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1.1 Understanding Projects and Project Management 

 
 

A project is any work you plan to do with a specific goal. It requires effort and 

takes place within a set period. It involves planning, organising, and carrying out 

tasks to achieve success. 

 

Examples of Projects in Fishing and Farming: 

 

• Expanding a fish farm by building more ponds. 

• Starting a cassava processing business to make garri and starch. 

• Buying new fishing equipment to increase catch size. 

• Creating a cooperative to sell farm produce at better prices. 

 

Project management is the process of planning, organising, and monitoring a 

project to ensure it runs smoothly and achieves its goals. Without proper 

management, a project can fail, leading to wasted time and money. 

 

Key Takeaway: A well-managed project brings success, while a poorly managed 

one leads to failure. The world is changing, and farmers and fisherfolks must plan 

better and adopt new strategies to succeed. 

 

1.2 Why Project Management is Important for Farmers and Fisherfolks 

 
 

Proper project management helps farmers and fisherfolks: 

 

1. Plan Properly Before Starting 

 

• Avoid wasting money on unnecessary things. 

• Know exactly what is needed before starting. 

 

2. Reduce Risks and Uncertainties 

 

• Weather conditions, market prices, and availability of materials can change. 

• Good project management helps prepare for unexpected challenges. 

 

3. Increase Profit and Growth 

 

• When farmers and fisherfolks plan well, they make more money. 

• They can expand their businesses and improve their livelihoods. 
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4. Manage Time and Resources Better 

 

• A project without a plan wastes time and money. 

• With proper planning, work is faster, smoother, and more efficient. 

 

Example: A fisherfolk cooperative planned the fishing season properly. They 

saved money to buy new nets before the peak fishing period. When the season 

arrived, they had the right tools and caught more fish, increasing their income. 

 

Key Takeaway: Proper planning and organisation help farmers and fisherfolks 

succeed in their businesses. Teamwork and proper planning are needed to 

succeed in farming and fishing. 

 

 

1.3 Steps to Manage a Project Successfully 

 
 

Every successful project follows five key steps: 

 

Step 1: Identify Your Goal (What Do You Want to Achieve?) 

 

Ask yourself: 

 

• What is the purpose of the project? 

• What problem does it solve? 

• Who will benefit from it? 

 

Example: A group of fisherfolks may want to buy a large fish-drying machine so 

they can sell processed fish at higher prices. 

 

Step 2: Plan Your Activities 

 

Once the goal is clear, create a list of all the activities needed to achieve it. 

 

Example: If the project is buying a fish-drying machine, the activities may include: 

 

• Researching the best machines to buy. 

• Raising money through savings, loans, or grants. 

• Finding a good location for the machine. 

• Training members on how to use the machine. 
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Step 3: Allocate Resources (Money, People, and Time) 

 

• Who will do what? Divide responsibilities among members. 

• How much money is needed? Budget properly so that money is spent wisely. 

• How long will it take? Set a timeline for each activity. 

 

Step 4: Implement the Project 

 

• Start working according to the plan. 

• Monitor progress and fix any issues that arise. 

• Keep records of expenses and work done. 

 

Step 5: Review and Improve 

 

• Check if the project achieved its goal. 

• Identify challenges and learn from them. 

• Plan for the next steps (e.g., expansion, improvement). 

 

Key Takeaway: Success depends on careful planning, budgeting, teamwork, and 

monitoring. Farmers and fisherfolks must work together and plan well to achieve 

success. 

 

 

1.4 Common Challenges in Project Management and How to Overcome Them 

 
 

Challenge Solution 

Lack of money Save, join cooperatives, apply for grants or loans 

Poor planning Use a step-by-step project plan 

Bad teamwork Assign clear roles and responsibilities 

Market uncertainty Study the market, find reliable buyers 

Unexpected problems Have a backup plan 

 

Example: A farming cooperative planned to start a cassava processing business 

but didn’t save enough money. They joined a local cooperative, pooled 

resources, and got a loan to buy a cassava milling machine. 

 

Key Takeaway: Challenges will always come, but good planning and teamwork 

can overcome them. Delays and poor planning can lead to project failure. 
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1.5 Case Study: Fish Farming Group in Bayelsa 

 
 

A group of young fisherfolks in Bayelsa wanted to expand their fishponds but had 

no clear plan. They attended a project management training where they learned 

how to: 

 

• Set goals (increase fish production). 

• Plan activities (build more ponds, buy fish feed, improve marketing). 

