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Acronyms

BAFIA: Bureau for Aliens and Foreign Immigrants' Affairs
BST: Business Skill Training

GFFO: German Federal Foreign Office

L.N.S.L.E: Life skill-Knowledge; Start-up; Improve; Expand
PDA: Pars Development Activities

RI: Relief International

SRS: Society for Recovery Support

SWO: State Welfare Organization

TOT: Training Of Trainer

WHO: World Health Organization



$'*RELIEF

INTERNATIONAL

1. Executive summary
Sete 3l Color Comex Glojle c 053 ol Sopb g 2z lee 5 gLl US ool 6 en L Jliis sl ey ) el
215 5 e sla &jles oB)gel b oyg8 )T 2018 Lalus ole (slatl 5 ldT (6 Sen Jbs coles g o523

ol oo; )‘L{:-\ Agpin UL"“")'Q"“ —Syo) QL..J):; Ql.’.’...;\

ouds (b olnl o SLadlisl (il 5 o 2les S az g b asS (Sl (VLS5 (hjsel lp Bisel S ol
L (TOT) Gloye sl Gisel” 29y 1y OF Ol oo 5 98l (o0 ol 144 Julis 5 olo (o Do 4y Bjgal JS ol
1 plowl " o y90 S S 15 (sl el

Ol )5y S Sleto b olulid 5y S )3 (554l 5 B ¢ (i (S5 elail p 35 e sl Shjgel pao 0)90
50 OBauS o880 jpan piline a5 il onys § b cenlie oyl Gl culed jo g ol (o lael 5 Lo o] sl

il g0 sl 24 legazne 5 35, 3

67 legame (5350l 0)95 (nl 55 45 ob plonil coibyo b 4yl 15 513 jlagte gl el po )l 5 oo sledjgal o5 050
5 ol )l AT 5 o, el ol 50 sl paye Sldlidl 5 olal sl Glojle Eunles 1,5 20 (o l5sel 15 51 i
6,15 STal woledbl Jols wll slo oy da Sl i 5l oS5 0,90 onl Ghigel iy o8 8 Sluuibsl (Basaly
plaseial asle Jid S glel e S5 5 S alises sla Jao b A39a 0,99 ol Jgbo 50 .09 295 kg e asl)l ey o
o Lal o 81,5 5 Jlesl ogs

2 357ge glb Cuo b 4y (Bl Cuss iz 5 )5 S 50 (sl LB pumlin b (S50l 090 nl o FALS 2S5
o e S 6o les 5 415 5 S 55 35750 (5l S o0y] 5y olgl (a5l b slol 5 5 ALES LT e y5iS
Ll ol e Awuia%id%,,l:'a;lgﬁ?sua%legﬁopwj)wjﬁqﬁmsu
Ceoy 5 ol 5l (e 5 00,5 JooS5 g g2 058l Gl yitie Sl golass 38 STl L 1) ool (i el 8 il 5
idgal 05iSe g angs 1y 2Bl (oo el T 4 ) 5 S 5,8 5l JE &S e

2 OBl 5 o y2lee (id okl raadsi S 50 IS )i g oleB b o] Cuenl 4 azgi b jgel 0y90 Jsbo 5
Al ooy plais] bl ol g )15 Sedx aclgd g oo jlasbiwl 4 gs‘i’)'?“’-‘ Jad p (e et

ol gy g Jedow g Ol jo lna b aglie jo alidS olude o Baiss o8 8 oS jlhe et jliEl 4 axg b
B Gleie 4 waz (SA5j 9,5 6lp 0nSil g did (S5 50 Giigel Coeal ( ol gla S g S glo Jow 40 055 sla

05 el it 5 g S sl S )lae S3j96l sy sl ]

2. Introduction
woladl glo cuoyd 4 Basaly ¢ Ll ol Cutms (g yiws Cugti B b g Rl lojlu gle caslws bl jo

LRI S o S8 il olisee olsz b selaznl plonasl s golamil Ly, (ialiil 4y a o loailidl & oS5k 5 olal o
20 g S slo Oles acgazme (i5gel sl |y p3Y o 3, abip (o2 S5 ,5) SRS / PDA 4 BAFIA (5 5en
azgi b aS Ceol LNSLE Jow st (5550] ol ool plonil 03 g ladl) eyl 5 iz o cageiin oz 5| calises sla s
Baa b 55 S gl @b o Kjgal s gz 50 (TOT) glaye (sly (el Ghs) Olsie 4 09250 SllSl 5 Lajls <

D9 oo )5y Slidl pE sl 5 G y2les 3 6555 ) dnelr 4 (B5eel 5 (o yis



$'*RELIEF

INTERNATIONAL

3.1. L.N.S.L.LE Model
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‘First month: Life plan development; this training focuses on life skills development, individual
capacity identification as well as Andragogy (adult education);

Second month: Business idea development; this session is supporting the trainees to nurture
creativity and innovation in their business life. The training also provides comprehensive
information on work related updated rules and regulations in context of Iran for Afghan
migrants and refugees.

