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Introduction
Welcome to the marketplace literacy program. From here on we hope that you will embark
on a journey of educating each other and be able to understand the basic consumer and
entrepreneurial skills.
This guide will aid you in effectively teaching marketplace literacy. The guide will lead you
through the 5 session program day by day. Each session there would be several activities which
are similar.
When reading through the program you will have issues and their instructions for you as a
facilitator as instructed with black mark.
When starting to teach in this program we advise you to use both a script and images shown in
each session then observe and compare it to bring your understanding and make sure you exactly
understand them.

When you ascertain yourself then we advise you to accept this program and then use the scripts
elaborations provided, provided images/ photos and discussions to any area you find it necessary.
Thank you for your participation and wish you all the best in your teaching.
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Session 1
Exercise:
Introduction/Prioritizing parts of a business
Script:
Begin by greeting everyone and having everyone introduce themselves, introduce yourself as
well as the script.
Welcome to your first Marketplace Literacy session. I will be your facilitator for the
coming sessions. Some of you have had to make important sacrifices to come to this class. You
may have a lot of work at home. Some of you may have walked very far to get here. However,
each of you is here because you have the desire to move beyond your problems in life and to
provide a better life for your children and your families.
You might be worried that you don’t have enough education. Or, maybe you are worried
that you don’t have the necessary tools and skills to run a successful business. Although we are
all effective at running our homes and taking care of our families, we face multiple problems –
we may not have the money to buy things we need, or we don’t have access to such products.
Even if we have the money, the product we want might not be available. We also sometimes face
problems such as temporary or long-term unemployment. Even when we do work, the wages are
mostly not sufficient, or the income isn’t always predictable.
Here in this class, we will not just answer your questions, but teach you the things you
should know in order to save money as a customer and also teach you the basics of an
entrepreneurial mind-set. From our point of view saving money is the same as making money,
and that is why this course is so important. The purpose of this training is to empower you as a
customer an how to think like an entrepreneur. The course is called Marketplace Literacy. This
course has been used to empower and help 1,000s of women in India and other parts of the
world. We have now been teaching this course in Tanzania for a year and have seen the great
positive effects it can have on the individuals we teach. Everyone who takes this course may not
become an entrepreneur, but everyone will learn how to be a better customer which leads to
more money in your pocket in the form of savings.
You may ask what we mean by customer. All of us are actually customers in one way or
another. Being a good customer we have found is so very important, because it is also the first
step towards being a good entrepreneur and expanding your breadth of thinking.
These lessons have been created after studying customers in your environment and those
very similar to yours. As a result, we have a program that has serve thousands of people across
the world, helping them to be better customers and entrepreneurs.
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Throughout the course we will participate in a number of group discussions where you will be
encouraged to speak out. The more you contribute, the more you and those around you can gain
from this course. Remember, if you develop the self-confidence and courage to speak in front of
this little group, you will also be able to speak to the anonymous customer or business person in
the marketplace. If you’d like, let those who are feeling the most confident come forward and
show the way in this first class; and in future classes encourage others in your group to come
forward and speak!
This course will also have some very simple homework assignments that will ready you
for the next session. We strongly encourage you to take this homework seriously and to think
about and discuss the homework when you go home. This will solidify the learning and make the
experience much more useful and valuable to you and those around you.
Before we start our first activity, I would like to reach out to you and see if there are any
questions that any one has so far and ask you a couple of questions myself.
What do you think this course is about?
What do you want to get out of this course?
Since everyone seems to be ready, I will now ask you to form into groups of 4 or 5 for our first
activity.
Have the groups surround the teacher in an arc. If it works better, maybe have people move to
meet with groups then move back to talk to get people moving and a little more energetic.

