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About the Project

The European Union funded project SWITCH Africa Green is aimed at supporting African countries 
actively engaged in the transition to an Inclusive Green Economy, and in promoting a shift to sustainable 

consumption and production (SCP) practices, that collectively will contribute to poverty eradication and 
sustainable development in the region. 

The objective of the Green to Grow project is to contribute towards reducing the environmental footprint of 
Kenyan Micro Small and Medium Enterprises (MSMEs) in agribusiness in the mango, coffee and dairy sectors, 
while strengthening their ability to compete in local and international markets. More specifically, to enhance 
the competitive advantage of the targeted MSMEs, through the adoption of sustainable consumption 
and production practices (SCPs), technologies, improved business models, stronger managerial skills and 
increases access to dedicated financial instruments.

The Green to Grow project aims to create conditions for the MSMES to adopt identified SCPs that on one 
hand enable the MSMEs to go green while increasing efficiency of their business models and product 
quality of the other. The trainings in this project are organized around the following outcomes: (a) building 
awareness on SCP and its benefits b) training on SCP and building of managerial capacities (c) facilitating 
funding opportunities; (d) and dissemination of the SCP across the agribusiness sector in Kenya, Uganda 
and Ethiopia. 

The target beneficiaries for this project are MSMEs, MBOs and financial institutions. MSMEs are often the 
early adopters of the SCPs while MBOs act as the middle-level organizations with a mandate to disseminate 
SCP adoption among members. Financial institutions also play a pivotal role in financing the adoption of 
SCPs.

The rationale for targeting these beneficiaries is to take a value chain approach to capacity building and 
systematic review of business models.

This approach:
• Is based on start-up/scale-up project rather than a pre-defined concept to transfer and skills to develop
• Provides the trainee with alternative diagnostic tools (Business Model Canvas, Break-even analysis etc.) 

and development tools (business scaling framework, revenue streams models) which one can choose 
depending on their business and suitability

• Encompasses all the dimensions of a business model, but adopting a simple and visual approach
• Adopts small groups methodology for knowledge sharing and blends frontal training with working 

groups, peer-to-peer learning, field business assignments and one-on-one coaching

This multi-stakeholder project is led by Etimos Foundation – expert in innovative finance in developing 
countries; in collaboration with E4Impact Foundation – an organization focused on supporting entrepreneurs 
in Africa through a number of entrepreneurship programs; Stockholm Environment Institute (SEI) – a leading 
non-profit research organization with expertise in SCP; Kenya National Chamber of Commerce and Industry 
(KNCCI) – one of the leading Kenyan business membership based organizations; Jomo Kenyatta University 
of Agriculture and Technology (JKUAT) – Kenya’s leading agriculture university offering with expertise in 
value addition; Tangaza University College (TUC)- a higher learning institution delivering undergraduate and 
postgraduate programmes; Cassa Padana (CP)– an Italian cooperative credit bank and SEFEA Consulting – 
an Italian ethical and innovative banking institution.
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About the Business Model Training Handbook

Designing Sustainable Business Models in the Mango Value Chain
The business model is the device that connects creativity or technology with customer satisfaction and 
financial sustainability. The business model identifies a configuration that connects the ‘inside’ of the firm 
to its ‘outside’ based on 4 elements. The identification of the key customer needs or groups, definition of a 
compelling value proposition, delivery of the value offering to the customer and monetization of that value 
(Baden-Fuller, 2014; Baden-Fuller & Haefliger, 2013). Entrepreneurs who think in terms of business models 
see more possibilities in the world than those who don’t and are more likely to lead their firms to survival in 
turbulent environments.

How this Handbook Can Help
For actors in the production, intermediation, processing or consumption stages of the value chain, this 
Handbook will help you identify, examine and design sustainable business models that are scalable and 
enable growth. It begins by introducing sustainable consumption and production practices in the mango 
value chain. These practices are then integrated into various elements of the business model. Further, 
various concepts, standards and recommendations for facilitating the adoption of SCP into the existing 
models in the mango value chain are also presented. The overall sustainability of the mango value chain 
can be achieved by making sustainable practices pivotal sources of competitive advantages for businesses 
in different parts of the mango value chain.

Using this Handbook
This Handbook is organized into business modelling, managerial capacity building and impact measurement 
phases. The learning methodology, resources and support required to train entrepreneurs and organizations 
in this value chain are also discussed. With the help of this resource, the actors are expected to design more 
sustainable models, understand basic managerial calculations and develop impact maps. 

Complementary Material
A technical Handbook on Sustainable Consumption and Production for the mango value chain published 
by the Stockholm Environment Institute and a Business Planning Guide by Etimos Foundation are useful 
additions to this handbook. 

Training
This handbook has been developed for handling workshops based on the contents of the handbook. It 
provides content and tools for a three-day workshop on Business Modelling and Managerial capacity 
building. It helps trainers to prepare for their sessions, shows them how to structure the training, coaching 

and delivery with pedagogical and didactical guides to achieving the MSMEs’ learning objectives.

Target Audience
This handbook is aimed at MSMEs, MBOs and financial institutions from both the private and public sectors, 
involved in the facilitation of sustainability and capacity building programs for various reasons:
•  Micro, Small and Medium Enterprises (MSMEs) which are the ultimate adopters of the Sustainable 

Consumption and Production
•  Member Based Organizations (MBOs), as the disseminators of SCP to MSMEs
• Financial institutions who are the providers of the funds necessary for MSME adoption of sustainable 

practices
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Learning Objectives
This handbook equips trainers with a set of competencies and tools that allows them to:
• Analyse the learning needs of MSMEs in the mango value chain,
• Develop a three-day workshop on how to design a business model, use SCP to improve the model and 

measure the impact of these changes
• Share knowledge and methodologies to facilitate and conduct the workshop 
• Evaluate the learning results achieved by the target audience and to track the impact of the workshop.

Participatory and Learner Centred Approach
The activities that the trainer facilitates will enable participants to make use of the Guide in their own reform 
context and effort. The training approach progressively passes initiative and knowledge development from 
the trainer to the learner. This is achieved in an interactive and participatory way.

Context Based and Flexible Modular Design
Specific learning paths have been developed to discuss key issues and challenges for trade facilitation and to 
describe relevant tools and solutions. Through these learning paths, participants are given a contextualized 
approach to the handbook contents, which they can relate to concrete reform scenarios. They are modular. 
They allow the trainers to build around the learning needs and interests of MSMEs in the value chain being 

trained.

Contents of the Business Model Handbook
The manual contains practical guidelines on how to organize, run and evaluate a workshop on business 
modelling and managerial capacity building. 

A few tools have been included in this handbook:

• A three-day agenda for the workshop,
• A tool (baseline survey) for analysis of learning needs, 
• A checklist for the trainer,
• A set of power-point presentations on the business model canvas
• Learning activities,

• Business model canvas, Break-even worksheets and Impact Maps.
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Executive Summary

Despite its strategic importance to the economies of most countries in Sub-Saharan Africa, agricultural 
transformation has been difficult to achieve. Current levels of agricultural productivity need to grow 

exponentially to meet demands for food security and nutrition. This problem has been compounded by 
climate volatility, droughts and floods, new pests and diseases. It is against this backdrop that a revenue 
generation approach for dissemination of sustainable consumption and production practices has been 
adopted to pursue the dual objectives of reducing the environmental footprint of Medium and Small 
Enterprises while enhancing their competitiveness in local and international markets. 

This project covers the mango, coffee and dairy value chains due to their significance in income generation 
of most farmers, the potential for their practice across a vast geographical area and inclusiveness of 
smallholder farmers. The target groups for this project include MSMEs, Member based organizations (MBOs) 
and financial institutions to cover the uptake, dissemination and financing of the SCP. 

The progress of the participants is determined by outcomes such as their level of awareness of SCP, the 
“greening” of business models and ability to identify potential sources of competitive advantage resulting 
from the use of SCP. 

The methodology comprises introduction to business models, technical training on SCP and managerial 
competencies. This is carried out with extensive use of contemporary tools such as the business model 
canvas and impact maps to deliver interactive and practical sessions for the participants. Follow-on coaching 
also helps the facilitators appreciate the challenges and opportunities concomitant with the profitable 
adoption of SCP by the participants and propose solutions. 

