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FOREWORD

An important priority for most of the Pacific Islands Countries (PICs) is the enhancement of small
farmer livelihoods. While there is a continuing need to provide appropriate rural infrastructure and
services that will help enhance income and employment generating activities and increase both
farm level production and productivity, there is also a pressing need to broaden and expand the
different farming options and opportunities available to the small farmers. Small farmers can
benefit from understanding farming as a business and, as a result, make a good livelihood based
on the application of sustainable agriculture techniques, sound farm management, and good
planning and marketing decisions. The challenge is to identify viable and profitable enterprises
that will help to transform rural farming operations so as to change the perception of agriculture
from one of being a subsistence provider to a viable and profitable business entity. This in turn
may positively impact on young people and ensure that the small island countries in the Pacific
Islands maintain a strong and productive agriculture sector. Ultimately this should result in im-
proved nutrition and improved food security at all levels.

A review of the status of farm management in different PICs where the agricultural sector still
plays a major role in the national economy was undertaken by FAO in 2002. Most farming
families, particularly in Melanesia, are involved in semi-subsistence agriculture. In general these
farmers largely lack the entrepreneurial and management experience to move into modern com-
mercial farming, and these weaknesses have not been adequately addressed by the extension
services. Furthermore, government extension workers have had little training in farm manage-
ment and farm management specialists in Agriculture Departments have little direct contact with
farmers.

The study findings confirmed that, as traditional farm household systems move towards more
commercial market oriented farming, a critical need emerges. This need is for training in basic
farm management, and assistance by local extension services in providing business support to
farmers. This training and support includes farm record keeping, financial analysis and evaluation
of profitability of farm enterprises, developing business plans, marketing of farm products and
writing loan proposals. Also, when farmers change from traditional farming practices to a more
market oriented approach to farming the importance of applying sustainable agriculture practices
becomes even more critical. The issue of sustainability with its environmental, economic and
cultural connotations has been incorporated in this manual

In order to develop extension material and training aids appropriate for the different user groups,
the FAO Sub-Regional Office for the Pacific (SAPA) invited stakeholders from Government, the
Private Sector and Non-Governmental Organisations (NGOs), involved in giving farm manage-
ment and marketing advice, to help develop the outline and content of appropriate awareness
creating and training and extension related materials. An initial workshop took place at the Vaisala
Hotel on Savaii, Samoa, in November 2002. Based on the recommendations of the workshop and
under contract with FAO, experts prepared draft material which was then reviewed in a second
regional workshop. This workshop took place at the Sinalei Reef Resort on Upolu, Samoa, in
September 2003 and was attended by the authors of the material and by consultants and NGO
staff working directly with FAO projects in the Pacific.

FAO SAPA is grateful to member Governments, NGOSs, the Secretariat of the Pacific Community
and the EU funded Development of Sustainable Agriculture in the Pacific (DSAP) Project for
allowing staff to participate in the two working sessions. Below the names of the individuals who
participated in the two workshops are given together with their professional affiliation.
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The participants of the second workshop provided detailed comments and suggestions on the
draft materials that had been prepared as a result of the first workshop. The materials will be
published under a “FAO Pacific Farm Management and Marketing Series”. The overall title of
this series is “Helping Small Farmers Think About Better Growing and Marketing”. The
series consists of five publications:

No. 1: An Introduction for Trainers and Specialists

No. 2: No Gud Bisnes Bagarup — Introduction for Field Extension Workers
No. 3: A Reference Manual

No. 4: A Training Aid and Exercises for Trainers

No. 5: Case Studies on Commercialisation of Small Farmers

When necessary in the training materials, we indicate the level of facilitators we are focusing on.
For example No. 1 and No. 3 are designed primarily for extension and development officers and
specialists while No. 2 is geared to field level extension and development workers. No. 4 and 5
are likely to be of interest to all type of facilitators.

This “Reference Manual” is the No. 3 of the FAO Pacific Farm Management and Marketing
Series. Its content is based on material developed for FAO funded technical cooperation projects
in Vanuatu, Palau, Fiji and Papua New Guinea as well as material prepared by the Agriculture
Management, Marketing and Finance Service (AGSF) at FAO Headquarters, Rome. While all of
the colleagues named above actively participated in the decision making process on what tools
and topics to include and how to present it in the format of a manual, the contribution by David
Norman was invaluable in the successful completion of the manual. David developed a first draft
of the manual which then was screened by the “Sinalei Team”, amended, enriched by beautiful
drawings prepared by Taualei Mauga, “scrutinized” by the “unforgiving” editor Margaret Borden
before the material was compiled and converted into a printable page maker version by Mats
Arvidsson.

