a Business Extension Manual


