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ABSTRACT

These guidelines have been designed to address the extension
worker, It outlines the roles of extension work in general and
some special issues involved with assisting small enterprise

owners, given what is known about entrepreneurial characteristics.

It discusses the need to communicate effectively and build
rapport with the entrepreneur - client. It also establishes
realistic expectations and teaches the extension worker how to

overcome natural resistsnce of :ntrevreneurs towards outsiders.

The guidelines further emphasize the prerequisite of establishe
ing rapport with the client before analyzing problems and developing
solutions. It also stresses the advantages of joint-approach in all
stages of assistance to bring the en‘erprise owner into the process
of extension service as much as possible. The extension wcrker's
critical role in the hands-on process of implementing improvements

is likewise emphasized as a key to effective extension work.

The guidelines also cover directions in report writing or

presenting results of the extension work to the entrepreneur,

Finally, the guidelines identify some critical attitudes to
extension work and hints at future options in the carreer of an

extension worker,




INTRODUCTIOR

As a component of the job description of the Entrepreneurship

Development Programme (EDP) Expert, DP/SIL/87/003, the drawing up
of guidelines for the general extension worker of the Nationzl

Industrial Development and Finance Organization (NIDFO) is included.

These guidelines bring together some of the key points
involved in making extension work with smzll enterprise owners
successful. Experience of the ZDP Expert in small entervrise and
entrepreneurship development indicates that developing a better
understanding of the process of extension work and following some
solid time-tested principles can greatly increase benefits to the

small-scale indusiry entrepreneur and the extension worker.

Drawing from experience as an extension worker and having
supervised the work of a number of them, these guidelines have
been prepared from 15 to 17 April 1991. The principles may be the
same as applicable to cther developing countries, the approaches,
however, have been tempered to adapt to the prevailing conditions

of small-scale enterprises and entrepreneurs in Sierra Leone.




I OBJECTIVES CF THE GUIDELINES

These guidelines should be used as a suprlement to the
basic business managerent aznd entrepreneurship know-how of NIDFO
extension workers in delivering assistance to the small-sczle

entrepreneur.

The communicztion and counseling concepts included could also

be useful recding to other staff of NIDFC as well.

An extension worker who has & good found:tion in accounting,
finance, production and marketing management should be able to
help a small-scale industry entrepreneur get things straightened
out in the enterprise management., This all depends on some other
things which may be of even greater importance than business or
technical knowledge. This is when extension service techniques are

czlled to the front to enhance business and technical knowledge.

The compilation of these guidelines is intended to provide
KIDFO extension workers with extension service techniques that will

strengthen their businesc and technical know-how.

II OVERVIEW OF XTEMSICON WORK

It is an established fact tha some of the administrative tools
and concepts designed for large .terprises (and taught routinely |
in most businezs schools) jus. io not relate to small enterprises.
At leazst not in their usual form so that modifications are required,
Secondly, it is true in any client relationship that extension
workers can not do any.good if rapport and communication are not

established with the entrepreneur-client,




One of the fundamental principles in extension work is tc

recognize that what might te "best", “"correct" or “optimal"
in the extension workers opinion just may nct fit the entrepreneur's

point of view.

Since the extension worker is providing a service with the
intention of helping the client satisfy the latter's needs, various
business principles and theoreticsl concepts skould be aprlied

only as they actually relate to the situation.

Successful extension service workers have found it a good
jdea to involve the client to some degree in every phsse of the
acsictance. Most successful extension workers make heavy useof
the client's ideas in analyzing situations and formulating action
plans. This rust be done in such 2 way that helps the clients see
better how various issues fit together more clearly in order to

accomplish the desired results.

ITT STRUCTURE OF NIDFO EXTENSICH WOmK

Although pruper selection of potential entrepreneurs and
effective training for motivational development and managerial
skille are essential for the Entrepreneurship Development Programme
(EDP) of NIDFO, the positive results from such activities can be
enchanced a great deal through adequate attention to post-training
activities. This ic when tt« small industry entrepreneur are

likely to run ‘nto difficulties that are beyond the scope of training.