This current manual is designed to help trainers and advisors guide small farmers in their efforts
to grow and market their agriculture so as to earn more cash from their labor, their land and their
capital. Paper No. 4 in the Series provides training aids and exercises on how to apply the tools
introduced in this manual.

The manual is designed to be generic in nature and each user is encouraged to adapt the
material for use in his or her country. We hope the manual will be regularly updated and remain a
valuable resource material for many years to come.

Heiko Bammann

Farming Systems Development and Marketing Officer
FAO-Subregional Office for the Pacific

E-mail: Heiko.Bammann@fao.org or SRO-SAPA@fao.org
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FAO PACIFIC FARM MANAGEMENT AND MARKETING SERIES TERMS

A number of non-technical terms are used frequently throughout the FAO Pacific Farm Manage-
ment and Marketing Series. In order to avoid constant repetition, we have explained here what
they mean in the context of these publications:

Facilitator. Trained individuals using an interactive approach to help farming families benefit from
greater integration into the marketplace. This includes individuals from the public sector (field
level extension workers and extension officers and specialists) as well as from non-profit or non-
governmental organisations (field level development workers and development officers and spe-
cialists). Occasionally, the term may refer to individuals from commercial operations (such as
firms selling inputs or buying farm products).

Farming Family. The household of the small farmer. “Farming family” is often used rather than
the individual “farmer” for two reasons:

¢ To emphasise the close linkage between the family as the consumption unit and the farm
as the production unit.

» To provide a blanket term for the decision-making role, since it is often impossible to define
a single decision-maker for all farm-related matters. (For example, in some countries
decisions on trees, cash crops and livestock are made by men and decisions relating to
food crops are made by women.)

Growing. All of the activities done on a farm to improve a farm family’s welfare, including: growing
annual crops, perennials and tree crops; raising livestock; gleaning from the forest; value-adding
activities (such as processing) carried out on the farm; and marketing-related activities done by
the farming family.

Inputs. Resources that are used to produce products on the farm. These include land, labour
(both hired and family), and non-labour inputs of various types (for example, planting materials,
tools and equipment, artificial or inorganic fertiliser, and organic fertilisers such as manure, green
manure, and seaweed). Inputs can be broken down in two ways as follows:

e Whether or not cash is involved in obtaining them. If they are paid for in cash, they are
called cash inputs (for example hired labour, taro suckers for planting, or inorganic ferti-
liser) and if no cash is involved they are called non-cash inputs (such as family labour or
planting materials not paid for even if they come from off the farm).

*  Whether or not they are external inputs. In the FAO Pacific Farm Management and
Marketing Series, external inputs refers to a specific type of cash input usually associated
with agribusiness firms and what is often viewed as modern agriculture. They include items
such as improved planting materials, inorganic fertiliser, pesticides of various types, me-
chanical equipment and tools, etc.

Off-Farm Activities. Activities undertaken by the farm family to improve their welfare that occur
off the farm, such as working on farms of other farming families, hunting, fishing, making handicrafts,
or working for wages.

Modern Agriculture. The type of agriculture usually associated with large fully commercialised
farms. Monocropping is often practiced and farms tend to be highly specialised and heavily
reliant on external inputs such as inorganic fertiliser, pesticides, improved crop varieties, and
mechanical equipment.

Pacific. All the Pacific island countries and territories in the Pacific region, excluding large
countries such as Australia and New Zealand.

Pacific Way of Life. The positive aspects of the traditional way of life in the Pacific. Great value
is attached to fulfilling family and community obligations. The growing and sharing of food is an
important part of the Pacific Way of Life, along with the use of the natural environment for many
different things like clean water, building, and materials for weaving and medicine, and hunting.

Small Farmers. Farmers who market only part of their farm’s production, as opposed to fully
commercialised farmers . Other terms are often used in the Pacific for small farmers. These
include semi-subsistence farmers (Fiji), small holder farmers (Vanuatu), market gardeners (Palau),
small scale farmers and semi-commercial farmers.
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Social Obligations. Obligations of various types are an important component of the Pacific Way
of Life. In the Farm Management and Marketing Series, the term means commitments relating
to religious activities, clan, community, traditional groups, and the extended family. These obli-
gations are met in a variety of ways, with work, food and/or money.