Based on a largely successful implementation, this handbook shares some of the key learnings and challenges 
experienced in this phase of the project with recommendations on possible improvements. Although most 
participants do possess reasonably good levels of technical knowledge and skills in crop husbandry, more 
needs to be done to collate, organize, present and disseminate the collective knowledge. We hope that this 
handbook will facilitate the financially sustainable adoption of SCPs amongst actors in the mango value 
chain and deepen insights for previous participants of this project.
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Key Take-aways for Trainers

For trainers, this handbook offers a framework for commercializing opportunities for adopting sustainable 
consumption and production practices in the mango value chain. At the end of the training, the participant 
MSMEs in the mango value chain should be able to independently perform the following functions. 

Introduce the perspective of sustainable consumption and 
production as an opportunity to enhance value creation, increase 

value chain efficiencies and incomes for smallholder mango MSMEs. 
Although there are numerous benefits of adopting SCPs in the 
mango value chain, not all can be adopted due to factors such as 
cost and ease of implementation. This handbook focuses on SCPs 
that are not just practical and easy to adopt but have potential for 
increasing incomes for MSMEs. 

Develop a systematic approach for how MSMEs in the mango 
value chain can create, deliver, and capture value from their 

adoption of sustainable consumption and production practices. 
Each MSME captures a baseline business model then identifies areas 
where adoption of one or multiple SCPs will add value or increase 
efficiencies. Across 11 components of the business model canvas, 
selected SCPs are added and the effect on the overall busines model 
assessed. 

Match the capabilities of widely accepted consumption and 
production practices among mango MSMEs to develop 

sustainable solutions. Most producer MSMEs are familiar with the 
SCPs used in this handbook to enhance sustainability of the mango 
value chain. Although this addresses barriers to adoption of SCPs, the 
business cases for their long-term adoption are necessary. 

Examine the profitability, unit economics and break-even points 
of the revised business models along the mango value chain. 

For MSMEs to scale successfully, they need to attain profitability. 
However, for new MSMEs, reaching financial sustainability takes time 
and often requires proper knowledge of unit sales, time taken, costs 
and revenue per unit. This handbook breaks down these concepts 
and how they apply to the operations of the Mango MSMEs.
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Explore new marketing opportunities presented by digital platforms 
and social media to reach the end-consumers more cost-

effectively. Technology offers MSMEs the potential for exponential 
scale and possibilities for cost savings and improved efficiencies. 
The focus on digital marketing is a way to accelerate attainment of 
product-market fit by reaching to multiple customer segments at 
the same time. This handbook provides examples of locally available 
marketing channels that MSMEs in the Mango value chain can access 
to be more responsive to changing customer needs.
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Mango Handbook Glossary

Sustainable Consumption and Production (SCP) practice
According to United Nations Environment Programme (UNEP): “SCP is a holistic approach to 
minimising the negative environmental impacts from consumption and production systems while 
promoting quality of life for all” (UNEP 2011).

Micro, Small, and Medium Enterprise 
The International Finance Corporation (IFC) defines an enterprise as a micro, small or medium 
enterprise if it meets two out of three criteria of the IFC MSME Definition (employees, assets and 
sales), OR if the loan to it falls within the relevant MSME loan size proxy.

IFC MSME Definition  MSME Loan Size Proxy

INDICATOR  EMPLOYEES TOTAL ASSETS US$ ANNUAL SALES US$ LOAN SIZE AT 

ORIGINATION 

Micro enterprise < 10 <$100,000 <$100,000 <$10,000 

Small enterprise 10-49 $100,000 - < $3 
million 

$100,000 - < $3 
million 

<$100,000 

Medium 
enterprise 

50-300 $3 million -$15 
million 

$3 million -$15 
million 

<$1 or $2 million[1]

Member Based Organization (MBO)
Membership Based Organizations (MBOs) are those in which the members elect their leaders and 
which operate on democratic principles that hold the elected officers accountable to the general 
membership. (Chen M., Jhabvala R., et al 2006)

Social Science Research Network (SSRN)
The SSRN, formerly known as Social Science Research Network, is a repository and international 
journal devoted to the rapid dissemination of scholarly research in the social sciences and 
humanities and more.

Master of Business Administration (MBA)
A Master of Business Administration, commonly known as an MBA, is a graduate-level degree 
that covers a wide range of business fields, such as marketing, accounting and management. This 
article explores the requirements of an MBA degree program and its benefits. (www.study.com)

[1] US$2 million for more advanced countries including: Argentina, Brazil, Chile, China, Colombia, India, 
Korea, Mexico, Morocco, Peru, Russia, South Africa, Thailand, Tunisia, Turkey, and all EU accession 
countries—Poland, Hungary, Czech Republic, the Baltics and Slovenia.
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To build a cohort of the right participants for this training based on the above criteria, we recommend 
consideration of some key demographic, geographic and economic variables as demonstrated in this 
project. We received applications to the training program from 130 entities (entrepreneurs, cooperatives and 
small businesses). From the 130, 56 were selected, 47 were trained and graduated successfully. However, 
the conclusions the authors draw must only be considered as suggestions for practitioners who intend to 
replicate similar training and accelerating activities.

Value Chain Applicants Selected Trainees Trainees 
graduated

Mango 130 62 47

PHASE 1: BEFORE THE WORKSHOP

1. The Target Audience

The target participants were three primary 
groups within the mango value chain as 
named below: 

• MSMEs who are the ultimate adopters 
of the Sustainable Consumption and 
Production Practices (SCP) 

• MBOs who act as the primary 
disseminators of Sustainable 
Consumption and Production (SCP) to 
MSMEs 

• Financial Institutions, who are the 

providers of the funds necessary for 
MSMEs to adopt SCP.

Table 1 - Participants

No. of 
applications 130

No. of 
Selections 56

No. of 
Trainees 47
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Table 2- Participants’ demographics

Mango value chain - participants
(%) per county

Male Female Family Business Organizations

While participant groups tend to be diverse and heterogeneous if you take all the selection criteria into 
account, diversity is an important element that you need to consider when delivering such trainings. 
Different learning styles, backgrounds, preferences and educational levels necessitate a need to integrate a 
diverse training approach that accommodates the different needs.
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2. Assessing the Participants’ learning needs

2.1 Collection of pre-training data on participants’ learning needs  

Once participants have been identified, it is advisable to obtain more information of their prior knowledge 
of business management, and experience with implementing sustainable consumption and production 
practices (SCP). It is also useful to explore what their specific learning needs and value chain related 
challenges are. This training relies on a simple baseline survey which allowed the capture of this information. 
It is advisable to send this survey to the participants at least 2 weeks before the workshop. In this way you 
can customize adjust your training based on the information you can extract from the survey.

You can find the learning needs baseline survey in the Annex of this handbook.

2.2 Evaluation and Selection Criteria for training participants

Selection relies on a panel that evaluates and scores participants based on the information provided in the 
application form as well as other qualitative considerations. The selection panel identifies the following key 

variables particularly relevant to the design and adjustment of training programs and content: 

• English language proficiency 
• Entrepreneurial self-awareness, meaning how much aware trainees were of their status 
• Awareness and adoption of SCP 
• Managerial skills and ability to use managerial tools 
• Awareness of the structure, stakeholders and bargaining power in the value chain and their role 
• Degree of vertical integration in the value chain 
• Size of the business in terms of turnover as well as of employees. 
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Language  
proficiency

Entrepreneur 
Self-
Awareness

Awareness 
of SCP

Skills & 
Tools

Value 
Chain 
Awareness

Vertical 
Integration

Size of 
business

High

Medium

Low Mango Mango Mango Mango Mango Mango Mango

Language proficiency: 
◆ Low – ability to attend a training session in English but limited ability to perform written task; 
◆ Medium – ability to also perform written tasks; 
◆ High – strong ability to engage and contribute to training session with personal feedback.

Entrepreneurial Self-Awareness:
◆   L – trainees refer to themselves as farmers rather than entrepreneurs;
◆   M – trainees consider themselves as entrepreneurs but are investment averse;
◆   H – trainees understand the link between growth and investment.