The difficulties in prepsring the businecs plan to the
satisfaction of the Financizl Services, NIDFO, or any other
financing institution, the choice of machinery and equipment to
purchase, the sourcing of raw materials, are all likely to stump

and confuse the sm#ll industry entrepreneur.




The participants undergc an exercise for the preparstion of
the tusiness plan during the Easic Business lanagement Course (BEMC).

At this stage meticulous care has been taken to expose them to
realities of situations in treir enterprises. ZExtension workers of
RIDFC and resource perscns of the training institutions (OIC presently)
provide practical counselling experience in this preparatory phase

of business planning. The extension workers, however, should be
available to participants while they refine and finalize the

business plan.

The candidstes who have comnleted the Entrepreneurship
Motivation Training (E-T) ancé the EBNC are mainly thosce who are
alrezdy in tusiness. These entrepreneurs are suprosec to be highly
motivated individuals looking towards the survival and growth of
their enterprises. Hence, the [ollow-up needs of these entrepreneurs
have to be considered mainly in the context of these needs.
Zxperience has shown thzt in the zbsence of follow-up contacts,
the image of treining and the perception of itc usefulness suffer
severe setbacke

o

he Problems with which Entrepreneurs

May heed Guidance

A list of common problems which may exist in entrepreneur-clients
of NIDrC zre:

* Product diversirication

* Marketing information

* Availability of financing and credit policies of NIDFO

* Appropri«te techniczl training

® Zstimation of capital requirements and other financial data

* lMachinery copacity balancing

* Other technical advise




The help required from extension workers rar be categorized

among the following:

* Ascistance in preperings tecnnically and isnancially sound
business plans as recuired bty the Financial Services

Section of NIDFO or other financial institutions;
* Meeting fresh queries from the Financial Services Section
or other financing inctitutions, as @ follow-up of their

loan aprlications;

* Developing pragmatic action plans aimed ¢t achieving the

return on usage of financial resources; and

Attending to miscellaneous contingent problems arising out

of the project implementation process.

In addition to post-training assistance, therefore, extension

service is likewise delivered for post~financing of enterprises.

B. Role of the Extension Worker

The extension workers of NIDFC must maintain a continuing liaison
with treined entrepreneurs. They may have to perform a dual role:
one required of a trainer and the other of 2 small enterprise
manager. 1he extension worker, therefore, may have to possess
certain personality traits like hich level of initiative,
independence, creativity, flexilility, interpersonal competence,
empathy and openness in relationships. He/she need not have so
much expertise in any particular management area but he/she must
have basic orientztion to manarement ond sound understanding of

traininge.

Thr: extencion worker muct #lw yo b on purrd ind encure that
in the proce:xcin, of rendering nelp, he/she in not encouraging
depencency by usurpin: the jroblem solving role of the concerned

entreprencur,




In the phzse whereby loan agrlications are being processed,
the extension worker must prepzre the entrepreneur to answer by

himself, queries raised by loan appraisal officers. It has been
observed that good business plans fail to carry weight withk loan
aprraisaz) officers simply beczuse tne entreprenuer fare bzdly in

the interview by the panel of evaluators.

The extension woriker must also be ready to provide discrete
intervention with the loan evsluators cn delays in procescing loan
applicctions. This intervention, however, must be carefully done

g0 as not to be construed zs interference.

The extension work is & icllow-up interest and m2y have to
have a terminal point, however. Zntrepreneurship development
programzes face the task of developing entrepreneurial capabilities
by continous support and at the same time avoid the creation of
dependencies. The skill of tre exiension worker lies in helping
the entrepreneurs to be self-sufficient and independent in

decision~making and taking initiative.