Here you can see a series of pictures that represent different aspects of a business. For
this particular activity we are using pictures of a bead making business to better help us represent
these concepts more clearly. The different parts of the business as we have laid them out are:
Money, Transportation, Raw materials (beads), a shop, the customer, and the completed product.
Once again these aspects are Money, Transportation, Raw materials (beads), a shop, the
customer, and the completed product.
We ask that you study these 6 components of the business and tell us which of the 6 is the
most important aspect required to start a business, what is the second most important, and what is
the third most important. We also want you to explain why you chose each of them and how you
decided their importance. For example, I may decide with my group that the most important part
of the business is the assembly/production and then explain why I think that.
We will now give you 15 minutes to discuss with your group and decide upon your
answer. At the end of the time one person from your group will be asked to come up and discuss
your answer. So, once again, what do you think are the most important factors for starting a
business? Before we start discussing in our groups, does anyone have any questions about the
exercise?
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Go around and display the 6 elements again using the images to help each group understand.
Tell everyone to first begin discussing then visit each group with the pictures.
Each group comes up and presents
After each group presents thank them and ask if anyone has anything to add or discuss about
what each group has decided.
Answer with the following
I propose to you that the most important part of the business is actually the customer. Without
the customer, there is nothing on which to build the rest of the business. Out of all the things we
discussed, the customer is the only thing that cannot be removed and allow us to still have an
active business.
For example, we have a customer visiting a shop and asking for rice. If the shopkeeper
tells that she/he do not sell rice in the shop and turns away the customer what will happen. How
will business exist if it can provide for the customer?
Many of you mentioned money, but I believe that is not essential for starting a business.
Maybe you give me something else such as food or a goat in exchange for something else, thus
money is no longer involved. Maybe my business doesn’t even involve a physical product. A
teacher for example uses the knowledge in their mind in order to run their business. Value can
take many forms and it allows us to find creative ways in which we can start businesses. We will
discuss more about the importance of value in later sessions.
Now consider a person gets an idea for a business (food cart) and set’s up the food cart in
the village but does not get any sales. Why do you think there is no sales taking place? What are
the possible factors?
I’ll give you all 5 minutes to discuss your thoughts with your group mates. Once you
have finished discussing, I’ll invite each group to come forward to tell the class what they
learned about what is important for a business to be successful.
Groups present again.
Once again reiterate that the customer is the most important part of the business. Encourage
everyone to speak up and contribute.

Homework:
Great responses everyone! Now in preparation for our next session, we has a small bit of
homework for you. I ask that you think about your shopping experience. Think about what you
buy when you go shopping. How do you shop? Have you ever been cheated? Why do you shop
where you shop? Why do you buy what you buy? Which of these habits are positive and which
are negative? Come back ready to tell us your answer next session. Repeat this twice
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Capital/ money