Support Systems. The network generally required by farming families if they are to use new
agricultural technologies and benefit from marketing more of their agricultural products. The two
main components of the network of supports are:

¢ Means of purchasing inputs (credit, if needed) and access to knowledge about how to use
the inputs, usually via facilitators

» Distribution and marketing systems to ensure:

» External inputs required for the adoption of the improved technologies are available to
purchase locally when they are required

> A market is readily available for at least some of the products produced so that any
loans can be paid back and/or external inputs can be directly purchased

Previously these support systems were often provided by government but with downsizing of
government budgets they are increasingly being left to the private sector, both non-government
(NGOs) and commercial organisations. Unfortunately in some areas of the Pacific support sys-
tems are not very well developed, partly because their presence and efficiency depends on good
means of transport and communication.

Traditional Agriculture. The type of agriculture based on indigenous knowledge and tech-
nigues implemented by Pacific Island farmers over many generations. Soil fertility was tradition-
ally maintained using very diverse cropping systems, crop mixtures, organic matter, shifting
cultivation, and slash and burn techniques. No external inputs were used.
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1. INTRODUCTION

There are many types of farming families in the Pacific. Their activities vary greatly not just by
region—Melanesia, Micronesia or Polynesia—but even within the same country. Most of these
differences can be attributed to the individual choices farming families make in three very important
areas:

e the types and combinations of activities they undertake: This includes decisions such as the
annual, perennial and tree crops the family will grow; the different types of livestock they will
keep; and time they will spend on other activities such as fishing, working outside the home,
and interacting with household members, extended family, and the community.

e the ways in which those activities are undertaken: For example, in the case of crop activities,
some families choose to use improved crop varieties, others buy fertiliser, and some do both.

o the family’s reasons for undertaking activities: Families may grow crops for consumption in
the home, for fulfilling social obligations, to market for cash, or a combination of these purposes.

In addition to these complicated decisions, farming families can be differentiated in terms of the
size of their farming operation. This is primarily defined in terms of the area of the farm or of the
income received from farming.

These factors have an influence on where Pacific farming families operate on the continuum
between being subsistence farmers (those that buy no farm inputs and sell no farm production)
and being very commercialised in their operations (those that buy many of the farm inputs and
sell most of their production). Farmers in the Pacific represent many different points on that

continuum. Undoubtedly, the majority of farmers (and farming

Box 1.1: The Pacific Way

All this means welcome and so much . )
more. That's the Pacific Way. the Pacific Way of Life. However, many of the changes are

families) in the Pacific today are found towards the subsistence
end of the continuum. Those farmers are often referred to as

The high value Pacific Islanders place on small-scale or semi-subsistence farmers; that is, they may
sharing and caring can been seen in their buy a few inputs for use on the farm and sell small amounts of
I gIEElngs: their farm production. Another way of looking at the differences
Samoa “Talofa” in the characteristics of small and fully commercialised farming
Fiji “Bula vinaka® families in the Pacific is given in Table 1.1.
Solomons, PNG, Vanuatu  “Wan Tok” The world today is very different from the way it was 50 years
Palau “Alii” ago. Improvements in transportation, education, and
communications (including telephones, radio, television, and
Cook Island “Kia Orana” the internet) mean that life is increasingly influenced by what is
Tonga “Malo lelei” happening outside the farm, family and immediate community.

Sadly, some of these changes may have a negative impact on

inevitable, so farming families need to be in a position to benefit
from them rather than be hurt by them.

Some of the most critical changes that Pacific farming families must cope with are economic.
The major source of these changes are new governments’ policies that:

e allow the market to decide what prices should be — that is, let a free market operate;
e reduce barriers to importing and exporting — that is, let free trade operate.

All farmers who buy household goods and farm inputs and sell some of their farm production are
likely to be affected by the move towards free markets (known as market liberalisation) and free
trade (or globalisation).! This manual aims to explain some analytical methods that will help
farmers benefit from the trend towards commercialisation of their farming activities.

The challenge in developing this manual has been, given all the different types of farmers in the
Pacific, whether one set of analytical tools can be suitable for all the different types of farmers on
the small to commercial continuum. Given the characteristics indicated in Table 1.1, this may not
be completely possible. Although the farming systems approach to development (FSD) does
contain some analytical tools for financial analysis it also includes other tools designed to deal

1 Perhaps better terms to use rather than free markets and free trade would be open markets and open trade.
However, the conventional term used is “free.”
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with issues relating to multiple
goals and activities (often non-
economic) which are undertaken
without entering the marketplace.