Third month: Business model development; trainees will be asked for Implementation of ideas
on canvas of the Business, Business Canvas Design, Finance and Business Accounting

Fourth month: Planning in business, Marketing and Sales Management, setting price, staffing,
and methods of attracting investment capital and funds and other business related topics
according to the trainees needs.

Fifth month: Review goals and strategies in business in order to improve and expand it,
choosing correct strategy, identify effective actions to support business improvement and
expansion.

Sixth month: Group and individual consultancy with the trainer.‘
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3.2 . Business Skill training, Mashhad
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4. Training Objectives
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5. Training Methodology
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6. Training discussion and procedure
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Curriculum of three days of the training is listed in Table.2, time table of the training is in

2

7. Training curriculum
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Annex.1.
DAY | TOPIC LEARNING OUTCOME TRAINEE RESOURCES
ACTIVITY
1 Business life & Basics Participants learned different kinds Completed the
of business and of work life and choose their own skill and
entrepreneurship business model based on their interest matrix.
theory interest and skills. Power
Then the participants became point slides
acquainted with the concept of Self-
entrepreneurship. assessment
The concept of Participants clearly understood the Free
entrepreneurship for concept of refugee entrepreneurship. discussion
immigrants and the
games (risk analysis) to
start a business.
2 Creativity and Participants learned different models | Participants
innovation on new of creativity and business innovation. | analyzed and Power
business ideas analyzed their point slides
Opportunity and Participants were get acquainted with | innovative ideas | Group
opportunity-based idea | skills such as creating ideas, business | in the game
opportunities, finding 23 ideas based | "SCAMPER" Free
on regional opportunities and method. discussion
opportunities analysis.
3 Exploring and analyzing | Participants analyzed their ideas and | analyzed ideas Power
ideas choose 3 attractive and relevant . L
. point slides
=Market ideas.

Free
xFinancial discussion
#Management Validation
#Rivals Form

Table 1-Curriculum of the second three days of the training
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8. Participant Profile
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Picture 1-Left: visiting of the training by Mr. Ghasemi, DG of Mashhad BAFIA;

Right: Presented ideas by participants/ participants’ self-assessment

9. Evaluation and participants’ feedback
This reportillustrates the quality of the provided training materials, courses and trainer’s methods for the
second round of the Business Skills Training conducted in early December, 2018 in Mashhad. It shall be
noted that in the second BST, 53 people provided feedback on the session as opposed to 64 who
participated in the first BST. Below, four figures on the aforementioned beneficiaries’ feedback are
provided.

Participant's Feedback on Effectiveness of the Course in the
Second Round (Scale of 0 to 5)

Influence of the material on your understanding of the
basics and principles of employment and social welfare

Influence of the material on your entrepreneurship
character

|

|
Influence of the material on directing your mind and level [

|

of creativity

Influence of the material on shaping your ideas and
depicting your potential business idea

Compatibility of the course load with respect to time [N

3.4 3.5 3.6 3.7 3.8 3.9 4.0
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Figure 1-Participants’ feedback on effectiveness of the course

Considering feedbacks received from the participants on the quality of the workshop and course materials
at second BST in Mashhad, the participants were generally satisfied with the course materials, as it
is notable that all of the answers are generally above grade 3.6 out of 5 points. Data showed that
only the respected time were not completely compatible with course material from their points
of view (figure 1). This could be relate to the fact that the second BST contained many new technical
points and required participants shift their paradigms and visions.

As the main purpose of the second BST, the chart (Figure 1) also illustrates the positive feedback
from participants toward influence of the material on level of their creativity and shaping their
business ideas.

Participant's Feedback on the Instructor (On a Scale
of 0 to 5)

Instructor's Ability to Conclude and Wrap Up _
Topics

Instructor's Time Management

Instructor's Ability to Manage the Class and
Promote Participation
Utilization of Diverse Teaching Methods When
Needed
Instructor's Skills in Making Human and Social
Connections

Instructor's Readiness to Answer Questions

0o o5 1 1/5 2 2/5 3 3/5 4 4/5 5

® First Round = Second Round

Figure 2-Participants’ feedback on Trainer’s abilities

Figure 2 represents beneficiaries’ feedback on trainer’s general skills for managing the sessions; including
time-management, knowledge and skills on answering beneficiaries’ needs, promoting their participation
into discussions, etc. As this figure shows, all the participants have rated above 3.5 out of 5 points to the
instructor’s abilities.

Generally, all the participants were satisfied on the course organization as Figure 3 demonstrates the
provided courses for the second BST sessions, including the facilities, materials and the location of the
trainings.
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Participant's Feedback on Course Organization
(On a Scale of 0 to 5)

Punctuality of the Participants [
Location and Ambiance of the Classroom [
Organizational Management for Course... [
Level of Satisfaction from the Course Timing [
I

Utilization of Side Learning Tools Suitable...

o
-
N
w
IS
«w

M First Round  ® Second Round

Figure 3-Participants’ feedback on course organization

It is important to note that all the participants’ self-assessment shows an improvement on their
knowledge and skills in comparison with their abilities before each round of BSTs.

