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	PROFITABLE AGRIBUSINESS ACADEMY
6-Week Master Syllabus
Agribusiness & Sustainable Enterprise Management
Comprehensive Curriculum Framework for Profitable Agribusiness Academy Cohorts

	Document
	Master Syllabus with Learning Outcomes, Behavioural Objectives, Facilitator and Learner Inputs, Capstone Framework and Learning Outcome Analysis

	Programme
	6-week blended cohort programme (asynchronous + live + applied practice)

	Lead Faculty
	Dr. Chris Edeh

	Alignment
	International best practice in agribusiness management and operations 

	Version
	Version 2.0 



1. About the programme
This six-week course helps aspiring and existing agribusiness owners turn a business idea into a practical, profitable plan. Participants learn how to identify customers, manage production and costs, raise money, sell their products and run their businesses responsibly. The focus is on doing, not memorising theories. Participants use their own business idea or an existing enterprise throughout the course.

	At a glance
	Details

	Duration
	6 weeks

	Format
	Short self-paced lessons, one live weekly session, group discussions and practical tasks

	Time commitment
	About 12 hours per week (flexible to suit the cohort)

	Who can join
	Aspiring agripreneurs, farmers, processors, traders, cooperatives and agribusiness managers

	Requirements
	A business idea or existing business; basic literacy and numeracy; smartphone or computer

	Outcome
	A practical agribusiness plan, simple financial forecast and short presentation


2. What participants will learn
Identify a business opportunity people are willing to pay for.
Find customers and test demand before committing too much money.
Plan production, supplies, storage, quality and delivery.
Calculate costs, set prices, estimate profit and manage cash.
Understand suitable finance options and common business risks.
Market products, build buyer relationships and plan growth.
Present a realistic business plan to potential partners or funders.
3. The six-week learning plan
Week 1 — Find the business opportunity
Goal: Understand the problems and opportunities in agriculture and food businesses.
Main question: Where are customers facing shortages, high prices, waste or unreliable supply? Who could the business serve?
Practical activities:
Look at a local agricultural product and how it reaches customers.
Identify three business problems or opportunities.
Choose one business idea and describe who needs it.
Weekly output: One-page business idea: the problem, customer, product or service, and why it might work.
Week 2 — Know your customers and design the business
Goal: Check that buyers really want the product and decide how the business will earn money.
Main question: Who will buy? Why will they choose this business? What will they pay?
Practical activities:
Speak with potential buyers or customers.
Compare competing products, prices and selling methods.
Describe the product, target market, suppliers and income sources.
Identify basic responsibilities concerning land, workers, communities and food safety.
Weekly output: Customer findings and a simple business model.
Week 3 — Run the business efficiently
Goal: Plan production and delivery while reducing waste and controlling costs.
Main question: What resources are needed? What could delay production or damage quality?
Practical activities:
List required inputs, workers, equipment and suppliers.
Work out the main costs of producing or handling the product.
Plan storage, transport, hygiene and quality checks.
Consider affordable ways to save energy and reduce losses.
Weekly output: Basic operations plan and estimated cost per product or service.
Week 4 — Manage money and access finance
Goal: Understand whether the business can make money and how much funding it needs.
Main question: How much must be invested? What are expected sales, costs and cash needs?
Practical activities:
Estimate start-up costs, monthly sales and expenses.
Calculate expected profit and the sales needed to cover costs.
Prepare a simple cash-flow forecast.
Compare savings, loans, grants and investment; identify important financial risks.
Weekly output: Simple financial plan and a clear statement of any funding needed.
Week 5 — Sell products and grow the business
Goal: Find buyers, build trust and improve repeat sales.
Main question: Where will customers be reached, and how can the business sell more reliably?
Practical activities:
Choose sales channels: farm gate, markets, shops, restaurants, bulk buyers or online.
Develop a basic marketing message, prices and customer follow-up plan.
Review packaging, product quality and buyer requirements.
Set realistic sales targets and identify potential business partners.
Weekly output: Practical sales and marketing plan.
Week 6 — Put the plan together and present it
Goal: Bring the work from previous weeks into one clear business plan.
Main question: Is this business worth starting or expanding? What happens in the next 90 days?
Practical activities:
Complete a short business plan and financial summary.
Prepare a brief presentation explaining the opportunity, customers, costs, expected sales and funding request.
Receive feedback from instructors, peers and invited practitioners.
Agree on practical actions for the next 90 days.
Weekly output: Final business plan, presentation and 90-day action plan.
4. How learning will work
Each week combines short lessons, a live discussion with an instructor or industry practitioner, and an exercise based on the participant’s own business. Participants receive practical feedback as they develop their plans.
Short, mobile-friendly learning materials and simple examples from African agribusinesses.
One interactive live session each week, with questions and real-life cases.
Peer discussions and feedback on business ideas.
Simple templates for customer interviews, budgets, costs, sales and business planning.
5. Final business project
Instead of a long academic report, each participant prepares a concise, usable agribusiness plan. It should explain:
The business idea and the problem it solves.
Target customers, demand and competitors.
The product or service, suppliers and operations.
Start-up costs, pricing, expected sales, expenses and cash flow.
How customers will be reached and retained.
Major risks, responsible practices and required funding.
The first actions to complete within 90 days.
Participants present their plans in a short pitch and respond to questions. The emphasis is on clarity, realistic numbers and achievable actions, not presentation jargon.
6. Assessment and certificate
	Activity
	Weight

	Short weekly knowledge checks
	20%

	Practical weekly assignments and peer activities
	30%

	Final business plan and presentation
	50%


Certificate: participants must meet the Academy’s 75% overall pass mark. Consistent participation and completion of the final project are expected. The Academy may issue a digital certificate of completion.
7. What facilitators and participants need to do
	Facilitators
	Participants

	Explain concepts using simple, local business examples.
	Attend sessions and participate in discussions.

	Provide templates and practical feedback.
	Gather real information on customers, prices and costs.

	Invite practitioners where useful.
	Complete one manageable task each week.

	Review progress and help participants overcome obstacles.
	Develop and present their own realistic business plan.


8. Deliverables at the end of six weeks
Every participant should leave with: (1) a clear business idea, (2) evidence of customer demand, (3) a basic operating plan, (4) a simple cost and cash-flow forecast, (5) a sales plan, and (6) a 90-day action plan.
Recommended follow-up: check progress after approximately 90 days to understand which participants have started selling, improved operations, secured customers or obtained funding.
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