Iv ASIC STZPS I 2¥TENSICN WORK

[43]

In generel, there are five (5) ma2jor steps in estension work:

. A, Developingc Mutual Crientation

veveloping mutual orientation involves the esteblishing of
geod rapport and communicctiorn between the client and the extension
worker. while the responsibility end effort on this step must te
accepted to some degrree by both parties, the extension worker must
frequently bend over backward to mcke things work. If there is no
satisfoectory underctinding the -ntrepreneur may hold back information
that mey be crucial to the recoimition of a problem or the develop-

ment of 2 pocsible solution,




Points to consider in this ctep are:

1. Adaptation to the Small Interprise Cwner

A small enterprise owner is frequently characterized by many

attributes, a s fcllows:

1) Being an irmigrent correlates highly with success.

2) Successful small enterprise owners have typically been

poor students in scheol.

3) ZEntrepreneurs make pcor employees; it is not unusual to

have been fired a2t some time in their past;

4) Ph.Ds znd inventors typiczlly are not successful

entrepreneurs;
5) Successful male enirepreneurs usually have supportive wives;
6) An entrepreneur's primcry motivaticn reflects a free spirit
and independence; he/she has great difficulty in following

orders from others;

7) Relationship with fathers is more important than other

farily members in entrepreneurial personality development;

8) Entrepreneurc are most successful and satisfied as doers

rather then as managers or planners;

9) Entrepreneurs are not big rick takers although they may be

characterized as realistic gamblers;

10) Reserving time for family and rersonal plessures is clearly

secondary to meking the bucinesc run.
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3, Reinforcing Entrepreneur's Security

Keep in mind thzt the entrepreneur 1is likely to be uneasy
about your extension service interaction. Severa) apprehensions
involve such areas as: (a) possibility that he/she will be unable
to implement your recozmend:tions, (b) fear of having financial
and techniczl "secrets'" <xvosed, (6) loss of feelings of personal
indepencence, and (d) cost in tenss of money and time in implementing

recommendations.

The extension worker must anticipate this uneasy and insecure
feelings by counteracting these issues directly. You can indiczte a
keen awareness of the importance <. the client's time by assuring
that appointments or visits will accommodate the entrepreneur's
normal work schedule znd by being punctual. Do what even has to
be done when you visit but be sure to let the client conduct necessary

business such that you should not expect complete undivided attention.

Another source of uneasiness on the part of the entrepreneur-
client relates to his/Ler hesitzncy to reveal financial and technical
secrets to anyone outsice the business. They must be assured of
cenfidentiality. This factor is especially important with respect
to informction that might be significant in relationships or
government regulatory agencies. In most czses it is necessary to
reaffirm sev.ral times th:t the findings of the extension worker
and recommendations are for the benefit of the client entrepreneur

enly and will not be disclosed to cthers outside NIDFO.

Lastly, there must bc a continuing effort towards enhancing the
entrepreneur's ego and achievement satisfaction. Caution, however,
must be exercised to show sincerity. In general, the small industry
entrepreneur feel especially satisfied with specific things done well
and apprecizte recormition for thcese identifisble accomplishments.
From the stert of the extension work particularly good resilts or
attempts to try new recommendations should be recognized ond encouraged.
Do not appear to overdo cuch cormplinmentc. Keep them meeningful by

gaving them for occacuions that are worthy of suche.




B. Recognizing and Defining

Problems and Opportunities

The establishment of rapport with the entrepreneur-client is
usually achieved reasonably after & visit of an hour or so.
As this happens, the extension worker must actively listen to
encourage the entrepreneur to express his/her view .{ the problems

and opportunities being faced.

Recognizing and defining problems and opportunities may start
early in the relationship, but this step is generally deferred until
after the first phase is firmly underway. The consequences of jumping
into conclusions too quickly may result in either a"half-baked"
assessment of the true situation or a "turmed off" client who does
not really aypreciate an outsider coming in and immediately finding
fault with everything. Most entrepreneurs have areas which they
feel they are doing a good job on and do not appreciate having these
areas criticized at the outset. Cnce the mutual understsnding has
been developed and the client’s objectives clecrly set forth, many

problems and opportunities will become much easier to determine.