Production
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Raw materials

Customer
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Transportation

Location of the shop
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Session 2
Exercise
Role-play in a provisional (grocery) store/retail shop.
Objective
Learning pitfalls in functioning as customers
Rationale
This exercise provides opportunities to point out beneficial and detrimental practices of
customers in the buying process and creates awareness about the rights and responsibilities of
customers.
Script
Ok today we are going to start by having several individuals present what they came up with in
response to last week’s homework. As a refresher, I asked you last session to think about what
you buy when you go shopping. How do you shop? Have you ever been cheated? Why do you
shop where you shop? Why do you buy what you buy? Which of these habits are positive and
which are negative? If you didn’t spend time thinking about the homework, I really encourage
you to after this session because there is a lot of value in continuing to think about these
activities.
Take five volunteers to speak about their thoughts, try to select people who have yet to speak in
front of the class. Let anyone who wants to share do so.
Great, now that we have identified a bit about out shopping habits and reviewed a bit about what
we currently do, we are going to do a small exercise. In this exercise I will set up a shop and you
will come buy goods from me, very simple. I will need three people to be shoppers and three
people to observe the shoppers when they come to the front.
A provisional (grocery) store-like atmosphere should be created to stimulate the experience of
shopping for provisions. A few locally available varieties of bathing soap and washing soap
representing different brands redo this part when I get home
List products we have and prices
 Major brand (Brand X) of toothpaste (comes with free toothbrush  has been removed and
is sold separate) = Tsh. 2500
 Toothbrush = Tsh. 1000
 Large Soap = we
 Brand Y toothpaste (100 g) – MRP = Tsh. 1600
 Major brand (Brand Z) of bath soap (100 g) – MRP = Tsh. 1200
 Brand Z bath soap (100 g; 3 nos. in a pack) – MRP = Tsh. 3600 + (free gift of a
 Need to go out and buy kit
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These are illustrative examples, and specific products chosen should, of course, reflect the local
context. Instructors or assistants should play the typical role of retail shopkeeper/cashier and
service person in the retail shop.
They should sell the goods and take care of the entire provisional business including billing,
collection of payments, and delivery of goods. Sellers should use both intentional and seemingly
inadvertent errors common in the local markets, such as nonissue of bill for purchased goods,
totaling mistakes, provision of wrong goods or brands, selling of fake brands, and supply of
expired goods.
Ten participants can be asked to play the role of buyers and the remaining asked to observe the
exercise. Participants who volunteer to play the role of buyers should be instructed that they
should have their family needs in mind, select their favorite brands, and buy the goods as they
would in day-to-day life.
The seller should make some intentional mistakes and use deceptive practices, such as
discrepancies in the billing and totaling, in goods provided, and in the supply of offers and gifts.
There could also be mistakes in the goods provided. Some buyers may pay the amount after
receiving the bill, or may demand the bill.
Some buyers may verify the bill and the total, whereas others may not check the bill, i.e., they
would order the goods and pay the amount asked by the shopkeeper. Some buyers may not verify
MRP, expiry dates, offers, or brand details. Some buyers may come back to the shop and inform
the shopkeeper of mistakes and get them rectified by the seller, whereas others may ignore
mistakes. Some may quarrel with shopkeepers.
When the participants complete the purchase of provisions (groceries), the instructor should
invite two or three persons and explain that they are going to be prescribed a few medicines,
which they should buy from the shop as they do in normal life. The instructor should write the
names of one or two drugs that are not available in the shop. The vendor should commit mistakes
in price calculation and in providing the correct medicines.
Outcomes
After completing the exercise, instructor should ask participants to share their observations. The
instructor should facilitate the discussion by identifying the strengths and weaknesses of
customer practices that were observed in the exercise and listing out their responses. These
responses can be paraphrased and captured as rights and responsibilities of buyers, and should be
noted on a chart for further discussions.
Participants may list out the following:
 Buyers should have knowledge about the product to be purchased, e.g., ingredients
and usage
 Buyers should enquire about different shops before deciding on the shop to buy from
 Buyers should assess value by comparing the price with quality and various product
attributes
 Buyers should compare price and amount or package size to determine the size to buy
 Buyers should decide whether to buy, or make a particular product from ingredients,
e.g., chili ready mix powder versus such ingredients as chili, pickle versus lemon and
garlic, and readymade dresses versus cloth
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 Buyers should see an actual need for a product and for a certain amount of the product
before they buy (e.g., whether they should buy a wet-grinder or use the services of
grinder mills, whether they should buy more of a perishable item than they would use
before it spoils, and whether they should buy large quantities beyond their normal
usage because of reasonable price)
 Buyers should check the weighing scale and be vigilant about the weighing method.
 Buyers should plan in advance for purchases and avoid wasting time
 Buyers should avoid spending their money and time unnecessarily for traveling to
distant places to make purchases
 Buyers should request and, if necessary, demand, a bill from the vendor for goods
purchased
 Buyers should verify the bill amount, totaling, and the products/goods supplied, before
leaving the shop
 Buyers should verify the manufacturing date, weight, expiry date, and usage of the
product
 Buyers should be vigilant about fake brands
 Buyers can seek information about the product from the vendor or supplier
 Buyer can seek others’ help to get technical advice or clarification or information
before as well as after the purchase (e.g., buyers can seek the help of their doctor about
dosage and the names of prescribed drugs, and seek the help of suppliers or service
providers about operating electronic goods)
 Buyers should check the company’s commitment on guarantees, warranty periods of
the product, and other post-sales services
Summary
The instructor could refer to the key lessons learned from earlier sessions and compile them as
given below to orient the participants on the rights and responsibilities of consumers:
 Customers should plan purchases carefully
 Customers should search for, and learn about, products, prices, and stores
 Customers should ask for a bill, receipt for payment, and warranty card
 Customers should check the product before receiving it, including expiration date
 Customers should exercise their rights when bargaining or interacting with
shopkeepers
 Customers should discourage unethical trade practices
 Customers should be able and willing to pay for the cost of the product and services
received from the seller or service provider. The instructor could pose the following
questions in a summary discussion:
 Whose perspectives were covered today?
The instructor should facilitate discussion and encourage participants to share their concerns,
such as safety, timely services, available locations, or reasonable prices, and remind them that
the customer should evaluate the product and the benefits it delivers, and whether they get
benefits proportionate to the money paid in exchange as well as time spent and other costs to the
customer. The guiding concept to summarize the discussion is value, and the need to carefully
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assess the value of an exchange. The instructor can use Figure 1 to explain the concept of value,
i.e., the trade-off between what customers get and what they give up in return, to conclude the
role of the customer in buying from the seller and service provider.