• Allocate resources (divide work, save money, seek funding). 

• Monitor progress (check fish growth, record expenses). 

 

Within a year, their fish production doubled, they sold to bigger markets, and their 

income increased. 

 

Key Takeaway: Good project management leads to business growth. Consistent 

planning and improvement lead to long-term success. 

 

 

1.6 Practical Exercise: Designing a Simple Project Plan 

 
 

Each trainee will: 

 

• Choose a farming or fishing project. 

• Write down: 

 

1. Project goal (What do you want to achieve?) 

2. Activities (What steps will you take?) 

3. Resources needed (Money, tools, people). 

4. Timeline (How long will it take?). 

5. Challenges & solutions (What problems might come up and how will you 

solve them?). 

 

Group Discussion: Participants will share their project plans and get feedback. 

 

Key Takeaway: Planning is the key to success. 
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Final Thoughts on Project Management

 
 

• Proper planning and teamwork lead to success. 

 

• Farmers and fisherfolks must adapt to changes (climate, market, 

technology). 

 

• Every project faces challenges, but good management can overcome 

them. 

 

With the right skills, farmers and fisherfolks in the Niger Delta can build successful, 

sustainable businesses that benefit their communities and the environment. 
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2.1 What is Value Addition? 

 
 

Value addition is the process of improving a product to make it more useful, 

valuable, and marketable. Instead of selling raw products, farmers and fisherfolks 

can process them to increase their worth and earn more money. 

 

Examples of Value Addition: 

 

• Raw fish → Smoked fish (more valuable) 

• Fresh cassava → Garri, fufu, or starch (easier to sell and lasts longer) 

• Palm fruit → Palm oil (used for cooking and soap making) 

 

Key Takeaway: Value addition reduces waste, improves product quality, and 

increases income for farmers and fisherfolks. Farmers and fisherfolks must learn 

new skills to add value and make more profit. 

 

2.2 Why Value Addition is Important for Farmers and Fisherfolks 

 
 

Value addition brings many benefits: 

 

1. More Money (Higher Profits) 

 

• Raw fish spoils quickly, but smoked fish can last for months and sell at a higher 

price. 

 

• Fresh palm fruit is cheap, but palm oil sells for more money. 

 

2. Less Waste, More Savings 

 

• Farmers and fisherfolks reduce losses by preserving products. 

 

• Example: If cassava is not processed on time, it rots, but turning it into garri 

saves it. 

 

3. Better Market Access 

 

• Buyers prefer processed products because they are easier to store and 

transport. 

 

• Smoked fish can be sold in cities and supermarkets and even exported. 
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4. Increased Employment and Community Growth 

 

• Value addition creates jobs in the community (e.g., people can work in fish 

smoking, cassava milling, or palm oil extraction). 

 

• More income means a better life for families. 

 

Key Takeaway: Selling processed products brings in more money and creates 

opportunities for community growth. When you add value to your products, you 

appreciate them more and earn a better income. 

 

 

2.3 Common Value Addition Methods 

 
 

Various crops and fish can be processed to increase their value. 

 

2.3.1 Fish Processing (Smoking, Drying, Salting, and Freezing) 

 

Methods: 

 

Smoking Fish is dried using smoke from firewood, making it last for months. 

Drying Fish is dried under the sun or in a drying oven. 

Salting Salt is applied to preserve fish and improve its taste. 

Freezing Fish is stored in ice or a freezer to keep it fresh. 

 

Why It’s Important: 

 

• Reduces spoilage – Fresh fish spoils fast, but processed fish lasts longer. 

• Better prices – Smoked fish sells at higher prices than fresh fish. 

• Easier transportation – Smoked or dried fish can be sold in distant markets. 

 

Example: In Delta State, a group of women started smoking fish using modern 

ovens. Their fish lasted longer, they got bigger customers, and their profits tripled. 
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2.3.2 Cassava Processing (Garri, Starch, Fufu) 

 

Methods: 

 

Garri Cassava is grated, fermented, pressed, sieved, and roasted into 

yellow or white garri. 

Starch Cassava starch is used for making glue, clothes, and food. 

Fufu Cassava is soaked, fermented, and turned into soft fufu for 

cooking. 

 

Why It’s Important: 

 

• Increases market value – Processed cassava sells for more than raw cassava. 

• Less spoilage – Fresh cassava rots quickly, but garri lasts for months. 

• More uses – Cassava products are used for food, industry, and export. 