1« Problems vs. Symptoms

In many cases apparent problems are probably merely symptoms.
It is usual for many symptoms to be arising from a single problem.

Likewise several problems may be contributing to a single symptom.

To illustrate, a dictatorial owner-manager may lead to high
employee turnover, very low efficiency of workers, very little
co—operation among workers, complaints about too heavy work, high
absenteeism rate, generally low level of worker morale. This shows

how several manifestations are traceable to 2 single underlying problem,

On the cther hand, 2 single perceived symptom is & result of
several probtlems, For example, the entrepreneur-manager -~omplains
that despite doing @ lot of work the business is making very little
profits. Some of the cauces of this are: (1) equipment is old and
worn out and needc replacement, (2) pricing structure is too low and

has not kept psce with costs of materials, labor, etc.
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(3) entrspreneur does not plan work for employees in a most
efficient manner, (4) entrepreneur may not be delegating work

to others to free him/her for msnagement work, (5) workers may
not be producing at maximum potential because they are not supervised

or motivated properly.

Actually many problems msy well contribute to one particulas
symptom while some problems may be interrelated as causes or
effe_.. .. other problems. without getting lost in an academic
exercise of defining certain occurances as symptoms, problems or
csuses, the extension worker rust find the basic element thst
have to be zltered before improvements in the general situation

will occur.

The most important aspect, therefore, is to recognize which
areas in the enterprise operations need change. This is one of
the most difficult jobs in extension work. The solution usually

is a simple one, only if the problem has been accurstely identified.

Entrepreneur and Fxtension Worker Probleuw Jdentification

The approach is .o get the client enirepreneur to tell you
what he/she thinks about the enterprise in terms of strengths and
weaknesses. Never start pointing out what is wrong as you may
prematurely be identifying situations as needing corrective action.
Begin early, however, developing your own views that may either
be substzntially the same as the client's or very different from
his perceptions. OCnce you have spent some time in the enterprise
then you can suggest your own views of what areas need attention.
The frequent result of a two-way interaction is the ranking of
priorities for areas that both extension worker and entrepreneur-
client have identified. Generzlly, the entrepreneur begins to

see things not perceived before.




JLLUSTRATICN:

Hassan Bangura wae looking into a small wooden pallet manufactur-
ing enterprise as his extension project. The owner, Richard Conteh,
primsrily wanted assictance to straighten out the financial conditions of
the firm in preparstion of & loan application with NIDFO., Kr. Conteh
recognized the need to have someone go through his records, namely, 3
check book and some as:sorted pieces cf papers in file folders maintained
by his wife., He has slso identified the need for rore working capital
that had maée him avproach NIDFO.

Hassan Bangura found, after developing a simple accounting record
system and preliminary financial statements, that s large portion of
the job orders undertaken produced little or no profit. Operating
overhead was not included in the costing from which jobs were priced.
In addition, the extension worker found that a sideline tusiness of
repairing old wood pallets for customers was much more profitable and
could bring 2 stronger positive cash flow if this aspect of the

business could be expanded.

In the acove cese, the extension worker would usually begin his extension
work by analysis the problem areas identified by the owner-manager.
As other important issues are discovcred they can be addressed in turm.

Additional major areas jointly agreed upon to be looked into were:

1) A new process for costing and pricing;
2) Various ways of cutting overhead;
3) A market program to increase pallet repairs;

4) An analysis of how a new machine (denailer) would more

then pay for itself in a short time if:

a, funds could be obtained for its purchase as part
of the loan package.

b. anticipated demend for thic service is correct.

In short, ilassan's extension werk wes in aressfar beyond the

entrepreneur's stated problems.
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C. Developing and Evaluating
Alternative Strategies

The development of alternative solutioms and evaluation of
various courses of action to build cn the strengths of the enterprise
are the core of the extension work. The client-entrepreneur zay
frecuently be able to express concern about problems, at least in
terms of apparen: symptoms, along with solutions tried cr considered.
ilthough the true problems msy actually lie 2 little deeper =znc the
solutions may recuire further development, the good extension worker
will build on these contrikutions rather than going away and
pondering on his/her own repertoire of possible cstrategies. Keeping
the client-entrepreneur involved is many times as much a part of

making the solution a gcod one.