Awareness of SCP:
◆ L – trainees have never heard of SCP;
◆ M – trainees are generally aware of sustainability practices but not necessary of SCP and never 

adopted such a solution;
◆ H – trainees are aware of suitability practices and thought about adopting them or adopted them.

Managerial skills and ability to use managerial tools:
◆ L – trainees have no knowledge of basic management tools such as Break Even Analysis, …;
◆ M – trainees understand such tools but do not apply them consistently, or never have;
◆ H – trainees commonly use basic managerial tools.
 
Awareness of the structure of their value chain (VC)
◆ L– trainees have no understanding of the VC, they can’t tell who the consumer of their products 

is;
◆ M – trainees have a general understanding, but can’t assess their role in the value chain;
◆ H – trainees understand the value chain and proactively try to improve on their position.
 
Degree of vertical integration
◆ L – trainees are trapped in a business as usual situation and never tried vertical integration;
◆ M – trainees have implemented vertical integration strategies, but efforts are largely vexed;
◆ H – trainees have successfully implemented vertical integration.
 
Size of business
◆ L – the business is basically individual based and employees are mainly seasonal workers;
◆ M – the business has a board of directors and full time employees;
◆ H – the business has adopted complex organizational structures (such as co-operatives, large 

LTDs).
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2.3 Conclusions and Recommendations of the Selection process

Mango MSMEs, on average, scored less than participants in the other 2 value chains for among other reasons: 
most of them still refer to themselves as “farmers” and not necessarily entrepreneurs, for a sizable number of 
them, mango production is a seasonal or “side activity”, farming practices are still traditional with brokers and 
traders still holding much of the power and expected returns are quite low making most farms less attractive 
to further investment. 

Overall, it is observed that the more developed 
and integrated into international markets a 
value chain is, the larger the companies and 
more the MSMEs are:
• Aware of the value chain structure and its 

opportunities, locally and internationally
• Skilled and aware of what an entrepreneur 

is supposed to do
• Aware of SCPs practices.
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3. The learning objectives, curriculum and 
workshop agenda

This training has several categories of objectives that needed to be achieved.

3.1 Objectives of business model training 

Green business models are understood as those where SCP practices can be adopted into various elements 
of the business model to either enhance value creation for current and potential customers or increase 
efficiency of the supply side of the business. 

For an MSME to achieve this goal, it is important that the process begins by describing the rationale of how 
each MSME creates, delivers and captures value. This approach uses the Business Model Canvas as a tool for 
the MSME to focus on the critical aspects of the business as well as identify bottlenecks and opportunities 
that come with the adoption of SCP practices. 

3.1.1 Expected learning outcomes
1. Capture and evaluate how an MSME in each of the value chain performs.
2. Develop a shared language to describe and assess the business model of the MSME.
3. Create a baseline for adoption of sustainable consumption and production practices in the 

business model.

3.2 Objectives of the technical training on sustainable consumption and production 
practices

The focus of this training is to introduce participants to SCP, provide them with the necessary information 
and background on the value to select the most appropriate SCP and train participants on how to measure 

and report the environmental impact of their businesses.

3.2.1 Expected learning outcomes

1. Analysis of the business model on areas that are critical to the SCP;
2. Assessment of the performance of the business model in areas that are important to the adoption 

of sustainable consumption and production (SCP) practices.
3. Articulate the relationship between financial and operational objectives of the MSMEs and how SCP 

are likely to influence it;
4. Analyze the key activities that create and deliver value for an MSME and the value chain and make 

suggestions for improvement via adoption of SCP;
5. Help identify possible areas of improvement and innovation in the business models of the MSMEs;
6. Provide input for the design of an overall improved and sustainable value chain.
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3.3 Objectives of managerial capacity building

This training focuses on the skills and capacities of the MSME owners and managers. These are capacities 
necessary to carry out the application and sustainability of the green business models. 

A break-even analysis determines the sales volume your business needs to start making a profit, based on 
your fixed costs, variable costs, and selling price. The objective is to inform the participants on how best to 
price, manage both fixed and variable costs and encourage cost-effective marketing of produce.  

3.3.1 Expected learning outcomes 
1. Determine the minimum sales volume needed to avoid losses
2. Provide a tool for the entrepreneur to effectively plan target profit levels
3. Understand the concepts of fixed and variable costs and how they affect the profitability of 

businesses
4. Understand the concept of contribution margin and how it affects the profitability of the MSME.
5. Explore potential areas of productivity improvement or cost management with the use of SCP 

learnt in the previous sessions.

3.4 Curriculum agenda of the training program

3.4.1 Challenging of the business model
This phase focuses on the business dimension and helps participants to design, test and improve the 
business model of the MSMEs. The training will start with 3 in-presence workshops of 4 half-day on the 
Business Model Canvas. 

To assure the proper implementation of that the delivery methodology, each workshop is open to a 
maximum of about 35 MSMEs. Through workshop activities, participants will 1) draft an initial version of their 
own business model; 2) understand the mechanics of underpinning the businesses; 3) identify gaps and 
opportunities. The training covers the areas of value proposition and product-market fit, distribution models, 
customer relationship strategies, alternative revenue models, cost structures and partnership opportunities, 
economic sustainability and break-even analysis, social and environmental impact. 

The coaching continues with 4-week individual coaching for each of the participants of the workshop. The 
aim of coaching is to test and review the business model drafted in the previous session. 

The coaching follows the following steps:
1. The participant shares the draft business model, gaps and opportunities with the coach
2. The coach proposes actions to change the current business model to address gaps and opportunities.
3. The participant takes on the implementation of the suggested action items and designs an improved 

business model to share with the coach.
4. The participants are expected to capture their business models as they currently are, understand 

weaknesses and opportunities and develop an improved business model.
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3.4.2 Technical training on sustainable consumption and production practices

The focus of this training is to introduce participants to SCP, provide them with the necessary information 
and background on the value to select the most appropriate SCP and train participants on how to measure 
and report the environmental impact of their businesses. This training comprises 3 in presence workshops 
of 3 half days. Each of the workshops covers one of the sectors targeted by the project and will only cover 
the most relevant SCP in the sector.

An improved business model is the outcome of this process, via reviewing it in the light of the SCP practices 
that the entrepreneurs intend to adopt in their improved business model. This is often done with the 
assistance of the business coach assigned to the participant. For an MSME to effectively adopt SCP practices, 
some external factors must be taken into consideration and the coach is able to offer guidance in such areas.

3.4.3 Managerial Capacity Building Curriculum

This training focuses on the skills and capacities of the MSME owners and managers. These are capacities 
necessary to carry out the implementation plan and rollout of the green business models. It consists of 
2 in-presence workshops and 4-half day training on personal managerial skills development. Financial 
sustainability is also addressed in detail through the break-even analysis. A break-even analysis determines 
the sales volume a business needs to start making a profit based on its fixed variable costs and the prevailing 

selling price. Alternatively, it may involve setting a selling price that ensures cost-effective marketing of 
produce.

There are 3 main components of this training:
1. Introduction to SCP solutions that will guide them through how these practices can improve 

the competitiveness of the business models and/or reduce the environmental footprint of their 
business operations and how it can be possible to apply such SCP solutions to their improved 
business model;

2. Training on the standard practices and functioning of the value chain concerning the use of 
technology;

3. Business practices and environmental impact;
4. Transfer of an assessment tool (impact map) to measure the social and environmental impact of 

the businesses after adopting the SCP. 
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3.5 Workshop Agenda for the Training Program

Draft calendars

Training on Business Model Analysis

Day 1 10.00-10.30am Welcoming Remarks: About the Green to Grow project

10.30-11.00am Creativity and Innovation: Thinking out of the box to be great entrepreneurs

11.00-12.00pm Intro to the Business Model Canvas (BMC): How to boost your business

12.00-01.30pm Lunch Break

01.30-03.30pm BMC Value Proposition: Understanding customers and making them happy

03.30-05.30pm BMC Value Proposition: Developing a great product for my customers

Day 2 08.30-09.30am BMC Channels: The best way to get your product to your customers

09.30-11.00am BMC Customer Relationships: Tactics to expand your sales

11.00-12.00pm BMC Activities: On which activities should your business focus

12.00-01.00pm Lunch Break

01.00-02.00pm BMC Resources: What are the key resources that your business must have?