 

Example: A cooperative in Akwa Ibom started packaging garri in sealed bags. 

This made their garri look better, last longer, and attract more buyers, including 

supermarkets. 

 

2.3.3 Palm Oil Processing (Extraction and Packaging) 

 

Methods: 

 

Palm oil extraction Palm fruits are boiled, pounded, and pressed to release 

red oil. 

Packaging Palm oil is stored in clean bottles or jerry cans to prevent 

spoilage. 

 

Why It’s Important: 

 

• More profit – Processed palm oil sells for more than raw palm fruit. 

• Easy transportation – Palm oil can be stored and transported easily. 

• Multiple uses – Palm oil is used for cooking, soap, cosmetics, and industry. 

 

Example: A farmer in Rivers State started selling well-packaged palm oil in 5-litre 

containers. His oil looked more attractive, and he gained new customers from 

Lagos and Abuja. 

 

Key Takeaway: Processing makes food last longer, increases sales, and creates 

new business opportunities. Investing in value addition brings long-term benefits. 
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2.4 How to Improve Product Quality and Increase Market Value 

 
 

To sell more and earn better profits, farmers and fisherfolks must: 

 

1. Maintain Clean and Hygienic Processing Methods 

 

• Use clean water and equipment when processing food. 

• Store products in clean and dry places to prevent spoilage. 

 

2. Use Proper Packaging 

 

• Well-packaged fish, garri, and palm oil attract more buyers. 

• Use labels and sealed containers for a professional look. 

 

3. Find Reliable Markets 

 

• Sell to supermarkets, restaurants, and food processing companies. 

• Build relationships with bulk buyers and cooperatives. 

 

4. Keep Records and Improve Business Skills 

 

• Track sales, expenses, and profits. 

• Learn better ways to market and price products competitively. 

 

Key Takeaway: Quality, packaging, and marketing increase sales and profits. 

 

 

2.5 Case Study: Women’s Cooperative in Rivers State 

 
 

A group of women in Rivers State started processing cassava into garri. At first, 

they used local methods, but after training, they: 

 

• Started using cleaner processing techniques. 

• Packaged garri in well-sealed bags. 

• Found new buyers, including supermarkets. 

 

Within six months, their sales doubled, and they expanded their business. 

 

Lesson: With better processing and packaging, farmers and fisherfolks can earn 

more and grow their businesses. 
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2.6 Practical Exercise: Hands-on Processing Techniques 

 
 

Each trainee will: 

 

• Practice fish smoking or drying. 

• Grate and process cassava into garri. 

• Learn how to properly package palm oil. 

 

Group Discussion: Share experiences and ideas. 

 

Key Takeaway: Learning by doing helps farmers and fisherfolks apply new skills 

immediately. 

 

Final Thoughts on Value Addition 

 
 

• Adding value increases income and reduces waste. 

• Good packaging and marketing attract better customers. 

• Hygiene and proper processing ensure better quality. 

 

With the right skills, farmers and fisherfolks in the Niger Delta can turn their raw 

products into profitable businesses. 
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3.1 Understanding Market Linkages 

 
 

Market linkages connect farmers and fisherfolk to buyers, ensuring their products 

are sold at good prices. Strong market linkages help producers sell more, earn 

better income, and grow their businesses. 

 

What Happens Without Market Linkages? 

 

• Farmers and fisherfolk sell at low prices to middlemen. 

• Perishable products spoil before being sold. 

• Producers struggle to find customers for their goods. 

 

Lesson: Building market connections helps businesses grow in the long run. 

 

3.2 Types of Buyers and How to Reach Them 

 
 

Different buyers exist, and each has specific needs. Understanding them helps 

farmers and fisherfolk sell more and earn better. 

 

3.2.1 Local Markets 

 

Where? Open-air markets, roadside stalls, and small grocery stores. 

 

Advantages: 

 

• Quick sales, no transport cost. 

• Customers prefer fresh local produce. 

 

Challenges: 

 

• Prices can be low. 

• High competition from other sellers. 

 

Tips for Selling in Local Markets: 

 

• Keep products fresh and clean. 

• Set competitive prices. 

• Be friendly—customers buy more from familiar faces. 
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3.2.2 Wholesalers and Retailers 

 

Who are they? 

 

• Wholesalers: Buy in large quantities and resell to retailers. 

• Retailers: Own shops and sell directly to customers. 

 

Advantages: 

 

• Steady demand—regular bulk purchases. 

• Less work—no need to sell one by one. 