1. Joint Develoopment of Solutions

A joint approach in finding solutions to problems is most

likely to bring success. There are several reasons for this.

We already know that the small entrepreneur is typically an
independent individual who is most comfortable when he/she feels
in contrcl. Even when he/she may not truly have this role, you must

make him/her feel so.

For example, if the analysis of the situation indicates a
particular problem and several solutions, one of which seems best to
you, do not tell the entrepreneur straight away how to solve the
problem. Consider instead an approach that first develops agreement
that the perceived problem is in fact 2 real problem. Assuming thzt
it is, you can assist the client to reconstruct in his/her own
words how that problem developed, what its effects are, and what
steps may hsve been teken already in an effort to improve the
situation. Then, if your solution can be viewed as a natural
continuation of the entrepreneur-client's approach, let the solution

be identified as his/her ides that you can help to refine znd implement.
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Corollary to this, regardless of whether the solution is

seen as yours, the entrepreneur's, or a combination of both, there

must be a continuing effort to give the entrepreneur opportunities

to approve or asccept all strategies and actions before undertaking

them. Ask for suggestions for improvements »s you go along, even

* where ycu may think they are not really needed. The client may

be able to aac more than you think.

ILLUST=,TICN:

John Kornoma designed a brief customer survey as part of his

extencion work for a tailoring shop. The shop owner was at first

almost over~whelrmed by the statistical ssmpling process, the building

in o questions to obtain demographic data, and so on, before the

fundamental questions pertaining to design and style preferences were

developed. Later on, however, he became more comfortable with the

survey questionnaire as he helped to develop questions about specific

styles and colors of dresses, prices, reacons for buying certsin

styles, and other areas he knew much better than John. After he

became an active participant in the project he was also able to

contribute in other ways to ascure 2 higher percentage participation

by respondents. As a result the extension work was a very successful

undertaking.

Another key rezson for joint development of solutions involves

the poscibility that the extension worker will stray away from good

courses of action toward more elepant theoretical approaches that

can not or will not be implemented. The possibilities for tryiug to

misapply economic order quantities, linear programming, comprehensive

(complic: ted) accounting systems, standsrd financial ratio analyses,

elaborate promotional schemes, and the like, are likely to set in.

The entrepreneur-client will usually be quick to identify tools that

he/ehe fcels comfortable with if there is an active team working

relationship with the extencion worker. (n the other hand, if you

werk on wophisticated approaches bty yourcelf, they are likely tc go

unim; lemented.
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D. Assisting in Implementation

of Selectcd Course of Action

Assisting in the irplementation of selected actions is the phase
where many otherwise successful extersion workers miss -opportunities
to improve ackievements. An entrepreneur-client is likely to need
help in carrying out the recomrendstions made. rrom a selfish point
of view, the extensicn worker will want satisfied clients to
promote his/her capabilities with “wcrdi-of-mouth" advertising. Clearly,
this satisfaction will ccme fror succecsful irmplementation of

recommended actions rather than frc- —nused ideas.

The extension worker must understand that the formal written
reports should not be viewed 2s the rain outcome of extensiocn service.
NIDFO shouléd aspire for nands-on imrlementation as a key objective,

One major reason is of course ti.. extension worker z2lso lezrns by doing.
This active involvement also goes & long way toward assuring a positive

outcome for the entrepreneur from the overall effort.

