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B-10 Drawings of Market Facility 

 

 

List of Drawings 

 

No. Job Title Name of Drawing 
Reference 

Project No. 

1 Layout Plan of Market Type A  No.15, 17, 18 

2 Layout Plan of Market Type A & B  No.15, 17, 18 

3 Market Facility Type A1 Plan & Sections (1/2) No.15, 17, 18 

4 Market Facility Type A1 Plan & Sections (2/2) No.15, 17, 18 

5 Market Facility Type A1 Foundation and Re-bar Schedule No.15, 17, 18 

6 Market Facility Type A2 Plan & Sections No.15, 17, 18 

7 Market Facility Type A2 Foundation and Re-bar Schedule No.15, 17, 18 

8 Market Facility Type A3 Plan & Sections No.15, 17, 18 

9 Market Facility Type A3 Foundation and Re-bar Schedule No.15, 17, 18 

10 Market Facility Type A4 Plan & Sections No.15, 17, 18 

11 Market Facility Type A4 Foundation and Re-bar Schedule No.15, 17, 18 

12 Market Facility Type B1 Plan & Sections No.15, 17, 18 

13 Market Facility Type B1 Foundation and Re-bar Schedule No.15, 17, 18 

14 Market Facility Type B2 Plan & Sections No.15, 17, 18 

15 Market Facility Type B2 Foundation and Re-bar Schedule No.15, 17, 18 
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1 Layout Plan of Market Type A 
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2 Layout Plan of Market Type A & B 
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3 Market Facility Type A1: Plan & Sections (1/2) 
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4 Market Facility Type A1: Plan & Sections (2/2) 
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5 Market Facility Type A1: Foundation and Re-bar Schedule 
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6 Market Facility Type A2: Plan & Sections 
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7 Market Facility Type A2: Foundation and Re-bar Schedule 
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8 Market Facility Type A3: Plan & Sections 

 



 

 B - 117 

9 Market Facility Type A3: Foundation and Re-bar Schedule 
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10 Market Facility Type A4: Plan & Sections 
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11 Market Facility Type A4: Foundation and Re-bar Schedule 
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12 Market Facility Type B1: Plan & Sections 
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13 Market Facility Type B1: Foundation and Re-bar Schedule 
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14 Market Facility Type B2: Plan & Sections 
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15 Market Facility Type B2: Foundation and Re-bar Schedule 
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B-11 Drawings of Standard Warehouse 500 ton class 

 

 

List of Drawings 

 

No. Job Title Name of Drawing 
Reference 

Project No. 

16 Standard Warehouse 500 ton class General Plan & Sections No.19 

17 Standard Warehouse 500 ton class Foundation and Re-bar Schedule No.19 

18 Standard Warehouse 500 ton class Roof Details No.19 
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16 Standard Warehouse 500 ton class: General Plan & Sections 
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17 Standard Warehouse 500 ton class: Foundation and Re-bar Schedule 
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18 Standard Warehouse 500 ton class: Roof Details 

 



B-12 Training Material for “Marketing Training for Primary Coops & Farmer 

Group: Cassava 

 

Marketing Training for Primary Coops & Farmer Group: Cassava  

(Instruction for Trainers) 

The training material “Marketing Training for Primary Coops & Farmer Groups: Cassava” 
is designed for the use by woreda experts in facilitating the cassava marketing training 
for primary coops and farmer groups. Since the woreda experts are expected to receive 
the Training of Trainers (ToT) by the Regional Bureau staff on how to use the materials 
as well as how to organize the training with the materials, this “Instruction for Trainers” 
briefly provides the information on how to organize the farmer training with the 
material.  
 
(Objectives of the Marketing Training) 
The training aims to provide very basic ideas of commodity marketing for rural farmers 
in SNNPR. In particular, participants will understand  

- What the marketing is 
- How their commodity is transacted through the trade chain. 
- What should be done to sell their commodity at a competitive price 
- What are problems to sell their commodity at a competitive price 
- How identified problems can be address 

 
(How to use the training materials) 
The material is designed and developed for the use in rural communities in SNNPR. Unlike 
powerpoint presentation, it does not require any electricity. The material serves for two 
purposes; one for visual aids for trainees and the other for training manual for trainers. 
In the training, the trainer (woreda expert) shows the front side of a slide to the 
training participants. All information which the trainer needs to explain is written on the 
back side of a slide.  
 
(Criterion of training participants) 
The material contains very fundamental ideas and information on marketing. It targets 
those farmers who have little experience in commercial activities and have been mainly 
engaged in subsistent farming. In particular, it targets members of primary coop and 
farmer group, which 

- is located in the production areas of cassava 
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- has been engaged in or has a willingness to start collective marketing of clean 
dried cassava 

- has a willingness to increase the number of women members 
 
(Preparation for training to be done by woreda expert) 
The trainer is required to make following preparation prior to the training. 