 

Challenges: 

 

• Buyers negotiate for lower prices. 

• May require a consistent supply. 

 

Tips for Selling to Wholesalers and Retailers: 

 

• Build relationships—reliable sellers get repeat orders. 

• Supply quality products. 

• Keep records of sales and agreements. 

 

3.2.3 Exporters and Large Buyers 

 

Who are they? 

 

• Exporters sell products to international markets. 

• Large buyers include supermarkets, hotels, and food processors. 

 

Advantages: 

 

• Higher prices and larger profits. 

• Access to bigger markets. 

 

Challenges: 

 

• Strict quality standards. 

• Requires good packaging and proper documentation. 

 

Tips for Selling to Large Buyers and Exporters: 

 

• Package products attractively. 
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• Follow quality standards. 

• Join cooperatives—big buyers prefer dealing with groups. 

 

Lesson: Buyers judge products by their quality and presentation. 

 

3.3 How to Find and Maintain Good Market Connections 

 
 

How to Find Buyers: 

 

• Visit local markets and meet traders. 

• Join cooperatives for better opportunities. 

• Attend trade fairs and exhibitions. 

 

How to Maintain Buyers: 

 

• Deliver quality products consistently. 

• Be honest and reliable. 

• Communicate well—keep buyers updated on supply. 

 

Example: Fisherfolk in Bayelsa built trust with a seafood processor by delivering 

fresh, properly stored fish. The processor signed a contract for regular supply, 

increasing their income. 

 

3.4 Importance of Packaging and Branding 

 
 

Packaging and branding make products more attractive and easier to sell. 

 

Good Packaging Should: 

 

• Keep products fresh and clean. 

• Be easy to carry and store. 

• Have labels with product name, expiry date, and contact information. 

 

Branding Helps You: 

 

• Stand out from competitors. 

• Attract bigger customers, including supermarkets and exporters. 

 

Example: A palm oil farmer in Delta State started selling in sealed bottles with 

labels. Customers trusted the quality and paid higher prices. 
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Lesson: Attractive packaging and branding bring more buyers. 

 

3.5 How to Negotiate for Better Prices 

 
 

Negotiation is the skill of getting a fair price for your products. 

 

Negotiation Tips: 

 

• Know the value of your product – Don’t sell too cheap! 

• Start with a higher price, then allow room for bargaining. 

• Sell in bulk – Buyers pay more for large quantities. 

• Be confident – Stand firm on your price. 

 

Example: Fishermen in Rivers State formed a cooperative to negotiate better 

prices with wholesalers. Instead of selling individually, they sold as a group and 

got higher prices. 

 

Lesson: Ask for what you deserve and be confident in your pricing. 

 

3.6 Case Study: Cassava Farmers’ Cooperative in Akwa Ibom 

 
 

A group of cassava farmers in Akwa Ibom struggled to sell their produce. They 

faced: 

 

• Low prices from middlemen. 

• Spoilage due to slow sales. 

 

What They Did: 

 

• Formed a cooperative. 

• Invested in processing cassava into garri. 

• Found a supermarket to buy their packaged garri. 

 

Results: 

 

• Higher income – They sold garri at double the price of raw cassava. 

• More buyers – Supermarkets preferred their clean, well-packaged products. 

• Business growth – The cooperative expanded and hired more workers. 

 

Lesson: Cooperatives help farmers access bigger markets and negotiate better 

prices. 
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3.7 Practical Exercise: Market Survey and Role-Play on Selling Strategies 

 
 

Activity 1: Market Survey 

 

Trainees will visit a local market and identify: 

 

• Prices of their products. 

• Who the main buyers are. 

• How competitors package and sell their goods. 

 

Activity 2: Role-Play on Selling Strategies 

 

• One trainee plays the seller, another the buyer. 

• They practice negotiating and using selling techniques. 

• Feedback is given to improve sales skills. 

 

Objective: Farmers and fisherfolk learn real-life strategies to improve their market 

skills. 

 

Final Thoughts on Market Linkages 

 
 

• Knowing different buyers helps you sell better. 

• Good packaging and branding attract more customers. 

• Negotiation skills help you earn fair prices. 

• Joining a cooperative improves market access. 

 

With strong market connections, farmers and fisherfolk in the Niger Delta can grow 

their businesses and earn more! 
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4.1 Why Financial Management is Important 

 
 

Financial management is about understanding, planning, and controlling money 

in a business. Whether you are a farmer, fisherfolk, or trader, managing money 

well will help your business grow. 