Figure 4 represents participants’ self-assessment before and after this round of sessions.

As it shows, there is a notable improvement in both first and second round of the trainings which
proves the effectiveness of the sessions to gain our objectives.

Participant's Self Assessment (On a Scale of
Oto5)

How Do You Assess Your Knowledge
On the Topic After the Course
How Do You Assess Your Knowledge
On the Topic Before the Course

0 1 2 3

H
w

M First Round  ® Second Round

Figure 4-Participants’ feedback on participants’ self-assessment
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10. Challenges and recommendations

10.1. Challenges
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Picture 3- The trainer giving lecture

11. ’Workshop Outcomes:
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Time table:

Business skill training -Step 2

Time Title
8:30-10 Business life
10-10:15 Tea break

10:15-11:45 Basics of business and entrepreneurship theory

13 Jan 2019 11:45-13 Lunch & pray break
13-14:30 Entrepreneurship for migrants
14:30-15 Tea break
15-16:30 Group game, involved risks to start business
14 Jan 20198:30-10 Creativity and innovation on new business ideas
10-10:15 Tea break

10:15-11:45 Business ideas

11:45-13 Lunch & pray break
13-14:30 Identification of Business Opportunities
14:30-15 Tea break
15-16:30 Group game, validation of idea
15 Jan 20198:30-10 Nurturing business ideas
10-10:15 Tea break
10:15-11:45 Evaluation and feasibility analysis of business ideas based on local

opportunities

11:45-13 Lunch & pray break

13-14:30 Group work-Presentation and selection of ideas
14:30-15 Tea break

15-16:30 Group game

13



s+ RELIEF

INTERNATIONAL

14



$'*RELIEF

INTERNATIONAL

Annex 3:

Evaluation form on second round of business skills training in Razavi Khorasan- Mashhad‘
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12.Acronyms

BAFIA: Bureau for Aliens and Foreign Immigrants' Affairs
BST: Business Skill Training

GFFO: German Federal Foreign Office

L.N.S.I.E: Life skill-Kknowledge; Start-up; Improve; Expand
PDA: Pars Development Activities

RI: Relief International

SRS: Society for Recovery Support

SWO: State Welfare Organization

TOT: Training Of Trainer

18



s"*RELIEF

INTERNATIONAL

13.Executive summary

Funded by GFFO, Rl in collaboration with BAFIA and SRS NGO (implementing partners) is

conducting Business skills training (BST) in Mashhad. The training is second round of a designed
Business Skills Training and is based on L.N.S.I.E model. The model is designed for adults and has
been tailored for Afghan migrants and refugees residing in Iran. The whole training will last for
about six months and contains 144 hours of training and can be conducted either as “Training for
Trainers” method (TOT). The third round of the training focuses on business Models. in this
course, participants would implement their validated ideas in a group in the business model. the
trainees need to take part in 3 days, 24 hours of training.
The third round of the training was successfully conducted from 27th to 29th of January 2019
and 62 individuals including 20 NGOs and 42 afghan Refugee were participated. Learning was a
combination of lectures, sharing of information, sharing of experiences, lectures and teamwork.
During the course, participants in the business model saw different sections of the canvas, such
as the customer segment, customer value, customer relationships, communication channels,
business revenue streams, key activities, key resources, key partners, and cost structure. The
participants performed their ideas in 9 groups on the business model. At the end of the third
course, they presented their business model to other participants.

14.Introduction

In line with RI organization policies and with purpose of strengthening livelihood access of
Afghan migrants and refugees to economic opportunities in Iran, and on return to Afghanistan
which is contributing to enhance economic ties and social cohesion with Iranian host
communities, Rl in cooperation with BAFIA and SRS/PDA (implementing partners) planned to
conduct business skill training in different locations including Razavi-Khorasan, South-Khorasan,
Tehran, Sistan & Baluchistan and Yazd. The training is based on L.N.S.l.E model, which according
to the location needs and facilities. this course in Mashhad, method of training for trainers (TOT)
Professional training for business coaches to teach the community more immigrants held.

3.1.L.N.S.I.E Model
L.N.S.I.E (Life Skills, Knowledge, Start-up, Improve, and Expand) is a business skill training method
for adults. This model is similar to the other popular entrepreneurship education models such as
KAB, Know about Business, SYB, Start Your Business, and etc. However, the model tailored for
adults and starts the training by focusing on life-skills, life-plan development and participants’
motivation. The training is planned to carry on for six months, three days each month. In the first
month, the trainees conduct personality test and participate in lectures and group-games. At the
end of the first month, the trainees are expected to set their goals and find the encouragement
to write their life plan. In the second month, methods on how to nourish creativity and how to
find the potential opportunity in market will be discussed, and the trainees should be able to
come up with different business ideas at the end of this round. In the third month, the trainees
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will be able to develop their business models and to design their business canvas; a survey will
be conducted at the end of third session in order to find out the trainee’s educational needs on
business related topics. The training topics and subjects will be designed for the fourth month
according to the results of the mentioned survey in each location. Fifth month’s sessions will be
conducted in two separate groups of the trainees to better address their needs; those who want
to improve and expand their business that already have been established and those who are
establishing a new business. This then will be followed with group and individual consultancy in
sixth month. At the end of each month, participants are expected to gain and better understand
the knowledge and skills listed below:

First month: Life plan development; this training focuses on life skills development, individual
capacity identification as well as Andragogy (adult education);

Second month: Business idea development; this session is supporting the trainees to nurture
creativity and innovation in their business life. The training also provides comprehensive
information on work related updated rules and regulations in context of Iran for Afghan migrants
and refugees.