- Select one primary coop or one farmer group in accordance with criterion. 
- Communicate with the selected primary coop / farmer group in selection of 

participants. The number of participants can be 20 – 30 and the number of 
women should be at least 30% of the total number of participants.  

- Identify cassava market and/or traders to be visited by the training 
participants during the marketing survey. If necessary, Regional Bureau will 
provide information. During the SAMS implementation, several buyers of 
cassava, who are interested in better quality dried cassava, were contacted 
by the Study Team and BoMC was provided with all relevant information.  

- Be familiarized with a cassava cutting machine which was developed by SAMS 
and should be of great use to improve quality of dried cassava.  

 
(Follow-up of training to be done by woreda expert) 

- Make sure that the training participants organize a general meeting to inform 
the other members of what they learned in the training. 

- Once the consensus is reached in the meeting to start a business, assist the 
management and relevant members to prepare detailed action plan to take 
off.  
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Marketing Training for 
Primary Coops & Farmer Groups

(Cassava)

SAMS - SNNPR BoMC - SNNPR 

Training Title: Training for Primary Coops & Farmer Groups on Cassava 
Marketing 

Objectives: To provide basic information on cassava marketing 

Contents:

1. Introduction: What is marketing?

2. How cassava is transacted from farmers to consumers / 
exporters

3. Market survey

4. Problem identification (current situation – survey results –
problem identification)

5. Objective making 

6. Towards next step
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Training Schedule
First Day Second Day Within a week 

after  training

Morning Afternoon Morning

1. Introduction

2. Trade Chain

3. Market Survey

1. Market Survey 1. Problem 
Identification

2. Objective Making
3. Toward 

Consensus 
Building

1. Organization of  
General Meeting

You are the representatives of your 
cooperative / group. 

You MUST inform other members of 
what you learned in the training!!

1. Explain participants what they will learn in 
the training and how the training will be 
organized. 

2.  Make sure that participants are 
representing their cooperative / group and 
have a responsibility to transmit what they 
are going to learn in the training to the 
other members. 

Objective: 
To explain the schedule of 
two day training and beyond. 
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1. Introduction: 
What is Marketing?

1. What is 
marketing?

2. What do you 
take into 
consideration 
when selling 
your produce?

1

1. Ask participants “What is marketing?”

Then, explain “Marketing is an action of 
promoting & selling products.”

2. Ask participants what they consider before 
they sell cassava. Brainstorm participants.

3. After participants raised all the points 
which they consider at cassava sales, go to 
the  next slide 2. 

Objective: 
To introduce basic ideas of 
marketing  to participants.  

Time: 30 minutes
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1. Introduction: 
Four Points to be considered 

•When to sell
•How much (price)  
to sell
•Whom to sell
•How to sell

2

1.  After discussion with participants on slide 
1, tell them that the following points must 
be taken into account for selling their 
produce. 

• When to sell

• How much to sell

• Whom to sell

• How to sell

2.    Clarify each points until participants fully 
understand. In particular, explain that 
“How to sell” means when they sell, how 
the condition of cassava is such as 
dried/fresh, size, color, etc. 

3. Ask participants about current condition of 
their cassava marketing and if they 
consider the four points above.  

Objective: 
To introduce basic ideas of 
marketing  to participants.  

Time: 30 minutes
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2. How cassava is transacted from 
farmers to consumers / exporters:
‐Where does your produce go?‐

Who are there before consumers 
purchase your produce? 3

1. Ask participants if they know how their 
produce is transacted from them to 
consumers / exporters.

2. Point at the diagram on the front side, ask 
participants whom they sell, then whom the 
person who purchased produce from them 
sell. Continue until they reach consumers. 
Write down what participants answer on 
flipchart

3. If they are not able to identify different 
actors in chain, assist them to complete as 
example below.

4. After completion of chain, confirm
– Various actors are involved in chain
– Each actor has different roles to play in chain
– Each actor has own preferences on produce according 

to their roles
– Actors offer different prices on same commodity 

based on their preference and needs. 

Objective: 
To provide basic idea of trade 
chain of produce. 

Time: 30 minutes

Points:
Confirm that the participants 
understand commodity flow 
starting from farmers to 
consumers. 

This is an 
example. It 
varies depending 
on a commodity. 
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3. Market Survey

Survey Questions
•How does prices fluctuate 
during a year?
•What varieties / types can 
fetch better prices?
•How does produce look like to 
fetch better prices 
(mature/immature, size, shape, 
color, cleanness, etc.)?
•Who are potential buyers 

 Name, contact address, 
mobile no.
 Terms of payment (cash 
/ installment)
 Volume, frequency of 
supply

4

1. Tell the participants they are going to the 
cassava market or traders to collect 
information to facilitate their marketing 
activities.