Economic tools become more
important the more commer-
cialised a farming operation
becomes. Figure 1.1 depicts
what farmers need to be exposed
to depending on where they are
on the small to commercial
continuum. Table 1.2 shows the
relative importance of the different
subject areas to the types of
farmers near each end of the
continuum.

Note that in Figure 1.1, two types
of farm management (“traditional”
and “modern”) have been indi-
cated. The two basic definitions
of farm management are:

Table 1.1: Characteristics of Small and Commercialised Farming in the

Pacific?

Characteristic

Small Farmers

Commercial Farmers

Operation size
Family and farm linkage

Likely level of formal
education of major operator

Goals

Farming activities

(i.e., diversity)
Dependency on market for:
Buying inputs

Selling products
Dependency on

biological cycle

Small

Very close and
interdependent

Less

Multiple
Profit less important

Multiple and diverse

Little
Some

Much

Usually large

Less close and
more independent

More

Fewer
Profit more important

Fewer and more
specialised

Much
Much

LessP

&  Purely subsistence farmers are now rarely found in the Pacific so they are not shown. Also
some farmers are on the continuum between small and commercialised farmers and therefore
have characteristics somewhere in between the two that are depicted

b

This depicts what usually happens rather than indicating what is desirable.

e making the best use of available resources;
e using, managing and allocating resources.
The two definitions imply three things:

e There is a goal (or goals) in existence.

e There are resources that can be used or
allocated.

e Those resources have more than one
possible use.

Views about how broadly the concept of farm
management should be defined have changed
over time. Some have argued that FSD is very

Box 1.2: Agriculture in the Pacific

“In spite of the continuing importance of
agriculture in supporting the livelihoods of
high proportions of the populations in the
Pacific, a very large percentage of people
still implement farming systems that are
largely subsistence in nature. Samoa is no
exception to this. For example, over 75% of
the population is dependent on agriculture
and its related activities for their main
means of livelihood”.

Hon. M.T. Retzlaff, Minister of Agriculture,
Samoa, 1995.

similar to farm management as it existed in high-income countries a century ago, which included
both technical and economic components of using farm resources wisely [Norman, 2000].

Significance ol Approach

Figure 1.1: &nalytical Tools for Differant Types of Farmers

Emprathaniog
ol prach e -
marheting link

A

Type of 1armer: Subeisience Smad Comsmanciad
Goals MuRiple” Prafit A
Production Level: Ly High
Sizm of Farm: Smpil Largm
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This manual refers to this approach as “traditional” farm management and uses the term
interchangeably with FSD. However, in more recent years farm management has come to have
primarily an economic meaning (in other words, in terms of maximising profit). In this manual, this
approach is called farm management or alternatively “modern” farm management.

Table 1.2: Subject Areas Important to Helping Small and Commercial Farmers

Subject Area Small Farmers Commercial Farmers
Farming systems development Very important Notimportant @
Modern farm management Increasingly important Very important
Linking production and markets Likely to be important Less important
Marketing Increasingly important Very important

2  This is expressed as looking at it from the usual farmer’s viewpoint. However if he or she is very concerned about

ecological sustainability and the associated issue of diversification then a systems approach will be important.

With “modern” farm management, buying farm inputs and selling farm products becomes very
important if a farming family wants to maximise profits from their farming operation. However,
when nurturing small farming families as they move towards greater commercialisation of their
farming operation, FSD (“traditional” farm management) plays a vital role. As this trend progresses
among small farming families, improving the production-marketing link becomes progressively
more important in connecting such families to the outside world so they are not exploited.

This manual is designed to help extension and development officers and colleagues train their
field facilitators to help interested small farmers and farmer groups make decisions that will
improve theirincome and, hopefully, their feeling of well-being. Armed with this knowledge, facilitators
will be able to better advise farming families about how to consider changes to their traditional
farming system, how the changes may affect them, and whether or not those changes will be
good for them.
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Since many other materials exist for helping commercial farmers and most of the farmers in the
Pacific are small farmers, the emphasis in this manual is on the latter type of farmers. With this
and Figure 1.1 and Table 1.1 in mind we have divided the content of the manual into five primary
parts as follows:

e The farming systems approach to development (FSD) (Chapter 3).
e Farm management (Chapter 4).

e Marketing (Chapter 5).

e The production-marketing link (Chapter 6).

e Risk management (Chapter 7).

