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®MARKET: FARMERS TRAINING ON
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Introduction

The Full Circle Initiative is the Madagascar-based solutionscape of the
Wyss Academy. Though this initiative, they actively support the
development of projects fostering harmonious human-nature coexistence in
the Mahalevona valley and across Madagascar. Focused on regions with
ecologically rich ecosystems, such as rainforests threatened by local
communities' livelihood needs, these projects aim to find sustainable
solutions.

This report outlines the key outcomes of the "From Farm to Market: Farmers
Training on Digital Marketing through Facebook Marketplace" workshop, a
pivotal initiative aimed at improving the livelihoods of local farmers in the
Mahalevona Valley.

The core mandate of this program is to bridge the gap between production
and profitable market access. While the Mahalevona valley is rich in
agricultural potential, many small-scale farmers lack the skills to effectively
market their products beyond traditional, local methods. This workshop
addressed this challenge by focusing on equipping participants with
practical, foundational marketing skills. The general objective is to initiate a
shift towards modern sales strategies, specifically by leveraging Facebook
Marketplace to expand the participants' client base. This focus on digital
platforms not only aimed to increase local sales but also laid the
groundwork for future market linkages, both nationally and internationally.
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The workshop took place in Fizono, from the 3rd to the 9th of September for 7 days. The
curriculum focused on building the participants’ skills across five key phases:
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Phase 0: Developing a strategic “
marketing mindset.
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Phase 2: Setting up and navigating Facebook ¢ 3
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Phase 3: Creating compelling product
&t\ listings.
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Phase 4: Managing customer @»
S . &
inquiries and logistics.

Phase 5: Consolidating learning and

creating an action plan.




| Participant’s profiles

10 young women, with an average age of

Masindrano, Ankovana), adding to the
experiences. The workshop target partic

BACC.

Participants' level of education
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A total of 29 participants attended the workshop, including 19 young men and

29 years, ranging from 18 to 38.

Participants came from five different villages (Mahalevona, Tanambao, Fizono,

diversity of perspectives and
ipants from different educational

backgrounds. A significant portion of participants completed secondary
education, with 48% holding a BEPC certificate and another 42% having their

= Women = Men

Before the training, most participants
reported low confidence in using digital
platforms for sales. Specifically, 79% felt
moderately or not confident at all about
navigating  Facebook  Marketplace.
Knowledge of the platform was limited:
66% could not define what Facebook
Marketplace is about, while a few
mentioned basic functions such as
buying, selling, or increasing product
visibility online.
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Training methodology

The six days training covered topics around:

e The marketing mindset: From farming to selling
 Introduction to digital literacy basics

e Setting up and navigating Facebook Marketplace

e Creating effective product listings

e Managing inquiries, local networking and action planning

The training was designed to be highly participatory and practical. The curriculum's rationale
centered on hands-on learning, confidence-building through direct application, and continuous
improvement. The pedagogical approach included:

Hands-on Activities: Participants practiced taking ,
photos, creating listings, and role-playing customer

interactions directly on their phones.
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Peer Feedback: Activities like the "Review Carousel" allowed - @ -

participants to learn from each other. Ij

Formative Assessments: The program continuously
assessed participants' progress through observation, review of

completed worksheets and templates, and contributions to

group discussions.
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Key Workshop Outcomes and
highlights

The "From Farm to Market" workshop successfully achieved its core objectives, leading to
tangible outcomes for the participating farmers. The training was structured to ensure that each
phase built upon the last, resulting in a measurable increase in both skills and confidence.

Introduction to Basic Digital Marketing with
Facebook Marketplace

The program successfully equipped participants with
a foundational understanding of using Facebook
Marketplace for business. Within the one-week
timeframe, farmers learned how to navigate the
platform, set up their accounts, and create their first
product listings.

e Qutcome: The 29 participants have successfully
created their Facebook account and the
Facebook page of their business.




Online safety

The workshop improved participants’ awareness of online risks. Pre-training, 69% could
not identify any risks, while 14% identified one and 17% identified two. After the training,
21% could identify one risk, 21% identified two, and 57% still could not identify any.
Commonly cited risks post-training included scams and hacking (25% each), cyberbullying
(11%), and fake news (4%).
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Knowledge of online risks

This increase,
though not complete,

80%
- 69%
. 60% 57%
reflects an important
step toward safer .
online engagement, -
supporting o 21% L, 2%
sustainable use of 14% '
digital sales - . I . l

platforms.

No risk identified One risk identified Two risks identified
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Similarly, knowledge of account security improved. Pre-training, 52% of participants could
name one security measure, 10% two, 38% none, and only 31% recognized the importance
of keeping passwords secret. Post-training, 57% could identify one measure, 25% two, 11%
three, 4% four, and 4% none. Participants demonstrated understanding of key practices
including creating strong passwords (71%), changing them regularly (25%), keeping them
secret (32%), and not sharing account access (14%).

Knowledge of online safety measures
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Before the workshop, participants’ definitions of Marketplace were vague or
incomplete. The majority (66%) admitted they did not know or gave no answer,
while only a few mentioned aspects such as selling online or increasing product
visibility. Post-training, 89% could describe Marketplace accurately. Participants
increasingly recognized Marketplace as a space to buy and sell products online
(rising from 21% to 39% of the participants) and became aware of practical details
such as product listings, photos, prices, and seller information. Mentions of specific
uses, including targeted advertising, rose from 3% to 11%, while recognition of
technical requirements, such as creating an account or page, appeared for the first
time post-training.

The following main points
reflect participants’
understanding of
Facebook Marketplace:

Knowledge of Facebook Marketplace
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e Product Listings &
Info: List products
with photos, prices,
location, and seller

- information.

« Visibility & Ads: Boost
product visibility and
use targeted

' ' : advertising.

| understood everything well because the « Online Transactions:

Buy & sell on
Facebook.

Before m After

training was based on what | already knew,

and then gradually introduced new concepts.

« Requirements:
Requires account
and page creation.
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