 

Without financial management: 

 

• You may spend more than you earn. 

• You may not have money for business expansion. 

• You may struggle when unexpected costs arise. 

 

With good financial management: 

 

• You will always know how much you earn and spend. 

• You can save and reinvest in your business. 

• You can make wise decisions to grow your income. 

 

Lesson: If you don’t manage money wisely, your business will suffer. 

 

4.2 Simple Record Keeping (Bookkeeping) 

 
 

Bookkeeping means keeping track of money coming in and money going out of 

your business. 

 

Basic Records Every Farmer and Fisherfolk Should Keep 

 

Income Record Write down all money received from sales. 

Expense Record Write down all money spent (e.g., fishing nets, seeds, 

transport). 

Profit Calculation Income minus Expenses = Profit. 

 

Example of a Simple Record: 

 

Date Item Sold Amount  

Earned (₦) 

Item Bought Amount  

Spent (₦) 

Profit (₦) 

1st Jan 10kg Fish 10,000 Fish Feed 3,000 7,000 

3rd Jan 5kg Cassava 5,000 Transport 1,000 4,000 

 

Lesson: Keeping financial records helps you control your spending and grow your 

business. 
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4.3 How to Create a Simple Business Plan 

 
 

A business plan is a roadmap for success. It helps you organise your ideas and 

make better decisions. 

 

Steps to Create a Simple Business Plan 

 

1. Business Name and Type 

 

• What is the name of your business? 

• What do you sell? (e.g., smoked fish, palm oil, cassava products) 

 

2. Who are Your Customers? 

 

• Do you sell to local markets, wholesalers, or exporters? 

 

3. What is Your Price? 

 

• How much do you charge for your products? 

• What are the prices in the market? 

 

4. Cost and Expenses 

 

• How much does it cost to produce your goods? 

• How much do you spend on transport, labour, and storage? 

 

5. How Will You Grow? 

 

• Do you plan to buy better tools, increase production, or expand to new 

markets? 

 

Example: A fisherwoman in Rivers State wrote a simple plan to sell smoked fish to 

restaurants. She used it to get a loan from a cooperative and expand her 

business. 

 

Lesson: A business plan guides you and helps your business succeed. 
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4.4 Understanding Costs, Profits, and Pricing 

 
 

What is Cost? 

 

Cost is the money spent to produce and sell goods. 

 

Types of Costs: 

 

Fixed Costs Rent, fishing boats, land, equipment. 

Variable Costs Seeds, fish feed, packaging, transport. 

 

What is Profit? 

 

Profit is the money you make after removing all costs. 

 

Formula: Profit = Total Sales – Total Expenses 

 

How to Set a Good Price 

 

• Check what others are charging. 

• Add up all costs and include a profit margin. 

• Consider what customers are willing to pay. 

 

Example: A cassava farmer in Akwa Ibom increased her profit by packaging well-

dried garri in small sealed bags and selling them at a higher price to city shops. 

 

Lesson: Always calculate costs before setting prices. 

 

 

4.5 Saving and Accessing Resources for Business Growth 

 
 

Why Saving is Important: 

 

• To expand your business. 

• To survive in bad seasons (e.g., poor harvest, fishing bans). 

• To invest in better tools and equipment. 
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Ways to Save Money: 

 

Daily Savings Keep aside a little money every day. 

Group Savings (Esusu) Join a cooperative or savings group. 

Bank Accounts Keep money safe and earn interest. 

 

How to Access Business Support 

 

• Cooperatives – Get loans or financial aid. 

• Government Grants – Some programmes support farmers and fisherfolk. 

• NGOs – Some organisations help with training and funding. 

 

Example: A fisherman in Bayelsa saved money for one year, bought a better boat, 

and doubled his catch. 

 

Lesson: Saving today ensures business growth tomorrow. 

 

4.6 Case Study: Fisherman in Delta State Who Learned to Save and Invest 

 
 

Chidi, a fisherman in Delta State, always spends all his money. When fishing was 

bad, he struggled to survive. 

 

What Chidi Did: 

 

• Joined a cooperative that encouraged saving. 

• Saved ₦500 daily for six months. 

• Used his savings to buy a bigger fishing net. 

• Increased his daily fish catch and income. 

 

Results: More fish caught = More money earned. 

 

• Savings helped in emergencies. 

• Chidi started training young fishermen, creating jobs. 