Details on the material presented in each of those parts are given in the introductory sections of
those parts.

However, before those parts are presented, we devote a chapter (Chapter 2) to the facilitators who
are encouraging and helping farmers to become more commercialised in their farming activities.
Therefore, although as we indicated above, this manual is written primarily with these facilitators
in mind we are hopeful that more educated farmers, and those who are more commercialised, will
also be able to benefit from studying the manual.

Also in the manual appendices are devoted to:

¢ Role and techniques of facilitators (Appendix A).

e Examples of farm record forms (Appendix B).

o A list of useful references relating to the material presented in the manual (Appendix C).
e Definitions of the acronyms used in the manual (Appendix D).

e Definitions of the technical terms used in the manual (Appendix E) — these are bolded and
italicised the first time they are used in the manual.

e An index (Appendix F).

In the manual liberal use has been made of material from other FAO sponsored papers and
projects in the Pacific and elsewhere with which many of us have been associated. However, we
have not always cited the references from FAO although all the references have been given in
Appendix C. Nevertheless, we have given credit in the text to materials in the text taken from
papers not written under the auspices of FAO.
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2. THE CONTEXT AND ROLE OF FACILITATORS

Picture 1:
Taro, a major
food crop on
the Pacific
islands,
important for
traditional
ceremonies

The background information in this chapter provides the foundation for using the analytical tools
presented in the manual. The three most important elements are:

e an understanding of the meaning of sustainable livelihoods and the importance of helping
farming families and their communities attain them;

e an appreciation of the way in which farmers go about making decisions;

e what the “modern” approach to extension is, and how it came about.

2.1 SUSTAINABLE LIVELIHOODS

In most of the Pacific a great deal of importance is attached to family, community and other social
obligations. The growing and sharing of food is an important part of the Pacific Way of Life, as is
the use of the natural environment for many different things like the provision of clean water,
building materials, materials for weaving, medicine, and hunting.

Small farming families must take into consideration the effect of the weather and the seasons on
their growing. They must also consider the importance of meeting religious, social and community
customs. The decisions they make about their agricultural activities are dictated by the need to
provide food and supply the family’s basic needs and also the importance of fulfilling the family’'s
social obligations. This balancing act describes and defines the traditional culture of the Pacific.

The need for money is becoming increasingly important in the Pacific. School and church fees
have to be paid in cash. In addition kerosene, clothes and other items are increasingly desired. To
make money available for purchases, traditional farming families must sell part of their farm
production or look for other means of earning money, such as selling handicrafts or paid employment.
Before families make decisions about undertaking new ways of earning money, they need to
think carefully about how these changes might affect other parts of their life.

An increased market orientation in rural areas is likely to have some beneficial results. These
include employment creation, income generation, less migration to towns, and overall better
living standards for rural people. Most importantly, agriculture is likely to become more productive
throughout the country, resulting in improvement of food security for farming families and the
country as a whole.
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However, such developments usually result in changes in the ecological, economic and cultural
environment as well, and these changes may not always be for the better. For example, in terms
of agriculture, soil erosion, depletion of nutrients in the soil, and pest and disease pressures
sometimes occur. Obviously, promoting a more market-oriented agriculture should not be done at
the expense of the ecological environment; wherever possible, ecologically sustainable agriculture
practices should be used and promoted. Another vital concept is the importance of sustainable
livelihoods:

e Sustainable can be defined as being able to keep up the same standard into the future.
e Livelihood is a means of support, hopefully one that provides a satisfactory quality of life.

Therefore a sustainable livelihood is a means of support that can be done in the same way
indefinitely into the future. When this term is applied to agriculture in the Pacific, sustainability
has three important components:

e Agriculture must be undertaken in a way that is ecologically friendly. In other words, farmers
should not farm the land in ways that will make it less fertile in later years. Future generations
should be able to get just as much production, and preferably even more production, from that
land.

e Agriculture has to be economically sustainable. Farmers need to learn to make a living from
agriculture that is not dependent on government handouts in the long run. Over time, farmers
should rely on the free market for obtaining their inputs and selling their products. The methods
of financial analysis in this manual are very important in helping farmers progress toward
economic sustainability.

e Agriculture should be culturally sensitive. Shared cultural values bind people together, determine
the way people behave, and provide a type of security blanket or safety net in times of trouble.
They help create the community ties and relationships that economists call social capital.
Cultural values provide stability over time and should only change when society as a whole
decides they should change. Unfortunately, in the past, this aspect of sustainability has often
been ignored by development and donor agencies.