JLLUSTRATICN:

Perhaps a client entreprcneur needs to keep good records. You look
at the records books and hzlf of the pages are blank, while the other
half show entries thst are incorrect. +“hen ycu ask the entrepreneur
to define the problem, he/she may szy, "I do not have enough time to
keep my books up~to-date.” The rezl problem, frequently, is that no
ope in the enterprise is :ducated in the tecuniques of keeping the books.
Therefore, changes thi.t méy oifer effective soiutions are:

(1) teach the entrepreneur to keep his/her books, (2) te:ch someone
else in the firm to keegp the books, (3) hire a new employee to be
the book-~keeper, or (4) hire a book-keeper on temporary or part-time
basis to bring the books up-to-date periodically.
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The best soluticn depends on the degree of needs and the
pleasure of the entrerreneur. He/she may not want an outsice took-

keeper. lany entrerreneurs are jealous about letting soreon~ else
look intc their ailzirc. They would rother be truined to keep the
bocks themselves, even though this may take time awzy from their
management capacity., Cthers are interested cnly in rore active
functions suck as zroduction and msrketing, :nd they want nc part of
the clericsl chcres. The extension worker must find out which

aprroach 1s rreferrec by the entrerreneur.

1. aptroach tc lrc:lementstion

If the entr:preneur's choice in the above illustrction is

either (1) or (2} the steps to take are:

(1) Conduct z ttorough review of:

a. types of trensactions the businecc needs to record,
b. current recording system, if any,
¢. capabilities of the person who will keegp the books, and

de available outside systems thet may be imrlemented.
(2) Determine what system to use.

The system to use in each particular case depends entirely
on the neecc cf the enterprise., It may be as simple as a
checkboolk to record 211 purcl .sec znd receipt boock to record
all sales, (Cr it may be 2 full-fledged accounting system. For
example, if the business is a one-person operation such as a
service orgsnization that repairs televisions or appliances, the
individuzl typic2lly receives either cash or check for his
cervicec. fe/she will likely nay his sunplierc for parts by
eitrer cact. or checke. ZIxtencive inventories ond ecuipment
depreciation v ve rnct likely to be involved. Certiéinly # cimple
checikbook wrnd receipt ook will be cufficient to rececrd «11 the

dute necercin for thi cntrepreneur'rs book-kceping cyrenm.




In a sicple system such as this, the business owner must te
meticulously careful in making sure that cnly business expenses

(no personal or household expenses) are entered in the business
checkbook. The entrepreneur must have a separate checkbook for

personal or house expences.

A step up from the checkbook anc¢ receipt book system is a simple
combination journal-leigersystem. ith this approach all of the
month's accounting entries can be summarized in a single page that
shows the transactions so the entrecreneur can easily icdentify: (1) date,
(2) amount, (3) type of tramsacticn, and (4) brief explanation of
purpose. This system can be designed Irom scratch for an enterprise
that does not require the more elaborate separste general journai and

general ledgersystem.

(3) Put the systerm into action

There are other single accounting systecs thet may be
designed for the small entrepreneur. Whatever the design, a
major part of the implementation effort wili involve working
directly with the entrepreneur tc teach the mechanics of
making entries correctly. Typically on combination of real
transactions and proctice protlems are necessary to help
the person get to know the system. If the person to be
taught is an employee &nd not the 2=ntreprenur himself/
herself the continuing rapport with the entrepreneur will be
a necessary signasl thet the new book-keeping work is werth-while

and should be taken serioucly.

A1l that the extension worker needs is time, patience
and technical competence in the rez being tackled along
with the sencitivity to ycur client-entreprereur's needs and

apprehensions.
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Ee Commuiicating Resulte

Cormunicatin, resulte and druwing conclusions in & formal report
or presentation is frequently seen as the culminaticn of the extensicn
service. This by itself is nct enouch, but it is definitely an
extremely important output that results out of the extension work.
Its value should be as = source of tasis for reviewing what hes been
done and whct additional steps are recommended so tha:t 2 continuing
follow=up can tske place., The repert is not merely z coullection of
backgrecund facts and vague protlem soluticns besed cn high sounding
theories and techniques. MNaturally the langucge and visual zids used
should adapt to the entreprenur-client's background and capabilities
to be effective.