02.00-03.00pm BMC Partnership: Should you be a lone rider or could you use a little help?

03.00-05.00pm BMC Revenues: Are you making the most out of your customers?

Day 3 08.30-10-00am BMC Costs: Identifying fixed and variable costs

10.00-11.00am BMC Impact: Identifying your positive social-environmental impact

11.00-12.00pm BMC Value Proposition: Wrapping up your business model in 1 statement!

12.00-01.00pm Lunch Break

01.00-02.00pm BMC Value Proposition Statement and the Way forwards

Managerial Training

Day 1 10.00-11.00am Welcoming: Discussions & Feedback from field work

11.00-12.00pm Break Even Point: Introduction

12.00-01.30pm Break Even Point: Application to your business/1

01.30-02.30pm Lunch Break

02.30-03.30pm Measuring impact: Intro to Impact Map: Stakeholders & SDGs

03.30-04.30pm Measuring impact: Indicators, Output, Outcomes

04.30-05.30pm Measuring impact: Impact

05.30-06.30pm Measuring impact: finalization of impact map

Day 2 08.30-10.00am Break Even Point: Application to your business/2

10.00-11.00am Digital Tools for Development: Virtual Marketplace

11.00-12.00pm Digital Tools for Development: Information MGMT apps

12.00-01.00pm Digital Tools for Development: Funding Platforms
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Technical Training

Day 1 02.00-03.00pm Mango Value Chain: Structure, key players and key dynamics

03.00-04.00pm Mango VC: Building links with producers & add value

04.00-05.00pm Mango VC: Green local certification for market access

Day 2 08.30-10-00am Sustainable Consumption & Production: Intro & Solution 1

10.00-11.300am Sustainable Consumption & Production: Solutions 2 and 3

11.300-01.00pm Sustainable Consumption & Production: Solutions 3 and 4

01.00-02.00pm Lunch Break

02.00-03.30pm Sustainable Consumption & Production: Solutions 5 and 6

03.30-05.00pm Sustainable Consumption & Production: Solutions 7 and 8

05.00-06.00pm Sustainable Consumption & Production: Solutions 9 and 10

Day 3 08.30-09.30am Final working groups: Listing SCP solutions to adopt

09.30-11.00am Final working groups: Redesigning the business model

11.00-11.30pm Final working groups: Delivery business models & discussions

11.30-01.00pm Ethical & Environmental Certifications to access int’l markets

01.00-02.00pm Lunch Break

02.00-03.00pm Ethical & Environmental Certifications to access int’l markets

03.00-03.30pm Delivery of Certificate and Feedback Session
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4. Overview of the curriculum content and 
learning activities
Based on the learning needs analysis and the specific context of the training, the trainer can select specific 
modules from the training package. In the following framework, you will find an overview of the different 
sessions that the trainer can choose from. We have organized them with a specific flow. Depending on the 
needs, a workshop can take from one to two full days.

4.1 The Business Model Canvas

4.1.1 Description of the Business Model Canvas
This exercise can be carried out for both producer and non-producer actors along a value chain. For 
producers, it will help improve the performance of their production activity and increase efficiency. For non-
producers, it will help to evaluate the viability or cost efficiency of the MSME’s business model.

The questions to be answered visually are designed to help participants build the canvas and should be 
captured graphically on paper. Their main purpose is to tell the central story behind the business model.

The additional questions to be documented complement the business model canvas in text. However, it is 
quite likely that the workshop participants will not have the necessary details to be able to answer many 
of these questions. In this case, these answers can be documented after the workshop, perhaps through 
interviews with key personnel who have access to this type of information (e.g., managers of a producer 
organization).

4.1.2 Key Questions on the Business Model Training
During this analysis, it is useful to go through each of the blocks in order using key questions that help guide 
the building of the business model canvas. Some of these questions are as below:

How does the MSME operate?
1. Is the current business model viable? 

2. What are the strengths and weaknesses of the current business model?
3. What external influences impact positively or negatively on the business model?
4. How are sustainable consumption and production (SCP) practices likely to help the MSME sustain its 

competitive advantage through product/process, service, business model or market innovation?

4.1.3 What the Business Model Training Exercise can do
As a tool, the business model canvas is useful in identifying areas for potential improvement or innovation 
using SCP, it also aids in presenting complex business issues in an easy and modular manner and consequently 
enhance business thinking at the farm level.

A detailed illustration of the business model canvas with explanations of the various segment  
can be found at the annex section.

4.1.4 Limitations to the Business Model Training
While the business analysis may provide comprehensive insights on the interaction of the various 
components of the business, it can only complement but not entirely replace other existing tools on value 
chain mapping, competitiveness and financial analysis. 
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4.2 Managerial Capacity Building

4.2.1 Description of Training on Break-even Analysis 
One way of establishing the health of an MSME’s business model is to review the balance between revenue 
streams and cost structure: Two key indicators of this balance are gross profit and break-even point.

The gross profit margin is an indicator for the financial health of a business and shows how much of each 
dollar of sales the business retains. This means the higher the percentage, the more money is left of expenses 
or profit.

Gross profit margin (%)  x 100  =               x 100  

Break-even point is the number of produced units at which income and expenses are exactly equal, thus 
where an organization neither profits nor loses money. The break-even analysis will tell you when you begin 
to make a profit.  

Breakeven point = 

Total Fixed Costs / (Unit selling price - Variable costs per unit)

4.2.2 Key questions for this Training
Do revenue streams exceed costs?
• Is sufficient profit generated for the MSME to be considered “attractive”?
•  If so, is it enough to be able to invest in the recommended SCP?
• If the MSME is running at a loss, why is this happening?

A closer look at some key figures will tell you in more detail how the business model is performing in terms 
of profitability and efficiency:

•  Gross profit margin: How profitable is the business model?
•  What is the ratio between profit and “sunk” costs (= cost efficiency)?
•  What is the ratio of profit to revenue?

•  How many products have to be sold to make a profit (= break-even point)?

4.2.3 What can the Break-even analysis do?
A good understanding of the break-even analysis helps the MSME to determine the optimal selling price 
that will give the desired profits. It also helps in the determination of costs and revenues at various levels of 
output. Where an MSME has multiple products, it gives suggestions for shifts in sales mix and at a managerial 
level, it aids in decision-making e.g. making vs buying and introducing a new product. 

4.2.4 Limitations to the break-even analysis
•  Break-even analysis is based on the assumption that all costs and expenses can be clearly separated 

into fixed and variable components. In practice, however, it may not be possible to achieve a clear-cut 
division of costs into fixed and variable types.

• It assumes that fixed costs remain constant at all levels of activity. It should be noted that fixed costs tend 
to vary beyond a certain level of activity.

•  It assumes that variable costs vary proportionately with the volume of output. In practice, they move in 
tandem with volume of output, but not necessarily in direct proportions.

Gross Profit
Income
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4.3 Training on Sustainable Consumption and Production (SCP) Practices

4.3.1 Description of Sustainable Consumption and Production 
After the training on the various sustainable consumption and production practices employed within the 
participant’s value chain, it is necessary to evaluate to what extent an SCP is applicable and economically 
feasible to an MSME. This helps the participants in defining concrete actions to profitably adopt SCP practices 
that yield the greatest results given the broader operating environment of the MSME.

4.3.2 Key questions on Sustainable Consumption and Production
This exercise is guided by the response to questions such as:
•  How sustainable / “green” is your business model?
•  What options exist for more cost-efficient adoption of SCP by the MSME?
•  Where in the business model will each of the identified SCP yield the most leverage / best returns?

4.3.3 What training on SCP can do
•   Focus the business model analysis on areas that are critical to the adoption of SCP
•  Assess the performance of the business model in areas that are critical to the adoption of SCP
•  Help identify possible areas of innovation and improvement in the selected business model

•  Provide input for the design of a “green” business model such that the MSME can reap economic benefits.

4.3.4 Limitations of the training on Sustainable Consumption and Production
The SCP should not be used individually as a checklist for a “green” business model but rather as a guide to 
the overall sustainability of the business model.

Adoption of SCP does not entirely substitute all non-green activities within the business model. Similarly, not 
all SCP are applicable to every business model.