Homework:
This week I have some very simple homework for you. I want you to go through your day and
think of three places that we see exchanges in value occurring and why. For example you could
say you cleaned your house and that you exchanged the time and energy spent cleaning for the
more comfortable environment that is better for your health.

Session 3
Thank you for coming everyone, the first thing that we want to do today is begin by reviewing
what we learned in the last session about our shopping habits. Real quickly I would like to repeat
those main points.








Customers should plan purchases carefully
Customers should search for, and learn about, products, prices, and stores
Customers should ask for a bill, receipt for payment, and warranty card
Customers should check the product before receiving it, including expiration date
Customers should exercise their rights when bargaining or interacting with shopkeepers
Customers should discourage unethical trade practices
Customers should be able and willing to pay for the cost of the product and services
received from the seller or service provider.

Now let us cover the homework assignment from last week.
To refresh your memories in case you forgot, I asked you to go through your day and think of
three places that we see exchanges in value occurring. I will give you five minutes to talk within
your groups and discuss before you nominate one person from your group to present your
thoughts. If possible, I would like for someone who has not yet spoken in front of the group to
come forward.
Individuals present. Allow others to discuss their answer and help in sparking any discussion.
Very good, thank you everyone for your great responses. As we can tell from your responses,
there are a number of places in your life where value exchanges occur. Exchanges in value occur
all around us. If we go to get firewood for example, we are exchanging our time in order to
collect firewood. Here the time is the thing we are exchanging for the wood which holds the
value to us.
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Let us take another example. Say in this situation we go to the store and pay for soap. In this
value exchange we are exchanging our money, which has value to the shopkeeper, and in return
getting the soap which has value to us. If we want to go another level deeper, we may ask why
that soap has value to us.
Ask if anyone can answer this question, begin discussion on topic.
If no response: We value the soap because it allows us to stay clean and prevent us from
becoming sick. We are using the value the money holds to get a return in value in the form of a
product that will work to benefit our health. Another example of a value exchange could be
reflected in the choice between two markets, one that is far away with lower prices and a closer
market with high prices. A person has to balance the value between the time, effort, and money
used to complete either activity and choose which one is best for them,

