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A perusal of Table 2 indicates that majority of the trainees had a favourable
attitude towards self employment (73 per cent), more self confidence (55 per cent),
high information seeking behaviour (67 per cent) whereas the trainees were having
less entrepreneurial ability (60 per cent), low managerial ability (52 per cent) and
low decision making ability (68 per cent). The socio psychological characteristics
such as self confidence and information seeking behaviour were high as these
characteristics could be modified through rigorous training programme, and by
visiting successful entrepreneurs in the field, the trainees might be having more
favourable attitude towards self employment. The remaining socio psychological
characteristics such as entrepreneurial ability, managerial ability and decision making
ability were low which might be due to the reason that mostly graduates fresh from
colleges were exposed to theoretical knowledge and they are in the process of
equipping themselves in practicing the business. Hence the low level of
entrepreneurial ability, managerial ability and decision making ability.

Perception of Trainers about the Relevance of the Content of the Training
Programme

The information collected with regard to the relevance of topics covered in
the training programme as perceived by the trainers was subjected to analysis and
the results are furnished in Table 3.

It could be noted from Table 3 that, among the relevant topics, ‘Scope of
agribusiness, status, present role and future prospects’ is rated as the top one, which
is quite natural being one of the basic and fundamental topics in the area. The next
second most relevant topic, as perceived by the trainers, is ‘Interview with successful
entrepreneurs’. It is true that, interviews with successful entrepreneurs in any
entrepreneurship development training programme helps to inculcate a spirit of
entrepreneurship and to motivate the trainees to take up ventures. It could be
observed that, in general, the trainers gave emphasis on areas like marketing, small
business and orientation on specific enterprises. However, the trainer respondents
perceived most of the topics as relevant.

Table 3. Relevancte of the training content as perceived by the trainers n =30

SIL. Content Total
No. score*

1 Scope of agribusiness, status, present role and future

prospects 86
2 Interview with successful entrepreneurs 81
Marketing Channels 80
4 | Managing small business 79
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Among the contents on agribusiness, the topic “Agribusiness development and
analysis of opportunities” was found to be the most useful as perceived by the trainees. It
could be inferred from Table 4 that importance has to be given on small business since most
of the topics related to small business were perceived to be useful by the trainees. This
might be due to the fact that in a state like Kerala where the unemployment rate is so high
compared to the availability of resources, small business ventures are an alternative form of
employment. Further small business is one, which is independently owned and operated. In
addition an entrepreneur can make all the choices and decisions within the limits of the
resources under their command.

Table 5. Utility of the content on information technology n =60
S1.No. Content Utility index
1 Role of IT in agribusiness 100
2 - e-commerce: Its scope and local annlications 160
3 MS Wind~ws, MS Office 97.5
4 Agricultural portals, existing agricultural MIS and
allied systems 92.5

Table 5 shows that “Role of IT in agribusiness” and “Scope and local
applications of e- commerce” were the most useful topics for the trainees in the area
of information technology. It is natural that access to world wide, integrated services
(data, voice and video) communication network has become critical in the conduct
of present day agribusiness. Search for more efficient ways of doing business has
led to a new revolution in commerce i.e. e- commerce which is the application of
new technologies, particularly internet and web to help individuals, business and
other organizations conduct business better. Further electronic commerce helps to
increase sales with low cost. Enquiries from customers about products, their features,
availability, conditions of delivery etc., could also be handled easily in an online
environment with minimum costs. Products and services can be made accessible
even in remote areas.

Table 6. Utility of the topics on marketing management n=60
SI.No. Content Utility index
1 Market planning and market competition 100
2 Brands, packaging, product features 100
| 3 | Advertising and its imnact 100 |
4 [ Sales promotion activities 100
5 Pesticides marketing: problems and prospects 100
6 Introduction to marketing, principles, concepts 95
7 Rural marketing — problems and prospects 95
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