Third month: Business model development; trainees will be asked for Implementation of ideas
on canvas of the Business, Business Canvas Design, Finance and Business Accounting

Fourth month: Planning in business, Marketing and Sales Management, setting price, staffing,
and methods of attracting investment capital and funds and other business related topics
according to the trainees needs.

Fifth month: Review goals and strategies in business in order to improve and expand it, choosing
correct strategy, identify effective actions to support business improvement and expansion.

Sixth month: Group and individual consultancy with the trainer.

3.2.Business Skill training, Razavi-Khorasan, Third Round

Pursuant to GFFO project, Rl in collaboration with BAFIA and SRS, is implementing business
skills training in Mashhad. The training will be based on “training for trainers” method and 62
individuals will take part in third round sessions. They trained 600 Afghan refugees.

4. Training Objectives
The third round of Mashhad’s BST was held from 27th to 29th of Jan 2019 in “Ghalam” Cultural
and Educational Center. At the end of three days of training, participants should be able to:

e Know and understand different parts of business model.
e Analyze financial issues in a business.

e Know basics of sales management

e Write their own business model

20



Sl

s$#RELIEF €3

INTERNATIONAL

5. Training Methodology

The training was completely interactive and based on the active participation of the
participants. The learning process was flexible and responded to the specific needs of the
participants. Training sessions were a combination of lectures, open discussions, information
sharing, sharing of experiences, lectures and teamwork. Participants were also asked to complete
various assignments at the end of each day. For example, on the first and second days, the
participants worked on different sections of their business model and after analyzing Customer
segments, Value proposition, Customer relationship, Channels, Revenue Streams, Key activities,
key resources, Key Partners and Cost Structure , the participants completed their business model
and presented it on the third day. As a homework, they need to develop their business model in
the interval between third and fourth sessions.
Ideas that have been completed in three days:
Groupl: Recycling of plastic waste
Group2: Spirulina algae breeding
Group3: Women's Sports Complex
Group4: Website design and support
Group5: Production of artifacts from epoxy
Group6: Production of decorative jewelry
Group7: Production of men's shirts
Group8: Smart toys production
Group9: greenhouse
Business Model Canvas is a strategic management and lean startup template for developing new or
documenting existing business models.it is a visual chart with elements describing a firm's or product's
value proposition, infrastructure, customers, and finances. It assists firms in aligning their activities by
illustrating potential trade-offs. Formal descriptions of the business become the building blocks for its
activities. Many different business conceptualizations exist; Propose a single reference model based on
the similarities of a wide range of business model conceptualizations. With his business model design
template, an enterprise can easily describe its business model.
Infrastructure
Key Activities: The most important activities in executing a company's value proposition. An example for
Bic, the pen manufacturer, would be creating an efficient supply chain to drive down costs.
Key Resources: The resources that are necessary to create value for the customer. They are considered
assets to a company that are needed to sustain and support the business. These resources could be
human, financial, physical and intellectual.
Partner Network: In order to optimize operations and reduce risks of a business model, organizations
usually cultivate buyer-supplier relationships so they can focus on their core activity. Complementary
business alliances also can be considered through joint ventures or strategic alliances between
competitors or non-competitors
Offering
Value Propositions: The collection of products and services a business offers to meet the needs of its
customers. a company's value proposition is what distinguishes it from its competitors. The value
proposition provides value through various elements such as newness, performance, customization,
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"getting the job done", design, brand/status, price, cost reduction, risk reduction, accessibility, and
convenience/usability.
The value propositions may be:
Quantitative — price and efficiency
Qualitative — overall customer experience and outcome.
Customers

o Customer Segments: To build an effective business model, a company must identify which
customers it tries to serve. Various sets of customers can be segmented based on their different
needs and attributes to ensure appropriate implementation of corporate strategy to meet the
characteristics of selected groups of clients. The different types of customer segments include:

e Mass Market: There is no specific segmentation for a company that follows the Mass Market
element as the organization displays a wide view of potential clients. e.g. Car

¢ Niche Market: Customer segmentation based on specialized needs and characteristics of its
clients. e.g. Rolex

¢ Segmented: A company applies additional segmentation within existing customer segment.
In the segmented situation, the business may further distinguish its clients based on gender,
age, and/or income.

o Diversify: A business serves multiple customer segments with different needs and
characteristics.