Now I am going to show you two pictures of people working through value exchanges and I
want you to tell me what the values are and where the exchange is in question.
Show pictures of the woman deciding between stoves
Discussion.
One costs more but doesn’t cause coughing and unpleasantness, ease of use
One is cheaper but is hard on lungs
Show the picture of the man thinking
Discussion
One side he sees the time he has spent studying and the effort it takes
The other side he sees himself with his degree upon graduating
Show picture of the man thinking about distance and the things that he wants at the shop.
Discussion
Farther away, he can get a better deal but at the cost of his time
Does he buy the smaller one or the bigger one, smaller one cost less, but may not be as
good of a deal.
Big one may be more challenging to transport etc.
Try to explain each of the value exchanges present as you teach, but put most of your focus on
getting them to think and come up with the answers themselves.
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Value Chain Exercise
Now we are going to explore another set of exchanges, ones that typically have a large role in
businesses. This particular exercise will focus on value chains and understanding what value is
added at each stage of a products life span and why. For our first example I am going to ask you
to run through the stages of a jewelry production enterprise. We have laid out a value chain for
you in a picture to help you visualize the various steps a bit better.
Show picture of the jewelry value chain, explain everything in the picture.
 Begins with design of jewelry
 Then moves to the production by local people
 Sale of the jewelry to individual
 They return it to their location
 They sell or give the jewelry to others
 Consumer need drives the cycle to begin again
Discuss in groups first and try to get them to explain the added value at each step as much as
possible. Have each group have a representative come to the front and present.

Now that we have gone through this value chain, we understand why someone might participate
in each part of a business, by taking part in each component of value chain; we are helping to
create new value. When running a business we want to add value to our products where possible,
but only if the exchange in value works in our favor in the long run. Let’s look at another
example of a value chain, this time we will look at where value is added in Banana production.
Show and discuss banana picture.
 Plant banana tree which takes an investment of
o Time
o Resources
o Energy
o Land
 Plant grows and is sold to transporter
o Transporter gains product
o Farmer gains money
o Ease of transaction (doesn’t have to own transport device or find other markets)
o Could farmer serve to make more money if they transported the materials
themselves?
 Transporter brings to a shopkeeper
o Saves the shopkeeper time and resources to grow own plants
o Gives money to the transporter
o Has fresh bananas to sell
 Shopkeeper sells product
o Makes profit off sale
o Seller can increase the price \that he bought it from since he has brought it to the
customers.
o Seller get money
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o Customer gets convenient easy access to the food, does not have to grow own
food or travel to farm.
o Customer gets food in exchange for money
 Values taste
 Values the convenience of the good
Now that we have gone through two value chains we have a better understanding of how value
exchanges and extra processes can add to the value of our product, services, etc. When we are
designing a product we are faced the same decisions, each aspect of the product must serve to
add value or else it is not worth adding to our product. Let’s analyze this picture that shows the
different components of designing bread as a product. I want you talk about this with your
groups and say why each of the items at the bottom of the picture are added and what value they
add to the bread.
Discussion then presentation
Eggs and wheat give you energy
Sugar, Salt, and Milk add flavor
Baking and mixing give the product its form and texture
Thank you everyone. Let us reiterate the importance of value and exchange in the things we do.
We witness this every day of our lives and these exchanges play a big role in changing our
futures. By considering the benefits and value in exchange, we are able to be better customers,
entrepreneurs, and people.

Homework:
For your homework this week I want you to think further about value chains. I want you to think
of a business that is not bead making. How do people get the products, supply, transport them,
etc? Please come up with a value chain for that and how value is being added in each step similar
to the value chain you did with the fruit earlier in the session. Are there any questions about the
homework?
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Images for session 3
A: SERVICES
MOSQUE

CHURCH

CATTLE DIP TANK

SCHOOL

16

B: COMMODITIES
DIARY COWS

BOOKS

PHAMACEUTICAL-HUMAN

HERBAL/ TIMBER TREE

MILK

ANIMAL DRUGS

17

Local Value Exchange

SHEEP WITH A CALF

A DONKEY FOR A MALE AND FEMALE SHEEP
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A BIG BULL FOR A FEMALE COW

MONEY: REPRESENTING VALUE

19

MONEY: A REPRESENTATION IN BUSINESS (VALUE EXCHANGE)
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Value Chain
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Results: A Better family

