TRAINING MODULE FOR THE MARKETING OF CHITEZO MBAULA  

EXTENSION GUIDELINE

TARGET GROUP:  Who should be trained?

This training module is mainly targeting extension workers, stove producers and promoters. 

Expected output: What should the trainees be able to do?

Participants shall have a basic understanding of social marketing and relate it to the marketing of chitetezo mbaula.

BACKGROUND

Marketing is a key component in the development and dissemination of chitetezo mbaula. As both old and new stove producer groups indulge into serious stove production, considerable emphasis should be put on what happens to the produced stoves. Does the story of chitetezo mbaula end on quality control? For the production of chitetezo mbaula to be sustainable there is need for the producers to be equipped with marketing skills. Social marketing has been seen as a right approach for the marketing of chitetezo mbaula.

PURPOSE OF TRAINING

The purpose of the training is to equip stove producers and promoters basic principles of social marketing in relation to stoves.

The stove producers will learn:

· What is social marketing?

· Why is the marketing of stoves described as social marketing?

· The 4ps of marketing.

· Their role in the marketing of stoves.

· The role of other stakeholders in the marketing of stoves
SOCIAL MARKETING

1. The facilitator introduces the topic by asking a question on 

What is social marketing?

Social marketing is the type of marketing that seeks not to benefit the marketer, but to benefit the target audience and the general society. An example of the selling of condoms by PSL can be given to stress a point on social marketing.
2. The facilitator initiates a discussion on what do marketers do to have their merchandise sold.

The discussion should be facilitated in order to cover the following areas:

Product

This is what is offered as a solution to a genuine problem. Chitetezo mbaula has been found through research as a solution to people’s firewood, health, nutrition, etc problems The role of the producers is make people realise these problems. A demonstration of two stoves one of good quality and the other of poor quality should be demonstrated and see which one they can buy and why? Facilitator should make note of the reasons and relate them to ‘product’.
Price

Price refers to what the consumer must do in order to obtain the social market product. This may be monetary or bartering process or collection of clay in the case of chitetezo. The cost of the product should not outweigh the benefits for an individual otherwise the product will not be adopted. The price should reflect what people in the area are capable of paying. 

Place

Place describes the way the product reaches the consumer. A distribution system is required however the facilitator should facilitate on why sales force , trucks and some retail outlets are not part of the distribution system of chitetezo mbaula.

Promotion

Role play can be conducted by two people. Both take the role of street vendors. One has good quality products which he/she takes them around the participants. He tells them how good the products are and their importance to the buyers. The other leaves his items unattended but still hopes that people will buy him. Ask the people to make their observations and relate it to promotion.
Promotion consists of the integrated use of advertising, public relations, promotions, media advocacy, personal selling and entertainment vehicles. The focus is on creating and sustaining demand for the product. Facilitator should further discuss with participants on ways how they can advertise their mbaula The discussion should be facilitated in order to cover the following areas

Cooking competitions, use of mbaula on social gatherings, road side displays, door to door visits.  

3. Final discussion
After going through the the 4p’s of social marketing facilitator should lead participants into discussion on whose role is the marketing of chitetezo mbaula? Is it ProBEC, partner organisation, or the producers themselves?

Facilitator should guide the discussions so that participants realise that the role of marketing of mbaula is largely theirs (they know best what they are talking about, people can directly buy from them and give them feedback if they are not satisfied. Even if the partner organization or ProBEC is withdrawing, they still can go on producing and selling. They have to build their own market/find customers to be independent). The facilitator should also ensure that the discussion should cover the following areas.
Sustainability

· For stove production to be sustainable it is very important that no person other than the producers should be involved in the marketing of the stoves

· Producers should benefit from their work by selling the stoves.

· Involvement of a third party like ProBEC/ partner organisation may imply high cost which sales of stoves cannot offset.
Facilitator should continue discussion on what is the role of ProBEC/ partner organisation in the marketing of mbaula.

The discussion should be facilitated in order to cover the following areas

Training

ProBEC should provide training on stove production and quality control so that marketable stoves are produced.

Research

Some of the research activities include
· To determine the most effective and efficient vehicles to reach the target audience and increase demand

· To discover the consumers’ perceptions of the problem and the product, and to determine how important they feel it is to take action against the problem