e Multi-Sided Platform / Market: For a smooth day-to-day business operation, some
companies will serve mutually dependent customer segments. A credit card company will
provide services to credit card holders while simultaneously assisting merchants who accept
those credit cards.

e Channels: A company can deliver its value proposition to its targeted customers through
different channels. Effective channels will distribute a company’s value proposition in ways that
are fast, efficient and cost-effective. An organization can reach its clients through its own
channels (store front), partner channels (major distributors), or a combination of both.

e Customer Relationships: To ensure the survival and success of any businesses, companies
must identify the type of relationship they want to create with their customer segments. Various
forms of customer relationships include:

e Personal Assistance: Assistance in a form of employee-customer interaction. Such
assistance is performed during sales and/or after sales.

o Dedicated Personal Assistance: The most intimate and hands-on personal assistance in
which a sales representative is assigned to handle all the needs and questions of a special
set of clients.

e Self Service: The type of relationship that translates from the indirect interaction between the
company and the clients. Here, an organization provides the tools needed for the customers
to serve themselves easily and effectively.

e Automated Services: A system similar to self-service but more personalized as it has the
ability to identify individual customers and their preferences. An example of this would be
Digikala.com making book suggestions based on the characteristics of previous book
purchases.

¢ Communities: Creating a community allows for direct interactions among different clients
and the company. The community platform produces a scenario where knowledge can be
shared and problems are solved between different clients.

o Co-creation: A personal relationship is created through the customer's direct input to the
final outcome of the company's products/services.

Finances
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e Cost Structure: This describes the most important monetary consequences while operating
under different business models. A company's DOC.
o Classes of Business Structures:
e Cost-Driven — This business model focuses on minimizing all costs and having no
frills. e.g. Low-cost airlines
e Value-Driven — Less concerned with cost, this business model focuses on creating
value for products and services. e.g. Snap , Shirin asal
e Characteristics of Cost Structures:
o Fixed Costs — Costs are unchanged across different applications. e.g. salary, rent

e Variable Costs — Costs vary depending on the amount of production of goods or
services. e.g. music festivals

e Economies of Scale — Costs go down as the amount of goods are ordered or
produced.

o Economies of Scope — Costs go down due to incorporating other businesses which
have a direct relation to the original product.

e Revenue Streams: The way a company makes income from each customer segment.
Several ways to generate a revenue stream:

e Asset Sale — (the most common type) Selling ownership rights to a physical good. e.g.
retail corporations

e Usage Fee — Money generated from the use of a particular service. e.g. Telephone

e Subscription Fees — Revenue generated by selling access to a continuous service. e.g.
Alopeyk

e Lending/Leasing/Renting — Giving exclusive right to an asset for a particular period of
time. e.g. Leasing a Car

e Licensing — Revenue generated from charging for the use of a protected intellectual
property.

e Brokerage Fees — Revenue generated from an intermediate service between 2 parties.
e.g. Broker selling a house for commission

e Advertising — Revenue generated from charging fees for product advertising.

6. Training discussion and procedure

In the first day of the third round of trainings variety of attractive and validated and
accredited ideas of the participants was discussed. Interns discussed with trainees about the
training content, their reflections as well as plans and objectives prepared during the time between
second and third round of trainings. And the results of idea validation were also discussed. In the
beginning necessary and relevant explanations about the third round of trainings were provided,
then trainees were divided into groups and ten attractive and homogenous ideas were selected to
prepare the business canvas.
The third round of trainings is as such that after teaching each part of business canvas, trainees
will work in groups to implement their selected business idea on canvas. In the first day the section
of clients and recommended value were taught and participants completed their canvas. In the
second day subjects such as communication with clients, distribution channels and business
income stream and main resources and activities in business were taught after which participants
completed their business canvas accordingly. In the third day of training course topics of
expenditure structure and pricing of goods and services were taught and participants received
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necessary advices from senior trainer on completing their business canvas. In the afternoon of the
third day the donors and general managers of Khorasan Razavi BAFIA also visited the program
and were present in program execution process and trainees presented their business canvas for

them.

Picture 2Picture 1-Left: Donor visit of Course; Right: The trainees present their business canvas

7. Training curriculum
Curriculum of three days of the training is listed in Table.2, time table of the training is in Annex.1.

DAY TOPIC LEARNING OUTCOME TRAINEE ACTIVITY RESOURCES

1 Basics of Business Model Participants learned the concept of the Business ideas and the Power point
Theory business model and were divided into validation of the slides
Different parts of the five groups. participants’ business Teamwork
business canvas The participants implemented a ideas were discussed. free talk

business idea on the business canvas. Two parts of business

Participants clearly understood the canvas including

concept of a business model. customers and the value
of the proposal were
completed.

2 Customer relationship, Participants learned how to connect with | The trainees worked on Power point
distribution channels, customers, distribution channels, and business canvas and slides
revenue stream, key revenue streams, key business activities, | completed the business Teamwork
activities, key resources and key resources needed in the canvas free talk
of business business. Participants presented
Key partners Participants learned the cost structure their business canvas
Cost structuree and key partners in the business.