 

Lesson: Small daily savings can create big opportunities! 
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4.7 Practical Exercise: Business Plan Development and Record Keeping 

 
 

Activity 1: Business Plan Development 

 

Trainees will: 

 

• Write the name of their business. 

• Identify their customers. 

• List costs and pricing. 

• Plan how they will grow. 

 

Activity 2: Record Keeping Practice 

 

Trainees will: 

 

• Record one day of sales and expenses. 

• Calculate their profit or loss. 

• Discuss how to improve their savings and spending. 

 

Objective: Help farmers and fisherfolk practise real-life financial skills for business 

success. 

 

Final Thoughts on Financial Management & Business Planning 

 
 

• Keeping financial records helps you control your money. 

• A business plan helps you stay focused and grow. 

• Understanding costs and pricing ensures good profits. 

• Saving regularly provides security and business expansion. 

 

With strong financial management, farmers and fisherfolk in the Niger Delta can 

build successful businesses and secure their future! 

 

Next Steps: Apply these lessons, start saving, and create a business plan for 

growth! 
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FINAL REVIEW & WRAP-UP SESSION 
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5.1 Key Lessons from All Modules 

 
 

We have learned many important skills in this training. Let’s quickly review the key 

lessons from each module: 

 

Module 1: Project Management 

 

• A project is a planned activity with a goal, like starting a fish farm or expanding 

a cassava business. 

 

• Project management helps organise resources, time, and effort to succeed. 

 

• Steps to manage a project: Plan, organise, execute, monitor, and complete 

the work. 

 

• Challenges like lack of funds, poor planning, and market access can be 

managed with proper strategies. 

 

Module 2: Value Addition and Processing 

 

• Value addition means improving products to increase their market price. 

 

• Common methods: Fish smoking, cassava processing (garri, starch), and palm 

oil extraction. 

 

• Quality control is key to making products attractive and profitable. 

 

Module 3: Market Linkages 

 

• Farmers and fisherfolk must connect with buyers to sell their products. 

• Different types of buyers: local markets, wholesalers, exporters. 

• Good packaging and branding increase value and attract better customers. 

• Negotiation skills help get better prices for products. 

 

Module 4: Financial Management & Business Planning 

 

• Financial management helps track income, expenses, and profits. 

• Bookkeeping is a simple way to monitor money and avoid losses. 

• A business plan is a guide for making wise decisions and growing a business. 

• Savings ensure that money is available for expansion and emergencies. 
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5.2 Group Discussions and Experience Sharing 

 
 

Discussion Topic 1: "How Will You Apply What You Have Learned?" 

 

• What new ideas will you try on your farm or fishing business? 

• How can you improve your products and increase income? 

 

Discussion Topic 2: "Challenges in Implementing What We Learned" 

 

• What difficulties do you think you will face? 

• How can we solve them as a community? 

 

Discussion Topic 3: "The Power of Working Together" 

 

• How can cooperatives and groups help us succeed? 

• How can we support each other in business? 

 

Objective: Sharing experiences will help us learn from each other and build 

stronger businesses. 

 

5.3 Questions & Answers 

 
 

This is the time to ask any questions about the training. 

 

• What part of the training was most useful? 

• Which area do you need more explanation on? 

• Are there any real challenges you are facing that we can discuss? 

 

Objective: To ensure everyone fully understands the lessons and is ready to apply 

them. 
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5.4 Next Steps: Applying the Knowledge in Daily Work 

 
 

1. Start Small but Start Immediately! 

 

• Pick one lesson from this training and apply it immediately. 

• Example: Start keeping a simple record of sales and expenses from today. 

 

2. Work with Others 

 

• Join a cooperative or a business group for support. 

• Work together to find better markets, access loans, and learn new skills. 

 

3. Continue Learning 

 

• Keep asking questions and seeking advice. 

• Attend more training or workshops when available. 

 

4. Plan for the Future 

 

• Set a goal for your business and work towards it. 

• Example: If you sell fresh fish, plan to start smoking and packaging it for higher 

profits. 

 

 
 

Final Challenge: 

 

Everyone should write one thing they will do differently after this training. 

 

Final Words 

 

This training was just the beginning! What you do next is what truly matters. 

 

• Keep learning. 

• Keep improving. 

• Work together. 

• Apply what you learned and watch your business grow! 

 

Go and make your farming and fishing businesses stronger, smarter, and more 

profitable! Now is the time to act! Let’s build a stronger, greener, and wealthier 

Niger Delta! 