2. Explain survey questions one by one until 
participants fully understand. 

Objective: 
To help participants to gain 
basic idea & information on 
commodity marketing. 

Time: ½ day

Important Points!!

1.Identify an appropriate market  for survey or make 
an arrangement with traders to be interviewed in 
advance (You may consult to BoMC to decide how to 
organize the survey. Make sure that participants will 
be able to get appropriate information in survey.)
2.During survey, assist participants to get all required 
information, only if necessary.  

B - 135



4. Problem Identification
(current situation – survey results – problem identification) 

5

Current Condition Survey Results Gap / Problems
high price / month

low price / month

high price variety

low price variety

Price / Month

Variety

Volume /
Frequency

Produce Quality
(size, colour, etc.)

Ask and help the participants to fill out the 
form, using a flipchart. Below is an example 
(Kindo Koysha woreda) 

Objective: 
To help participants to 
compare survey results with 
their current condition, then 
to identify problems for 
selling their produce at 
competitive price.

Time: 2 hours

Points: 
Ensure that participants 
understand the concept of 
the exercise. Explain the 
procedure step by step. 

Retain the completed form to be shared with 
the other members in the upcoming general 
meeting. 

Current Condition Survey Results Gap / Problems

Price / Month
Fresh: 1 birr / kg
Dried: 400 birr / Qt

high price / month
Fresh: 1 birr /kg
Dried: 500 birr / Qt

Fresh: No better price
offered
Dried: 100 birr less per
Qt

low price / month

-

Variety Local
Early maturity type

high price variety
local / early maturity
type No gap

low price variety
-

Produce Quality (size,
colour, etc.)

Fresh: Very perishable
Dried: dirty, chopped in
big size (30 mm) so that
difficult to dry
thoroughly

Dried: clean, chopped
in small size (10 mm)
and well dried

Big pieces can't be
dried properly.
Cassava is put directly
on the ground for
drying

Volume / Frequency
Small quantity (10 - 20
kg)

50 quintals
twice a week

individual sales
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5. Objective Making 

6

Gap / Problems Objectives

Volume /
Frequency

Produce Quality
(size, colour, etc.)

Variety

Price / Month

Copy here the “Gap / Problems”
columns of the previous exercise

Objective: 
To help participants to come up 
with workable objectives against 
problems identified in the 
previous session 4 in order to 
increase their profits. 

Time: 1 hour

Points: 
In identifying objectives, direct 
discussion  to use cassava cutting 
machine developed in SAMS for 
quality improvement of their 
produce.  

1. Copy “Gap/Problems” columns of previous 
exercise to appropriate columns. 

2. Ask participants to fill out the “Objectives” as an 

example below (Kindo Koysha woreda) 

Retain the completed form to 
be shared with the other 
members in the upcoming 
general meeting. 

Gap / Problems Objectives

Variety No gap No need for change

Price / Month
Fresh: No better price
offered
Dried: 100 birr less per Qt

Increase profit by 100 birr
/Qt

Produce Quality (size,
colour, etc.)

Big pieces can't be dried
properly.
Cassava is dried directly
on the ground.

Cut cassava into smaller
pieces to dry thoroughly
In drying, put cassva not
directly on the ground but
on the plastic sheet to
keep cassava clean

Volume / Frequency Individual sales
Collective sales of
members
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6. Towards Next Step
‐ Consensus building in Cooperatives / Farmer Groups

Now you have become aware of
• Four points to be considered when you 
market your produce
• Trade chain of your commodity
• How to conduct market survey
• Problems in selling your produce at a 
competitive price
• What to do to solve problems.

Now you are going to
• Convene a general meeting to report what you 
learned and discussed in the two‐day training.
• Explain problems and possible solutions for selling 
the produce at an competitive price. 
• Discuss how members think about starting a business 
as a group.

7

1. Confirm that participants understand 
“Now you have become aware of” , 
reading the bullet points one by one. 

2. Read “Now you are going to”. Make sure 
that participants must organize a general 
meeting to inform members of what they 
learned in the training.  Tell participants 
that in the meeting, the following issues 
must be discussed:

• Feasibility of collective marketing of 
produce taking into consideration 
problems & objectives discussed in 
the training

• Members’ willingness to be involved 
in collective marketing

3. Once consensus is reached in the meeting 
to start a new business, detailed plan 
needs to be prepared by Primary Coop / 
Farmer Group with your assistance. 

Objective: 
To confirm participants about 
what they learned in the two‐
day training. 
To  advise participants how to 
share  what  they learned 
with other members and how 
to proceed the discussion 
with members to reach 
consensus on a new business. 

Time: 1 hour
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