3 key partners and cost Participants learned how to enter to the Participants took part in Power point
structures market and get familiarized with basics of | discussion about their slides
Sales management and market management skills experience in market and | Teamwork
market entry strategy discussed about the free talk
and management skills market of the business

they worked in group

Table 2-Curriculum of the third three days of the training

24




W
il

s'*RELIEF

INTERNATIONAL

DEUTSCHE ZUSAMMENARBERT

Picture 3-Left: The trainees working on their business model in group; Right: A completed business canvas

8. Participant Profile
A total of 62 persons benefitted (Annex.2) from the training; 20 NGOs and 42 afghan Refugee.

9. Evaluation and participants’ feedback

This report represents the quality of the provided training materials, courses and trainer’s methods for
the third round of the Business Skills Training and in comparison with the first two rounds of the same
trainings in late December, 2018 in Mashhad.

It needs to be noted that 55 people provided feedback on the session in this round, as opposed to 64 who
participated in the first and 53 in the second round.

Participant's Feedback on Overall Quality of the Course (Scale
of 0-5)

Influence of course on depicting your idea of value on
your entroprunership plan

Influence of course sylabus on your current or future
customer relations

Influence of working on business model on clarity of your _

image of entroprunership
Influence on your image of entroprunership
Course load Vs time

3/7 3/8 3/9 4/0 4/1 4/2 4/3

~

Figure 2-Participants’ feedback on effectiveness of the course

As figure 1 shows, all the beneficiaries have been generally satisfied on the subjects provided by the
trainer and have rated above 3.8 which also shows an improvement in comparison with the evaluation
conducted for the second round (above 3.6) of the Business Skills Training in Mashhad.
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The whole improvement on the feedbacks received from the beneficiaries is as a result of a general
improvement on their skills, abilities and knowledge which indicates the effectiveness of the BST

Participant's Feedback on the Instructor (On a Scale of 0 to 5)

Instructor's Ability to Conclude and Wrap Up Topics

Instructor's Time Management

Instructor's Ability to Manage the Class and Promote
Participation

Utilization of Diverse Teaching Methods When Needed =

Instructor's Skills in Making Human and Social
Connections

Instructor's Readiness to Answer Questions

o/0 o/5 1/0 1/5 2/0 2/5 3/0 3/5 4/0 4/5 5/0

W First Round m Second Round  ® Third Round

Figure 3-Participants’ feedback on Trainer’s abilities

Figure 2 illustrates beneficiaries’ feedback on trainer’s overall training methods. As this figure shows,
broad improvement is seen from beneficiaries’ feedback on the instructor’s approach.

This also shows the fact that the trainer is more adjusted with the community needs for BST and his
techniques and plans are better suited for our beneficiaries which resulted in an overall more than 3.5
points in their ratings.

Participant's Feedback on Course Organization (On a Scale of 0
to 5)

Punctuality of the Participants

Location and Ambiance of the Classroom

Organizational Management for Course Material
Distribution

Level of Satisfaction from the Course Timing

Utilization of Side Learning Tools Suitable for the Content

o/o o/5 1/0 1/5 2/0 2/5 3/0 3/5 4/0 4/5 5/0

u First Round  m Second Round  ® Third Round

Figure 4-Participants’ feedback on course organization

All the participants were generally satisfied with the training materials, timing and the location of the
training. (Figure 3)

N
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Participant's Self Assessment (On a Scale of 0 to 5)

How Do You Assess Your Knowledge On the Topic After
the Course

How Do You Assess Your Knowledge On the Topic Before

o/0 o/s5 1/0 1/5 2/0 2/5 3/0 3/5 4/0 4/5

First Round m Second Round  m Third Round

Figure 5-Participants’ feedback on participants’ self-assessment

Figure 4 illustrates an outstanding improvement on beneficiaries’ self-assessment with a 1.5 points
increase in their knowledge and skills. As this figure shows, participants’ self-assessment on their
knowledge on the BST topics before the sessions at this round had a low rating (2.5) and the same
participants had rated this survey above 4 points after the end of third round.

This improvement on beneficiaries’ self-assessment could be as a result of the training modules which are
becoming more professional and technical and this improvement is expected to be seen even more in
next rounds of the BSTs.

10.Challenges and recommendations

10.1. Challenges

e Participants are not interested to have group business.

e Limited financial resources to support ideas

e Participants are not familiar with the competitive environment

e Some business ideas require legal permission

e TVTO'’s Courses don’t meet the professional needs of the participants.

e Most women are employees and hardly accept changes in the lifestyle.

e Uncertainty about the market

e A number of ideas require a ventures Capital.

e With the implementation of ideas on the canvas of the business, expectations have
increased

10.2. Recommendation

e Participants should search their ideas based on local opportunities

e Participants were encouraged work on group businesses rather than individual ones.

e Capacities and opportunities in Afghanistan should be studied.

e Attention to the markets of Afghanistan

e Establishing a relationship between the participants in Mashhad, Birjand and Tehran to
exchange ideas and identify opportunities for each other
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e Establishing an exhibition for the sale of Afghan society products in Mashhad
e Regular and close communication with Mashhad-BAFIA
e Regular communication with participants in Mashhad
e Financial support for new or developing businesses

Picture 3-The trainer giving lecture

11.Workshop Outcomes:

Since the execution model of business training conducted in Mashhad city is in the form of Training of
Trainers (ToT) hence, participants after the ToT course should transfer the knowledge to their learners
who are the wider range of immigrant community. In the third round, like the first and second round of
training, participants have trained other learners on following subjects; what is business Model Canvas?,
Customer Segments, Channels, Customer Relationships, Value propositions, Revenue Streams, Key
Activities, Key Resources, Key Partners and cost structure.