Although the term sustainable livelihood is not mentioned very often throughout this manual, the
issue underlies its content. With proper safeguards, the analytical tools in this book can significantly
contribute to the development of sustainable livelihoods. Facilitators must constantly remember
the importance of encouraging the farmers and be sure not to advise the adoption of any strategy
that might threaten sustainability.

Picture 2:
Cleaning
carrots for
sale at
market
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2.2 HOW FARMERS MAKE DECISIONS

| |
In order to farm well, a farmer has to make a number of ? s
decisions. The facilitator can help by encouraging farming et
families to go through a systematic approach to planning
their farming operations. This is an important key to
improving farm management and improving the chances
of farmers benefiting from a greater market orientation.

Figure 2.1 shows the steps in this decision-making | fenlit
process. ="

Step 1: Identify the issue and collect the necessary
information. The first step of the process is to
recognise the existence of the issue and why
it exists. Identifying the issue will also
provide information about current
performance and provide the basis to assess
alternative production systems. For
example, if a farming family is not doing as
well as their neighbours, the reason might
be deficiencies in management skills or lack
of information on new production techniques.

Step 2: Identify and consider different strategies. The best response to the issue might be, for

example, to increase the quantity of chemicals purchased or to adopt alternative farming
practices. The potential results of these responses should then be examined and evaluated to
assess their likely impact on farm performance.

Step 3: Make a decision and adopt the best strategy. The farmer must choose which strategy is
most likely to best meet the objectives. If all of the necessary information is not available, the
farmer will have to make a judgement. The final decision therefore will frequently reflect the
farmer’s thinking about risk or what they think the risk of each of the alternatives is.

Step 4: Implement. Implementing the strategy is usually the responsibility of the farmer. Daily
record-keeping is another important aspect of implementation.

Step 5: Follow up. After the first four steps have been completed, it is valuable to examine the
results of implementing the strategy and also reflect on the whole decision-making process.
In addition, both the farmer and the facilitator should check to make sure that the new plans
are being followed and the new goals are being achieved.

Figure 2.1: Steps in the Decision-Making Process Loop

Identify the issue and collect the — Identify and consider
necessary information ‘

Make the decision

- -adopt the best strategy
Monitor Follow-up | e [ IMPIEMENt | o | consistent with what is

known and desired

--»I

The decisions a farmer makes can vary greatly both in terms of how quickly they have an impact
and also how long-term their effects are. Examples are:

e Short-term decisions: daily activities such as sowing, weeding, application of manure and
fertiliser, harvesting and storage, culling of stock, requesting visits by the vet, and artificial
insemination activities;

e Medium-term decisions: cropping plans, the purchase of machinery and equipment, hiring
more or less labour, using new crop varieties, and undertaking new animal stock feeding and
selection methods;

¢ Long-term decisions: land use, farm size, purchase of land, and construction of buildings.
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2.3 THE MODERN APPROACH TO TRAINING AND EXTENSION

In recent years there have been major changes in the approach to training and extension. As a
result, if training workshops are to be successful and facilitators are to be effective in working with
farming families, they often need to completely change their approach.

This section addresses the following topics:
o why and in what way the approach to training in general has changed,
e why this and other factors have influenced the approach to agricultural extension;

o the implications for facilitators and other trainers with respect to using this manual and presenting
its content to others.

2.3.1 Changes in the Approach to Training TRASIES. Bw

In the past, trainers attempted to teach simply by
lecturing. However, in recent years, educational
psychologists have come up with two sets of
important findings.

e They concluded that generally:

» If one simply hears, one tends to
forget;

> |If one sees, one tends to
remember;

> If one does, one is likely to
know and understand.

e They suggest that we remember:
10% of what we read;
20% of what we heatr;

30% of what we see;

50% of what we hear and see; [ y

70% of what we say; [MaEW r'-’«F"r''ﬂ'n[:"""'r-*j-'t_'_ﬁ_n'lI
i : ;

» 90% of the activities in which we participate. =0

YV V V V V

Therefore, training today makes much greater use of:

e instructional aids such as printed materials,
models, charts, specimens, electronic
materials, boards, posters, graphs, pictures,
leaflets, projectors, etc.;

e interactive discussion;

e activities such as role-playing, games,
and visits to see examples on the
ground.