4.4 Impact Map
Integration of SCP into the business models of the MSMEs is a process. By mapping the process of change 
from beginning to end, a theory of change establishes a blueprint for the actions to be taken and anticipates 
their likely effects.

Although the content on impact measurement is beyond the purview of this training, the participants are 
at least able to define and learn about the relationship between activities, outputs, outcomes and impact.

4.5 Digital Marketing
The focus for this training unit is to encourage the MSMEs to develop business relationships digitally through 
making their businesses accessible to customers and prospects anywhere and everywhere. It also covers 
positioning of the MSME as the ultimate source of meaningful advice or content and encourage customers 
to actively contribute to your bottom-line.
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5. Structure of the learning activity
The learning environment can refer to an educational approach, cultural context or physical setting in which 
teaching, and learning occur.

5.1 Organization
The trainings were held at different locations based on where most of the participants came from or where 
a value chain is most developed. For the mango value chain, the key counties of production are Machakos, 
Makueni and Kitui so the organizers settled for Machakos. Similarly, Meru and Eldoret were chosen to host 
the coffee and dairy value chains respectively for the same reason.

However, this can prove challenging when dealing with a value chain that is spread across very many 
counties e.g. coffee which can be farmed in over 20 counties in Kenya. In a bid to attain fair representation 
of all the counties involved, participants from some counties may incur higher transport costs. While holding 
trainings in a central location such as Nairobi worked well for most participants, the costs of facilities is 
considerably higher.

5.2 STRUCTURE OF THE TRAINING

5.2.1 Step-by-step development of a green business model for an MSME

Approach Inputs Output
Introduction to creativity 
& innovation

• Formation into homogenous groups e.g. by 
county, by stage of value chain etc.

• Group (visual) exercise on creative thinking.

1. Group presentation of the 
answers.

2. Improved cohesion among 
participants.

Overview of the 
business model canvas

• Definition of business model terminology.

• Case study of the business model canvas.

• Business model canvas template.

1. Filled in baseline business 
model canvas for each MSME.

Detailed analysis of the 
business model canvas 
components

• Key questions to be answered from each of 
the components.

• Business model canvas template.

1. Improved business model 
canvas answering key 
questions from each 
component.

Establishing the MSME 
revenues and costs

• Review of revenue and pricing models. 

• Introduction of different types of costs 
(Fixed vs Variable).

• Worksheet on revenues and costs.

• Introduction of the concept of break-even.

1. Computed annual revenue.
2. Identification of fixed and 

variable costs.
3. Computed contribution 

margin.
4. Computed break-even volume 

of production. 

Identification of 
suitable sustainable 
consumption and 
production practices 

• Training on relevant SCP practices for the 
value chain

• SCP selection worksheet for MSME

1. List of SCP already in use.
2. List of SCP to be adopted.
3. Cost estimates of the SCP 

adoption.

Business coach assisted 
revision of the business 
model

• Business Model Canvas
• SCP selection worksheet
• Break even analysis
• Value chain map

1. “Green” business model.
2. Recommendations for 

improvement and financing 
gaps.
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6. Checklists for the Trainer
As a trainer you have plenty of things to prepare before the workshop starts. Therefore, it might be handy 
to consult some important training checklists, so you do not forget anything before you enter the training 
room.

6.1 Stationery and materials checklist

Review if you have the following items available in the training room:
•  Business model / technical training / managerial training power-point presentations
•  Computer, printer and effective speakers (or access to)
• Projector and screen (or white wall)
•  Paper supplies [white, coloured and large poster),
• markers/pens (coloured & black), writing pads, notebooks, flip-chart (or Poster paper]
•  Stationery (scissors, string, glue, sticky adhesive (‘blutac’), hole-puncher)
•  Facilitator’s props (clock or watch, bell)
•  Name tags
•  Photocopier (or access to)

•  Laptops with on-line access to further training or online resources
•  Training workshop agenda
•  Evaluation questionnaires

6.2 Training implementation preparation checklist

Prior to Implementation During first Session Throughout the entire 
workshop

• Review material • Introduce with ice breakers • Remember facilitation roles, 
tips and challenges

• Share briefing notes with 
participants

• Clarify expectations and 
learning objectives

• Record all the results and 
document as much as possible

• Confirm roles and 
responsibilities

• Review the agenda and the 
methodologies

• Establish ground rules
• Set up feedback mechanisms

• Reflect and wrap up
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6.3 Facilitator’s notes checklists

•  Present/Explain/Make the point: The trainer will present explain all the different steps of each session 
(learning objectives, methodology, presentations). The trainer can also elaborate his or her points with 
own examples and experiences.

•  Ask participants. They are experienced and bring along their own professional contexts. The trainer 
asks questions on a regular basis to elicit specific examples from the participants.

• Work in groups. The trainer gives clear instructions when participants have to divide themselves into 
working groups. The instructions can be found in the different sessions. It is important to clarify the roles 
of group members and explain the procedure and objective of the session.

•  Facilitate group feedback. The trainer asks one group to present their work and the others to add 
perspectives not already discussed by the first group to spur further thinking and explore the various 
approaches and perspectives of the different groups, i.e. through comparing the findings of the whole 
group.

•  Display overhead/projector/power-point. It is important to use the visual materials in this handbook 
and the different presentations that are included in the training package. Have them at your disposal at 
all times.

•  Distribute hand-outs. The trainer provides each participant a hand-out. Make sure the hand-out is 
clear, short, readable and to the point.

•  Refer to other material. The trainer will refer participants to additional reading and resources, i.e. specific 
sections in this handbook, website and additional online resources.
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6.4 Room layout

In the different sessions you will find different room layouts. Below you will see room structures that can be 
used.

It is important that the participants’ seating arrangement and overall room setup is aligned with the training 
content and methodology of your session.

6.4.1 Horseshoe or U-shaped
This layout works well for the initial session of entrepreneurial training. This layout encourages group 
participation. While offering clear sight lines (both audience-to-presenter and audience-to-audience) 
fostering large group discussions.

Facilitator can walk into the open space within the “U”; this creates a unique dynamic because they are 
“immersed” within the audience.

6.4.2 Cabaret
Cabaret style seating is when a number of tables are scattered throughout the room, with seating arranged 
only partly around each table. This avoids anyone sitting with their back to the front of the room where the 
speaker or screen are located. 

This arrangement is most useful in the managerial and technical training sessions since the tables create 
focal points which promote small-group discussions.

All the participants are able to face the screen and presenter with limited ease.
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C. Timing - 45 Min
•  Welcome and opening: 20 min
•  Breaking the ice: 20 min

D. Methodology

Welcome and Opening (20 Min)
The trainer welcomes the participants and introduces the objectives and structure of the Green 2 Grow 
workshop. The objectives as stated in the introduction part of the training manual are shared with the 
participants together with a hand-out of the official workshop agenda.

Breaking the Ice (20 Min)
After the official welcome and opening of the course, the trainer sets up an icebreaking session to engage 
the group dynamics and to introduce the participatory methodology that is characteristic of the entire 
workshop. The icebreaking exercise focuses on introducing the participants. Different exercises can be used 
and should be selected keeping an eye on cultural customs. Every participant of each group will be asked to 
say their name, the organization they represent and county of operation, in turn.

Session 1: 
Opening and Welcome

A. Learning Objectives

•  To welcome the participants and officially 
open the workshop

• To introduce the objectives and the 
methodology of the workshop

•  To explain the objectives of the training

B. Training Material

•  Presentations: 1a About the workshop, 1b 
About the Green to Grow Project.

•  Agenda hand-out
•  Yellow and green (or any other colour) post-its
•  Flipchart paper
• Pencils and markers

PHASE 2: DURING THE WORKSHOP 
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C. Timing – 2 days
•  Creativity Challenge: 1 hr
•  Case Study of Challenging the Business Model: 2 hr
•  11 Components of the Business Model: 1 hr 30 min per component

D. Methodology

Class Facilitation
The groups are divided into classes of around 25 participants each. A lead facilitator then takes through the 
theoretical concepts of challenging the business model. Participants are often divided into 3-4 groups based 
on their counties of operation. Each group is then assigned a business coach who assists the participants 
with individualized support in understanding the business modelling concepts and consequently capturing 
the existing model. At the end of this workshop, each participant is expected to have a workbook that 
captures the existing model, which is then shared with the respective coach.