Periodic follow~up schedule over an appropriate period shculd be

incorporated in the recort as part of the extension worke.

1. What the Client Entreprerneur wants to know

Sometimes the extension worker gets carried awey with including
irrelevant things when writing reports. Many extension worker
may be inclined to start their reports on extension service with
extensive company history. Clearly this is not of irmedicte

concern to the entrepreneur.

What he wants to read, anc generally should be found in the
first or second page, is a cuick overview of whzt has been
accomplished 2nd the steps recommended for future action. This
introductory summary should not include all of the problem
symptoms and cauces, altermatives considered, and sources of
information consulted. It should mcke immedizte reference to the
stage of implementation when extencion service was over and chould

be interestin; encugh to get the entrenreneur to read further,
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After the brief overview of recommendations and status
report, more detailed discussions are in order. It is
generally aprropriate to present 2 brief descripticn of the
enterprise, background of its origin and development, analysis
of its key people and functions, prior to describing specific

details of the extension work.

Detzils of the extension work should eover the following:

1) Problem statement as seen by the entrepreneur,

2) Situation a3s analyzed by the extension worker,

3) Priorities and areas covered by the work,

4) Specific problems, identified causes, organizational
constraints recognized in solving them,

5) Courses of action recorrended,

6) Implementation progrecs tc date.

Need for Thorough Discussion and Understanding

Be sure to give the entrepreneur enough basis to follow in
adopting recommendations. Exhibits must be included in such
areac »s semple pages of the accounting system, mock=up inventory
control cards, proposed organization charts, and the like, These
exhibits must te thoroughly explained to the entrepreneur
so that he/se can recall how things to be done have been

demonctrated satisfzctorily.

Provide some mechanism so that guesticns the client might

have after reading the report may te acdequately answered.




V DEVELCFING ATTITUDZS FCR
EXTENSICK WORK

Extension work for sm2ll enterprises calls for a certain degree
of cdedication and mission. An individual who does not have the
interest of the country's future economic development will not make
a good extension worker. Likewise, one whcse motivation is short-
range in terms of monetary compensaticr is noi mzde for extension work.
Setting long-term goals in terms of carreer satisfaction is more conducive

for extension work.

Getting an extension work relationship off to & smooth start and
lieeping efforts productive requires 2 lot of learning by the
extension worker before solutione should be proposed. Since it is
difficult tc learn while talking, this suggests that extensive listening
is in order. The art of listening muct be an sctive one in the sense
that the entrepreneur-client is encouraged to disclose the necessary

information.

Encouraging someone to talk by such rezponses as "wh-huh" and
"ya' should not be overdcne or the other person is likely to get the
idez that you are not lictening at all. This nust be interspersed by
some passive none-commital response that will encourage the entrepreneur
to talk some more. The extension worker, however, cust avoid the
embrassment of sticking his foot in his mouth by making an inappropriate

comment that may reflect ignorance.

L good way to be sure that jyou understend the basic facts of 2
situation is to sttempt to rectate them in your own words., Another
way ic to reflect your impresrion of the entrepreneur's feeling or
attitudes about a2 situation = ther thar just restating the facte

themselves,

If thece «re not bringin, ~ul resnlts, probin, with cpecilic

querticns leadin; to further dircuccion may be in order.
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To be sure that fzcts, feelings and other details of the
situation are accurztely understood, sumrarizing is a good technique
to elicit a two-way feedbzck. Hence, the need to comruniczte

effectively and build rapport with the client is very important.

The extensicn worker, lastly, must see to it that his/her

mznagement and technical ability is continnously honed to meet tne

variety of needs of the entreprenur-client.

VI FUTURE CPTICKS

From the foregoing discussions it is obvicus that extension work
is the start of a carreer in consultancy. Every extension worker wno
sees the long-term vslue cf extension work and continnously strengthens
his/her knowledge cnd :bilities inevitably finds himself/herself

in the busine: s consulting profession eventually.