Those being taught have shifted
from being passive listeners to being
active participants. Training is
much more challenging for the
teacher now since it requires a
broader and more creative range of
teaching techniques so that the person
being taught will participate in the learning
process in order to absorb and understand more.



2. The Context and Role of Facilitators

2.3.2 Changes in the Approach to Extension

Why has the approach to extension changed? In part, it has been influenced by the changes in

the approach to training in general.

Other factors have also played a role, including
the desire to avoid failures on the part of extension
staff, such as:

Agricultural researchers and extension staff are
also taking a new approach towards farmers

inability to convince farmers to adopt relevant
improved technologies;

worse yet, allowing farmers to adopt
technologies which were not completely
compatible with their objectives or
capabilities and therefore did not improve
their situation.

Box 2.1: Changing the Approach to
Extension

“The need to put the farmer first has been
recognised in Papua New Guinea. The
former approach, consisting of a linear one-
way relationship from research to extension
to farmers, is in the process of being
replaced by a triangular relationship
between farmers, extension, and research.
The appointment of Research Extension
Liaison Officers (RELOSs) is designed to

facilitate these interactive relationships”.

M. Woruba, Papua New Guinea.

and their inherent skills and knowledge, based
on the recognition that:

Farmers are able to survive, and often thrive, in complex and variable production environments.

Many of the techniques farmers use are good and should be built on, rather than rejected, in
the search for improved farming practices and technologies.

Farmers are free agents and have the right to more of a say in what they are taught. They also
have the right to be involved in evaluating the technologies that are being developed for them.

Because of their knowledge, farmers can make useful contributions to the development and
assessment of such technologies, increasing the chances they will be relevant and appropriate.

Farmers can be very important unofficial facilitators through farmer-to-farmer extension — an
important consideration given recent reductions in many countries’ official extension services.

All of these factors have contributed to major shifts in the extension approach. Table 2.1 indicates
a rough idea of the changes that are being suggested. Three important points to note are:

The extension agent is no longer in absolute control but rather helps the farmer think through
what might or might not be relevant. In other words, the extension agent no longer preaches
“solutions” but instead helps the farmer
consider different ways of doing things.

The farming family is given power in
controlling their own destiny and is an active
participant in selecting and deciding on
changes.

The skills and knowledge required of the
extension agent are much greater, including:

» being a more skilled communicator;

» having knowledge not only about
technical matters but, because of
agriculture becoming increasingly
commercialised, having knowledge
about economic matters such as:

* forming and operating farmer groups;

modern farm management;

*
* marketing and value-adding;
*

issues relating to accessing loans and
grants.

Picture 3: Farmer managed taro
multiplication plot in the Solomon Islands



10

Helping Small Farmers Think About Better Growing and Marketing

2.3.3 The Changing Face of Extension

In simple terms, the complex task of a facilitator has two chief components:

¢ reducing the learning time it takes an individual farming family to accept and adapt a new idea

or technique;

e increasing the number of farmers who understand and use the new ideas.

In the past, facilitators were concerned with the process of disseminating production information
and focused primarily on what the farmer could grow. The advice the facilitator gave, which was

primarily technical, allowed the
farmer to increase his or her
yield. This was considered to
be the end goal for good
extension.

However, today the demands
on facilitators are much
greater (see Sub-Section
2.3.2 and Table 2.1), including
the need to provide not just
technical information but also
economic information.

Knowledge of the financial
analysis tools and technigues
presented in this manual will
help facilitators go beyond
helping farming families
decide what technically they
can grow and what production
they can achieve. With these
tools and techniques,
facilitators will be able to help
them assess what s
profitable, what they can
market, who will want to
purchase it, and what
payment they are likely to
receive. The new emphasis on
marketing-related issues may

initially confuse some
facilitators, but as this manual
indicates, both farm

management and marketing-
related issues are critically
important to improving the

Table 2.1: Comparison of the Former and Modern Approaches to Agricultural

Extension
Variable Agricultural Extension Approach
Former Modern
Approach: Top-down Interactive/two-way
Direction Paternalistic Participatory
Mode Preaching and instructional  Dialogue through interaction

Relationship between
facilitator and farmer

Technologies/Options:

Number

Package/component

emphasis

Flexibility

Concern about:
Production
Equitability
Sustaina