Coaching on the Business Model Canvas
At the end of the workshop, business coaches capture the existing business models of the participants. Over 
the period between workshops, the assigned coach will review the captured model using secondary data 
from desktop research and field visits. With this new information, the coaches can work with the participant 
on opportunities for making the business model more sustainable.

Participants are expected to bring workbooks with the initial business models to Workshop 2 on the technical 
training on Sustainable Consumption and Production practices and Managerial capacity building.

Session 2: 
Challenging your Business Model facilitation

A. Learning Objectives

•  To capture the existing business model
•  To identify potential areas of improvement in the existing model
•  To improve the financial and environmental sustainability of the business model

B. Training Material

• Presentations: 1a About Creativity and Innovation, 1b About the Business Model Canvas.
•  Business Model Canvas Workbook
•  Yellow and green (or any other colour) post-its
•  Flipchart paper
•  Pencils and markers
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Session 3: 
Technical Training on Sustainable Consumption 
and Production Practices

A. Learning Objectives

•  To identify relevant SCP practices that are 
critical to the participant’s model.

•  To recognize factors that influence the adoption 
of SCP practices.

•  To discuss possible areas of improvement 
and innovation in the business model of the 
participant.

•  To provide input for the re-design of an overall 
improved and sustainable value chain.

B: Training Material

•  Presentations: Sustainable Consumption and 
Production practices in value chain.

•  Technical Working Papers, Manuals and 
Handouts

C. Timing – 1 days
Interactive class session: 8 hrs

D. Methodology

Class Facilitation
A lead facilitator, who is often a technical expert in the value chain takes the participants through relevant SCP 
practices. This could be based on prior field visits where existing practices are collated and their effectiveness 
evaluated. The training  involves an interactive approach where participants share individual experiences or 
challenges while practicing a given SCP. The facilitators of this session maybe the technical eperts.
A. Learning Objectives
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Session 4: 
Managerial Capacity Building

A. Learning Objectives

•  To determine the minimum sales volume needed to avoid losses
•  To provide a tool for the entrepreneur to effectively plan target profit levels
•  To understand the concepts of fixed and variable costs and how they affect the profitability of 

businesses
•  To understand the concept of contribution margin and how it affects the profitability of the 

MSME.
•  To explore potential areas of productivity improvement or cost management with the use of SCP 

learnt in the previous sessions.

B. Training Material

•  Presentations: about break-even analysis
•  Break-even analysis worksheet
 

C. Timing – 1 day
•  Interactive class session: 8 hrs
•  Group discussions

D. Methodology

Class Facilitation
A lead facilitator leads the participants in understanding the concepts around fixed and variable costs. 
Participants are expected to be able to quantify their cost items so as to inform their production potential 
and the profitability of their operations. More importantly, however is the ability of the participants to make 
managerial decisions that minimize fixed costs and retain productive capacity within viable if not at full 
potential. Coaches assigned to each of the groups are expected to assist participants in correctly categorizing 
costs and interpreting their break-even quantities and price.
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SUSTAINABLE CONSUMPTION AND
PRODUCTION PRACTICES FOR MANGO

The work of the Green to Growth project focused on methods 
and technologies that can help farmers and agribusinesses 
produce not only high-quality mangos but also mango 
products that fetch higher prices on the market. These 
sustainable consumption and production practices (SCP) 
aim to improve livelihoods across the value chain while 
considering resource (water, material and energy) efficiency, 
waste management, pollution reduction and impacts on 
biodiversity.  

Sustainable consumption and production practices are crucial 
to reaching the United Nations Sustainable Development 
Goals (Fig. 1). Specifically, SDG 12 defines sustainable 
consumption and production as “promoting resource and 
energy efficiency, sustainable infrastructure, and providing 
access to basic services, green and decent jobs and a better 
quality of life for all.”

The complementary  Handbook describes the SCP 
that were identified through a research process 
involving visits to individual mango farms, cottage 
industries, large industries, farmer cooperatives, 
and agricultural supply businesses in five counties 
in Kenya - Kilifi, Kitui, Machakos, Makueni and 
Mombasa.

Sustainable consumption and production practices 
help break the “silos” in the agricultural supply chain by 
considering the lifecycle impacts of products. Figure 2 
illustrates in a linear manner the main components of 
the mango supply chain, although the value chain has 
multiple layers. Using new innovations, new markets, 
and new business models, SCP can help agricultural 
production become more resource efficient: the aim 
is less pollutionand less land degradation. The SCP 

Farmers and other stakeholders in the agricultural 
sector input is used to determine the SCP with the 
highest impact, which are presented in the SCP 
handbook. These SCP apply to the main mango 
varieties in Kenya-Apple, Kent, Tommy Atkinson, 
Ngowe, Alphonso, Batawi, Boribo, Dodo and Van 
Dyke-and their value-added products.      

handbook is the result of an SCP analysis across 
the mango value chain. It offers insights into the 
importance of sustainability from planting through 
to marketing (Figure 3). Through focus group 
discussions, photography,interviews,videography 
and observation, researchers documented 
innovations in four categories: inputs; production; 
harvesting and storage; and value addition, 
marketing and consumption. 

How SCP fit into the mango value chain

Figure 1: SCP lifecycle
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Production 
Plant Nutrition
• Organic 

Harvesting & Storage
• Harvesting hooks
• Cold storage
• Crates
• Edipeel treatment

Value addition 
Solar Drying
• Mango Chips
• Mango powder
• Mango leather 

Clean Energy driven
pulpers
• Mango concentrate
• Ready to drink juice
• Jam/jellies
• Mango yoghurt

Pests & Disease Control
• Fruit fly trap  
• IPM(Pruning, 

pesticidal plants, 
Quarantine)

Water Management
• Water reservoirs
• Ring irrigation method
• Water storing crystals/

polymers

Input
• Grafting
• Top working

• Recyclable
• packaging
• Ecolabeling
• Biodegradable edible coating

Certification• 

manure

Marketing

The SCP practices selected from the 
Green to Growth project  may help 
farmers and agribusinesses not only 
to produce and market higher quality 
mangos but also to reduce waste and 
increase efficiency. Using SCP practices 
throughout the value chain—from 
growing and harvesting to processing 
and marketing - ensures benefits 
for the environment, the business 
and the consumer. The information 
provided on certification helps farmers 
ensure mangos can be exported 
to other markets; this certification 
encourages sustainable practices such 
as those featured in this handbook and 
listed in the table. Regarding waste, 
farmers should consider linking these 
practices into a circular economy for 
processed mango, which may result in 
environmental benefits. 

Sustainability issues of the mango SCP

Summary of activities of the SCP in different stages of the mango value chain
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Session 5: 
Impact Targeting and Measurement

A. Learning Objectives

•  To understand impact in the context of business and entrepreneurship
•  To understand the sustainable development goals framework
• To enable MSMEs to target relevant areas of impact in their operations 
• To help MSMEs measure the impact they are continually creating with their businesses
•  To develop a reliable framework for reporting impact

B. Training Material

•  Presentations: Sustainable Development Goals, SSRN framework
•  Impact assessment form

c. Timing – 3 hrs
•  Interactive class session: 3 hrs
•  Impact

D. Methodology

Class Facilitation
This session focuses on introduction to sustainable development goals and impact. Participants are guided 
on how MSMEs can play a role in creating impact within the communities they operate. Targeting impact 
involves identifying opportunities for positive  change in the society. Measurement of this change is also 
explained to help MSMEs quantify their effect and mitigate any risk to the environment and society. Finally, a 
structured approach to reporting the contribution of each MSME is discussed and each participant required 
to fill in the impact assessment map.  
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Session 6: 
Digital Marketing Channels

A. Learning Objectives

•   To understand lead generation, brand awareness and customer engagement

•   To understand the interactions and engagement across the different channels
•  To evaluate the return on investment for digital marketing
•   To review examples of digital marketing channels in the mango value chain

B. Training Material

•   Presentations: digital marketing case studies

C. Timing – 3 hrs
•   Interactive class session: 3 hrs

D. Methodology

Class Facilitation
This session focuses on reviewing of digital marketing channels serving the mango value chain. As each 
case is discussed, the facilitator highlights where necessary, the cost effectiveness of each digital channel 
for the MSMEs. 
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Most trainings can be held over a 3-day period, with participants arriving the night before the training or 
early on the day of the training (where possible). The sessions can be broken down into 3 with breaks for 
mealtimes. Sessions begin at 8 am and end at 5 pm. Recommended average size of the classroom is 25 
participants with an extra classroom provided where the participants exceed the number. This allows for 
better interaction with the participants, more effective group discussions and class management.