In this round of trainings 130 sessions of two hours each was held by 60 trainers and the number of 390
trainees attended in this training course. This training course was conducted by trained trainers and held
in the mosques in Golshahr and Tollab neighborhood, in the place of charity organizations and in Iranian
and Afghan NGOs of Mashhad city. A number of coaches for the various reasons have not yet completed
the third term.

In this training course, participants have validated their idea in the potential market and selected a few
ideas. Finally participants from different ideas that got validated during the training course have They
performed on a business canvas in a group.

Trainees were very interested in forming working groups which after the third training round, two
groups started their business activities.

At the end of the third course, 18 businesses were created.
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Annex1
Time table:
Business skill training —Step 3
Time Title
8:30-10 Introduction on business canvas
10-10:15 Tea break
10:15-11:45 Customer segments & value proposition
27 Jan
2019 11:45-13 Lunch & pray break
13-14:30 Customer Relationships, channels,
14:30-15 Tea break
15-16:30 Revenue stream
8:30-10 Key resources and key activities in business
10-10:15 Tea break
10:15-11:45 Key partners
28 Jan
2019 11:45-13 Lunch & pray break
13-14:30 Cost structure
14:30-15 Tea break
15-16:30 Canvas business analysis
8:30-10 Canvas business analysis
10-10:15 Tea break
10:15-11:45 Canvas business analysis
29 Jan
2019 11:45-13 Lunch & pray break
13-14:30 Sales Management
14:30-15 Tea break
15-16:30 Sales Management
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Annex3

Evaluation form on Third round of Business Skills training in Razavi-Khorasan- Mashahd

City: Province: Date: Trainer:

# | Indicator Week Score  Perfect | Sum

Course Material

1 | Effectiveness of the topics in career changes 112 |3 |4 |5

2 | Influence of the courses taught in this round on shaping a general 112 |3 |4 |5
image of your desired business

3 | Effects of working of business canvas to make clear the required 112 |3 |4 |5
resources for your business

4 | Effect of the courses on improving your relations with your clientsin |1 |2 [3 |4 |5
present or future

5 | Effectiveness of the courses on making the "Value" more important 112 |3 |4 |5
for you in your career

The instructor

1 | Instructor's ability to conclude and wrap up topics 112 |3 (4 |5

2 | Instructor's time management 1 12 4 |5

3 | Instructor's ability to manage the class and promote participation 1112 |3 |4 |5

4 | Utilization of diverse teaching methods when needed 1112 |3 |4 |5

5 | Instructor's skills in making human and social connections 112 |3 |4 |5

6 | Instructor's readiness to answer questions 112 |3 (4 |5

Course organization

1 | Punctuality of the participants 112 |3 |4 |5

2 | Location and ambiance of the classroom 112 |3 |4 |5

3 | Organizational management for course material distribution 1112 |3 |4 |5

4 | Level of satisfaction from the course timing 112 |3 |4 |5

5 | Utilization of side learning tools suitable for the content 112 |3 |4 |5

Participants' self-assessment

1 | How do you assess your knowledge on the topic before the course 112 |3 (4 |5

2 | How do you assess your knowledge on the ?topic after the course 112 |3 |4 |5
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TRAINING REPORT

NAME OF TRAINING:
ORGANIZER
TRAINER

LOCATION:

DATES

Business skills training- Sixth round

Iran Relief International organization in cooperation with SRS and BAFIA
Vahid Farhoudi

Mashhad, Razavi- Khorasan

4-5-6 August 2019
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15.Acronyms

BAFIA: Bureau for Aliens and Foreign Immigrants' Affairs
BST: Business Skill Training

GFFO: German Federal Foreign Office

PDA: Pars Development Activities

RI: Relief International

SRS: Society for Recovery Support

SWO: State Welfare Organization

TOT: Training Of Trainer
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16.Executive summary

Funded by GFFO, Rl in collaboration with BAFIA and SRS NGO (implementing partners) is
conducting Business skills training (BST) in Mashhad. The model is designed for adults and has
been tailored for Afghan migrants and refugees residing in Iran. The whole training will last for
about six months and contains 144 hours of training and can be conducted either as “Training for
Trainers” method (TOT). The Sixth round of the training focuses on Individual counseling and
Networking in business. In this course, In addition to reviewing business plans, Participants Learn
business networking and they also get advice on their businesses. The trainees need to take part
in 3 days, 24 hours of training. The trainees need to take part in 3 days, 24 hours of training.
The Sixth round of the training was successfully conducted from 4th to 4th of Aug 2019 and 55
individuals including 19 NGOs and 36 Afghan Refugee were participated. Learning was a
combination of lectures, sharing of information, sharing of experiences, lectures and Individual
counseling.
They also talked to their trainer about their businesses and provided the necessary advice for
business development.