Session 4
Hello everyone, I’m glad you were all able to make it to our fourth session!
I’d like to begin this session by covering our homework from the previous week.
If you remember correctly, I asked you to think of a business that is not bead making.
From there I wanted you to tell me how people get the products, supply, transport them, etc?
I then wanted you to come up with a value chain for that product or service and tell me how
value is being added in each step similar to the value chain you did with the fruit earlier in the
last session.
For example I could come up with the idea of a mobile Samsung business. In this business I sell
Samsung with a basket, allowing me to bring my product to the customers. This adds value to the
original Samsung due to the ease of access for the customers.
I will give you ten minutes to discuss with your groups what you thought about in the last session
and I will ask for three volunteers to come up and talk about what they came up with. If no one
volunteers I will ask three people at random.
Allow ten minutes for discussion and clarify again if needed.
Three or more people present: break down the value added and lost in the various stages of the
value chain again if needed and ask as many why questions and try to push elaboration where
possible.
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Now let us move onto our new lessons for the day. Today we are going to focus on
expanding our understanding of what a business is. This will allow us to see a wider range of
possible businesses for us and allow us to see business and personal transactions in a wider
spectrum. We will also be talking about customer needs and how consumer needs shape the
world around us by driving change. By the end of this discussion today, we hope that you have
the basis to think about the way needs shape your lives and how making use of a customer’s
different types of needs can shape your business. Understanding customer needs can also help
you manage your own buying and value exchange habits in your life.
As we discussed in our first session, having a customer is the most important thing to
starting a business. In order to find these customers, it is important that we take the time to
research and learn about our customer and market. By understanding our customer’s needs, we
can move onto developing what our business should sell or do! If we already have our business,
understanding which customers have a need for our target and where those customers are will
allow us to better locate and reach the markets we need to cater to.
But what can our businesses do? In order to expand our definition of what a business is, it
is useful for us to differentiate between different types of businesses. Mainly we tend to
differentiate between products in services. A product is something tangible while a service is
something that is intangible but still provides a service and satisfies a customer’s needs. For
example a tomato is an example of a product and getting a ride somewhere would be an example
of a service. Now I will show you a set of pictures, you will have to discuss with your group
whether the picture denotes a service or a product and tell me why. Keep in mind that some
things can be both a service and a product.
Discuss images, make sure to ask why questions frequently.
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RESEARCH ON A CUSTOMER NEED

25

RESEARCH ON PRODUCTS

RESEARCH ON SERVICE
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Very good everyone, to repeat what we just learned, there are different types of businesses and
value creating activities. We classify those as businesses, services, or a mix of both. From these
we can expand the ideas of what our business can be.

When we look deeper at these products and services we are reminded once again that they come
about from customers and their needs. When we talk about customer needs it is useful for us to
divide these needs into several categories. For our purpose, let us divide our needs into
innate/physical and physiological needs. Things that fulfil innate or physical needs are things that
we innately need to survive. Food and water for example provide examples of innate needs.
Psychological needs are composed of things that allow us to experience an improvement in our
mental state. Listening to music for example fulfils a psychological need for entertainment.
To start our discussion into this I am going to ask you to work in your groups and
participate in an exercise
Spread the following ideas to the groups.
First group talk about the requirements that you want satisfied when you buy shoes.

Next group, talk about the innate and physical needs satisfied by making and eating food.
I will repeat my question: please discuss the requirements associated with buying shoes. Next
group discuss the innate and physical needs satisfied by eating at a restaurant.
Restate what people have said and reflect on the answers that are particularly good.