The sessions can also be conducted virtually using various platforms such as Zoom, Webex, GoToMeeting 
among others effectively. The online sessions are broken down into two-hour sessions to avoid fatigue.

7.1 Schedule of training
The trainings can be held over a period of 3 alternate months with field coaching sessions carried out 
in between the workshops. Timing of the workshops is often influenced by the seasonality of the value 
chains e.g. mango farmers are busier at the beginning of the year when harvesting is at its peak hence their 
availability was limited. 

7.2 Staffing of the training
The training can be facilitated by 2 lead trainers with support from the logistics manager and supporting 
facilitators from 2 other partner organizations.

The facilitators can assign 5 coaches to assist the participants with support on building the “green” business 
model and managerial coaching.

7.3 Trainers Profile
The facilitators may have a background in management and or business operations. The coaches can be 
from diverse backgrounds including marketing, research, finance and managing academic programs. This 
offers strengths in supporting various parts of the business model.

For the technical training, they can invite experts in the field to support with the specialized training. The 
technical trainings should be held on the second day of the managerial training.

7.4 Assessment of the Program
Although there is no formal assessment of the participants during the training, certificates of participation 
can be awarded to participants who successfully complete the training program.

7.5 Coaching on Business Models
Coaches play an intermediary role between the trainers and the participants. Besides guiding the participants 
with developing the “green” business models, they are also responsible for reporting on the progress of the 
MSMEs as well as make recommendations on the viability of the SCP integrated business models.

7.6 Material & Follow-on Communication
Most of the training can be conducted with the help of workbooks that are to be filled in as the training 
proceeds. Writing material may also be provided for feedback. At the end of the workshops, the material can 
be provided to the participants via email or through a WhatsApp group that can be created at the end of 
workshop. Participants can access the material on demand and reach the coaches for any further assistance. 

Session 7: 
The structure of the Training Program
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8.1 Conclusion
Adoption of sustainable consumption and production practices have been observed to offer several 
advantages to an MSME including:

•   Potential for yield improvement
•   Cost savings at the production stage
•   Reduced processing costs and optimization of the supply chain
•   Price premiums from processing or production improvements
•  Better management of operational risk factors along the value chain
•   Identification of additional product or service lines of business.

8.2 Tips for Organizers, Trainers and Coaches 
•   During field visits, more information on the challenges and opportunities can be captured by observation. 

Sometimes the participants may fail to capture these details in the workshops
•   Participants often expressed bias towards financial constraints as the main challenge
•   The mango growing counties are vast and transport over long distances is a practical challenge 
 to most farmers hence production costs may vary even within the same county

•  Generally, participants had vast knowledge of good agricultural practices although practice was not as 
extensive.

•   Marketing is not planned, and most farmers react to the market during the harvesting period. 
•   Availability of farmers is also affected by seasons e.g most participants are unavailable during the harvest 

season or at the onset of the rains.

Session 8: 
Wrap up and Evaluation
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Step 2: 
Evaluation 

of the 
workshop: 

15 min

Step 1: 
Wrap up and 
Evaluation 

15 min

Step 3: 
Final closure 

15 min
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Instruments included in the training

A. Learning objectives
•  To evaluate the satisfaction of the workshop participants
•   To review what has been learned so far
•  To reinforce knowledge and awareness

PHASE 3: 

Workshop Evaluation

3 flipcharts 3 markers Evaluation 
questionnaire

Prize for the 
winning group

1. 2. 3. 4.

B. Training material

C. Timing - 1h 30

D. Methodology

Step 1: 
What did we 

learn? 
60 min

Step 2: 
Evaluation of the 

workshop: 
15 min

Step 3: 
Final closure 

15 min
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STEP 1: What did we learn in the workshop? Participants divide themselves randomly in three subgroups. 
Groups review the sessions of the three days and generate a list of five challenging questions for the other 
groups (questions can be about anything covered during the plenary sessions). Questions must be clearly 
formulated and written down (e.g. on flip- charts).

The other groups are invited to answer the questions from one group; the suggesting team validates the 
responses and/or provides additional information. Competition between sub-groups: the winner is the team 
that generates the highest number of unanswered questions.

STEP 2: Evaluation
Participants receive the trade facilitation evaluation questionnaire and take about 20 min to complete the 
questionnaire in silence.

STEP 3: Closure
The trainer ends the course with the most significant conclusions of the last three days and asks every 
participant to come up with one sentence that best describes their learning throughout the past three days.
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E. Training references

1.  Lundy M. et al, (CIAT 2014) Link Methodology: A participatory guide to business 
models that link smallholders to markets, 2nd edition. 

2.  United Nations Economic Commission for Europe (2015): United Nations Trade 
Facilitation Implementation Guide.

3.  Save and Grow A policymaker’s guide to the sustainable intensification of smallholder 
crop production (FAO, 2011)

4.  Crawford I.M (1997); Marketing and Agribusiness Texts: Agricultural and Food 
Marketing Management (FAO, Regional Office for Africa)

5.  Hybrid Strategies Consulting (2015) Smallholder Farmers and Business: 15 Pioneering 
Collaborations for Improved Productivity and Sustainability, A Final Report.

4.  Lindgart Z., Ayers, M., (2014) Driving Growth with Business Model Innovation, Boston 

Consulting Group, Perspectives.
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Recommendations:
The adoption of sustainable consumption and production practices will have numerous benefits for 
the mango value chain in Arid and Semi-Arid Lands (ASAL). Unlike widespread perceptions, sustainable 
smallholders can be productive. A large study examining smallholder agriculture covering 286 projects, over 
37 million hectares in 57 developing countries, found that when sustainable agriculture was adopted, average 
crop yields increased by 79 %. Also, sustainable systems were found to be more diversified, with yields often 
composed of more than a dozen crops and various animal products, generating higher yields per hectare. 
Higher yields mean increased household food security and higher household income, especially when 
money was saved through less fertilizer and pesticide use (Pretty et al, 2008). Innovation in the business 
models of different actors can improve competitiveness and highlight new opportunities for value-creating 
growth along the mango value chain. 

However, the suitable approaches to changes in business models may differ between producers and other 
intermediate actors of the value chain. For this purpose, the MSMEs described in this report are characterized 
into two major groups: 

• Primary producers 

• Intermediaries e.g. aggregators and processors

At the producer level, it is imperative that the MSME reinvents the customer-value proposition and realigns 
operations to deliver on a superior new offering more profitably. New trends such as the rising diversity of 
attractive customer segments, new regulations, and lower cost of production in other countries can drive 
substantive innovation among smallholder mango producers.

The intermediaries of the value chain also have potential for value-addition and integration with both 
customers and producers. Aggregators and processors may expand the footprint of their businesses by 
exploring or venturing into new or adjacent territories such as input provision, transportation, storage, 
quality assurance, marketing, and financing. This approach requires an understanding of the value chain 
actor’s competitive advantage and placing careful bets on novel applications of that advantage to succeed 
in new markets.

Potential Benefits of Business Model Training for MSMEs in the Mango Value Chain

1. Strengthening of the value proposition

Many MSMEs in the mango Value chain take too myopic a view of what their product comprises and, 
therefore, their view of how it can be marketed is narrow. The products offered by the mango MSME should 
be understood on three levels: the core, tangible and the augmented product. The base level is the core 
benefit which is what the customer really buys. It is productive to think of a product as merely the mechanism 
by which the benefit the customer is demanding is delivered. For instance, the farmer does not buy fertilizer 
(product), he buys extra grain in the store (benefit).