17.Introduction

In line with RI organization policies and with purpose of strengthening livelihood access of
Afghan migrants and refugees to economic opportunities in Iran, and on return to Afghanistan
which is contributing to enhance economic ties and social cohesion with Iranian host
communities, Rl in cooperation with BAFIA and SRS/PDA (implementing partners) planned to
conduct business skill training in different locations including Razavi-Khorasan, South-Khorasan,
Tehran, Sistan & Baluchistan and Yazd. This course in Mashhad, method of training for trainers
(TOT)! Professional training for business coaches to teach the community more immigrants held.

11.1. Business Skill training, Razavi-Khorasan, Sixth Round

Pursuant to GFFO project, Rl in collaboration with BAFIA and SRS, is implementing business
skills training in Mashhad. The training will be based on “training for trainers” method and 55
individuals. They trained 600 Afghan refugees.

12.Training Objectives

Aiming to strengthen collaborations and partnerships amongst Afghan refugees and
Iranian communities and increasing access to livelihoods opportunities especially for women,
youth and persons with disabilities, in partnership with and under BAFIA supervision, Relief
International has just started its Sixth business skills training for selected beneficiaries in
Mashhad on 4 to 6 Aug . The main objectives of the Sixth round of training was providing
consultation for first and second group(TOT) trainees to start or expand their business .

1TOT: In this method the participants are expected to pass what they have learnt throughout the training to about
10-20 other individuals.
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Followings are a list of the topics that have been presented during the sixth session of the
business skills training:
o Networking in Business
e Consulting for the first and direct group of trainees
e Consulting for the second group of trainees who were taught by the first group of the

5.Training Methodology

trainees

Capacity building methodology across the 3 days were as follows:

e lecture

e Free discussion

e Information exchange

e Consultation

6.Training discussion and procedure
In the first day of the sixth round done a review of the activities and assignments of
participants. business networking were also taught. The main objectives of the Second and third

days, training was providing beneficiaries consultant for start or expand their business.

7.Training curriculum
Curriculum of three days of the training is listed in Table.2, time table of the training is in Annex.1.

DAY TOPIC LEARNING OUTCOME TRAINEE ACTIVITY RESOURCES

1 | Areview of the activities | Participants learned Networking in Participants talked about Power point
and assignments of Business Networking in business. slides
participants and Participants also took advice on their | Talk about different businesses. free talk
Networking in Business | own businesses. consultation
Business consulting in
business

2 Business consulting to Participants also took advice on their | Participants talked free talk
participants own businesses. about different businesses. consultation

3 This day was providing | Get advice individual advice free talk

beneficiaries
consultant for start or
expand their business.

consultation

Table 3-Curriculum of the Sixth three days of the training
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8.Participant Profile

Totally 55, 36 women and 19 men, individuals participated in this round of training which
16 participants was from different NGOs. (Annex 1: Attendance sheet)

9. Challenges and recommendations

a. Challenges
e Participants are not interested to have group business.
e Limited financial resources to support ideas
e Some business ideas require legal permission
e TVTO'’s Courses don’t meet the professional needs of the participants.
e With the implementation of ideas on the Business Plan, expectations have increased
e Some ideas require a lot of capital.
e Some of the participants in the teaching need to learn more.

b. Recommendation
e Participants should search their ideas based on local opportunities
e Capacities and opportunities in Afghanistan should be studied.
e Attention to the markets of Afghanistan
e Establishing a relationship between the participants in Mashhad, Birjand and Zahedan
and Tehran to exchange ideas and identify opportunities for each other
e Establishing an Permanent exhibition for the sale of Afghan society products in Mashhad
e Regular communication with the second group participants in Mashhad
e Financial support for new or developing businesses
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Annex1
Time table:
Date Time Title
4Aug2019 9-10:30 A review of the activities and assignments of participants
10:30-10:45 Tea break
10:45-12:30 Networking in Business
12:30-13:30 Lunch & pray break
13:30-14:45 Networking in Business
14:45-15 Tea break
15-16:30 Business Development Consultancy
5Aug2019 | g.30.10:30 Business Development Consultancy
10:30-10:45 Tea break
10:45-12:30 Business Development Consultancy
12:30-13:30 Lunch & pray break
13:30-14:45 Business Development Consultancy
14:45-15 Tea break
15-16:30 Business Development Consultancy
6Aug2019 | g.30.10:30 Consultation session for the second group of trainees
10:30-10:45 Tea break
10:45-12:30 Consultation session for the second group of trainees
12:30-13:30 Lunch & pray break
13:30-14:45 Consultation session for the second group of trainees
14:45-15 Tea break
15-16:30 Consultation session for the second group of trainees
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