As we have heard in our discussion, there are a number of possibilities for businesses and
services that work to fulfil the customer’s needs in a variety of ways, be it psychological or
innate physical needs. For example a restaurant is an example of a service as someone cooks and
serves you food, but it also gives us a product in the form of the food given to us. The food feeds
us and satisfies our physical needs while the good taste of the food satisfies our psychological
needs.
Pause here for anyone who has questions or needs clarification
Like many things however, customer needs change over time and so do businesses in order to
meet those needs. By adapting to the changing needs of customers, businesses are able to remain
profitable and sustain themselves over time. For example, the need for more efficient and faster
communication over distances led to the invention of the telephone which over time evolved into
different form factors to meet the needs of customer need for a more efficient product. Currently
we have mobile phones which improved on the old designs by making them small, portable, and
multifunctional.
**groups discuss and present, facilitate along the way.
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Homework:
Try to go through each session that we have completed in the last week and review what you
have learned. All of you will be asked next week something that you learned and each of you
will need to say something different as we go around so really try to review everything you
learned!

Session 5
Entrepreneurship/ Conclusion
Thank you everyone for participating and making it to our last Marketplace Literacy Session.
Today’s session will focus mostly on review of our previous topics and move on to a discussion
on sustainable practices. To start us off we will begin with last week’s homework. Last week I
asked you to review everything that you had learned in these sessions and I told you everyone
would have to tell me something that they learned. So I will give you a minute to think about this
again and then I will begin going around in a circle asking everyone to tell me something.
Go around and ask everyone to tell you something. Discuss, reinforce, and expand on topics
where ever possible. This part should take a good amount of time.
Good job everyone, it seems that you have all learned a lot from these sessions. Now bear
with me and allow me to repeat some of the things that we did from the previous weeks.
In our first session we talked about the different elements of the business and had an
activity where we ranked the most important elements for starting a business. In this discussion
we concluded that the most important element of the business was the customer and that without
the customer. Thus we realized the importance of finding your customer and elaborated later as
we went on to discuss how researching customer needs can help of create our businesses.
Pause and ask if anyone has anything to add about the first day or discuss further what they
learned.
After that we moved onto the last session where we focused on our skills for being good
customers. We set up a shop and you bought from me. I cheated some of you and was generally
a bad shop keeper. This however taught you to be more aware when you went to the market and
to pay attention to details. As we discussed we mentioned several things such as:






Customers should plan purchases carefully
Customers should search for, and learn about, products, prices, and stores
Customers should ask for a bill, receipt for payment, and warranty card
Customers should check the product before receiving it, including expiration date
Customers should exercise their rights when bargaining or interacting with
shopkeepers
 Customers should discourage unethical trade practices
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 Customers should be able and willing to pay for the cost of the product and services
received from the seller or service provider.
Does anyone have anything else that we learned to add to this list? Ask two people to add to this
if they can if nobody volunteers.
At the end of our second session, we re-solidified our position as consumers and connected our
ability to be good consumers as the first step to being successful entrepreneurs. By being well
informed customers, we in turn learn and develop a better understanding of the marketplace.

Some concepts, in summary:

CUSTOMER

PRODUCTS

GET THE RIGHT CHANGE

SERVICES
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VALUE EXCHANGE

RESEARCH ON PRODUCT

RESEARCH ON CUSTOMER

REPRESENTATION OF VALUE
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SUSTAINABILITY

What is sustainability?
Focus on sustainability for….
 Businesses
 Respect customers
 Build relationships
o Connections
o Build deals
 Better yourself and get feedback
Planet
 Respect resources
 Avoid solid fuels if possible
 Grow vegetables
 Overgrazing
 Crop rotation
 Effect that the rest of the world has and global warming
If we are smart, we can make things better. If we put our best foot forward and come together,
then we can do something. The world is being damaged, but we can still pull out.

SUSTAINABLE ENTERPRENUERSHIP …

 Do business in an appropriate way
 Take care of the environment
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