The core benefit must be converted into a tangible product to become the carrier of the benefit. Mango 
fruit, juice, mango pulp and jam are all tangible products. According to Kotler1 tangible products have as 
many as five characteristics: a quality level, features, styling, a brand name, and packaging. These too can be 
marketed to potential customers if they differentiate the product from that of competitors, so long as this 
differentiation is meaningful, sustainable, and valuable to customers.
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2. Improved customer segmentation

Prior to the Business Model Training, it was apparent that the internal and external influences which shape 
buyer behaviour and how they can be used to target and segment markets for the Mango fruit and value-
added products were not well understood by the MSMEs in the Mango value chain. Market segmentation 
- the process of subdividing the total market into smaller parts according to shared characteristics and/or 
needs of the customers within a segment- is vital for MSMEs in tuning their marketing mix more finely to 
the needs of the market segments comprising customers whose behaviour, needs and motivations exhibit 
a high degree of homogeneity.

3. Potential for higher cost savings

Adoption of Sustainable Consumption and Production practices will provide multiple benefits to food security 
and the environment for smallholder farmers and their families by enhancing their productivity, reducing 
costs, building resilience to stress, and strengthening their capacity to manage risk2. Reduced spending on 
agricultural inputs will free resources for investment in farms and farm families’ food, health and education3. 
Increases to farmers’ net incomes will be achieved at lower environmental cost, thus delivering both private 
and public benefits4.

4. New sources of competitive advantage

Successful innovation of business models and subsequent investing in the sustainable productivity of 
smallholder Mango producers can increase their income significantly and durably, transforming their lives 
and boosting the revenues and profits of the MSMEs serving them.

When buyers of produce or sellers of products and services work with these “Green” MSMEs, the latter benefit 
in multiple ways: Mango producers preserve the fertility of their land better by adopting more sustainable 
agricultural practices, increasing the yield and quality of their production. These are expected to lead to 
better market access and higher prices, as well as safer, environmentally friendly inputs and equipment, 
often at a better price.

5. Better management of risk

Convincing mango MSMEs to adopt new practices or technologies is not easy. However, their actions do 
not seem driven by the amount of money they need to spend to improve the productivity of their farm, or 

by the attractiveness of anticipated returns. Instead, what they fear most is being locked into a situation that 
leaves little chance to return to their previous methods.

There seems to be no easy way out for SCP adoption approaches that propose ‘one-way-tickets’ such as 
transforming into fully organic systems. The success rate of SCP adoption will very much lie in their ability 
to develop business models that remain viable even with low penetration rates.

6. Better stakeholder relations 

While leveraging intermediaries (individuals or institutions such as cooperatives) may keep costs very low, 
the advantages of working directly with small groups of farmers, from a risk management perspective, are 
many: low outreach and training costs, better control of operations, higher levels of trust and loyalty, faster 
growth and reduced risk. One strategy to ensure higher producer MSME loyalty is to propose a distinctive 
range of SCP-enhancing products and services, making the offer too hard to beat. This strategy brings a wide 
range of productivity-enhancing assets or inputs to MSMEs, and more income streams to the organizations 
offering them.

1  Kotler, P. (1988), Marketing Management: Analysis, Planning and Control, 6th edition. (Ed) New Jersey, Prentice-Hall International Inc., p.71
2  IFAD. 2010. Rural Poverty Report 2011. New realities, new challenges: New opportunities for tomorrow’s generation. Rome.
3   Godfray, C., Beddington, J.R., Crute, I.R., Haddad, L., Lawrence, D., Muir, J.F., Pretty, J., Robinson, S., Thomas, S.M. & Toulmin, C. 2010. Food security: The challenge of 

feeding 9 billion people. Science, 327: 812- 818.
4  FAO. 2010. Sustainable crop production intensification through an ecosystem approach and an enabling environment: Capturing efficiency through ecosystem 

services and management. Rome.
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Business Name

Registration number

Industry

Year Founded

Physical Location

Name of Owner(s) Mobile

What is your business about?

Describe your product or service in detail

How much do you produce every year? 

Which are your top strengths?

Which are your top weaknesses?

How many people work for you full time? 

How many people work for you part time?

Who, and how many, are your customers?

How much was your business revenue last 
year?

Have you ever been financed?

Are you looking for financing? If so, how 
much and for what?

KENYA NATIONAL CHAMBER OF
COMMERCE & INDUSTRY

APPLICATION FORM
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Full Name of the Entrepreneur

Name of the Business

Location of the Business

How many Sustainable Consumption and Production 

Practices did you adopt before joining this initiative?

If you have already adopted any Sustainable 

Consumption and Production Practice, how much have 

you invested to buy/adopt it (in Kenyan Shillings)?

How many Sustainable Consumption and Production 

Practices do you intend to adopt after joining this 

initiative?

Please mention the names of the Sustainable 

Consumption and Production Practices you intend to 

adopt after joining this initiative

What is the total turnover (revenues) that your business 

generated before joining this initiative (in Kenyan 

Shillings)?

How many full time worker did your company employ 

before after joining this initiative?

How many part time worker did your company employ 

before after joining this initiative?

Can you identify at least 3 actions to improve the quality 

of employment conditions of your workers?

Signature __________________________________________________________

BASELINE SURVEY FOR PROJECT IMPACT ASSESSMENT
Environmental Footprint, Turnover and Job Creation
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Goal – People

1 End poverty in all its forms everywhere

2 End hunger, achieve food security and improved nutrition and promote sustainable agriculture

3 Ensure healthy lives and promote well-being for all at all ages

4 Ensure inclusive & equitable quality education and promote lifelong learning opportunities for all 

5 Achieve gender equality and empower all women and girls

6 Ensure availability and sustainable management of water and sanitation for all

7 Ensure access to affordable, reliable, sustainable and modern energy  for all

Goal – Prosperity

8
Promote inclusive and sustainable economic growth, full and productive employment and decent work 
for all

9 Build resilient infrastructure, promote inclusive & sustainable industrialization and foster innovation

10 Reduce inequality within and among countries

11 Make cities and human settlements inclusive, safe, resilient and sustainable

Goal - Planet 

12 Ensure sustainable consumption and production patterns

13 Take urgent action to combat climate change and its impacts

14 Conserve & sustainably use the oceans, seas and marine resources for sustainable development

15
Protect, restore and promote sustainable use of terrestrial ecosystems, sustainably manage forests, 
combat desertification, and halt and reverse land degradation and halt biodiversity loss

Goal – Peace

16
Promote peaceful and inclusive societies for sustainable development, provide access to justice for all 
and build effective, accountable and inclusive institutions at all levels

Goal – Partnership

17
Strengthen the means of implementation and revitalize the global partnership for sustainable 
development

SUSTAINABLE DEVELOPMENT GOALS
https://sustainabledevelopment.un.org/?menu=1300
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Stakeholders

SDGs

Outputs Outcomes Impact

IMPACT MAP
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A. Currency                                                                              

                                             (put it in the cell on the right ➜)
  

B. Production Unit                                                                      

                                                          (put it in the cell on the right ➜)

C. Price per Unit                                                                         

                                                          (put it in the cell on the right ➜)

Variable costs

(List all variable cost below and put prices per unit in the next 

column) 

 

 

D. Total Variable costs total                                 

                                                              (Sum all Variable costs here ➜)

F. Contribution Margin 

(C-F: Subtract total Variable costs per unit from price per unit ➜)

BREAK-EVEN POINT: CALCULATION
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BUSINESS MODEL CANVAS TEMPLATE

Fixed costs Price 

per item

Quantity 

of any item

Lifespan 

(if subject  

to depreciation)

Cost per Year

(Price* Quantity) 

or 

(P*Q)/Lifespan

1   

2   

3   

4   

5   

6   

7   

8   

9   

10   

11   

12   

20

G. Total fixed costs per year

(Add all the fixed costs per year in the column on the right)

H. Break-Even Point
(G/F: Total Fixed Costs divided by Contribution Margin)

I. Maximum Production Capacity
(State the max production capacity you can reach)

 

L. Profit Projections

(I-H)*F: (maximum production minus Break-Even point) multiplied by 
Contribution Margin
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Facebook: Switch Africa Green - Green to Grow
Twitter: SwitchGrow
Linkedin: Switch Africa Green - Green to Grow


